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State of the Nation’s Economy: 





Retan, Sates—Amounted to $143 
billion in April, or $862 million more 
than in March and $147 million 

'@ above a year earlier, according to 
‘= Commerce Department. Automotive 
' sales in April (adjusted for season- 
al factors and trading differences) 
' totaled $2,730,000,000 against $2,651,- 
' 000,000 in March and $2,856,000,000 
in- April, 1953. 
p Tre SHrments—Totaled 6,607,- 
071 tires in March, an increase of 
22.7 percent over February. First- 
quarter shipments amounted to 
17,976,860 tires, compared with 
19,339,187 for the like 1958 period. 
Srez. — Shipments totaled 5,583,- 
- 690 tons during March, an increase 
"of 200,000 tons over F®bruary, ac- 
' cording to American Iron & Steel 
Institute. 
ALUMINUM — Shipments rose in 
| March to 82,484,563 pounds from 
| 68,243,484 the previous month. 
Ore Havuune — Totaled 2,076,663 
| tons in latest week reported, the 
_ best week so far in 1954 shipping 
_ séason. 
| Freicut Loapincs—Were 647,925 
cars in last week reported, or 3.5 
' percent more than in previous 
week. 


| rate Revenves—Totaled in fiscal 
'® 1953 nearly $18 billion, or 7 percent 
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Down 
. Sree, Output — Was scheduled 
last week at 68.6 percent of capac- 
ity against 69.4 the previous week. 
' Business Famures — Totaled 206 
_in last week reported against 234 
in the preceding week, according 
“to Dun & Bradstreet. 
_ Unempitorment — Declined in 
_ early. April to 3,465,000, a drop of 
260,000 from the like March 
_ period. 


Crupve Om Srocxs—Totaled 274,- 
| 003,000 barrels in latest week re- 
"ported, off 4,356,000 barrels from 
earlier week. 
_ Srore Sates — Department store 
-sales in latest week reported ran 
-one percent behind like 1953 week, 
“according to Federal Reserve 
» Board. 
| percent to 111 of the 1947-49 index 
_ Exports—First-quarter shipments 
percent below a year earlier. 
'® Bank Reserves — Decreased $492 
to Federal Reserv Board. 
: 


'® cording to Commerce Department. 
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Prmary Prices — Declined 04 

in latest week reported. 
were estimated at $3.4 billion, or 13 
maiilion in latest week reparted, ac- 
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Dealers’ Average New-Car Stocks 


(In Field and in 


Transit to Fiéld) 
MAY 1, 1954 


MAY 1, 1953 


APR. 1, 1954 


V3 8 Up *° 098 


JUNE 1, 1953 


PREVIOUS RECORDS 


HIGH j 
14.3 Cars — Apr. 1; 1954 





Low 
3.9 Cars — Aug. 1, 1952 








—Automotive News compilation 


New-Car Stocks at Peak 
Second Month in Row 


By Beb Sheldon 
Associate Editor 
W-CAR inventories at the na- 
tion’s dealerships have risen to 
an average of 14.6 units, establish- 
ing a postwar record for the second 
month in a row. 

The new mark in the Automo- 
tive News index, compiled as of 
May 1, represents a gain from the 
14.3 cars noted a month earlier. 
In May, 1958, the average was 
18.0—a postwar high for those 


days. 

One bright spot shows up in the 
current picture: In relation to the 
demand that traditionally material- 
izes at this time of year, the over- 
all new-car stockpile has undergone 
what is tantamount to a slight 
shrinkage. 

o +. * 


At™ THE beginning of this month, 
unsold new cars numbered 616,- 
652, including those on display in 
dealership showrooms, warehoused 
by dealers and factories, used as 


demonstrators and still in transit. 
For April, the revised total was 
605,911. 

The supply in both months re- 
mained under a 40-day level, with 
the situation for May appearing 
a bit more favorable because of 

(Continued cn Page 76, Col. 1) 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


165,425 


143,230 144,497 


Prev. 
Week 


1953 
Week 


Last 

Week 

For complete production totals 
oy makes, see table, Page 77. 
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By Sgt. Mac Gordon | 
(Associate Editor of Automotive News on Military Leave) 
HARLESTON, S. C.—NADA is about ready to ask the 
Federal Trade Commission to investigate auto freight 
charges, with a view toward making all new-car prices 
uniform throughout the nation, President Charles C. Freed 
Oe 


told the annual South Caro- 
lina dealer convention here 


last week. 

The national association also is 
ready to submit to all NADA 
“make” committees a rough draft 
of a proposed new, “mutually-satis- 
factory” factory-dealer franchise 
contract, Freed declared. 


the NADA directors’ meeting in 
Detroit in June, before it is pre- 
sented to the factories for nego- 
tiation. 

Freed also told the South Caro- 
lina dealers that: 

1. Following filing of a legal brief 
with Attorney General Herbert 
Brownell (Automotive News, May 
3), NADA next week expects to ask 
Congress for an amendment to the 
anti-trust laws clarifying the crim- 
inal-case aspects of its anti-boot- 
legging proposal to the Justice De- 
partment. 

2. Restoration of territorial pro- 
tection is being sought at the earl- 
iest opportunity. 

3. A long-range campaign to kill 
off the luxury-tax bracket for autos 
is in the NADA hooper. 

= - a 


ALMETTO State dealers and 

their wives and guests applaud- 
ed heartily as Freed ticked off the 
action answers to the business 
problems which had beset the con- 
vention’s business meeting earlier 
in the day. 

Some booing was evident, how- 
ever, when Freed pledged NADA to 
fight for a return of territorial se- 
curity and announced that all fac- 
tories and 80 percent of all polled 
dealers favored such protection. 

The convention delegates had 
voted earlier in favor of territory 


Dealer Profit Off 
To 0.8 Percent 


WP ASEINGTON. — The net profit 
of new-car dealers before 
taxes dropped to the “dangerously 
low figure” of 0.8 percent of sales 
in the first quarter of 1954, Freder- 
ick J. Bell, NADA executive vice- 
president, announced last week. 
Bell noted that in the same 
(Continued on Page 77, Col. 1) 


Union Drives Hit 7 Percent of Dealers 


"ywo surveys—one by AUTOMOTIVE 

News and one by a reliable in- 
dependent agency — reveal that 
AFL and CIO unions are now con- 
ducting membership drives among 
seven percent of the nation’s new- 
car dealerships. 

And there are a number of in- 
dications that unions may be pre- 
paring a much stronger invasion 
of dealerships, although these in- 
dications are far from conclusive. 

The two surveys, which indicated 


approximately the same facts, also 
showed that 126 percent of the 
franchised dealerships are now 
wholly or partly organized. This is 
double the percentage of 1950. The 


bulk of the organization is among 
shop personnel. 
* 
T= independent survey is based 
on information supplied by 7,043 
of the nation’s more than 42, 
new-car dealerships. The other sur- 
vey is based on investigations by 
Automotive News representatives in 
some 65 cities and areas across the 


nation, 
to the independent 
survey, since 1950 there have been 
Board 


* * 


Machinists, won 381.2 percent of 
these elections, managements won 
18.4 percent while 5.4 percent re- 


sulted in no decision. In some 
cases, several elections were held 
at one dealership. 

One of the strongest organizing 
drives is expected to result from a 
recent Central States Conference of 
the AF'L Teamsters, at which plans 
were drafted for a late spring and 
summer drive in small industries 
throughout the midwest. 

2 + *” 


IEAMSTER Vice-President James 
R. Hoffa, whose union is now 
(Continued on Page 78, Col. 1) 





security, by a 81 to 19 standing 
vote following a verbal flareup. 

Julius Pendarvis (Chevrolet), of 
Edgefield, denounced the territory- 
security resolution as a violation of ° 
free enterprise and said it would 
hinder business operations. 

Stanley Horner, former NADA 
president and convention guest, 
and W. E. Hancock jr. (Buick), 
Columbia, defended the resolution 
and a provision that $200 penalties 
be imposed on dealers selling out- 
side their territories. 

A move to lower recommended 
penalties to $100 per sale was de- 
feated, and the proposal finally was 
Passed. getty 


mae, who joined last 
winter in an Augusta (Ga.) area 
price-cut compact among four 
Chevrolet dealers, warned that a 
competitive association might be 
formed by South Carolina dealers 
favoring open sales territories, 

Pendarvis’ warning was shrugged 
off by W. J. Pickens (Oldsmobile), 
Orangeburg, SCADA president for 
the past two years, and by Han- 
cock, chairman of the resolutions 
committee. \ 

New association president is F. 
A. Nimmer (Chevrolet), Ridge- 

(Continued on Page 77, Col. 3) 


Car Production 
Dips Slightly to 
120,940 a Week 


By Tom Hewitt 
Staff Writer 










Witz two of the six independent 
car makes out of production, 
the Big Three built a record 98.2 
percent of the 120,940 cars turned 
out by U.S. plants last week, ac- 
cording to Automotive News esti- 


rose 1.7 percent, to 22,290 from 
21,925 in the week earlier. 
General Motors accounted for 
55.5 percent of the total, against 
54.7 percent in the preceding week. 
Ford Motor built 31.2 percent, com- 
pared with 30.4 percent, while 
Chrysler Corp. rose to 11.5 percent 
from 10.9 percent. 
7 * 


O PACKARDS or Hudsons were 
produced last week, end Stude- 
baker made only 300 cars at its Los 
Angeles plant. The South Bend car 
line was down. 

All are expected to return to 
work this week, which should 
boost the week’s total. 

Chevrolet and Ford division con- 
tinued to press each other, with 
Chevrolet now almost 3,000 cars 
ahead of its chief rival. Chevrolet 
last week scheduled 32,900 car com- 
pletions, against Ford’s 31,500. 

* ~ * 
I THE preceding week, Ford set 

a postwar record for a five-day 

week, turning out 31,426 cars and 
6,620 trucks. So last week was ex- 
pected to top the week earlier as 


» Page 77, Col. 4) — 


4 































a 


Auto Workers to Net 4 Cents an Hour... 


By Joe Callahan ponds roughly to improvement- 
Staff Writer factor raise given hourly employes. 
OMBINATION of a five-cent-an- * * * 
hour annual improvement-factor LSEWHERE on the labor front, 
raise and an expected one-cent-an- Secretary of Labor James P. 
co eon eT price | Mitchell announced iast week that 
in a net four-cent | Unemployment declined throughout 
hourly increase|the country during April. 
which will boost This dip in Jobless, the first 
auto plant payrolls! since last summer, was noticeable 
by $7,775,000 a| in agriculture, trade, construction 
month, starting June 1. oe other Sones "ie 

The improvement-factor boost is owever, unemploymen con- 

_| tinued to increase in the manu- 
Tn a errr bg tee | tacaring Indusiries Gurng Ap 
UAW and is considered a reward | Mitchell estimated that there 
for increased productivity. 

The expected one-cent escalator- 
clause pay reduction, the second 
in a row, is based on economists’ | 
predictions that the consumer 
price index of the U.S. Bureau 
of Labor Statistics for Apr. 15 
will drop at least one-tenth of a 
point below the March 15 figure 

~ of 114.8, 

Effective the first pay period | 
after June 1, the cut will reduce to | 
six. cents the cost-of-living allow- 

‘ance for one million hourly auto 
workers and to $30 a quarter the 
escalator bonus for some 200,000 
salaried personnel. 

Most of the salaried workers will 
have their pay checks increased by 
3 percent after June 1. This corres- 


Tubeless Tires on °55s 


New Strides in Casing Development Expected 
With Use as Original Equipment 


By Bob Finlay just starting on the road of de- 


Managing Editor | velopment, while the conventional 
DETROIT. — The tubeless tire,| tire has been in the p for 
which has been on the replacement years. ae 


mar f veral years, is ex- 
a Bee seve y Thus, the tubeless tire represents 





NADA Bootleg Brief 


Acknowledged by U.S. 


WASHINGTON.—The Depart- 
ment of Justice last week sent 
NADA a formal acknowledge- 
ment of the anti-bootlegging pro- 
| posals handed to Attorney Gen- 
| eral Herbert Brownell earlier by 
Executive Vice-President Fred- 
erick Bell and General Counsel 
James Moore. 


There was no indication as to 
when a decision might be ex- 
pected on the 65-page document. 

Meanwhile, at NADA head- 
| quarters the staff is busy prepar- 
ing for the board of directors 
meeting to be held in Detroit 
June 16-17. 








to start a new era of tire 

















development with its use as orig- 
inal equipment on 1955 model cars 
this fall. (See FOB Factory, Page 
16,) 

Howard Hawkes, vice-president 
and general manager of the tire 
division of the U.S. Rubber Co., 
who was in Detroit last week to 
introduce the new U.S. Royal 8, 
said: 

f e have reason to believe that 
the tubeless version will be orig- 

inal. equipment on several 1955 
—_ > 


| That was the official, cautious 
Hewpoint. Unofficially, tire exec- 
put it this way: 

ie public is going to be sur- 
at the number of makers 
ll offer 1955 models with 
tires as standard equip- 


fe 4 
is 
a 


a 


“@uto dealers, service stations 
@ tite-equipment makers to the 
v of tubeless tires as standard 


§ companies have been alert- | 


a whole new frontier of tire im- 
provement. And tire experts say 
that its development will be speed- 
ed up by its use as standard equip- 
trent on cars. 

U.S. Rubber will offer its new 
Royal 8 in both tubeless and con- 
ventional versions, And in both 
versions, the tire is a major ad- 
vance, according to Hawkes. 

It is said to give 25 percent more 

|mileage and a new tread design 
| greatly reduces squeal and hum. 
During a test run for the press, 
under conditions called good for 
| Squeal (dry pavement) by the de- 
|sign engineer who was at the 
| wheel, tire noise was barely audible 
| with the U.S. Royal 8, while tires 
of other cars were obviously in 
'“pain” on the curves. 
Prices of the tubeless will be 
| roughly equivalent to the tube tire 
| version, plus the tube itself. This 
| applies to all classes of buyers. 





. for several years. Object! Saueal has been reduced by 
ee at she. field othe good putting the narrowest rib of the 
meet servicing problems. | tread on the outside edge. The 

The tubeless tire has advantages Wide center rib is said to provide 
as well as disadvantageous, but the’ ©@SY rolling and steering. Extra 










major reason the tire companies 

are pushing it is this: 

‘The tubeless tire is new. It is 
* * * 






| mileage reportedly comes, in part, 
| through improved distribution of 
the tread rubber, 

“Safety slots,” said Hawkes, “are 
nearly the full depth of the tread 
to give skid resistance, and the 
outer grooves are dog-leg in shape 
to cast off small stones that shorten 
tire life.” 


This tire, it was pointed out, is 
(Cortinued on Page 74, Col. 4) 


Plymouth Sales Rise 
18 Percent in April 


DETROIT.—Retail deliveries of 
new Plymouth cars were up 18 
percent in April over March, Wil- 
liam J. Bird, Plymouth general 
sales manager, announced last 
week. 

Bird said the comparable in- 
crease for the industry was 3 
percent. Plymouth dealers’ new- 
car stocks at the end of April 
were the lowest since January, 
he added. Used-car stocks have 
dropped 18 percent since Dec. 31, 
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Plant Pay Due to Rise June I 


were 60,600,000 employed persons | 
and 3,465,000 unemployed in April. | 
Gg 

HIS unemployment figure was 
of increasing concern to AFL, 
CIO and United Mine Worker ofii- 
cials, who demanded that President 
Eisenhower launch a Federal 
spending program. The demands | 
for public works and housing proj- 
ects were not new, but more urgent. 

Declining to initiate a spending | 
program at this time, President | 
Eisenhower said he was getting a 
public works plan ready for use 
when, and if, needed. 

Last week, the UAW Executive 
Board passed a resolution oppos- 
ing the “practice of employers of 
spreading reduced amounts of 
work through a program of short 
work weeks.” 

Urging the local unions to be on 
the alert, UAW officials said this 
practice is the result of “the pro- 
duction race in which the automo- 
bile industry has been engaged for 
the past several years ... which 
has finally resulted in a glutted | 
market.” 





* * * 


EANWHILE, there was evi- 

dence that the CIO Steelwork- 
ers will present softened demands 
when they open negotiations to- 
morrow (May 18) with Big Steel 
management. 

Partly because steel production 
is down to 68 percent of capacity, 
the union is expected to concen- 
trate on improving its pension 
pian and insurance program, 
rather than the guaranteed an- 
nual wage and salary increases. 
It was particularly noted that 
the Steelworkers asked for “wage 
increases” rather than the cus- 
“substantial wage  in- 


In Flint last week, the UAW 
placed an administratorship in 
charge .of the 15,000-member Flint 
Local 659 and suspended 14 officers 
and members for anti-union ac- 
tivity. 

The men are charged with print- 
ing “anti-union” material in the 
union paper, the Searchlight, and 
with dissipating funds. 

+ * * 


O* THE dealer labor front last 
week, a majority of the 550 
salesmen in AFL Auto Salesmen’s 
Union, Local 1095, rejected a num- 
ber of contract modifications pro- 
posed by the East Bay Motor Car 
Dealers Assn. in Oakland, Calif. 

Albert R. Silva, the union’s busi- 
ness manager, said the modifica- 
tions were not lawful because the 
dealers did not give sufficient notice 
of termination of the contract, 
which expired Apr. 30. 

The association sought changes 
in the contract which would re- 
ward “quality” in sales work. 

In Detroit last week, a one-day 
National Labor Relations Board 
hearing was held to determine whe- 
ther a representation election 
should be held at Walker Motors 
(Ford). Petitioners were the Auto 
Salesmen’s Union, Local 376. 





Shown for: 
secret T-43, 
tank was 


(See MIDWESTERNERS, Page 8, Col. 5) 


Army Takes Wraps Off T-43— 
ist fime ot the Chrysler tank plant at Newark, Del.,-is the long- 
She feaviest and most powerfully armed of all U. S. tanks. The 


“Remy Ordnance in cooperation with Chrysler Corp. and has 








Visit With Philippines President— 


Ramon Magsaysay (right), president of the Philippines, tells Dewey W. Smith (left), 
general manager of Studebaker's export division, at a visit in Manila, that he used 
a fleet of 15 Studebaker cars during his presidential campaign last year. Magsaysay 
recently bought a Studebaker hardtop convertible for his personal use. More than 


WASHINGTON.—Semifinal steps | 
toward the erection of its own home | 
in Washington were taken by 
NADA last week when officials | 
acquired title to corner property | 
at Twentieth and K Streets, NW.,| 
not far from the association’s pres- 
ent quarters. : 

The deal was consummated by 
Executive Vice-President Freder- 
ick Bell and the NADA building 
committee com prising Foster 
Talbott, Baltimore, chairman, and 
Fred L. Haller and J. M. Sanders, 
Washington. | 

The new enterprise is to be 
known as the Automotive Building. 
It will be an air conditioned eight- 
story structure estimated to cost 
about $700,000. 

NADA plans to occupy about 50 
percent of the building. There will 
| 
| 


Market Cold, 
Midwesterners | 


Burn Up Cars 


WEST LAFAYETTE, Ind. — An 
arson investigation seminar at Pur- 
due University was told last week 
that in 18 Midwestern states in 1953 
automobile fires increased 41 per- 
cent. William J. Davis, of the Na- 
tional Automobile Theft Bureau, 
said a primary cause was a slug- 
gish used-car market, stating that 
most auto fires are set deliberately. 

“Not all automobile fires are 
fraudulent,” he warned, “Only 
about 99.9 percent.” 

Statistics were presented showing 
the number of auto fires increased 
18 percent in 1951, 15 percent in 
1952, and 41 percent in the 18 Mid- 
western states during the first six 
months of 1953, as compared with 
the first six months of 1952. 

“The situation in the Midwest is 
deplorable,” Davis said. “Many 
motorists don’t realize that this in- 










been in: production fer three years. It mounts o 120-millimeter cannon, plus .50 and 


.30-caliber machine gums. i weighs nearly 


60 tons. 





| 800 Studebaker cars are used by Manila taxicab firms. 


$700,000 Capital Home 
‘Planned by NADA 


be street level stores and a park- 
ing basement. A number of other 
automotive enterprises are expected 
to be tenants. ; 

A. R. Clas is the architect. He de- 
signed the Wyatt Bidg. in which 
Ford’s local offices are located, and 
he also was chief planner of the 
Statler Hotel here, noted for the 
ingenuity of its arrangement and 
its efficiency for business and ban- 
quet purposes. 

The new NADA property lies 
eastward from Washington’s main 
business section, numerous big 
enterprises have located in that 
section in recent years. General 
Motors offices are in the Cafritz 
Bldg. about four or five squares 
distant. 

For NADA purposes the loca- 
tion would seem to be a desir- 
able one, considering conditions 
in downtown Washington and the 
fact that business is gradually 
moving in that direction. 

It will be considerable distance 
from the Colorado Bldg., where 
Automotive News is located, the 
National Press Bldg., and the De- 
partments of Commerce, Justice, 
Labor and most other Government 

agencies, 

The NADA planners think the 
new home should be ready about 
Jan. 1. 


Coast Operations 
To Be Centralized 
By Chrysler Corp. 


LOS ANGELES.—AIll West Coast 
car-assembly and body operations 
of Chrysler Corp. will be consoli- 
dated in the company’s Los Angeles 
plant by the end of 1954, it was 
announced last week by C. J 
Snyder, operating manager. 

Production of Dodge and Ply- 
mouth cars, currently conducted at 
San ‘Calif., will be consoli- 

gradually into the Los 
which also produces 


Desoto. } Chrysler cars. ; 
mbly will be trans- 
ferred ‘San Leandro to De- 


+ work at San Leandra 
pn of Chrysler's San 
wts plant will not be 


~aP 


end by July and truck assembly 
by Sept. 1. 

Extensive installation of new fa- 
cilities has been under way at the 
Los Angeles plant to prepare it for 
its expanded program. Two new 
assembly lines are being completed 
to replace the single line that form- 
erly produced Plymouth, Dodge, De- 
Soto and Chrysler -cars. 

A new body finishing operation 
has also recently been completed 
with facilities for metal finishing, 
painting, and trimming of bodies. 
Scheduled to be installed in the 
Los Angeles plant are.facilities for 
the assembly of bodies from stamp- 
ings shipped from Detroit. 





Sy the change. Current 









union sources said car work would 





Se 


SS = ee ee lle eC! 


cee 7o7 We bm oF 


cenrewrw os ® 4 


CO le 


{ 


ZaQeeH mwa wew ee ee ee ee em ee iw eee eee ek ll 





reel 









IRADITIONS have the habit of 

overstaying their usefulness. 
Dealers tell me that the policy of 
manufacturers charging dealers so 
much a car for advertising has 
persisted much too long. Since the 
early days, the amount assessed 
has been gradually increased, It 
now amounts to as much as $60 a 
car. 

In the early history of the indus- 
try, the practice was not partic- 
ularly objectionable. Dealers them- 
selves were small. Their experience 
was limited, and the automobile it- 
self was new. The principal re- 
quirement of advertising was to 
identify the dealer with the line— 
to locate in the public mind where 
the particular cars were available 
locally. 

The industry has since reached 
maturity. It now consists of but 
seven manufacturers, three of 
which are giant corporations, and 
42,000 independent private busi- 
ness men who sell all the cars 
produced by the manufacturers. 
Dealer investments and man- 
power are now greater than those 
employed by the manufacturer. 
Dealers, too, have also reached 
maturity, in judgment and ability 
and also financially. 

Dealers tell me that the money 
collected through the advertising 
assessments is used either to pro- 
mote the car or to promote all 
dealers. Dealers feel no responsi- 
bility to spend money, charged to 
them, to promote a product for sale 
by others nearby, nor are they in- 
terested in cam promoting 
all other dealers of the same line. 

= 2 


Good and Bad 
| FACT, one of the ironies of the 


situation is that the money con- 
tributed by dealers is in a manner 


Utah Dealers 
Meet May 19 


SALT LAKE CITY. — The Utah 
Automobile Dealers Assn. will meet 
here in a special mid-season con- 
vention Wednesday (May 19) in the 
Hotel Utah. 

The program will begin with a 
meeting of the board of directors 
at 9 a.m. This will be followed at 
10:30 by a meeting of the board 
and make committee chairmen, A 
general assembly at 11 will be fol- 
lowed by a luncheon. Dealers will 
divide into line groups for after- 
noon sessions. 

UADA President A. W. Bartlett 
will preside at the convention. 
Speakers will include NADA Pres- 
ident Charles C. Freed and Melvin 
R. Ballard, chairman: of the Nash 
committee. 
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Sealers tell me 


By John 0. Munn 


that tears down dealer prestige and 
importance, For instance, advertis- 
ing that is running currently offers 
a $500 bonus on the tradein. A car 
campaign on another line winds up 
with the slogan, “See your nearest 
(blank) dealer.” 

This is paid for by funds con- 
tributed by good and bad dealers. 
Dealers who have all their lives 
operated in such a way as to be 
preferred dealers, are by this meth- 
od put on the same level with other 
dealers. The ad doesn’t say, “See 
your favorite (blank) dealer” or 
“See your (blank) dealer.” It says, 
“See your nearest (blank) dealer.” 

This just kills all the attempts 
of NADA and individual dealers 
to sell the public on the fact that 
it does make a difference (to the 
public) where they buy their cars. 

Government investigations in the 
past, and those that may come in 
the future, look into the control of 
automobile manufacturers over au- 


| tomobile dealers. The industry can’t 


afford to get snagged up by adver- 
tising funds. The industry is too big 
for that. There are other things far 
more important. Factories have 
done a wonderful advertising job. 
Let them continue with this out- 
standing accomplishment. 

Dealers urge they pay for all ad- 
vertising direct. Then charge it into 
the car cost and have it reflected 
in the list price. Such a policy will 
not only stop irritation with dealers 
but will eliminate government crit- 
icism on this score. This, I believe, 
will get better advertising, because 
it’s natural for factories to scrutin- 
ize carefully advertising expend- 
itures that are to be paid out of 
factory iar 


* 


Private Responsibilities 
eee relationship between manu- 
facturers and dealers is very 
close. Both groups are absolutely 
dependent on each other. But each 
has private responsibilities. Little 
irritations like advertising charges 
cannot be allowed to fester and 
expand. 

To administrate the general re- 
lationship between factory and 
dealer is a grave responsibility. It 
should be conducted with much 
serious thought, not only as regards 
movement of new cars sold today 
but more with respect to policies, 
actions and decisions that will as- 
sure the full and complete delivery 
of the end product of both groups, 
namely, the most satisfaction to 
owners from the use of their cars. 

Automobile dealers’ operations 
have long since developed in the 
nature of public utility organiza- 
tions. In fact, they are little auto- 
mobiles factories set up in each 
community to assure the Amer- 
ican people’s mobility. They are 
private business performing a 
public service. 

The present national Administra- 
tion is clearly and steadfastly dedi- 
cated to the principle of private 
responsibility. Both people and gov- 
ernment are betting on the auto- 
mobile industry. Why shouldn’t 


'they? The highest placed members 


‘of the national cabinet are from 
this industry. We need to be loyal 
to them. We had better support 
them now, by keeping our house 
in order. 

If we fail this present opportun- 
ity, perhaps we'll wait again 32 
years for another. We are the bell- 
wether industry supporting our 
economy, The industry itself must 
make the changes in industry re- 
lationships, that present conditions 
indicate, if we are to justify the 
confidence of all those who look to 
us for leadership. 

+ 


Lives or Dies 


N° ONE can successfully chal- 
lenge manufacturers on their 
(See MUNN, Page 68, Col. 3) 
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Hoosier Highlights 





Outstanding Dealer— 


William R. Krafft (right), Indianapolis, 
was this year’s recipient of the Herman 
Goodin Civic Service Award presented 
annually by the Indiana Automobile Deal- 
ers Assn. Handing over the award is Otto 
Frenzel, chairman of the citizens’ com- 
mittee which made the selection. 





1954 


Sales Upswing Marked 
By Individual Pattern 


By Bob Lienert 
Staff Writer 

fEHIS year, probably more than 
ever before, new-car deal- 
ers are responsible for building 
their own spring boom, analysis of 
the market showed 

last week. 

The _ operators 
who have expand- 
ed advertising 
campaigns, sent 

out fired-up sales forces and, in 
general, returned to the old 
agressiveness, are slow to com- 
plain about sales this year. 

On the other hand, dealers who 
merely sat back and waited for 
the traditional April-May upturn 
to develop have found that their 
showrooms can be pretty lonesome 
spots. 

+ + * 

LTHOUGH official sales reports 

for April are fragmentary, un- 


Indiana Group Elects Officers— 


New officers of the Indiana Automobile Dealers Assn. are (from left), Elson G. 
Sims, Vincennes, president; Robert G. Mclain, Anderson, vice-president; Frank E. 
Shaver, East Chicago, Vice-president; Ernest Zehe, Huntington, recording secretary, 
and William R. Krafft, treasurer. Krafft was reelected to his 15th consecutive term. 


He also won the Herman Goodin award 
munity and civic work. 





as the State's outstanding dealer in com- 





Hartford Dealers Seek End 
Of Unethical Advertising 


HARTFORD, Conn. — Hartford 
dealers unanimously adopted a se- 
ries of proposals for advertising, 
including a measure aimed at curb- 
ing excesses in the advertising of 
“executive” cars, and a condemna- 
tion of “would-you-takes.” 

The texts of other amendments 
follow: 

“Claims of definite dollar savings 
such as ‘Save $400’ should not be 
used unless the car has a standard 
list price or valuation. Such claims 
properly qualified and provable are 
acceptable. Proof of claim must be 
available to any interested medium 
and to the Better Business Bureau. 

“The words ‘new,’ ‘brand-new’, 
‘new-car guarantee’, ‘never 
driven’, ‘no mileage’, or words of 
similar import shall not be used 
if the car has even been regis- 
tered, or if it is offered by any- 
one not holding a valid new-car 
franchise from the manufacturer. 

“Such terms as ‘no down pay- 
ment’, ‘no cash down’, or any other 
type of misleading or deceptive 
statements regarding ‘downpay- 
ment’ shall not be used if cash or 
any other security from any source 


Johnstown Group 
Retains Officers 


JOHNSTOWN, Pa.— All officers 
of the Johnstown Automobile 
Dealers Assn. have been retained 
for another year, it was announced 
here following a luncheon-meeting. 

President is A. J. Luther, of 
Luther Nash Motor Sales, 

Other officers are W. R. Scott, of 
McEldowney Motors, Inc., vice- 
president, and Russ Wagoner, of 
Russ Wagoner & Sons Motors, sec- 
retary-treasurer. 


is necessary to consummate the 
deal. 5 

“ ‘Name your own terms’ or state- 
ments of similar import shall not 
be used because of the obvious fact 
that no dealer will adhere to such 
an offer when it is beyond the 
bounds of reason.” 

Morris Lipman (Nash) was 
elected president of the Hartford 
Automobile Dealers Assn. 

Other officers elected at the an- 
nual meeting were Kristian Jensen 
(Chrysler-Plymouth), vice-president 
and Frank Novick (Pontiac), secre- 
tary-treasurer. 

Harry Hartley (Buick), Vincent 
Johnson (Mercury) and Thomas 
Bouvier (Ford) were elected to the 
board of governors.: 


On the House... 


official figures indicate the month 
will be the second-best April since 
the end of World War II and could 
well be the second-best April in 
history. 

The record April for sales was 
last year, when 528,278 cars were 
sold. April for the record year 
of 1950 saw 471,215 units moved. 
Unofficial reports for April of 
this year indicate the total should 
fall near 500,000. 

Dealers who have made a strong 
showing thus far in 1954 are the 
ones who have kept pounding 
hardest. 


One of the first steps in 
“creating” a boom is, of course, 
to step up showroom traffic, 

Chevrolet dealers in Detroit have 
scored one of the better promotion 
coups of the year along that line. 
Their showrooms were crowded 
when the dealers offered a ride in 

a Corvette to all comers. In the 
Detroit area, 35 Chevrolet dealers 
participated in the Corvette-ride- 


| Program, which was planned and 


promoted by the line association. 
Saul Rose, association president, 
said public response was “amaz- 
ing,” and dealer reaction was “very 
favorable.” 
. + * 


THER dealers who have lifted 

themselves to a “boom” level 
by their own bootstraps have con- 
centrated on a steady flow of hard- 
selling newspaper advertisements. 
By and large, such ads have care- 
fully avoided any aura of the blitz 
hysteria of last fall, as well as 
steering away from phony oa 
or false offers. 

One dealer, who relies tnaiitie 
on advertising, admits that “some 
of us got our customers sort of 
gun-shy.” He said he thought 
that had pretty well been over- 
come by sensible ad copy used 
recently. 

Other dealers have helped along 
spring sales by putting renewed 
emphasis on sales aids and sales 
training. Some have instituted spe- 
cial training courses and almost 
all have stepped up and dramatized 
daily sales meetings. 

s + * 


SED-car dealers who have been 
prospering this spring are 
quick to credit “price.” Lower prices 
on used cars have helped to hike 
(Continued on Page 76, Col. 4) 


Cocoa-Merritt Dealers 
Elect Wooten President 


MIAMI, Fla.—The Cocoa-Merritt 
Island Auto Dealers Assn. has 
elected Warren Wooten (Ford) as 
president, and James A. Hooper 
(Chrysler - Plymouth), secretary- 
treasurer. They succeed Gene 
Blackwood (Dodge-Plymouth) and 
Sam Culler (Lincoln-Mercury). 

The association sponsored an in- 
spection of Cocoa cars on May 11- 
13. A street back of Cocoa’s post 
office was roped off and mechanics 
supplied by the eight dealers 
checked the cars. 


Along with spring flowers, the annual bloom of unlicensed used-car 


lots is plaguing Milwaukee again, 


reports the local dealers associa- 


tion. Joy-ride thefts of used cars are also on the ascendancy ... 
Rhode Island dealers group has presented a $1,500 
check to the Newport hospital for a food truck to 
keep meals hot between the kitchen and the patient 
(now, if only some way can be devised to improve 
hospital meals) ... 
Bill Power, Chevrolet’s admanager who’s been 
on a nationwide sales-pep tour, packed ’em in at 
Los Angeles’ meeting (over 1,000 dealers and 


salesmen), 
reports . 


our Automotive News correspondent 
. John D. Orr, executive secretary 


of New Hampshire dealers association, has been 


ia 


named vice-chairman of the new state Traffic 
Safety Advisory Council... 


Maryland dealers will stage their annual get- 


together June 11-13 at Ocean City... 
Iowa group’s membership booms past 1,200 


nine new members; 


Chicago association reports 


mark with 20 counties 100 percent, and North Carolina has added 


two new members . 


. There’s a good 


possibility that Dodge dealers 


will get some good news from the factory within a few weeks. 


—Perg Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM 


J { |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
€ governments, applied to the building and maintenance of highways; 

S { 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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What's Ahead for Auto Industry... 


Where Do We Go? 


| age tmapisie pinay events in the automotive industry during 

the past year have prompted a number of reader ques- 
tions, which AUTOMOTIVE NEws endeavors to answer, as 
follows: 


Q.—Should a new-car dealer stay in business? 


A.—We feel the auto 
sales future is good for 
those dealers who want to 
work in the greatest busi- 
ness in the world. But it’s 
no place for those who 
want to take it easy. 


Q.—Can the independent 
auto makers survive? 


A.—The auto industry 
—and the nation — needs 
virile independent compa- 
nies. Some will survive 
independently; others will 
probably merge. 


Q.—What is the answer 
—New York State Journ tO the new-car bootlegging 
: problem ? 
A.—Esacept for the unscrupulous dealers (see cartoon), 
we believe everyone in the industry is sincerely concerned 
about a solution. The combined help of factories, dealers 


and government should provide the answer in the not-too- 
distant future. 


Q.—When will the saturation point be reached in the new- 
car market? 


A.—The biggest bulge of all in potential car owners is 


yet to come—when the millions of war (and postwar) 
babies reach driving age a few years hence. 








Events 


Dealers Auto Shows 


Me 3-2 _ ener Custom Auto 
, Manufacturers Building, Indiana 
State Fairgrounds, 
Mey 24-29 -- Boise Dealers Auto Show, 
city-wide, Boise, Id. 
* * *¢ 


Dealers Conventions 


May 18-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to seen aboard the Queen of Ber- 
mude. 

May 23-25—Michigen Automobile Dealers 
Association Convention, Pantlind Hotel, 
Grand Rapids. 

June 3-5 — Washington State Auto Deal- 
ers Association Convention, Bellingham, 
Washington. 

June — Automobile Trade Association of 
—- Convention, Ocean City Mary- 
jand, 


June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

Aug.—Automobile Dealers Association of 
West Virginia, Greenbriar Hotel, White 
Sulphur “Springs. 

Sept. 10-11—Colorado Automobile Dealers 

iation, Broadmoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

Sept. 12-13— South Dakota Automobile 

lers Association Convention, Rapid 
City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. vention, Hotel Hilton, 
Albuquerque. 

os Automobile Dealers Assn. 
a vention, Broadview Hotel, Wichita, 

in 


Sept. 19-20—Automobile Dealers Associe- 
tion of North —- Convention, 
a. 


. 19-22—New York State Automobile 
lers Convention, Saranac inn, Sara- 
nac, New York, 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee, 

. 23-24—New Jersey Automotive Trade 
iation Convention, Atlantic City. 


. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 


Hotel, Biloxi, Miss. 
. 28-29—New Hampshire Automobile 
lers Association vention, Went- 
worth-by-the-Sea Hotel, Newcastle, New 
Hampshire. 

Oct. 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 
sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- 
os Assn. Convention, Buena Vista Hotel, 

iloxi, 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
— Convention, Peabody Hotel, Mem- 
phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct. 24-26—Fiorida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 

Oct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 

Louisville. 

Nov. 14-1é—National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fila. 

Nov. 1819 — Idaho Automobile Dealers 
Association Convention, Boise Hotel, 


Nov. 20 — Utah Automobile Dealers Asso- 
ciation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4—Montana Automobile Dealers 
A. Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 

(Continued on Page 63, Col. 1) 


20 Years Ago... 


LEAVE THE AUTOMOTIVE 
INDUSTRY To THE 
NATURAL FORCES 


OF ETIT| 


THINGS /N 
THE PRESS 


“Who’s the Sucker? ... . 


This is an open forum for the discussion of any subject of interest to our 


readers, 
letters but you may sign your name with the assur 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


No Stopping Now 
Congratulations. Everett has fi- 
nally made the headlines. 
Why all this confusion about 
used-car dedlers selling new cars? 


You know where the trouble 
originates. Why try to cover up? 

I have been in the auto business 
for 37 years; 10 years with the 
Ford factory, five years as a Ford 
dealer, and 22 years as a used-car 
dealer. 

Your article amuses me, because 
I know where you got your in- 
formation. That dealer never sold 
a@ new or used car until he became 
a dealer 15 months ago. If the 
franchise had of been any good, 
they would have never been ap- 
pointed. The factory appointed 
them in desperation and now they 
are hollering they can’t meet com- 
petition. 

Show me a new-car dealer that 
won't take $25 to $100 for a clean 


The Big Story 


World sales of Ford cars and trucks during the first four months 
totaled 278,553 units, or 158.6 percent more than in the same period 


of 1933, which wag 107,699 units . . 


. A new Terraplane Six, known as 


the Challenger series, has been announced by Hudson. Prices start at 


$565. The 80-horsepower car is said to have an exceptionally high 
torque at all speeds .. . M. M. Gilman, distribution vice-president of 
Packard, has been promoted to general manager, according to Alvan 


Macauley, president . . 


- Mechanical devices are enabling one-armed 


and one-legged motorists to obtain operators’ licenses under the rules 


of the Virginia State motor vehicle division . . 


. Expenditures by 


motor tourists in the U.S. during 1934 will exceed any year since 
1929, the American Automobile Assn. predicted . . . In its battle to 
obtain lower gasoline prices for Birmingham, the Alabama Motorist 
Assn. set up a station where gasoline will be sold at 22 cents a gallon. 


—From the Files of Automotive News. 








cash deal, from a private party or 
a@ used-car dealer. If you can 
produce one, then he will have 
ulcers, heart trouble, and a big 
stock of new and used cars—and 
the bank looking down his neck 
every morning. 

You remind me of the McCarthy 
Deal. How far are you getting? 
Nowhere, of course. 


No sir, you will never stop the 
used-car dealers now, unless the 
factories want to cancel most of 
their dealers—and where will they 
get poor suckers to replace them 
if they do cancel them, 

The factories are going to pro- 
duce cars and lots of them and so 
long as the new-car dealers are 
the suckers they are, taking every- 
thing the factory ships to them, 
they will have to get rid of them 
through one channel or another. 

Now I ask you, who is the Boot- 
legger—The used or new-car dealer 
or the factories? 


Come and see us sometime— — 
Everett is a nice town—and has a | 


fine used-car dealer association.— 
Earn Meyer, Earl Meyer Co., 
Everett, Wash. 


¥ . e 


Like Almanac 

Your 1954 Almanac even better 
than last year’s. How good can you 
get? — Leo B. Faricy, manager, 
Minnesota Automobile Dealers Assn 

- * e 

Your 18th Annual Automotive 
News Almanac is one of the finest 
you have edited, and it will be of 
valuable assistance to us in truck 
sales throughout the next year. 

The 260 pages are filled with val- 
uable statistics and information. It 
is truly the No. 1 publication of its 
kind in the country. Congratula- 

(Continued on Page 69, Col. 2) 
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Mr. D. L. STONE, President, 
D. L. Stone, Inc., Indianapolis 
Chrysler-Plymouth dealer says: 


“Commercial Credit 
... good service, 


dependable” 


Cee AND others in my organization have 
been familiar with the COMMERCIAL 
Crepit Pian for over 20 years. That is one 
reason I have used it since I started my own 
business. Another strong factor in our con- 
tinued use of the CoMMERCIAL CREDIT PLAN 
is the high national reputation of the 
Company and their excellent personnel. 
All-in-all, ComMERcIAL CREDIT is a depend- 
able firm with which to do business.” 


COMMERCIAL CREDIT DEALERS 
ARE Successful DEALERS 


Let us show you how CoMMERCIAL CREDIT’s 
broad experience, large resources and com- 
plete financing facilities can contribute to 
your successful operation. Write, wire or 
phone your nearest COMMERCIAL CREDIT 
office. You'll get prompt action, 


Lee 


yp aaah 


roi danse 


ComMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of Commercial 
Credit Company, Baltimore ... Capital and Surplus over 
$145,000,000 . . . offices in principal cities of the United 
States and Canada. 
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Mayk el Elected in Mass... . 


Freed Urges Dealers 


To Restore 


By Guy Livingston 
Staff Correspondent 

BOSTON.—Automobile dealers 
everywhere must restore dignity 
the business, NADA President 
Charles C. Freed told the annual 
convention of the Massachusetts 
State Automobile Dealers Assn. last 
week, 


“People are out to ‘get even’ with 
us for price gouging, chiseling, etc. 
—charges hurled at our industry 
during the wartime period,” Freed 
said. “We are not fly-by-night 
merchants; we must eliminate that 
impression. We must be realistic in 
our approach to free enterprise.” 

The convention, which drew 1,- 
200 members and guests, heard 
speakers discuss the rough com- 
petition in the auto industry and 

~ Government action to stop boot- 
_ legging and to restore territorial 
security. 


Cc. E. Briggs, sales vice-president 


+ of Packard, said 
: “We have a selling market, and 


Sattler Succeeds 
Burke as Chief of 
Chevrolet Trucks 


DETROIT.—H. P. Sattler, assist- 


ant regional manager in Washing- 
ton for two’ years, last week was 








Hi. P. Sattler 


appointed manager of the Chevro- 
let commercial and truck depart- 
ment. ..° " 

At the same time, W. E. Fish, 
general sales manager, announced 
the transfer of J. W. Burke to spe- 
cial sales assignments pending his 
retirement, Burke had headed the 
- truck department for 10 years. 
> Sattler was superintendent of 
transportation for a construction 
company when he became a com- 
mercial body representative for 
Chevrolet in Charleston, W.Va. in 
1929. 


3, W. Burke 





Later he managed commercial 
body activities in three branches 
before being named regional truck 
manager in Atlanta in 1935. 

Sattler was zone manager in 
Birmingham, Ala.; Jacksonville, 
Fla.; Charlotte, N.C., and Detroit. 

«He was an assistant regional man- 
ager in Chicago and handled spe- 
cial ents for the central 
office prior 


to going to Washington. 
Minnesota Slates 
Dealer Meetings 

MINNEAPOLIS. — Bootlegging 

: and other topics of current interest 

Es to Minnesota new-car and truck 

E dealers will be discussed at dinner 

meetings this week in Brainerd 

and St. Cloud. 


The Minnesota Automobile Deal- 
ers Assn. said that invitations had 
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Dignity 
jevery man in the business faces a 
decision. He can: 

“1. Quit... 
out. 

“2. Risk a little. 

“3. Fight with all he’s got.” 

Briggs added that there are 
“no soft touches in the automo- 
bile business re.” 

At a press conference, Briggs 
said: “During the past few months 
we have been in the last phase of 
a ‘turn-around’ period, which 
started with the removal of controls 
and leveling off of defense produc- 
tion. By 1955, I believe the adjust- 
ment we are experiencing will have 
been completed. Meanwhile the 
public is calling the shots. 


“One of the major problems con- 
fronting the industry today is that 
of trying to match production with 
distribution. While production is 
high, our company is planning a 
large-scale program of distribution 
primarily through developing new 
sales techniques and alloting $2 
million for a spring advertising 
sales campaign.” 

Briggs estimated the auto indus- 
try will produce about five million 
cars this year. 


In his speech, Freed decried 
bootlegging, which he said was 
serious all over the country. He 
said dealers are anxious to re- 
turn to territorial protection of 
prewar days, and NADA hopes to 
have introduced in the U. S, Sen- 


cash in his chips 


torney General Herbert Brownell 
in an effort to take steps to stop 
bootlegging. 

“Automobile dealers, unlike other 
businesses, handle only one line 
for the most part—and it appears 
that we may have to ask for gov- 
ernmental safeguards in this com- 
—" business,” Freed pointed 
ou 

He said great changes were tak- 
ing place this year, since for the 
(See MASSACHUSETTS, Page 73, Col. 3) 





May 12 
(Weather fair and clear. Things. 
look like they are going to tighten 
up. Sold 99 cars out of 145 offerings.) 

BUICK — ’51 Special Riviera coupe, 
$950*; Super 4-dr., $890*, , 
$870*; 2-dr., $750*. °50 Special 2-dr., 
$490; Super 4-dr., °, 

CADILLAC—'52 (62) coupe, $2,290*. 
"51 (62) 4-dr., $1,695*. "50 (62) 4- 
dr., $1,480*. '48 (62) 4-dr., $515*. 

OHEVROLET — '53 Bel Air hardtop, 
$1,405; 4-dr., $1,235, $1,185, $1,010. 
"51 SL Deluxe 2-dr., $650*. 50 SL 
Deluxe 4-dr., $460; 2-dr., $485, $400; 
conv., $570; %-ton pickup, $440. ‘49 
SL Special 2-dr., $425, $370. "46 %- 
ton pickup, $275. 

OCHRYSLER —-'51 NY 4-dr., $1,000*. 
‘50 Windsor 4-dr., $460*. 

‘52 Fire Dome Sportsman, 
$990*; Custom 4-dr., $965. ‘51 Cus- 
tom conv., $490. 

DODGE—’53 Meadowbrook coupe, $1,- 
055. °52 Wayfarer 2-dr., $580*. ’51 
Coronet (6) coupe, $640*; Meadow- 
brook 4-dr., $625. ‘50 Coronet (6) 4- 

.» $555; Meadowbrook 4-dr., $515. 
"49 Meadowbrook 4-dr., $135. 

FORD—'54 Custom (8) 2-dr., $1,775*. 
*53 Custom (8) coupe, $1,560; 2-dr., 
$1,280, $1,225; 4-dr., $1,215; Main 
(6) 2-dr., $1,130. "52 Custom (8) Vic- 
toria coupe, $1,135; 2-dr., $950*; 4- 
dr., $1,000; (6) 4-dr., $875*, $870*. 
"51 Victoria, $785*; Custom (8) 4- 
dr., $665, $515; Custom (6) 2-dr., 


$600, $555. ‘50 Deluxe (6) 4-dr., 
$350. °49 (8) 2-dr., $290, $275. 
HUDSON—’51 Commodore (8) 4-dr., 


MERCURY—’52 conv., $1,170*; 4-dr., 
$1,160*, $1,050*. '51 coupe, $800; 4- 
dr., $690°, $670*°. ‘50 4-dr., $555°, 

$375. °49 station wagon, $450. 

NASH—'51 Statesman 4-dr., $480*. 
Statesman 4-dr., $270. 

OLDSMOBILE—’50 (88) coupe, $505*, 
$520*; 4-dr., $600*. ‘49 (98) 4-dr., 
$350° 


PLYMOUTH—'54 Savoy 4-dr., 
"53 Belvedere, $1,280; Cranbrook 
coupe, $1,080; 4-dr., $1,040. "52 Cran- 
brook coupe, $630; 4-dr., $670. ‘51 
Cranbrook 4-dr., $580; Cambridge 4- 
dr., $660; coupe, $570. '50 Deluxe 4- 
dr., $465. 

PONTIAC—’53 Catalina (8), $1,745*; 
(8) 2-dr., $1,530*. "52 (8) 4-dr., $1,- 
080°; 2-dr., $965*. ‘51 (6) 2-dr., 


"50 





Used-Car Bulletin from Detroit ... . 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Apteo Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 58, 59, 60, 61 





Directors of Illinois Association Hold Meeting— 


Directors of the Illinois Automotive Trade Assn. met in Springfield prior to the group's annual convention. Shown are (front 
row from left), Adlai J. Schultz, De Kalb; Russel Smith, De Kalb; Orlo Salisbury, Elgin; Elmer Bandy, Raymond; Henry Rechtien, 
Collinsville; Ralph Young, Quincy, and Victor Hanson, De Kalb. 

Second row: R. E. Schultheis, Mount Carmel; V. A. Williams, Salem; Les Sanders, Springfield; Ola Thomas, Kewanee; H. W. 
Kice, Watseka, and Henry DeWitt, Gilman. 

Back row: Rex Reason, Springfield; Ralph Knight, Avrora; Floyd Cox, Jacksonville; J. L. Townsend, Woodstock; W. J. Foehr, 


Carthage; Harry Pierce, Elgin; Philip Craycroft, Vandalia; Walter Reed, Elgin, and Harry Craycroft, Vandalia. 


Quinn Links Progress to Dealer Vigor 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Auto dealers, in 
common with all businessmen, are 
obligated to make sure that their 
share of the 
American econ- 
omy goes ahead 
instead of slowing 
down, according 
to E. C. Quinn, 
president of the 
Chrysler division. 

Quinn spoke at 
the 46th annual 
dinner at the 
Automobile Mer- 
chants Assn. of 
New York, before 
more than 950 dealers and their 
guests. 


“This year is giving American 
business its first real test in many 
years,” Quinn said. “Previously, 
each time it looked as if we might 
have to get out and go to work, 
emergencies arose which helped 


E. ©. Quinn 


$730"; (8) 2-dr., $740*; 4-dr., $795", 
$950*. 


"50 (8) conv., $750*. °48 (8) 
4-dr., 


$250. 
TTUDEBAKER—'53 Champion coupe, 
$1,115. 52 Star Lite coupe, $775*. 
"51 Commander 4-dr., $495; Cham- 
pion coupe, $325. 


* : * 
May 5 

(Dealers tried to steal rather 

- Good clean cars still b it 
@ good price. 88 cars sold out of 141 
Offerings.) 

CK—’53 Ss 2-dr., $1,380, $1,- 
375. °52 RM 4-dr., $1,230, $1,190. 
‘51 RM 4-dr., . 50 Special 4-dr., 
$455, $435. °49 Super 4-dr., $ 

CADILLAC — '53 (62) 4-dr., $3,250 
(ps), $2,750. "49 (61) 4-dr., $865. 
CHEVROLET—'54 Bel Air 4-dr., $1,- 
720. '52 SL conv., $835; 2-dr., 
4-dr. . “S51 SL 2-dr., $720. ’ 
Bel Air, $680; 4-dr., $520, $460; 2- 

dr., $500. °46 4-dr., 

YSLER—'52 Imperial 4-dr., $1,- 
220. °51 NY, $1,085. 

DeSOTO—'53 (8) 4-dr., $1,600 (ps). 
"562 4-dr., $9335. 


DODGE—'53 club coupe, $1,180; Mead- 
owbrook, $1,135; %-ton pickup, $820. 
"52 Wayfarer 2-dr.. $660, 595. ‘51 
Meadowbrook 4-dr., $695. 

FORD—’53 (6) $1,245, 
$1,100. -» $1,105; 4-dr., 
$1,015, 3700, 2-dr., $1,000. 

$580; 


” '» ’ , 


4-dr., $275; s 
HUDSON—’ 52 
LINCOLN 


$825. 

MEROURY — ‘51 4-dr., $755; club 
coupe, $745. '50 4-dr., $410. '47 club 

coupe, $170. 

ASH—’52 conv., $800. '51 2-dr., $405. 

"30 4-dr., $295. 

ILDSMOBILE—’51 (95) 4-dr., $840; 


tation wagon, 
club coupe, $760. 
"51 Cosmopolitan 4-dr., 


(88) $830. °49 (98) 4-dr., $400. 
PLYMOUTH — '54 club coupe, $1,720. 
"53 4-dr., $1,125, $1,115. ‘52 subur- 


club 
. “50 


STUD: 
































| sales by restricting supply or arti- 
| ficially stimulating demand.” 

said that heavy buying 

in these artificial booms raised 

the American standard of living 

to a very high point, but added: 

“Some of the supports which 
helped put it up there were tem- 
porary ones and already have been 
withdrawn, That means there can’t 
be any failure, or even hesitation, 
on our part in putting a real foun- 
dation of good, solid business sup- 
ports under the high standard we've 
reached. 

“The really important decisions 
about the economic future of Amer- 
ica are being made today by in- 
dividual businessmen,” Quinn said. 

“The accomplishments of the au- 
tomotive industry exert more influ- 
ence on the expanding economy of 
the country than do those of any 
other group. The progress of the 
automotive industry depends, to a 
great degree, on the vigor and 
effectiveness with which dealers 
conduct their business.” 

Quinn explained that the average 
consumer’s total investment during 
his car-owning life is his largest 
|expenditure, even eclipsing the 

| ownership of his home in cash ex- 
pended. 

| He cautioned that the combined 
efforts of all dealers will deter- 
mine whether the national econ- 





K-W Opens Zone 
For 110 Dealers 
In New England 


BOSTON.—Described as the basis 
for long-term expansion of Kaiser- 
Willys sales and service in New 
England, a wholesale zone serving 
110 dealers in five states was estab- 
lished here last week. 

Roy Abernethy, sales vice-pres- 
ident of Willys Motors, Inc., an- 
nounced the appointment of Ralph 
Kelly, former New England zone 
manager for Packard, as manager 
of the new K-W zone operation. 

The zone office and facilities, in- 
cluding storage for $300,000 worth 
of parts and accessories, will be 
housed in a _  26,000-square-foot 
building at 221 N. Beacon St. 

Dealers from Massachusetts, 
Rhode Island, Maine, Vermont and 
New Hampshire attended a lunch 
to hear Abernethy outline the com- 
pany’s plans for development and 
expansion of the territory. 

Abernethy said that New Eng- 
land had gone further than any 
other section of the country in 
harnessing the Jeep as an all-pur- 
pose farm and commercial! vehicle. 
One in every 10 trucks weighing 
5,300 pounds or less purchased dur- 
ing the first quarter in the five- 
state zone was a Jeep or its related 
four-wheel-drive Willys truck, he 
said. 

Abernethy took issue with any 
who might say that the automobile 
market has reached a saturation 





point. 

“Such talk is nonsense when 17 
million families—one-third of the 
nation’s total—still do not own a 
car,” he declared. 


. 


omy continues to surge ahead, 
slows down, or fails to maintain 
its present high level, 

He also advised dealers that in 
order “to live up to 1954” they will 
have to be better merchants than 
many have been before, “and we’ve 
been pretty good.” 

The one big job connected with 
being an auto merchant, Quinn 
said, is the merchandising of trans- 
portation, which means putting a 
new or used car into the hands of 
a retail customer often. 


“There’s nothing wrong with 
beating out a competitor,” Quinn 
said, “and it takes a good merchan- 
diser to do it. But I think we all 
have to recognize that real prog- 
ress comes when we make some of 
our individual gains by extending 
and increasing the market itself. 
That’s how the automobile industry 
reached its present stature. 


“If we are thinking in terms of 
real progress We must build 
greater public confidence in auto- 
mobile dealers,” Quinn said. 
“Confidence can be built by 
friendly, considerate treatment of 
customers.” 

Quinn said that he believed the 
major ingredient in successful busi- 
ness was attitude. 

“Attitude is either good or bad, 
and it’s contagious,” he said. “The 
bad part of it is that any pessi- 
mism, uncertainty or lack of en- 
thusiasm is contagious, too. This 
shakes the confidence of our busi- 
ness associates, disheartens the 
people who work for us and raises 
doubts in the minds of customers.” 


James R. Macduff, commissioner 
of the Bureau of Motor Vehicles, 
said that in his estimation there 
would be some 13,000 new official 
inspection stations appointed to 
service auto owners of the state as 

(See N. Y. PARLEY, Page 73, Col. 5) 





Result: Negative— 


A station manager in Indianapolis, 
Qwen Yates, tests a supposedly pitted 
windshield for evidence of radioactivity 
with a Geiger counter. He reported check- 
ing dozens of pock-marked cars, so far 
with negative results.—United Press photo. 
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What kind of “hat” does 


The dome shaped “hat;’ above, on the combustion chambers of all 
Chrysler Corporation V-8 engines, brought to American passenger cars 
the first major engine advance in over 25 years. The hemispherical head 
had long been used in airplane engines and costly racing cars, but no 


one had solved its quantity production problems. Chrysler did in 1951. 


Since that time, this amazing engine has broken more performance 


records than any other stock passenger car engine in history. At Daytona 


your horsepower wear? 


Beach, it recently won the grueling National Stock Car Race. At Indian- 
apolis Speedway, under AAA supervision, it set a new Stevens Trophy 
record of 2,157 miles in 24 hours continuous driving. On Utah’s Salt 
Flats, it set an unprecedented 196 new official stock car records. 


Today, only dealers in Chrysler Corporation cars can offer their 
prospects the exciting performance this advanced engine brings, 
at 150 hp in Dodge, 170 hp in De Soto, 195 and 235 hp in 
Chrysler. It’s another dramatic reason why we are able to say... 


Wonderful things keep coming your way from 


PLYMOUTH - DODGE - DESOTO-CHRYSLER - IMPERIAL 


...- products of CHRYSLER CORPORATION 
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Attendance Averages 77,217 .. . 





Everybody Loves Auto Shows 


MERICANS seldom make any 
attempt to conceal their passion 
for the automobile. Dealers are 
similarly bewitched by auto shows. 
Some 2,162,088 eager aficonados 
of the auto compared ’54 models 
and lingered over “dream cars” 
at 28 auto shows surveyed by 


down 
from 25c to $1.75. 

Only two of the shows—both in 
smaller cities—covered in the sur- 
vey made no charge for admission. 
Most admissions were in the 75c-$1 
bracket. ‘ ‘ 

& 


VERAGE attendance for the 

shows surveyed was 77,217, al- 
though counts ranged from Chi- 
cago’s top figure of 467,000 all the 
way down to 700 at the smallest 
affair. 

Of the 28 shows surveyed, 23 
plan repeat performances in 1955, 
and 10 of the repeaters plan 
larger affairs next year. All the 





PARTNERS 
FOR 
NIGHT 
DRIVING 
SAFETY 





Autronic-Eye—a new standard 
of safety for the “Standard of the 
World”! This latest General Motors 


others said the ’55 show would 
be at least as big as this year’s. 

In nearly all cases of “same-size” 
plans, it was pointed out that space 
limitations prevented’ increasing 
the size of the show. Several spon- 
soring groups are trying to get 
around that limitation by sched- 
uling a longer run. 

Several shows already have def- 


Ford FX-Atmos 
Bows in Detroit 


DEARBORN. — The Ford FX- 
Atmos, a “dream car” which in- 
corporates design ideas of the 
future, has been put on display 
for the first time in the Detroit 
area at the Ford Rotunda here. 

First shown at the Chicago 
Auto Show in March, the car later 
was exhibited at Northwestern 
University and in Denver. It will 
be shown at the Rotunda for the 
next several weeks. 











MODEL B 


inite dates set for 1955. No show 
has definitely been dropped. The 
five cities in the survey in which 
shows have not been planned for 
1955 have not yet made any de- 
cision one way or the other. 

+ * * 


AE few show managers 
were able to furnish informa- 
tion on the number of new-car 
sales made at individual shows, it 
was generally agreed that this 
year’s shows were outstanding suc- 
cesses, saleswise. Dealers in nearly 
every instance were reported great- 
ly pleased by results. 

In some areas, it was reported, 
sales were noticeably stimulated 
for as long as a month after the 
show had closed. Apparently, one 
of the more successful events was 
in Chicago, where exhibiting 
dealers reported taking 2,500 
orders at the show and compiling 
a list of 5,600 bonafide prospects. 

From the purely financial stand- 
point of staging the show, most of 
the affairs were considered success- 








Bear's Job Begins for the '500'— 


When technicians of Bear Mfg. Co. arrived at the Indianapolis Speedway on May 
3, there were 16 cars already waiting for wheel alignment and balancing jobs, and 
drivers were impatient to get the cars on the track. For 21 years, Bear safety service 
equipment has helped to prepare cars for the 500-mile race, including the practice 


and qualifying runs. 


ful although not all actually paid 
their own freight. Among shows re- 
porting on financial aspects, nine 
made money, two broke even and 
10 lost money. Sponsoring dealers 





MW 


in one city turned over all gross 
proceeds to a local fund drive. 


Shows reporting losses estimated 
it cost $60 to $520 per dealer. Most 
dealers who had to kick in, how- 
ever, felt that they had been more 
than repaid through profits on di- 
rect sales and possible sales on 
their fattened prospect lists. 

7 + * 
= VIEW of plans for next year, 
losses didn’t appear to discour- 
age anybody. 

Most of the shows went allout 
in securing topflight entertain- 
ment attractions. Among enter- 
tainers who played the auto show 
circuit this year were Jimmy 
Durante, Dorothy Lamour, Patti 
Page, Joni James, Xavier Cugat, 
Ted Weems, the Harmonicats, 
Kitty Kallen, Louis Jordan, 
Sunny Gale and Eileen Wilson. 

At some shows, local musicians 
provided entertainment. Managers 
of several of these said that next 
year attempts would be made to 
line up “name” performers. 

Other special attractions such as 
stunt shows, fashion shows, beauty 
contests, photo contests, sports 
shows, barn dances, dancers and 
acrobats also were presented. New 
cars on display in the show played 
prominent parts in stage revues at 
several cities. 

* * * 
'W cars, other merchandise and 
cash were given away at some 
of the shows. Five new cars were 
given away in Washington. 

New cars also were awarded at 
Kansas City, Indianapolis, _— 
ester, N. Y., and at the Wyo g 
Valley show at Kingston, Pa. 

Cash and such prizes as mink 
capes, television and electrical ap- 
pliances and auto accessories were 
presented in Twin Falls, Id.; Port- 
land, Ore.; Spartanburg, S.C.; Og- 
densburg, N. Y.; Hutchinson, Kans.; 
Aberdeen, S. D., and Pittsburgh. 


DeSoto Dealers 
Cut U. C. Stocks 


DETROIT.—A 25 percent reduc- 
tion in used-car stocks at DeSoto- 
Plymouth dealerships since the first 
of the year was reported last week 
by DeSoto. 

The used-car population at the 
division’s 3,000 dealerships was re- 
duced by 15,000 units during the 
first four months and the present 
national total is 5,000 below that of 





| 
| 





engineering “first” handles the @ year ago, the company reported. 


Midwesterners 


(Continued from Page 2) 


crease in arson is costing them 
through increased insurance rates.” 

Davis listed Kansas, Kentucky, 
Missouri, Oklahoma, and Tennessee 
as the worst offenders. 

Tom Todd, Atlanta, Ga., reported 
that in 1953 in nine southern states 
3,254 cars burned. However, there 
were only 56 arson convictions. 


Oklahoma lost 349 cars in fires in 
1953, according to Chester Stringer, 
of the Oklahoma Bureau of Crim- 
inal Investigation. 


Financial conditions, unemploy- 
ment, high payments, mortgages on 
repossessed cars, cars in poor con- 
dition and poor methods on the 
part of some insurance companies 
were listed as contributing factors. 


complete job of headlight control 
electronically! When an oncoming car 
approaches at night, the Autronic- 
Eye automatically dims your head- 
lights—holds them dim until all 
traffic has passed. Then back to 
bright —automatically! The amazing 
Autronic-Eye is available on 
Cadillac, Oldsmobile, Pontiac 

and Chevrolet. 


BRIGHT... Automatically! 


AUTRONIC-EYE 


AUTOMATIC HEADLIGHT CONTROL 


: ff 
- 
® Trademark Registered U.S. Pat. Off. 


GUIDE LAMP DIVISION e GENERAL MOTORS CORPORATION e ANDERSON, INDIANA 








| 
| 


| 
| 
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Would you hunt big game on Fifth Avenue? 


Would you sell car batteries at a cake sale? Or tires? Or tubes? 
Or motor oil? Or spark plugs? 


Women may know their cakes but they sure don’t know much 
mechanically about cars, parts or accessories. And they care less. 


Cars, parts and accessories are fundamentally man-products. 
And man-products belong in an environment that’s predomi- 
nantly masculine. Like, for a good example, TRUE, America’s 
largest selling man’s magazine. 


TRUE, read by more than 2,000,000 men every month. 


Of course, you folks in the automotive business advertise to the 
gals. You’d be crazy not to. “Look at that dreamy upholstery,” 
she trills. “Aren’t those heavenly colors?” But don’t sell the man 
short. “Colors you can get in all the cars,” he tells her. “This 
power plant you can’t.” 


The man, thank your stars, is brand conscious and technically 
aware. He knows whether he wants a twin carburetor, or down 





draft, or what. He wants an automatic shift, or overdrive, or 
conventional shift. He thinks he’s safer with ball suspension. 
Whatever — the man knows. 


It pays to,sell the man because he’s the one who makes the brand 
decision nine times out of ten. You can sell more men—2,000,000 
men—in... 


America’s largest selling man’s magazine 


TRUE 


THE MAN’S MAGAZINE 
one of the Fawcett family... serving millions of America’s families 
67 WEST 44th STREET, NEW YORK 36, N. Y. ; 
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To Halt Dollar Allocations .. . 


Japan to Push Output 


Of Domestic Autos 


By Stuart Griffin 

Staff Correspondent 
KYO. — (UTPS) — Minister of 
International Trade and Indus- 
try Kiichi Aichi hag announced 
that the Government will call a 
drastic halt to its allocation of 
foreign exchange for importing new 

automobiles. 

He stated that the Japanese Gov- 
ernment will encourage increased 
production of domestic automobiles 


Finance Firm Sold 


ATLANTA, — General Securities 
Corp. of Georgia, an auto financing 
firm with offices in Atlanta, Macon, 
Rome and Athens, has been ac- 
= by Standard Factors of New 

or 


to meet increasing demands for 


new vehicles here. 

The Government, however, feels 
it is necessary to continue allot- 
ment of foreign exchange for the 
importation of automobile parts 
for assembly in Japan under the 
existing Japanese foreign ex- 

change tieups, the State Ministry 
affirmed. 


During the 1953-54 fiscal year, 
which ended March 31, the Govern- 
ment had allotted sufficient foreign 
exchange funds to handle the im- 
portation of 5,695 new foreign 
makes and parts to be assembled 
into 4,020 cars. 

* 
{Te Japanese automobile indus- 
try, Aichi noted, has turned 


out some 7,500 cars in the 1953-54 
fiscal year and is expected to ex- 
pand its production totals to 11,000 
cars in the 1954-55 fiscal year that 
started Apr. 1. 


Reliable industrial sources 


face value, as they have obviously 
been influenced by politics. 


Ministry authorities, they added, 


Space Riders 


Bus Experiment in Buffalo 


Takes Out Seats 


BUFFALO, — That old bus 
jockey’s lament, “Step to rear of 
the bus, please,” may give way to 
modern psychology here. 

The Niagara Frontier Transit 
System has removed two seats from 
two of its buses, one in front of 
the rear door and one across the 
aisle from it. The hope is that 
standees will gravitate toward the 
rear when they see all that open 
space. 





are not planning to entirely elimi-| cycle engine, developing 12.5 horse- 


nate foreign automobile imports 
this 12-month period but probably 
will limit these imports to between 
1,000 and 1,500 units. 

In fact, the Ministry of Trans- 
portation, now negotiating with the 
MITI on vehicle imports for fiscal 
1954-55, is requesting the bringing 


in of approximately 4,000 units. 
* * - 


New Midget Car 

S iyte Suminoye Motor Engineer- 
ing Works has just introduced a 

new midget car with a top speed 

of 37 miles per hour and a fuel 

consumption of 58 miles per gallon. 

The new automobile, the Flying 
Feather, will cost approximately 
$2,777. 

The vehicle, designed for two 
passengers, weighs 882 pounds. It 
is 109 inches long, 51 inches wide, 
and stands 51 inches high. 

The Flying Feather is powered 
by a V-type two+cylinder, four- 





Enjoy Greater Safety and 


Driving eg 


do as the RACE DRIVERS do... 


with lbilienipoae 


Race Dri vers | 


As told in thiciweek’s POST 
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Up at the 


1954, Bear Mfg. Co, Yd 






When tires are out-of-round they cause tire thump, 
Now, out-of-round 






rough riding and unsafe steering. 
tires can be made truly round again by the new “Bear 
Balantru” method. Free test shows whether or not egg- 
shaped tires are taking the fun out of your driving and 
wasting tire mileage. See your neighborhood “Bear” 
station for free check-up. 





it Pays to have Your Car 
SAFETY-CHEKED Regularly at 
the Sign of the “BEAR’, 







619 AN 


It makes the “Bear” Sign and “Bear” Service the best-known in 
America, 


For free catalog write Bear Mfg. Co., Dept. A-14, Rock Island, Ill. 


This advertisement is scheduled to appear in the Official Program 


of the 1954 Indianapolis 500-Mile 
It is another of the advertising support received by pur- 


example 
of “Bear” Safety Test and Correction Equipment. 





power. 
* * + 


Superhighway Planned 
A PLAN for a four-lane super- 


highway which would bring 
Tokyo within five hours’ ride of 
Osaka is being studied by the Jap- 
anese Government. 


Blueprints for the highway have 
been turned over to the Ministry 
of Construction, which is now con- 
ducting a survey of the proposed 
route. 


Letter to Salesmen 


By John O. Munn 


Dear Son: 


ONE OF the great les- 
sons of experience is that 
it’s the little things, not the 

Ne. 28 big ones, that 

in A most often thwart 

series U®- We seem to 
rise to the occa- 
sion and overcome big | 
problems. It is the simple 
things, or the easiest 
things, which we neglect or 
overlook. So, many class 
them more difficult of ac- 
complishment than the big 
hazards. 


One sales technique in 
this category is frequent 
neglect to quali fy pros- 
pects. This is particularly | 
important on such a high 

riced item as an automo- 
ile. 

As the prospect comes on 
the floor, then we must qualify 
him by adroit questioning. 
First, as to whether he has 
the finances to buy a car and, 
second, the use to which he 
expects to put his car. If you 
are following up an outside 
lead, spend some time in ad- 
vance of your call to find out 
as much about your prospect 
as possible — his family, his 
automobile buying habits. 

No one buys a car to give 
you business. They buy it 
to fill needs. So, find out 
either before or early in the 
interview what those needs 
are. Only then can you fit 
your car into your custom- 
er’s needs. Prospect’s needs 
vary, but when you dis- 
cover them, your canvass 
can be directed to the emo- 
tion or logic upon which 
the needs are based 


+ * * 


ONE CUSTOMER is 
buying because it advances 
him from a social or busi- 
ness standpoint. Another 
buyer is prompted to come 
into the market because he 
wants to give his family 
all the advantages that 
come fromautomobile 
ownership. 


Another t y pe of buyer 
acts because he needs the 
car to compete in business 
while others are prompted 
by the desire for social 
prestige. 

A new car does a lot for a 
person’s morale. It advances 
his standing in the commun- 
ity. With the understanding 
that a preapproach brings, we 
can aim directly at the pros- 
pect’s self interest. 

We must aim to get 
game. A sales talk that is 
not woven around the pros- 

t’s self interest is waste- 
ul both of time and com- 

missions. 





Sincerely yours, 


Dad 


“Bendix” *\ow pedal 


POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power Brake 
makes possible quick, sure 
stops by merely pivoting the 
foot from stop-and-go controls. 
No need to lift the foot and 
exert leg power to bring the 
car to a stop. Result—more 
driving comfort, less fatigue 
and greater safety! 





STEERING 


Se ee eee 


POWER steering 


Because Bendix Power Steer- 
ing is of the linkage type, it 
may be adapted to any manu- 
facturer’s model without ex- 
tensive engineering changes in 
present steering designs. Meet 
the increasing demand for 
power steering more efficiently 
and more economically with 
Bendix Power Steering. 


‘AND BRAKIN 





“Bondi” HYDROVAC* 


ms 


ea! 





POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 
ice upkeep. 


“Gerd” NR-PAK* 














POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 
if it should fail for any reason. 


- *REG. U.S. PAT. OFF. 
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Not Just Salesmen... 





U. C. Dealers Called 
‘Best Merchants’ 


By George Connell 
Staff Correspondent 

MIAMI. — Used-Car dealers are 
more than automotive salesmen, 
they are among the top merchants 
of Miami, John Grentner, new 
president of the Miami Used Auto- 
mobile Dealers Assn., said at the 
installation banquet. 

“Through our civic activities 
over the past few years,” Grent- 
ner sai¢,. “we have gained for 
ourselves a responsible place in 
the community. We are more 
than used-car dealers; we are 
considered good merchants, and 
we are doing the best job of sell- 
ing there is. We are better sales- 
men, too, than we were even a 
year ago.” 

The association has topped its 
quota in Community Chest and 
other charity drives; has estab- 
lished its own blood bank, and 
donated a station wagon to one of 
the local organizations. It has 
established a separate charity fund. 

Grentner was introduced by Mike 
Trabulsy, retiring president. The 
toastmaster for the evening was 
Stacy Rowell, president of the 
Florida Used Automobile Dealers 
Assn. 


In addition to Grentner, the new 
officers are George Prindle, vice- 
president; Karl Youse, secretary- | 
treasurer, and Trabulsy, Bill Leh-| 
man, Paul Antonacci, Jack Berry, | 
Harry Abalon, Tony Clausi, Bud 
Weiss and Joe DeMaria, directors. | 

Guests at the dinner included 
state; county and city officials, 
and new and used-car dealers 
from all south Florida, | 

Arch Livingston, executive secre- | 
tary of the state association, was, 
present from Tallahassee. 

While in Miami, Livingston con- 


Dealers Reminded 


® } 

That Vacations | 

° . 1 
Bring Business 

BUFFALO.— The Buffalo Auto- 
mobile Dealers Assn. has urged its 
members to make the most out of 
service opportunities that lie in the 
vacation season. 

In its current bulletin, the as- 
sociation said: “The big vacation 
season has opened again. This 
spring more than 17 percent of the 
nation’s vacationers will take their 
annual trips, and more than half 
of them will travel in June, July 
and August. 

“Are you taking advantage of 
the opportunities vacations offer 
you? These are the months to ad- 
vertise pre-vacation service pack- 
ages. Now is the time to emphasize 
that advanced maintenance can 
prevent most troubles that ruin 
pleasure trips. 

“And, when vacationers do have 
trouble, they appreciate prompt, ex- 
perienced service from responsible 
dealers. Advertisements in hotels, 
motels, restaurants and along high- 
ways have brought many dealer- 


_ ships a large share of this im- 


portant vacation trade.” 


San Antonio Gas War 
Spreads; Prices Hit 17c 

SAN ANTONIO. — The gasoline 
price war that erupted here May 3 
has spread to almost all independ- 
ent operators. Some stations are 
selling gas for as low as 17 cents 
a gallon, including tax. 

“I think this price war will last 
as long as five or six months,” said 
Tom E. Turner, manager of the 
independent Sigmor stations. “The 
major companies are still holding 
to their regular prices, but in a 
few weeks they will reduce prices 
to keep up with the rest of us.” 


Fasiener Firm Renamed 

DOWNEY, Calif. — Stronghold 
Pacific Corp. has changed its name 
to Olympic Screw & Rivet Corp. 
The firm manufactures bolts, rivets, 
screws and specialized fasteners. 


ferred with Rowell and other state 
association officials on preliminary 
details of the national convention 
of used-car dealers to be held here 


next fall. 
* + * 


Salt Lake County Amends 


Auto Auction Ordinance 

SALT LAKE CITY. — The Salt 
Lake County auction ordinance has 
been amended so that the opera- 
tion of auto auctions in this area 
will be changed but they will not 
be “put out of business.” 

This was the opinion of most Salt 
Lake County commissioners, who 
voted the following changes: 

1, The application for an auction 
permit shall be accompanied by an 
inventory of the property to be 
sold. 

2. The inventory shall not be re- 
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Lew Chevrolet Opens Building— 


More than 700 members of Billings (Mont.) service clubs helped dedicate the new 
Lew Chevrolet Co. building, which contains 49,000 square feet of floor space. The 
showroom has space for eight cars. Lewis A. Williams is owner of the firm. 


plenished except with permission of | $30 for operating a year or any 
the issuing authority. part of a year. 


3. Property to be sold must be in Commissioner Ray P. Greenwood 
the state 10 days. opposed the ordinance on the 


grounds that it would not stop the 

4. The licensee must put up $1,000| movement of cars into the state for 
bond, assuring observance of all| sale. 

laws. Commissioner Lamont P. Gun- 

5. The licensee must pay a fee of|derson said, “I feel that Utah is 
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New York Sunday News Sections circulation 


& percentage of family coverage 


re 4,081,149—total city, suburban, and country 
ee 1,570,237—outside New York City and fifty mile zone 
Country Split Run 785,119—every other copy in the country edition 


City & Suburbs . . . 2,510,912—63.2%, in New York City and fifty mile zone 


becoming a dumping ground for 


automobiles, some of dubious qual- 
ity. I feel this is a proper regula- 
tory measure.” 

s + * 


Conn. Suspends License 


Of Torrington Motors 

HARTFORD, Conn. — The state 
motor vehicle department recently 
suspended the license of Torrington 
Motors, Inc., here, used-car dealer, 
for five days until the firm de- 
posited $1,000 cash bond to guar- 
antee compliance with the state 
D-R License Law. 

The firm was convicted of not 
giving an invoice upon delivery of 
the vehicle, signing conditional 
sales contracts in blank and of hav- 
ing the contract notarized in the 
absence of the signer. 

o * * 


New Spokane Dealer Group 


To Be Headed by McBride 

SPOKANE. — The newly-formed 
Spokane Used-Car Dealers Assn., 
has elected Lee S. McBride as presi- 
dent. 

Other officers are, Douglas Eller, 
vice-president, James P. Lucas, sec- 
retary, and Harold G. Olgesbee jr., 
treasurer. 





SplitRum ...... 1,255,456—31.6%, every other copy in New York City and suburbs 

Manhattan ..... 1,167,184—64.1%, in Manhattan, Bronx, Staten Island; suburban 
New York, Connecticut and Northern New Jersey 

Manhattan-Bronx 687,685—62.4%, in Manhattan, Bronx, Staten Island 

Westchester 159,824—65.5%, in Westchester, Fairfield and Putnam counties 

Brooklyn ...... 1,014,335—66.8%, in Brooklyn, Queens, Nassau and Suffolk Counties 

Gs sivatids.c 480,092—60.3%, in the borough of Brooklyn only 


Queens-Long Island 534,243-—-74.0%, in Queens, Nassau and Suffolk counties 


Se a aos ex 312,181—67.6%, in the borough of Queens only 

Nassau-Suffotk 222,062—85.3%, in Nassau and Suffolk counties 

Newark ....... 329,393—52.1%, in Newark and adjacent Southern New Jersey counties 
Passaic-Bergen 196,792—67.5%, in Passaic, and in Bergen and Sussex counties 

Hudson ....... 114,467—66.7%, in Hudson county, except Arlington, East Newark, 


Harrison and Kearny 
Source: Annual Audit, Sept. 27, 1953, as filed with the ABC 
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TURNINGS 


by 


John T. Benedict 


With all the attention being given 
to “color harmony” for exterior 
finishes and car interiors, we be- 
gan to wonder what might be com- 
ing up in the way of optional colors 
for tires. 

Four of the largest producers 
disclaim any plans to produce tires 
with either colored treads or side- 
walls. Firestone officials have con- 
ducted experiments in tire coloring 
for more than 20 years. They say 
that if the public demanded tires 
of various colors, the casing man- 
ufacturers could produce them con 
short notice. 

However, indications are that 
color would be obtained at a sac- 








rifice of about 15 percent in tire 
wear. 


Colored sidewalls are impractical 
except in limited custom lines 
where costs are not a considera- 
tion, according to Goodyear. 

In commenting on foreign ex- 
periments using lignin (a pulp by- 
product) as a rubber filler, Dr. 
Frank Schoenfeld, research vice- 
president of Goodrich, declared that 
lignin does not even approach car- 
bon black in reinforcing ability. 

He also says that, although lignin 
does give a dark color to the rub- 
ber stock, this is not a strong color 
such as black. So dark red, dark 
brown or dark green colors could 


be produced with suitable pigmen- 
tation. 
Another tire producer says that 
a great range of colored sidewalls 
can be made with standard ma- 
terials if desired. But it is be- 
lieved that colored sidewalls have 
not been commercially practical 
because of the problem of match- 


| ing colors to harmonize with 


colors on the car, and because of 
the great complexity it would add 
to tire inventories. 


Nevertheless, this columnist 
thinks the problem could be simpli- 
fied by taking a totally different | 
approach. The idea would be to de- 
velop a brilliant, penetrating dye | 
substance that could be absorbed 
by the rubber. Then, when the car 
is delivered, the dealer simply ap- 
plies the dye to white sidewalls to 
provide any color desired by tne 
buyer. 

* + 7 
Permanent License 


Not in Offing 

Occasionally the suggestion is 
made that all automobiles should 
be assigned license registration 
numbers at the time of manufac- 
ture. The identifying “license plate” 
would become an integral item in a 


Suit yourself on the size! 


A barrel’s a big deal when a man wants 
just a beer! And a case lot is no comfort 
for the customer who craves a quick one! 
The bar and package store are retailers— 
cater to the specific consumer capacity and 
cash on hand. 


In the New York area we've been cutting 
the paper’s pattern to the retailers’ capacity 
for years—in the Sunday News Sections. Now 
the national advertiser can get into the act! 

He can sell metropolitan New York piece 
by piece ...choose specific geographic sections 
which best fit his budget, inclination, factory 
capacity, plans, or distribution program. 

The advertiser now can select fast-growing 
Nassau-Suffolk counties, go after Westchester 
wealth, get new customers in Newark, or 
major in Manhattan. The boroughs of Kings 
and Queens have individual containers. New 
York City and suburbs are packaged with 
full or half coverage. 

And Full Run with more than 4,000,000 
circulation, includes the metropolitan market, 
plus national coverage. 


Each Section offers greater potential sales 
and more population than most prize markets 
elsewhere ...and reaches more families in its 
area than any magazine, TV station, or other 
New York newspaper. 


Tues Sunday News sections are tried, 
tested... have been used by the New York 
retailers for years to produce profit, volume, 
traffic, and turnover... have proven records. 

The national advertiser can reach the 
majority of the retailers’ customers, move 
merchandise from shelf to home, from factory 
warehouse to living room. He gets maximum 
effort from a limited budget, reaches most 
customers at least cost. 

Sections listed on the opposite page are 
one of today’s best advertising opportunities 

..For all facts, ask any News office. 


| be 
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Kaye Buys Liquid Veneer Corp.— 

Philip Kaye (left), president, and Ed Kaye (center), vice-president of Liquid Veneer 
Corp., Buffalo, complete the sales transaction as they take over the firm from its 
former owner, Leo H. Ward. 





standard location at the rear of the | licensing plan, since cars are dis- 


car. , 

There are a number of reasons 
why such a system is not feasible. 
In the first place, it would require 
some sort of centralized national 











THE NEWS, New York’s Picture Newspaper 


with more than twice the circulation, daily and Sunday, 


of any other newspaper in America... 
220 East 42nd St., New York City.. 
155 Montgomery St., San Francisco... 


-Tribune Tower, Chicago... 
1127 Wilshire Blvd., Los Angeles 


tributed throughout the United 
States after manufacture — and 
many cars move from state-to- 
state with their owners, or as the 
title changes hands during the life 
of the car. 

The whole idea wouid impose a 
tremendous additional bookkeep- 
ing burden on the companies in 
trying to maintain pérmanent 
records of the ownership of the 
car built. Although some cars are 
made to fulfill a specific order, 
many others are built for stock, 
with no pre-determined buyer. 

(Surely this thought may bring 
forth a wry smile from certain 
dealers who will say, “How well we 
know it!”) 

And, finally, in some states a 
permanent license number is as- 
signed to the owner. The license 
plate is the property of the owner, 
and does not remain with the car 
when sold. The owner retains the 
plate for installation on his next 
automobile. 

If you’re curious about a standard 
size and shape for license plates, 
AMA reports that progress is being 
made-in persuading state legisla- 
tures to adopt the standard plate. 
However, my guess is that we still 
are some years away from achiev- 
ing 100 percent uniformity through- 
out the country. 

oa + 


|Mail Call 


To alert Studebaker salesman 
Walter Fichtner, of Grampp Mo- 
tor Sales Co., Davenport, Ia.: Yes, 
Walt, we know that the Stude- 
baker Champion has an overall 
| height of 59% inches. Note, how- 
| ever, that our Turnings item re- 

ferred only to a comparison of 
| Plymouth, wend and Chevrolet. 


2 


|How Does Fire 


| Affect Plastic Body? 

Yes, the plasitc body will burn 
But tests show that the “thresh- 
old” of burning is at such high 
temperature that the plastic body 
actually burns no more readily 
than a steel body. 

In fact, at these high tempera- 
tures, steel is a better heat con- 
ductor than plastic. So steel may 
have a greater tendency to sus- 
tain burning of upholstery, wir- 
ing, etc. 


Built-In Test Bar 


For Castings 

The determination of actual 
physical properties of. production 

castings is a constant source of 
trouble in the foundry industry. O. 
B. Frohman, consulting engineer 
for Ampco Metal, Inc., was among 
those who voiced this opinion at 
recent technical meetings of the 
American Society of Tool Engi- 
neers in Philadelphia. 

Frohman objects to the use of 
test bars. He says that casting de- 
signers should provide for a test 
bar to be cast integral with the 
actual part. This portion of the 
casting then could be removed for 
testing. 

As currently used in foundry 
practice, test bars are cast sepa- 
rately, and are not a reliable in- 
dicator of physical properties to 
be expected in the casting itself. 
It is said that foundries always 
seem to have the knack of pro- 
ducing good test bars or samples. 

But designers simply don’t know 
what strength values to expect 

(Continued on Page 70, Col. 3) 
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On the Financial Front... 


Parts Makers’ Sales 
Seen Due for Decline 


cess profits tax) lapse,” said Stand- | motor vehicle financing for the first 


car and truck production 


scheduled under last year’s|ard & Poor’s, which added: 
“However, there is some uncer- | Pared with $521,131,637. 


rate, overall volume of parts mak- 
ers will be down materially, Stand- 
ard & Poor’s Corp. has reported. 


Original 
be down in production to vehicle 
output, but a gain in demand for 
replacement parts is likely, the 
firm said. 


tainty as to how much benefit from 


ceivables were $899,007,817 on March 
31, compared with $807,609,724 a 
year earlier. The volume of retail 
motor vehicle financing handled for 
the quarter was $202,633,871, com- 
pared with $263,389,573 in the first 
quarter of 1953. 

Outstanding wholesale automo- 
tive receivables on March 31 were 
$287,854,479, compared with $220,- 
267,773. The volume of wholesale 


three months was $538,335,994, com- 


* * * 


lower taxes can be retained, since|{/, §, Rubber Sales Decline 
-equipment sales will | parts buyers are exerting effective 


pressure for lower prices.” 
* * - 


C.1.T. Financial Earnings 


Prospects for nonautomotive busi- Show Rise in Quarter 


ness of the parts firms, which var- 


Consolidated net earnings (un- 


ies widely in type and importance | audited) of CLT. Financial Corp. 


to individual companies, were de- 
scribed as mixed. 
* + * 
Bur on the average, sales will be 
lower, it was said. 

“Earnings will be highly mixed, 
but figure to be best maintained for 
strongly situated, well-diversified 
companies cushioned by EPT (ex- 





If this number could 
talk:...and it ean! 





TO GET STEEL GOOD ENOUGH for Timken bearings, we make 
our own. (No other bearing manufacturer in the U.S. A. does.) Even 
though we think it’s the finest bearing steel ever developed, we’re 
always checking and looking for ways to improve it. For instance, 
we use this X-ray diffraction unit to study the residual stresses 
present in heat-treated steel parts. 





for the first quarter were $8,580,049, 
the corporation has reported. For 
the like quarter of 1953, net earn- 
ings were $7,831,387. 

C.LT. also reported a profit of 
$5,033,048 from the sale of a wholly- 
owned subsidiary, National Surety 
Corp. 

Outstanding retail automobile re- 


WE LEAVE NOTHING TO CHANCE. Every one of these bearing 
cones has already passed the most rigid inspections. Yet these women 
make an extra one. They take one last look for surface defects, too 
tight or too loose cages, and once more check the bore dimensions. 
This extra inspection is another step that makes Timken bearings 
the number 1 value in your car’s moving parts—the vital zone. 


But Profit Increases 

Net profit of U. S. Rubber Co. 
for the first three months was 
$7,545,109, compared with $7,156,- 
608 for the same quarter last 
year, according to H. E. Hum- 
phreys jr., chairman. 

Net sales were $190,103,720 
against $226,933,883 in the same 
like 1953 period. 


* * * 


Motor Wheel Sales, Profit 
Decline in First Quarter 





Training Car— 

Sig Foliestad (left), of Follestad Nash, 
Everett, Wash., hands the keys to a driver 
training car to officials of Everett High 
School, where such courses have been held 
for seven years. 


ings for the first quarter of 1954 


Motor Wheel Corp. of Lansing, | dropped to $447,088 on sales of $14,- 
has announced that its net earn-/| 973,468, as compared with earnings 





pany, Canton 6, Ohio. 











THE NUMBER 25580 on the bearing cone, 
coupled with 25520 on the cup, tells you that 
this is a certain size of tapered roller bearing 
commonly used in differentials. With the trade- 
‘mark ““Timken®” also on the bearing, the num- 
ber tells you about the bearing’s fine quality and 
the services that go with it. 


il cece cn oa name eae ieee 


ee 


NAME YOUR REQUIREMENTS — we'll meet 
them from the 5,850 sizes and 26 types of Timken 
tapered roller bearings that we can make in any 
quantity. For value, always specify “Timken” with 
the bearing number. And for full value, always 
use a Timken bearing cup with a Timken bear- 
ing cone. The Timken Roller Bearing Com- 


TIMKEN is number | for VALUE where value counts most...in the vital zone 


TRADE MARK REG. U.S. PAT. OFF, 


i 
NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLIER (> BEARING TAKES RADIAL @) AND THRUST ~(§- LOADS OR ANY COMBINATION WE 
t 





in the same 1953 quarter of $798,- 
813 on sales of $23,925,355. 

M. F. Cotes, president, said the 
decreased earnings and sales was 
largely due to reduced production 
by Motor Wheel’s automotive cus- 
tomers and a decrease in defense 
production. 


Commercial Credit’s Profit 


Rises in First Quarter 

A net income of $5,608,069 for the 
first quarter, as compared with $5,- 
482,472 for like 1953 period, has 
been reported by Commercial 
Credit Co., Baltimore. 

Net income of Commercial] 
Credit’s finance companies was $3,- 
732,058, compared with $3,171,192 
a year ago. ae 


Clevite Profit in 1st Quarter 


Rises Above Last Year’s 
Clevite Corp.’s profit in the first 
quarter was $941,115, compared with 
$932,785 in the first quarter of 1953. 
Sales and other revenues totaled 
$16,707,031 as against $16,190,462 in 
the 1953 period. 
aa * * 
Gabriel Profit Declines 
To $63,348; Sales Dip 
Gabriel Co. has reported a net 
profit of $63,348 for the first quar- 
ter of 1954, compared with $121,184 
for the same period last year. 
First-quarter sales were $5,020,- 
087, down 10 percent from the ’53 
figure of $5,578,960. ‘ 
oo * 


Sheller Mfg. Reports Decline 


For Ist Quarter of 54 


Net sales of Sheller Mfg. Corp. 
for the first three months of this 
year amounted to $9,458,000 as 
against $13,203,000 for the corre- 
sponding period of 1953. 

The decline in volume, officials 
said, reflected the lower level of 
auto production during the quarter 
as compared with the same months 
of 1953. Sales to the company’s non- 
automotive customers more than 
held their own. 

Income before taxes for the quar- 
ter ended March 31 totaled $1,456,- 
510, as compared with a 1953 first- 
quarter pre-tax profit of $1,794,942. 

+ a * 


Elastic Stop Nut 

For the three months ended Feb. 
28, Elastic Stop Nut Corp. of 
America, Union, N. J., reports 
earnings of $498,634 after taxes and 
estimated renegotiation, compared 
with $433,256 for the correspond- 
ing 1953 period. Net sales for the 
1954 period were $6,318,999, com- 
pared with $6,518,497. 


Commercial Solvents 


Consolidated net earnings of 
Commercial Solvents Corp., New 
York, were $626,634 in the quarter 
ended March 31, as against $449,935 
in the corresponding period of last 
year, according to A. R. Bergen, 
secretary. Sales were $11,989,382, 
compared with $10,875,271. 


. * * 


Allegheny Ludlum Steel 


Sales and revenues for Allegheny 
Ludlum Steel Corp. totaled $45,- 
614,000 during the first quarter of 
1954, compared with $68,686,000 dur- 
ing the same period last year, ac- 
cording to E. J. Hanley, company 
president. Net earnings for the first 
quarter amounted to $1,063,000, com- 
pared with $2,098,000 in the same 
period of 1953. 


McLouth Steel 


McLouth Steel Corp. reported 
earnings for the first quarter 
amounting to $122,068, compared 
with $1,444,415 for the first quarter 
last year. 


7 * 


Automotive Fibres 


A net profit of $376,264 for the 
first three months has been re- 
ported by National Automotive 
Fibres, Inc., Detroit. Net profit 
during a year ago amounted to 
$1,046,333. Sales totaled $17,370,011, 
compared with $23,289,506 in the 
1953 period. 

* 


* * 


Hastings Mfg. 


Hastings Mfg. Co., manufacturer 
of piston rings, has reported net 
earnings of $101,966 in the quarter 
ended March 31, as compared with 
$17,903 in the corresponding three 
months a year ago. 














Help your customers get rid of 
SU LOr eek Oem Cas 





THE WALKER OIL FILTER 
30-SECOND SALES STORY 


Most of your customers are victims of the Crankcase Cocktail—that de- 
structive mixture of dirt, dust, combustion by-products and water that 


causes unsatisfactory car performance . . . leads to costly repair bills. 


Here’s the fast way . . . the easy way . . . to protect your customers from 


such headaches and boost your oil filter sales. 


Tell them the Walker Oil Filter 30-Second Sales Story . . . 


@ = Every gallon of gasoline burned in an internal combustion engine 
produces more than a gallon of water. 


Most of that water evaporates or passes out the exhaust. But some 
water always blows by the piston rings into the crankcase oil. 


Water in the oil is the chief cause of sludge and source of corro- 
sive acids. 


Sludge and acids cause poor engine performance and costly 
repairs. 


The Walker Oil Filter is the one filter specifically designed to guard 
against crankcase water and against all other harmful oil con- 
taminants. 














CAR OWNERS NEED THE 
PROTECTION OFFERED BY 
THE WALKER OIL FILTER. 


Their start-stop, short-trip driving 
pattern is a cold engine operation— 
the kind that promotes combustion 
blow-by and crankcase condensation. 
The distinctive features of the 
Walker Oil Filter and the Walker 
30-Second Sales Story make a real 
sales team for you. And Walker has 
added LIFE magazine to your sales 
force to tell the Walker Oil Filter 
story to your customers. 











If you are not handling Walker 
Oil Filters, contact the Walker dis- 
tributor nearest you today. Or write 
direct to Walker at Racine, Wis. 





WALKER OIL FILTERS 
Guard Against 
Crankcase Water wp 


, 





Fg ee 







K-W Distributor Holds Sales Talks— 


Office managers of Kaiser-Willys distributors and zone sales outlets met in Chicago 
for a conference on business management conducted by S. E. Brennan, budget control 
manager, and Guy E. Hornby, branch accounting supervisor. Standing (from left) are 
M. E. Ocelvany, Kansas City; B. F. Schweiker, Philadelphia; R. E. Smith, Detroit; |. D. 
Meyerowitz, Washington; W. T. Chafin, Atlanta; C. E. Grabowski, Chicago; D. E. 
Evenson, Sioux Falls, $.D.; G. E. Campbell, Chicago, and F. E. Donahue, Kansas City. 
Seated: D. M. Mathews, Atlanta; C. L. Smith, Dallas; E. W. Coates, Jacksonville, Fla.; 
Brennan, Hornby; R. H. Brahs, New York, and N. K. Zauner, New York. 


Fire Hits Franklin Franklin jr., operator of the firm, 

A fire destroyed a two-story build- said several cars, the body and 

ing occupied by Franklin Motor Co. | Paint shop and parts and office sup- 
(Chevrolet), Metter, Ga. George O. | plies were destroyed. 






AUTOMOTIVE NEWS, MAY 17, 1954 


FOR FACTORY 


Car Makers’ View 
On Tubeless Tires 


ELESS tires may be one of the major engineering ad- 
vances in the 1955 models. While all decisions have not 
been finalized, it now seems reasonably certain that each of 
the major car producers will offer tubeless tires, at least 






where white sidewalls are ordered. The extent to which tube- 
ow wm r 


less tires are offered beyond 
this point will depend on a 
number of factors, including 
availability of welded wheels, abil- 
ity of car makers to make required 
changes in mounting equipment 
and field service facilities. 

It is estimated that there are 
now more than 3.5 million tubeless 
tires in service. They were intro- 
duced by Goodrich in 1948. With 
the official adoption of tubeless 
tires by major producers, the num- 
ber of these tires sold is expected 
to advance sharply during 1955. 

Informed sources now believe 


| that the separate tire and tube 
may be almost entirely replaced 
as original equipment by 1953 or 
1959. The fact that cars now in 
service can be readily changed 
over to the new designs will un- 
doubtedly facilitate the strong 
trend toward tubeless tires. 
While there are many factors 
contributing toward the tubeless 
| tire development, the desire to pro- 
vide the motorist with increased 
safety is undoubtedly the major 
factor. Promising a customer a 
|“slowout instead of a blowout” un- 
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Rochester Automatic 
Choke Carburetor as 
used on Chevrolet 
passenger cars 


YES, right from the start Rochester Car- 
buretors were designed, engineered and 
built by Rochester Products to give greater 
performance and economy. That’s why, 
right from the start of the car’s engine, 
every Rochester Carburetor automatically 
does a better job regardless of speed, load 
and operating temperatures . . . and con- 
4 tinues to do so with a minimum of service. 
Fe PERFORMANCE FEATURES 
@ NO FUEL LOSS ON ANY INCLINE 
ey @ SMOOTH ACCELERATION WHILE TURNING 
@ EASIER STARTING IN HOT WEATHER 
a @ CONTINUOUS FUEL FLOW—NO LAG 
: @ POWER MIXTURE READILY AVAILABLE 


ROCHESTER PRODUCTS oivision 


ROCHESTER, N.Y., U.S.A. 


ROCHESTER CIGAR 


ALBO MANUFACTURERS OF 





LIGHTERS 


a 


OF GENERAL MOTORS 


ANO GM STEEL TUBING 


Rochester Manual Choke 
Carburetor as used 
on Chevrolet trucks 


an 











doubtedly will win over a consider- 


able number of motorists. Also, the 
fact that there is no separate tube 
to generate heat during high-speed 
driving is a convincing argument 
in favor of tubeless tires. 

e * * 


Riding Advantages 
ees engineers agree 
there are advantages in riding 
comfort where tubeless tires are 
specified. Unsprung weight of the 
wheel will be reduced — always a 
convincing argument to an engi- 
neer. Tubeless tires should reduce 
mounting expense on the assembly 
line. Moreover, weight of a tubeless 
tire is slightly less than the tire- 
and-tube combination. 

Essentially, installation of the 
metal valve and preparation of the 
rim flange are about the only steps 
that are different from mounting 
a standard tire and tube. 

Sharp dents in the rim flanges 
must be straightened, of course. 
Rim flanges must be cleaned with 
a wire brush or steel wool to re- 
move rust, dirt or oxidized rub- 
ber. Close examination of the butt 
weld of the rim is mandatory. 
Plastic may be used to insure 
against air leaks around rivet 
holes. It is essential, of course, 
that all rivets be tight. 

While much educational work re- 
mains to be done, it seems certain 
that 1955 will see a very substantial 
upsurge toward tubeless tires. This 
development has come along slowly 
and conservatively up to this time, 
but it now appears that the stage 
is set for a substantial tubeless 
tire expansion program during 1955. 


Assuming the program is suc- 
cessful—and everything at the mo- 
ment points in that direction—it 
is a fair prediction that the tire- 
and-tube combination may well 
pass out of the automotive picture, 
including service, before 1960 
models are announced. 


Freedom Trek 


Czech’s Escape Car Going 


On ATA Tour 


NEW YORK.—The American 
trucking industry is taking up 
Vaclav Uhlik’s dash for freedom 
where he left off, according to the 
American Heritage Foundation. 

The nation’s truckmen, through 
the American Trucking Assns., will 
transport Uhlik’s home-made arm- 
ored car around the U. S. on behalf 
of the Crusade for Freedom and 
Radio Free Europe, whose broad- 
casts inspired Uhlik and seven 
companions in their daring dash 
through the iron curtain. 
| The car is being displayed as a 
| symbol of resistance to Communism 
iin the’ crusade’s campaign to enlist 
| 25 million Americans in support of 
Radio Free Europe’s efforts to 
| broadcast courage and hope to 70 
million persons in captive coun- 
| tries. 
| The getaway car also is being 
;used as a “Piggy Bank for Free- 
|dom” to collect “Truth Dollars” 
|toward the $10 million needed to 
help keep Radio Free Europe on 
the air. 

Uhlik, 32-year-old mechanic, 
fashioned the escape car from the 
wreckage of an abandoned British 
scout car. He ran a motor express 
business at Line, Czechoslovakia, 
before it was taken over by the 
Soviets. 


Bolta Begins Output 
Of Auto Upholstery 


LAWRENCE, Mass. — Boltafiex 
supported vinyl upholstery materi- 
als now are being produced for 
the automotive industry, accord- 
ing to Bolta Products, Lawrence. 
—— of General Tire & Rubber 





Designed for use as original 
equipment, the materials have a 
vinyl face sheet supported with a 
knitted jersey backing as well as 
with conventional woven fabric 
backings. They are currently avail- 
able in leather-like finishes and 
fabric-like textures. 

Bolta has appointed William 
Murphy as assistant production 
manager. 


McCoy Sells Ohio Deal 
Don McCoy has sold his interests 
in McCoy Motor Sales (DeSoto- 
Plymouth), "Mantua, O., to Eugene 
Tyjeski and Charles W. Schnur. 
McCoy said he sold because of 
{llness. 
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uP do you focus on 
| 
| ... intent to buy? 
| Esquire leads all magazines 
in % of readers planning 
| 


to buy a new car in 1954* 


« «most recent purchase? 


Esquire has the highest % of 


readers who have bought new cars 












within the past 12 months! 


»»» Mmultiple-car ownership? 


3 Esquire is first in % of families 


—< 


owning two or more cars! 


new.car prospects ? 


‘te From every vital viewpoint, Esquire has 
3 ____ the greatest concentration of new 
= = car buyers of all 51 major magazines 
surveyed in the national 23,000 family. 
: ‘ Starch Consumer Magazine Report. 


ask your agency for the facts... Study the 
Starch Réport figures for yourself... for all 
magazines. Then make your media selection objectively. 
And keep this in mind: the % of Esquire readers 

who expect to buy new cars in 1954 is three times the 


average for all other magazine audiences! 


How do you measure your best new car prospects? 
By intent to buy... by recent purchase... 


by multiple-car ownership? 


By every measurement, your medium is 


~aquite 





in the mood to enjoy life 


with the money to spend on new cars now! 


*All figures from 47th Starch Consumer Magazine Report 1954 





the magazine for men 

















Detroit Council Honors Kyes— 








ECEIPTS from motor-fuel taxes 

and other highway-user taxes 
and fees are continuing to run 
ahead of the corresponding levels 
of last year, but declines in gaso- 
line-tax yields are noted in a few 
instances, according to analysis of 
revenue reports from state capitals. 
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Highway Receipts Climb 


State Gas Taxes and Other User Fees Show 
Continuing Upward Trend 


realize $3,682,000 of this amount for 
primary road work. 

Kansas gasoline tax receipts of 
$3,004,821.33 in March were 4.93 per- 
cent greater than a year ago. 

7 * * 
ENTUCKY road-fund collec- 
tions, supported mainly by gas- 





Arkansas gasoline taxes climbed | oline taxes, were up 1% percent in 
to $2,403,771 in March compared | March from $7,790,848 last year to 
to $1,996,238 a year ago. Gasoline | $7,906,872. For the first nine months 
revenues for the first nine months | of the current fiscal year, road-fund 
of the current fiscal year totaled | receipts total $53,113,294, an in- 
$22,157,478, compared to $20,980,- | crease of 3.7 percent over last year’s 
927 for the same period last year. | $51,195,140 for the first three quar- 


ters. 
Motor-fuel tax collections of The 6-cent gasoline tax in Ne- 


$425,262.20 in Delaware during sonal rie 

January showed a decrease of $16,- cents & aan Soeuuhe Ghd por- 

146.82 from last year. cent more revenue to the State 
Record collections of gasoline| Highway Department in January 


Resolutions of the Detroit Common Council honoring Roger M. Kyes (center), former | t@Xe8 were reported in Florida in| and February, compared to the 


general manager of GMC Truck & Coach Division and until recently deputy defense 
secretary, and Joseph M. Dodge, Detroit banker and until recently Federal budget 


February, when 97,436,000 gallons| same two months last year. 
were sold to bring in $6,794,579 in| Nebraska State Highway Depart- 


director, are presented by Councilman Eugene Van Antwerp, sponsor of the resolu- | ‘@XeS. ment income in the first two 


tions, at a testimonial dinner in Detroit. 





The State Road Department will | months of this year was $2,103,738, 


THE PREFERRED LINE... 


The Complete Engine Bearing Service 


Good mechanics know they can depend on the Federal-Mogul line 
for all of their engine bearing needs: Engine Bearings (Main, 
Connecting Rod and Camshaft) e Bushings « Connecting Rod 
Service—Exchange Insert Rods, Rebabbitted Rods « Connecting 
Rod Bolts and Nuts « Shims and Shim Stock. 


The complete line is the service line—ask your Federal-Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


Division Federal-Mogul Corporation 


DETROIT 13, MICHIGAN 


compared with $1,488,500 in 1953. 
Vehicle license fees yielded the 
department 36.9 percent more than 
in January and February last year. 
Two-month tally this year was 
$844,496, $616,806 last year. 

Highway-fund collections in 
North Carolina, supported mainly 
through gasoline taxes, declined 
$295,938 in March to $6,392,943, a 
drop of 4.42 percent from the pre- 
vious March. The loss was in the 
gasoline tax, which produced $5,- 
577,018 against $5,882,993 a year ago. 
But, for the first nine months of 
the current fiscal year, highway- 
fund collections total $78,910,530, up 
$1,770,127, or 2.29 percent from the 
same period last year. 

* * * 

ASHINGTON State’s motor-fuel 

tax collections totaled $3,118,- 
955 in March, a 9 percent drop from 
the year before. Collections for the 
first three months of 1954 amount- 
ed to $9,887,369, a 2.7 percent de- 
cline from collections of the same 
period last year. 

Gasoline tax collections in 
Wyoming amounted to $357,194.91 
in March, $43,562.32 greater than 
last year’s $313,632.59. 

Minnesota collections for motor 
vehicle licenses were up about $1,- 
500,000 for the first three months 
of 1954, compared to last year. 

In New York, motor vehicle fees 
in 1953 grossed $96,615,795, of which 
$93,654,016 was available for distri- 
bution. Counties outside New York 
City received amounts equal to 25 
percent of the fees from residents 
of the counties, with the remainder 
going into the state’s general fund. 


Auto Sales, Credit 
Stay Below 753 
Level in Canada 


OTTAWA. — Sales of both new 
cars and trucks as well as auto 
financing continued to lag in Can- 
ada during February, the Govern- 
ment reports. 

The decline was felt in all prov- 
inces. Car sales totaled 23,722 dur- 
ing the month, down 22 percent 
from the 30,282 registered in Feb- 
ruary, 1953. Commercial - vehicle 
sales dropped from 8,246 in Febru- 
ary, 1953, to 6,302 this year. 

There also was a decline in new 
and used-car and new and used- 
truck financing. Financing on new 
cars totaled $18,976,000 in February, 
as compared with $16,066,000 dur- 
ing the same month of 1953, Used- 
car financing dropped from §$20,- 
918,000 in February, 1953, to $15,- 
803,000 this year. 

New-truck financing dropped 
from $5,605,000 in February, 1953, 
to $4,764,000 this year, while used- 
truck financing dropped from $3,- 
867,000 in February, 1953, to $2,991,- 
000 this year. 


Hudson Jet Given 
* e 

Spring Emphasis 

DETROIT.—The Hudson Jet 
family club sedan will be an im- 
portant factor in spring merchan- 
dising activities, according to N. K. 
VanDerzee, Hudson sales vice-pres- 
ident, because it undersells the low- 
est priced cars of the Big Three. 

VanDerzee pointed out that addi- 
tion of the lower-priced sedan gives 
dealers complete coverage of the 
low-price field. It is the fourth 
model to appear in the 1954 Hud- 
son Jet series which also includes 
the utility sedan, Super Jet, and 
Jet-Liner. 


Detroit Controls Holds 
Air-Cooling Meetings 

DETROIT.—A series of 34 refrig- 
eration and air-conditioning meet- 
ings is being held by Detroit Con- 
trols Corp. on the eastern seaboard 
to acquaint retailers, wholesalers, 
shop service personnel and auto 
dealers with mobile air-conditioning 
equipment. 

A demonstration instrument 
panel shows the wide variation of 
operating conditions encountered. 
The meetings will end May 27. 


Midway L-M Moves 
Midway Lincoln-Mercury, Ro- 
chester, Minn., has moved into new 
quarters at 515 N. Broadway, and 
Universal Motors (Ford) has ex- 
paned into the space vacated by 
Midway. 
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Chamblee, Georgia 


lam a_____+_=_-_§_+__+_+_§_____dealer. Please send me com- 
Make of Car 
plete information about Ventshades, including 1954 models. 


'F. YOU'RE AN BUSINESS TO MAKE MO SEE ¥ 
Name. 


PNM Meee) ee Aero 


IE ceaipaliallaicinecceeneetcinsig eternal tetas 
IF YOUR JOBBER CANNOT SUPPLY, ORDER DIRECT 






BY 
i . 





20 


AUTOMOTIVE NEWS, MAY 17, 1954 _ ‘ 


Sales Conditions in Various Areas... 





Auto Market Reports 


District of Columbia 

New-car sales in the District of 
Columbia in April totaled 2,359, a 
slight gain over the March total of 
2,340 sales, 

Sales by make were: Chevrolet, 
577; Ford, 536; Buick, 206; Plym- 
outh, 205; Pontiac, 179; Oldsmobile, 
155; Mercury, 116; Dodge, 68; Chrys- 
ler, 60; Cadillac, 55; Packard, 52; 
DeSoto, 43; Studebaker, 29; Nash, 
25; Lincoln, 18; Kaiser, 9; Willys, 
8; Hudson, 7, and miscellaneous, 11. 

New-truck sales for the month 
were 202, compared with 192 for 
March, 

Sales were: Ford, 82; Chevrolet, 
43; Dodge 15; International, 15; 
GMC, 11; Divco, 9; Diamond T, 6; 
White, 5; Willys, 3; Mack, 1, and 


miscellaneous, 12. 
* * * 


Pittsburgh 

New-car registrations in the 
Pittsburgh area increased sharply 
in the week ended May 1, rising to 
a level higher than in any other 
week in the past year, according to 
the Bureau of Business Research of 
the University of Pittsburgh. 

The general business index rose | 
to 153.8 percent of the 1935-39 aver- 
age, the bureau said. It was 153.1 
a month ago. — (Leon M. Leffing- 


well.) 
* * 


* 
Indianapolis 

April new-car sales in Marion 
County (Indianapolis) totaled 2,961, | 
compared with 2,900 for March. 

Sales by make were: Chevrolet, 
746; Ford, 737; Buick, 242; Plym- 
outh, 232; Oldsmobile, 199; Pon- 
tiac, 186; Studebaker, 147; Mer- 
cury, 108; Cadillac, 75; DeSoto, 72; 
Dodge, 71; Chrysler, 57; Nash, 42; 
Willys, 15; Lincoln, 13; Packard, 
10; Hudson, 3; Kaiser, 1, and 
miscellaneous, 10, 

New-trugk sales for the month 
were 216, compared with 238 for 
March. Sales by make were: Ford, 
98; Chevrolet, 59; International, 29; 
White, 10; Dodge, 9; Studebaker, 
5; Willys, 3; GMC, 1, and miscel- 
laneous, 2. 


* * * 


| 

Salt Lake City | 

New-car registrations in Salt 
Lake City for the week ended Apr. 
28 totaled 141, compared with 151 
for the previous seven-day period. 

Sales of new trucks were 46, 
compared with 34 for the previ- 
ous period. : 

New-car sales by make were: 
Chevrolet, 33; Ford, 29; Pontiac, 18; 
Cadillac, 13; Mercury, 12; Buick, 
10; Oldsmobile, 9; Plymouth, 7; 
Dodge, 4; Hudson, 2; Kaiser, 1; 
Nash, 1; Packard, 1, and Willys, 1. 

Truck sales were: Chevrolet, 15; 
Ford, 13; GMC, 8; International, 5; 
Dodge, 2; White, 1, and miscellane- 
ous, 2, 


* * * 
Vinita, Okla. 

The market here represents a 
paradox in that new cars are in- 
creasing in volume, when all around 
they are dragging, and some deal- 
ers in the middle class report cars 
on order for customers. 

A dealer in one of the “Big 
Three” cars reports considerable 
increase in new-car volume over 
the same period in 1953. 

Used cars are also selling well 
and inventories are about normal. 
Repossessions are up slightly. This 
is grass-fed cattle country and re- 
cent rains which provide much 
needed stock water is expected to 
further stimulate business. 

There is no bootleg problem here 
and little effect is felt from boot- 
leggers in the larger cities not too 
far away.—(L.-H. Houck.) 


Columbus, O. 

New-car sales in Franklin Coun- 
ty (Columbus) in April totaled 
2,080, compared with 2,472 in March. 

New-truck sales were 218, up 
from the 202 total of last month. 

Tax-paid used-car transactions 
totaled 6,123, compared with 6,942 
for March. 

New-car sales by make were: 
Ford, 522; Chevrolet, 455; Buick, 


~ 206; Oldsmobile, 187; Plymouth, 161; 


Pontiac, 136; Mercury, 89; Stude- 
baker, 73; Dodge, 62; DeSoto, 47; 


Chrysler, 41; Cadillac, 40; Nash, 28; 
Lincoln, 12; Hudson, 6; Packard, 6; 
Willys, 5, and miscellaneous, 4. 

New-truck sales by make were: 
Chevrolet, 64; Ford, 53;- Interna- 
tional, 42; Dodge, 23; GMC, 14; 
Mack, 9; Divco, 4; Studebaker, 4; 
Reo, 3; Diamond T, 1, and White, 1. 
—(Bert Strang.) 


* * * 


Denver 


Used-car dealers here say they 
are enjoying a sales surge after a 
period which saw “the bottom drop 
out of the market” and forced 
many “marginal” dealers out of 
business. 


Prices have stabilized on used 
cars, say dealers, and they report 
they are not losing: money any 
longer. 

Dick Risley, Risley Motor Co., 
president of the Independent Auto 
Dealers Assn. of Colorado, said his 

















used-car business had made great 
gains in the past two weeks. 

“During the first 10 days in April 
I sold more cars than during the 
entire month of March,” he said. 
“It’s a real buyers’ market now but 
people are beginning to buy.”—(Ira 
R. Alexander.) 


* * * 


Syracuse, N.Y. 

New-car sales in the Syracuse 
(N. Y.) area during the first quar- 
ter of 1954 totaled 3,009, compared 
with 3,055 in the corresponding pe- 
riod of 1953, according to the Syra- 
cuse Automobile Dealers Assn. 

Truck sales during the first three 
months of this year totaled 360, 
compared with 256 in the corres- 
ponding 1953 period. — (George E. 
Toles.) 


* * ? 


Atlanta 
For the first time this year, Ford 
pushed Chevrolet out of first place 


Of all the departments ix 
the Acme Paint Shop is the 








Di Francos Get Dodge Franchise— 


Carmen Di Franco (left), and Dominick Di Franco (center), are congratulated upon 
establishment of their firm, Northside Motors, St. Louis, by S. 1. O'Connor, Dodge 
regional manager. The brothers have been in the auto business since 1928. 


= 


tiac, 162, and Plymouth and Mer- 
cury, 147 each. 

Other new-car sales for March 
were: Dodge, 61; Cadillac, 42; 
Packard, 36; Chrysler, 34; Stude- 

(Continued on Page 21, Col. 1) 


in new-car sales in Atlanta, with 
525 cars sold during March, com- 
pared with 486 for Chevrolet. 
Buick took third place, also for 
the first time, with 175 sales, closely 
followed by Oldsmobile, 166; Pon- 
















“Want to know where we found the answer to more 
volume and profit? Right in the paint shop. Now it's 
the best paying part of our service department. 







“In a month we'll do an average of 60 completes 
and 100 spots. Absolutely essential to our success is 
customer satisfaction. We have that—and the steady 










repeat business that follows—because we use the 






Acme color matching system. There’s never a variation 





in colors. The lustre and general quality is uniform. 






Matching is not just possible—it’s easy! 







“Now you may say, ‘that's swell, but it’s tough to 






find color matchers.’ Acme has the answer to that one 





with its Color Eye. This paint measuring equipment 






is so easy to operate I’ve made ‘color matchers’ out 







of ‘spraymen’ a dozen times. 






“How about cost? You save money with the Color 
Eye. We cut our paint bill 40% when we first installed 
one. It’s this simple: you use only what you need—no 









half-filled, skinned-over cans around. You don't have 
the cost of chasing out for needed colors—you have 
your own paint factory right in your shop.” 




























Auto Markets | 
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baker, 31; Nash, 26; DeSoto, 17; 
Lincoln, 10; Kaiser, 7; Hudson, 6; 
Willys, 4, and miscellaneous, 6. 

Total new-car registrations in 
Atlanta for March were 2,088, a 
drop of 49 cars from the previous 
month. 


New-truck sales for the month 
were up 50 units over February. 
Total truck sales were 309, dis- 
tributed among the makes as fol- 
lows: Chevrolet, 122; Ford, 93; 
Dodge, 32; International, 24; GMC, 
19; White, 8; Mack, 3; Reo, 3, and 
miscellaneous, 5—(E. C. Bash.) 

+ * = 


Claremore, Okla. 


No spring upsurge in new-car 
sales was discerned here and the 
market was characterized by the 
efforts of prospective buyers ‘to 
drive hard bargains. 

Used cars are also slow and 
dealers are bothered with the 
bootleg problem which flourishes 
in nearby Tulsa and Oklahoma 
City. This area is due to pick up 


since a three-year drouth has 
been broken. 


Repossessions are increasing and 
collections reported as hard. — (L. 


H. Houck.) 
« * s 


Cincinnati 

All categories of the auto market 
declined during April in Cincin- 
nati. 

New-car sales, which totaled 
3,030, were down 21 percent from 
March; used-car sales of 4,176 
showed a drop of 10 percent; new- 
truck sales, which amounted to 279, 
declined 23 percent, and used-truck 
sales of 215 represented a loss of 
16 percent. 

New-car sales by make were 
Ford, 813; Chevrolet, 649; Buick, 
373; Oldsmobile, 226; Pontiac, 219; 
Plymouth, 198; Mercury, 176; 
Dodge, 63; Cadillac, 59; Chrysler, 
52; Nash, 45; Studebaker, 44; De- 
Soto, 40; Lincoln, 28; Hudson, 17; 
Packard, 10; Kaiser, 6; Willys, 5, 
and miscellaneous, 7. 

New-truck sales were Ford, 105; 


Chevrolet, 60; International, 64; 
GMC, 18; White, 10; Reo, 8; Mack, 
7; Dodge, 5; Studebaker, 5; Divco, 
3; Willys, 2; Diamond T, 1, and 
miscellaneous, » 

o * 


Carthage, Mo. 


Demand for used cars is reported 
better than a few months ago but 
prices are dropping. 

New-car buyers are not active 
and less interest is shown in the 
middle bracket than in lower- 
priced units. A year ago one deal- 
er reported he sold as many of 
the higher-priced cars as he did 
lower-priced models. The trend 
shows a complete reversal. 

Service business is holding up 
well and repossessions and collec- 
tions are about normal, — (L. H. 


Houck.) 
* + e 


San Antonio 
April new-car sales of 938 in Bex- 
ar County (San Antonio) showed 
an 11 percent drop from March, 
when 1,057 new cars were moved. 
New-truck sales declined slightly, 
from 218 in March to 210 in April. 
New-car sales by make were: 
Ford, 248; Chevrolet, 218; Mer- 
cury, 96; Buick, 71; Pontiac, 69; 
Oldsmobile, 61; Plymouth, 48; 


Dodge, 33; Cadillac, 24; Stude- 
baker, 21; Chrysler, 18; Nash, 12; 
Packard, 7; DeSoto, 6; Lincoln, 
6; Hudson, 5; Willys, 3, and mis- 
cellaneous, 2. 

New-truck sales were: Chevrolet, 
74; Ford, 71; International, 29; 
Dodge, 14; White, 10; GMC, 9; Stu- 
debaker, 1; Willvs, 1, and miscel- 
laneous, 1.—(J. H. Reed.) 

+ ° J 


Boise, Id. 

April new-car sales in Boise to- 
taled 231, a 17 percent increase over 
March. 

New-truck sales were 73 percent 
better than March, totaling 59. 

New-car sales were divided as 
follows: Chevrolet, 56; Ford. 54; 
Buick, 23; Plymouth, 16; Olds- 
mobile, 14; Pontiac, 12; Dodge, 
12; Studebaker, 9; Cadillac, 7; 
Mercury, 7; Nash, 6; DeSoto, 5; 
Hudson, 8; Chrysler, 2: Packard, 
2; Willys, 2, and miscellaneous, 1. 

New-truck sales by make were: 
Ford, 33; Chevrolet, 19; GMC, 4; 
International, 2, and Dodge, 1. 

* = . 


Fort Worth 


A 26 percent increase over March 
was chalked up by Fort Worth 
dealers in April when they sold 
1,429 new cars. New-truck sales 
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At the Acme Color Eye is Chief Painter Bob Dean, an accomplished 
color matcher. 


CALL YOUR ACME JOBBER 


Fal 






Wakes 


| 1k i i 7 








Frank Hazelip is one of four Hazelips at 
OS & D Motors. Frank heads up service. 


Here’s how declers everywhere 


are increasing volume and profit 
There’s more volume and profit for you in that paint shop of yours. Dealers 
everywhere have had the same paint shop problems you've probably had. 
Here’s how dealers in big cities and little crossroads towns have solved 
those problems. When a customer comes in for a spot job, he wants most 
of all a good match. Your first problem is to get the color (one of thousands 
on the road). Secondly, you've got to get that color to match the color 
on the car. 


The solution to these problems is the Acme Color Eye. This modern 
paint measuring equipment takes the tried and true color formulas in the 
Acme Production Color Book and the dependable Acme Tinting Colors and 
makes accurate colors. It’s done quickly and easily. It’s done with a minimum 
of inventory. It’s done without wasted paint—your painters can mix as little 
as 4 ounces. Then, when tinting is necessary to match a weathered or faded 
color—your painters do it. By working with this Acme system, they learn 
what goes into the colors to make them lighter, darker, brighter, or “muddier”. 
They match them every time. 


You'll be surprised to learn how very little it costs to have this paint factory 
in your shop. Fill out the coupon below or call your Acme jobber today, and 
you'll soon see increased volume and profit in your paint shop. 
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also were up, totaling 276 for a 
gain of 41 percent. 

New-car sales by make were: 
Ford, 421; Chevrolet, 365; Olds- 
mobile, 126; Buick, 128; Plym- 
outh, 99; Pontiac, 95; Mercury, 
68; Cadillac, 50; Studebaker, 24; 
Dodge, 19; Nash, 13; Chrysler, 11; 
Lincoln, 11, and DeSoto, 9. 

New-truck sales were shared as 
follows: Chevrolet, 107; Ford, 79; 
White, 42; International, 28; GMC, 
12; Dodge, 3; Studebaker, 3; Dia- 
mond T, 1, and Mack, 1.—(Ruby 


Fenoglio.) 
‘ * 


Toledo 


New-car deliveries in Lucas 
County (Toledo) totaled 2,235 in 
April, down 51 units from March. 
The March total of 2,286, however, 
had represented the best sales 
month since August, 1950. 

Chevrolet continued to lead in 
sales, topping Ford by a margin 
of approximately 2 to 1. Chevro- 
let sales for the month were 962, 
compared with 484 for Ford. 

Other sales by make were: Buick, 
154; Pontiac, 123; Oldsmobile. 106; 
Mercury, 91: Plymouth, 88: Chrys- 
ler, 38; Cadillac, 37: Dodge, 35; 
Nash, 26; Studebaker, 26; Kaiser, 
17; Willys, 16; DeSoto, 14; Lincoln, 
11; Packard, 4, and Hudson, 3. 


In the first four months of 1954, 
new-car deliveries totaled 7,639 for 
an increase of 13 percent over the 
same period of 1953. 

Deliveries of new trucks totaled 
159 in April, a 12 percent increase 
over March. For the first four 
months, the total was 557, some 12 
percent below last year’s four- 
month total—(Paul Hayes.) 


* * * 


Cleveland 


New-car sales soared to the 
year’s high for the closing five days 
in April, with a turnover of 1,840, 
compared with 1,380 for the same 
* period in 1953. 


| . Used-car sales for April’s last 
| five days were 1.744, well above 

the same period a year ago. 
| Commenting on the current out- 
look, the Federal Reserve Bank of 
| Cleveland noted that although new- 
|car sales have been up, April turn- 
‘over was still under the weekly 
averages of April a year ago. The 
|game situation prevails in used 
| cars. 

In truck sales, the last days of 
April were better than the previous 
year.—(Sanford Markey.) 


Houston 


New-car sales in Houston in April 
totaled 3,336, a decline of nearly 5 
percent from the March turnover 
of 3,508. New-truck sales also were 
down—13 percent—from 679 to 590. 


New-car sales by make were: 
| Ford, 954; Chevrolet, 914; Buick, 
| 298; Oldsmobile, 290; Plymouth, 

219; Pontiac, 199; Mercury, 138; 
Dodge, 76; Cadillac, 60; Stude- 
baker, 45; Chrysler, 38; DeSoto, 
' 26; Nash, 25; Lincoln, 18; Pack- 
ard, 16; Willys, 11; Hudson, 4; 
Kaiser, 3, and miscellaneous, 7. 

New-truck sales were: Chevrolet, 
| 221; Ford, 217; International, 59; 
|GMC, 34; Dodge, 23; White, 12; 
| Mack, 8; Studebaker, 4; Willys, 4; 
Autocar, 3; Reo, 1, and miscellane- 
'ous, 4.—(Ruby Fenoglio.) 


Akron 

| April marked the first time in 
|five months in Summit County 
'(Akron) that Chevrolet moved 
‘ahead of Ford in sales. By topping 
| Ford, 551 to 492 in April, Chevrolet 
moved into first place for the first 
| four months also, by a total of 1,510 
to 1,498. 

Total new-car sales in April were 
2,043, a high for the year. Com- 
pared with March sales of 1,722, 
April showed an 18 percent in- 
crease. 

Sales for the first four months 
of 1954 totaled 6,151, off 7 percent 
from the volume in the same 
months of last year. Sales of new 
trucks are continuing at about 30 
percent less than 1953. 

Buick was comfortably situated 
in third place with 698 sales for 
the year to date, compared to 
fourth-place Plymouth with 447. 
Pontiac was fifth with 368; Olds- 
mobile a close sixth with 360; Mer- 
cury seventh with 349, followed by 
Dodge, DeSoto and Chrysler, with 
188, 157 and 130 respectively.—(Joe 
Kuebler.) 
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Report from Dealer Front... 





Roundup of Union Activities 


Eprror’s Norse: Following is a 


ions’ activities with dealerships 
across the nation: 
- + * 
Spokane 
Richard Axtell, secretary - treas- 
urer of the Spokane New Car Deal- 
ers Assn., reports that the AFL 
Teamsters Union is preparing an 
organizing drive among mechanics. 
In a National Labor Relations 
Board election last October, the 
shop employes of 15 dealerships 
voted 234 to 221 against represen- 
tation by Local 942 of the AFL 
Machinists—(Janet Wallace.) 


San Francisco 


All salesmen and shop personnel 
in the San Francisco area have 
been organized for some time. In 
San Francisco itself, the salesmen 
are represented by the AFL Team- 
sters while the salesmen’s bargain- 


ing agent in nearby San Mateo and 
Alameda Counties is the Retail 
Clerks Union. 

Negotiations between the Retail 
Clerks Union and the Motor Car 
Dealers Assn. of San Mateo County 
have been in progress since De- 
cember when the union was certi- 
fied by the NLRB as the salesmen’s 
bargaining agent. 

A spokesman for the San Ma- 

teo County dealers said the union 


More Utah Buyers 
Pay Cash in ’54 

SALT LAKE CITY.—In the first 
quarter of 1954, some 42.96 percent 
of new-vehicle sales in Utah were 
cash dealers, according to the Utah 
Automobile Dealers Assn. 

Last year, first-quarter cash sales 
amounted to only 38.09 percent. 

In used vehicles, quarterly cash 
sales in 1954 were 34.10 percent, 
compared with 27.87 for the same 
period of last year. 


is seeking the same contract now 
_ in effect with the Alameda County 


would be unworkable, particu- 
larly for the small dealers, be- 
cause of present economic con- 
ditions. 

Mechanics in San Francisco, Ala- 
meda, Contra Costa, Marrin, San 
Mateo and Sacramento Counties 
belong to the AFL Machinists 
union. Garagemen in San Mateo 
County belong to the AFL Team- 
sters.—(Steve Still.) 


* * * 


Everett, Wash. 


This is one of labor’s strong- 
holds. Salesmen’and shop person- 
nel have been organized here for 
quite a few years. Most of the 
organization has been accomplished 
by the AFL Teamsters. 

Some dealers have discussed 
the possibility of securing a low- 
er guarantee or commission in 
the next contract negotiation, 
but it is generally believed that 





School Presented with Training Car— , 


Shanksville Auto Co. (Dodge-Plymouth), Shanksville, Pa., has donated a Dodge 
Coronet sedan to the Shanksville-Stonycreek school district for use in a driver train- 
ing course. D. L. Stull (right), owner of the firm, presents the keys to the driving in- 


structor. 





such a movement would have 
little success.— (Homer Hatha- 
way.) 
+ * * 
Salem, Ore. 

AFL efforts to organize salesmen 
in this area have brought no re- 
sults to date. To a small extent, the 
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Take off her e for a ear-selling spree There’s a ready-made, car-buying market 


in Suburbia. Suburban families just have 
to have cars — many even need two. They 
use them for everything—for errands, for 
excursions, for earning a living. 

You can rely on The American Home to 
drive your sales message home to these fam- 
ilies easily—and at lowest cost. The American 

Home is the large, read-by-all-the-family, home- 
service magazine. Its over three million reader 
families are mostly suburban. Advertisers are 
discovering how the suburban market pays off. 
And they’re switching to The American Home. 
The Printers’ Ink report through April 1954 
shows that The American Home ranked first among 
all major magazines for increase in number of adver- 
tising pages. Shouldn’t The American Home rank high 


There’s no place 
like The American Home ~— 


He fbdillf— 





THE AMERICAN HOME - 


on your media list for automotive advertising? 


PENOBSCOT BUILDING; DETROIT, MICHIGAN - 


WOODWARD 5-9878 


union has organized shop person- 
nel of some dealerships—(F. K. 
Haskell.) 


* * * 


Monrovia, Calif. 


Dealers here and in other San 
Gabriel Valley towns say that there 
is no unionization—as yet—although 
several dealers report having noted 
union activity three or four months 
ago.—(Mrs. G. W. Kline.) 

* * e 
Oxnard, Calif. 

There is no union activity here 
at present, but it is rumored that 
the unions will soon attempt some 
organizing. 

* * * 
Burlingame, Calif. 

A recent union drive here result- 
ed in the organization of salesmen. 
The union won an repre- 
sentation election, 96 to 92, and 
negotiations have been under way 
for some time. Shop employes are 
wholly organized. 

* * 


* 


Boise, Id. 


Union officials deny that any at- 
tempts have been made to organize 
dealership personnel, although sev- 
eral weeks ago a group of sales- 
men met to discuss various sub- 
jects, among which was the possi- 
bility of union affiliation. 

Three or four months ago, an 
attempt was made to organize 
the shop personnel. Nothing has 
developed. 

Rynd Miller, president of the 
Boise dealers association, declares 
that most Boise dealers could ig- 
nore the unions and that it is a 
little late for the unions to try to 
organize the sales and shop per- 
sonnel.—(Dorine Goertzen.) 


* s * 


Twin Falls, Id. 


A leading dealer here reports 
that there is no union activity 
whatsoever. He said that several 
years ago an organizational drive 
was started, but it collapsed when 
the dealers agreed to close at noon 
on Saturdays.—(Olive Cook.) 

* * * 


Butte, Mont. 


Salesmen and shop workers have 
been organized 100 percent here for 


some time. 
* > m 


Denver 


Unions are making no attempt to 
organize either the sales or shop 
personnel. 

A number of years ago, the 
unions made an unsuccessful try 
to unionize the shop workers. 

A survey of salesmen revealed 
that they are well satisfied with 
their working conditions and can 
see little advantage in union mem- 
bership.—(Ira Alexander.) 

* . * 


Other Western Points 


An Automotive News survey indi- 
cated that there is no current un- 
ion activity in Portland, Ore.; Mis- 
soula, Mont, ’and Mitchell, S. D. 

* 


Wamego, Kans. 

No union activity has been no- 
ticed, although one dealer said that 
he would not be surprised to see 
a drive before summer among shop 
= a employes.—(George Hun- 

olz. 


* ca * 


Detroit 
The AFL Teamsters have 
launched a vigorous drive among 
the salesmen. Now claiming that 
about two-thirds of the salesmen 
in the area are signed up, the union 
(Continued on Page 64, Col. 1) 
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AUTOMOTIVE WASHINGTON 
Bootleg Proposal Birth 
Stirs NADA ‘Fathers’ 


AUTOMOTIVE NEWS, MAY 17, 1954 


By Williant Ullman 
Washington Correspondent 

ya a day it was for all of us! itpiitin, May 6, 
dawned in Washington to find business bustling hell- 
bent-for-election at NADA headquarters, for it was at 3:30 
in the afternoon of that day that Executive Vice-President 
Frederick Bell was to go to the Department of Justice with 
$$ 


the association’s long-at-last 
Co for ending new-car 
rotten ng. 

, reframed, considered and 
henundhdedod: built as puncture- 
proof as human ingenuity could de- 
vise, the proposals were ready for 
delivery to Attorney General Her- 
bert Brownell the day before, but 
Thursday found the entire NADA 
staff jittery, jumpy and, in a word, 
very much on “edge.” 

This correspondent loafed in the 
midst of the scene—a little jumpy, 
too, for it was close to press hour 





‘for AUTOMOTIVE 
News—but he was 
scarcely noticed 
because of the 
staff’s intensity 
concerning the 
complete readi- 
ness of the docu- 
ments Bell was to 
deliver to the US. 
Government, as 

‘ represented by 
William Uliman =the Department 
of Justice. 

General Counsel Jim Moore 






paper; pretty Helen Bruno, Ham- 
ilton’s secretary, and Lois Ray, 

Bell’s assistant, were hopping 
back and forth with newly typed 
pages; others of the staff showed 
their mettle at the zero hour, 

Squirming on a chair in the main 
executive office was President 
Charles Freed. He attempted non- 
chalance in general conversation, 
but his mind—and heart—were in 
the test ahead. 

Ray Chamberlain — in town for 
the moment — peeked in, as did 
Barney Barnhart and one or two 
others of the staff. All on edge. 

In the midst of it all—answering 
questions, responding to phone 
calls, and as cool as the poverbial 
cucumber—was the man who was 
to deliver the message~to Brownell 
—Bell. 

All in all, it was a scene fit for a 
motion picture camera. 
o * * 

Food Forgotten 

} ig ANYONE got lunch, no one re- 
members it. Back of the attempt 

to be made that afternoon was the 

failure of the General Motors anti- 

bootlegging proposal, and, while 


that was a matter of general re- 
gret, every ounce of effort available 
at NADA headquarters was cen- 
tered in the success of the NADA 
plan, and not in food or foolery. 


At exactly 3 p.m., Bell and Moore 
took off for the ent of 
Justice. They were received cordi- 
ally by Brownell and Judge Stanley 
Barnes, assistant attorney general 
in carer of the antitrust division. 

Bell presented the NADA docu- 
ment in a brief statement of 
transmission. Beyond expressing 
the hope that the matter would 
be accorded early consideration 
because of its deep concern to 
the association’s 33,000 members 
and the widespreading evil of 
bootlegging, the proposal was left 
to speak for itself. 

The emissaries were back at 
NADA headquarters shortly there- 
after to find almost the entire 
staff awaiting their return, anxious 
to know, a as possible, “the 
good word.” 

With the delivery of the Freed- 
Bell-Moore brainchild completed— 
and Automotive News also put to 
bed for the week — Friday was a 
day of much-needed relaxation — 
me too!—and that’s where we left 
them until last Monday, when a 
period of waiting and anxiety be- 
gan anew as 33,000 NADA members 


Imagine Motor Oil that in Effect 














ADDS OCTANES TO 


GASOLINE _Boosts 
Gas Mileage Up to 23% 





The Best Lubricant 
for Any Car—New or Old— 
in Extreme Heat, 
or Sub-Zero Cold—Adds 


Years to Engine Life! 


Here’s the powerful performance story customers are 
reading about...in national magazines—Life and 
Saturday Evening Post —coast-to-coast. 


New Mobiloil Special boosts engine power... equivalent 
to raising gasoline performance up to five octane 
numbers. It boosts gas mileage up to 23%. 


In exhaustive tests it cleaned up engines of all ages 
—kept them clean as no oil ever has before. It relieved 
engine knock, pre-ignition “ping” and spark plug 
misfiring. It reduced corrosive and mechanical wear to 
almost zero. For more service department gross profit 


—sell New Mobiloil Special! 


*in identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption—increased miles per gallon up to 23% — 
over results obtained with conventional high-quality SAE 20 motor oil. 


Mobiloil Special — Under AP! Classification, recommended “For Services ML, MM, MS, DG.” 


NOW —MORE THAN 


THIS SIGN MEANS BUSINESS! 


EVER — 





SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 


throughout the land hoped for the 
best. 


Looking or Probing? 

= not in a long time has 
the world of motordom been 

stirred more than on the morning 

of Apr. 29 when Brownell was re- 

ported as having said the automo- 

tive industry was to be “investi- 


ed. 

“Ah,” said those who liked the 
idea, “at last; it’s about time!” 

But what they liked was in the 
headlines, not in the story under- 
neath. 

As a matter of fact, Brownell 
promised no more than had already 
been touched upon by himself and 
other Department of Justice offi- 
cials. But on this occasion—before 
the Economic Club of New York— 
he dwelt at greater length on the 
background, pointing out that all 
big corporation moves are always 
followed closely by his agency and 
because of recent Ford and Gen- 
eral Motors activities—and so-called 
“revorts” about them—the antitrust 
division would make an examina- 
tion of just what they were doing, 


and why. 
While “investigation” and “ex- 
amination” are synomymous, like 


many other such synonyms one is 
often milder than the other. And 
in this case, “examination” was in- 
tended, and no investigation was 
ordered, or to be ordered. until 
after a preliminary examination 
determined the need or lack of 
need for one. 

In the issue of Automotive 
News out the day Brownell made 
that sneech, there was a news 
dispatch statine that a Depart- 
ment of Justice and Federal 
Trade Commission “survev” of 
the auto industry was in the 
works, but that there was no 
substance to reports that an in- 
vestigation was under way or 
even scheduled. 

| Both Justice and FTC officials 
will tell vou that not only General 
Motors, but also General Foods, du 
Pont and all the other giant cor- 
vorations are ever under scrutinv. 
but not under investigation until 
there is definite reason for it. 

Like most of the independenfs in 
| the auto field, the Government men 
look at present upon GM and Ford 
as simvly in the midst of a hot 
competitive battle to beat —_ 
other, and not to paralyze 
smaller companies. 

When either makers or dealers. 
or both, make definite charges and 
are prepared to back them up. the 
Devartment of Justice will get busy 
with an investigation. Until that 
time, there will be only scrutiny, 
survey or possibly closer examina- 
tion to see that there is nothing 
cooking that may be directed to- 
ward monopolistic results. 


~ 7 s 
Mail and ICC 
OSTMASTER General Arthur 
Summerfield announced last 
week that henceforth all new con- 
tracts for mail transportation by 
trucks over the highways will stip- 
ulate that the contractor shall com- 
ply with the Interstate Commerce 
Commission’s motor carrier safety 
regulations. 
Summerfield said the Post Of- 
fice Department is acting in ac- 
(Continued on Page 66, Col. 4) 





New Packard Firm— 


William T. Holland (left), president of 
Holland Long Beach Packard, Long Beach, 
Calif., signs his franchise, with A. William 
Oster (center), zone manager, and George 
A. Wagner, general sales manager of 
Earle C. Anthony, Inc., California Packard 
distributor, looking on. 
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News in Brief 


Ark. Gas Receipts Soar 


LITTLE ROCK, Ark. — Gasoline 
tax collections continued their up- 
ward trend in Arkansas during 
April, setting a record for that 
month with a total of $2,667,195, 
compared with $2,319,341 in April, 
1953. The figure also was the sec- 
ond highest for any one month. 

* * * 


Monsanto Builds 


MONSANTO, Ill.— Monsanto 
Chemical Co. is constructing facili- 
ties here to increase production of 
detergent additives for lubricating 
oils. The added facilities, which will 
approximately double output of the 
product are expected to start up 
in September. 


Kem Warehouse 


FAIR LAWN, N. J.—Kem Mfg. 
Co., Inc., has announced the open- 
ing of a parts warehouse at 1805 
So. Michigan Blvd., Chicago. 


Steel Firm Expands 


MILWAUKEE. — Allegheny Lud- 
lum Steel Corp. has announced the 
opening of a new tool steel ware- 
house and district sales office at 
3800 N. First St., Milwaukee. The 
new warehouse is a part of a long- 
range expansion program on which 
Allegheny Ludlum has spent over 
$80 million since World War II. 


+ * * 


Miss. Revenue Up 


JACKSON, Miss.—According to 
official figures given out by State 
Motor Vehicle Comptroller Guy T. 
McCullen, gasoline tax collections | 
during the month of April amount- | 
ed to $3,618,381, establishing a rec- 
ord for a single month, Collections 
in April, 1953, were $2,992,865. Gaso- 
line tax collections for the first four 
months also were up $1,119,494 over 
the corresponding period of last 
year. 





Ford Safety Mark 


NORFOLK, Va.—Ford Motor Co. 
has announced that its Ford divi- 
sion assembly plant here now holds 
@ companywide safety record of 7,- 
500,000 man-hours without a serious 
accident. 

a * * 


Canadian Car Jobs Up 


OTTAWA.—A Canadian Govern- | 
ment survey of motor vehicle manu- 
facturers reveals that 36,045 em- 
ployes were engaged in this indus- 
try on Feb. 1 and that employment 
was higher at 130.2 percent against 
122.4 on Jan. 1 and 117.7 on Feb. 1 
last year, based on 1949. Average 
weekly salaries and wages amount- 
ed to $75.33 on Feb. 1 against $72.95 
last year, and average hourly earn- 
ings reached $1.714 against $1.658 a | 
year ago. 

ee ¢ se 


2 Bustin Units Move 

DOVER, N. J.—Bustin Steel Prod- 
ucts, Inc., manufacturer of truck 
and trailer equipment, and Bustin 
Firm-Grip Grating Corp., manufac- 
turer of safety gratings, have 
moved into the first section of their 
new plant on a seven acre plot in 
Randolph Township. Previous loca- 
tion of the two companies was 110 
E. 130th St.. New York. 


Welding Film Cited 
NEW YORK.—The national com- 
mittee on Films for Safety has pre- 
sented Air Reduction Sales Co., with 
an award of merit for its new 
welding safety film, “The Guy Be- 
hind Your Back.” Information on 
the 20-minute sound slidefilm can 
be obtained from the company at 
2 Oo oe St., New York 


+ 
3M Adhesives Booklet 


DETROIT.—An up-to-date list of 
3M adhesives, coatings and sealers 
is contained in a booklet issued by 
the adhesives and coating division 
of Minnesota Mining & Manufac- 
turing Co., 423 Piquette Ave. De- 
troit 2, Mich. Included are materials 
that meet Army, Navy and Federal 
specifications. A cross - reference 





table shows the current specifica- 
tion which it supersedes. 


* * * 


Enka Plant in Operation 


ENKA, N. C. — American Enka 
Corp.’s new nylon plant here has 
gone into operation and is produc- 
ing nylon staple fiber on a com- 
mercial basis, according to J. E. 
Bassill, president. Construction of 
additional facilities is under way 
and by the end of this year the 
plant will also be producing nylon 
tire yarn and textile filament. 

+ * * 


Gas Revenue Up 
NASHVILLE.—Gasoline-tax col- 
lections for March totaled $4,486,- 
893, up 18 percent as compared with 
collections for the same month a 
year ago. 
* * 


+ 
Arkansas Deals Grow 
LITTLE ROCK, Ark.—Transfers 
of title compiled by the Arkansas 
Revenue Department in 1953 reveal 
that nearly 70,000 used cars and 
trucks changed hands, compared 


with 34,431 in 1950. The license was 
recorded as a steady one, with 68,- 
369 used vehicles changing hands 
in 1951 and 76,064 used cars and 
trucks sold in 1952. Of the 1953 
total, 43,628 were cars and 26,305 
were trucks. 
* * * 


Foreign Travel Rises 

W ASHINGTON.—Americans 
spent approximately $1.3 billion in 
foreign travel last year as com- 
pared with $1.1 billion in 1952, ac- 
cording to the Office of Business 
Economics. Some $908 million was 
spent within foreign countries. 
Fares paid to foreign ships and 
planes amounted to $181_ million, 
and $202 million was spent for 
transportation on American car- 
riers. eid 

* 


Firestone Scholars 
AKRON.—Twenty college schol- 
arships have been awarded to sons 
and daughters of Firestone Tire & 
Rubber Co. employes in 12 states, 
according to Harvey S. Firestone 
jr, chairman. 


Reflective Tag 


CHICAGO. — A reflector auto 
license plate holder designed to 





Hudson Dealer Brightens Corner— 


The showroom and used-car lot of Soo Hudson Co., a new dealership. is said to 
be the brightest corner at night in Sioux City, la. The building covers 25,000 square 
feet, and the lot 10,000 square feet. Larry Noltze is president, and Charles Swift, 


service manager. 


developed by Lew Waldron, presi- 
dent of Columbia Chemical Co., 
Chicago. It is said to be visible up 
to 1,000 feet in the dark. The 
numbers on the tag are cut out 
and the inside of the boxlike holder 
is fitted with electric lights and 
fluorescent tape that reflects the 


prevent rear-end collisions has been | light. 


Bus Franchise Costs $10 

OWENSBORO, Ky.— The City 
Commission has announced the 
award of a franchise to operate 
city bus lines here to Glenn E. 
Watson, Columbia, Mo. Watson sub- 
mitted a $10 bid—the only answer 
to the city’s invitation. 





Eaton 2-Speed i 
xle Trucks 
cost less to run, 





More than two million 


Eaton Axles in trucks today! — 


and last longer 














Eaton 2-Speed Axles make available twice the conventional number of gear ratios, 


permit engines to run in their most efficient and economical range at all times, 


reducing stress and wear on vital parts. Eaton’s exclusive planetary design, forced 


feed lubrication, and extra rugged construction cut maintenance cost. Working or 


trading—performance records prove Eaton 2-Speeds make trucks worth more. 


EATON 


@ 


———— AXLE DIVISION 
MANUFACTURING 


CLEVELAND, 





COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves + Tappets « Hydraulic Valve Lifters . Valve Seat inserts , Jet 


Engine Parts « Rotor Pumps « Motor Truck Axles ¢ Permanent Mold Gray Iron Castings « Heater Defroster Units , Snap Rings 
Springtites e Spring Washerse Cold Drawn Steele Stampings« Leaf and Coil Springs «Dynamatic Drives, Brakes, Dynamometers 


So ag tne 


Se RE. 


ase 
pee 








Gosh, did you know that the well- 
known Sun—master of the heavens 
—actually “blew his top” the other 
day? Not a rare event in the solar 
system, but the first time that mere 
man, on this puny Earth, could see 
it happen. 

A film of a terrific eruption of 
hydrogen gas on the surface of the 
Sun that burst with the energy 
of one-hundred-million-billion 20- 
megaton hydrogen bombs... each 
equivalent to 20 billion tons of 
TNT, or 1,000 atomic bombs of 
the type used over Japan... the 
cloud rose to a height of a million 
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miles, spread over a diameter of 
500,000 miles and its total weight 
was over a billion-billion tons. 


The motion picture was shown 
to members of the National 
Academy of Sciences by Prof. 
Donald H. Menzel of Harvard, 
and was made by a new device, 
known as the coronoscope, The 
coronoscope makes it possible to 
observe and photograph the 
corona of the sun at all hours of 
the day or night, whéreas form- 
erly it could be seen only for a 
few hectic fleeting minutes dur- 
ing the total eclipse of the sun. 
The picture followed the presen- 
tation of a paper by Menzel on 
the relationship of solar activity 
as the result of the sun “blow- 
ing a fuse.” 


It was the biggest eruption on | 


the sun ever observed and was 
made shortly before dawn when 


the inhabitants of this part of the) 
world were still asleep. For reasons | 
not yet understood, the “blowing | 


of the cosmic fuse” made little 
impression on this planet. 
Incidentally, Prof. Eduardo 
Amaldi of the University of Rome, 
a member of the European Council 
of Nuclear Research, told the 
scientists that 12 European nations 
have joined to build an atom 








Studebaker Builds Kansas City Warehouse— 


Part of Studebaker's expansion program, this new building in Kansas City con- 
solidates the regional sales office and parts and accessories warehouse. Located at 
indiana Ave. and US-71, the structure is situated on a 3¥2-acre tract with a large 


expanse of paved parking area. 


smasher that will accelerate pro-| tional 


tons (cores, or nuclei of hydrogen 
atoms) to energies of 25 million 
volts. It will have only one rival, 
an atom smasher of equal power 
to be built by the Brookhaven Na- 


Energy Commission at Upton, N. Y. 
* * * 


Gains Outweigh Cost 


H 


EART of the European machine 
will be a circular magnet, 1,800 


Laboratory of the Atom co 


Why did LINCOLN 3 











adopt 


Ball-Joint Front Suspension? 





.»and that’s not all 


The growing trend towards increased 
engine output places a greater emphasis 
On easier, safer steering and over-all 
stability. That’s why Thompson’s 
front suspension ball-joints . . . the 
first major development in front wheel 
suspension in 20 years... were adopted 
two years ago on the Lincoln. And 
now this modern suspension is in- 
corporated into the new Mercury. 


Other Advantages, Too 


There are five additional automotive 
problems solved by ball-joint front 
suspension: @ Creating new space for 
wide modern engine design e@ Cut- 
ting the manufacturer’s assembly line 
cost @ Eliminating front suspension 
and steering bind e Reducing lubri- 
cation points from 12 to 4 @ Increas- 
ing service life many times over. 


Half-Century of Teamwork 
This ‘Engineered Steering” develop- 
ment by Thompson Products engi- 
neers in conjunction with Ford Motor 
Company engineers, is typical of 
Thompson’s side-by-side cooperation 
with the automotive industry over 
the past 50 years. 


You can count on 


Because today’s modern 
cars need greater 
stability, easier steerability! 


Yours for the Asking 


If you havea steering-linkage problem 
you'd like to discuss with Thompson's 
skilled and experienced Steering- 
Linkage Engineers, write, phone or 
wire Thompson Products, Inc., Michi- 
gan Plant, 7881 Conant Avenue, 
Detroit 11, Michigan. 





Thompson Pioducts 


MICHIGAN PLANT: «+ 


© FRUITPORT © 


feet in circumference, made of 
about 4,000 tons of iron and 250 
tons of copper, and will be located 
in Switzerland, seven miles north- 
west of Geneva. The big machine 
will cost about $15 million and the 
partners include Norway, Sweden, 
Denmark, Western Germany, Belgi- 
um, the Netherlands, Great Britain, 
France, Switzerland, Italy, Yugo- 
slavia and Greece. The parliaments 
of five of the 12 have already 
ratified the convention. 

Meanwhile, Adm, Lewis L. 

chairman of the Atomic 

Energy Commission, speaking at 
the annual dinner of the Brand 
Names Foundation, Inc., in New 
York, told 1,500 business execu- 
tives that the gains for the U. S. 
economy greatly outweighed the 
cost of the peacetime develop- 
ment of atomic energy, and that 
some form of control could be 
achieved, as suggested by Presi- 
dent Eisenhower and now being 
discussed at Geneva. 

“Other dividends must be con- 
sidered,” said Strauss. ... “the 
advance of science in many fields 
. Spurred by atomic studies . . 
physics, chemistry, metallurgy, 
biology, and the whole science of 
agriculture and medicine.” 

In Washington the scientists saw 
a “solar battery” at work, with 
nothing but light as the source of 
power. A toy ferris wheel was made 
to turn and enough power was 
supplied for a telephone conversa- 
tion. That’s important because on 
a single day the land areas of the 
temperate and tropical zones are 
flooded with more energy than the 
| human race has used in the form 
of fuel, falling water and muscle 
since it came out of the trees a 
million years ago. 

* * 


- 
Early Sun Applications 
: THE year 1818, Mouchot’s 
engine produced one horsepower 
from a 20-square yard reflector at 
the Paris exposition. Similar en- 
gines, utilizing the heat from the 
Sun, have irrigated parts of the 
United States, Egypt, Australia and 
Mexico with a range of horsepower 
up to 50. John Erickson, who built 
the famous Monitor during the 
Civil War, spent $100,000 on solar 
engines, deriving power from huge 
mirrors that focused sun rays on a 
boiler. 

Now the Bell Telephone Lab- 
oratories has developed the “solar 
battery,” which already has an 
efficiency of one-half that of a 
factory steam engine. It operates 
with the aid of a “transitor,” in- 
vented by J. Bardeen and W. H. 
— (Dig into the properties 

f germanium and silicon and 
oll find out how it’s done, I 
haven’t the space.) 

P.S. S-o-o-h, Yuh see .. . the 
“aristocracy of capacity” is moving 
rapidly forward while the old 
“political aristocracy” is “getting 
Ike’s goat” . . . worrying hell out 
of the television boys, while imag- 
ining they are entertaining what 
they think are the potential voters 
with a juvenile debate in Wash- 
ington which begins to look like it 
might die before long through an 
overdose of stupidity. Someone said, 
(I think it was Arthur Krock 
of the New York Times) “The only 
way to appease McCarthy is to 
surrender . . . permanently.” 


e 
| Reactions 
| Safety Council Develops 
Simple Tester 

CHICAGO.—Since driver reaction 
time is a little-understood subject, 
the National Safety Council has 
developed a simple device to dem- 
onstrate reaction time by visual 
means. 

A strip of thin cardboard about 
a foot long is held at the top by 
one driver while the driver to be 
tested holds his thumb and fore- 
finger slightly parted at the bottom 
ready to grasp the timer the instant 
it is dropped. The timer is gradu- 
ated so that the point at which he 
grasps it will give a rough indica- 
tion of his simple reaction time. 

The timer shows why reaction is 
an important factor in judging safe 
following distance. Stopping dis- 
tance equals breaking distance plus 
reaction distance. 

On the reverse side of the timer 
is a standard table of stopping dis- 
tances at various speeds. 

A free copy and information on 
prices is available from the Na- 
tional Safety Council, 425 N. Michi- 
gan Ave., Chicago 11, Ii. 
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Dealer Business Counsel 


Proper Use of Various Forms Provides Check 
Of Each Day’s Profit 


By J. B. Van Tassel 
Dealer Business Counsel 

There are some simple forms 
that have been used in our busi- 
ness for a good many years. How- 
ever, it has been 
my experience in 
contacting dealers 
throughout the 
country that one 
or more of these 
forms are not in 
use and the deal- 
er is glad to know 
about them. 

They are: (1) 
the Daily Report 

2 of Operations, (2) 
J. B. ‘Tassel the Monthly Ac- 
counts and Notes Receivable Anal- 
ysis, (3) the Combination New and 
Used-Car Inventory Control Rec- 
ord and Washout Card, (4) the Daily 
Service and Parts Sales Barometer 
and (5) the Parts Inventory Con- 
trol Record. 

The Daily Report of Operations 
is a very important record because 
it tells the dealer at a glance each 
day the amount of cash on hand 
and in the bank; inventories of 
new and used cars; parts and serv- 
ice sales and gross profits month 
to date, and estimated expenses 
and net profits month to date. Also 
on this report is the number of 
new and used cars on hand yester- 
day morning, the number received 
and sold yesterday and the balance 
on hand this morning. 

* * * 


Amounts Owed 


= Monthly Accounts and Notes 
=| Receivable Analysis lists the 
names and amounts owed by cus- 
tomers. This analysis record should 
show the name of the customer in 
the first column, the total amount 
due in the next column, the current 
amount due next, the amount past 
due up to 30 days next, the amount 
past due 30 to 60 days next, and 
the amount past due over 60 days 
in the last amount column. 

Then a space should be pro- 
vided on the far right hand side 
of the sheet for the recording of 
payments and information on 
past due accounts, such as date 
of contacts by telephone or mail 
and the past due customers’ re- 
marks as to when they will pay, 
and how much. 

The Combination New and Used- 
Car Inventory Control Record and 
Washout Card probably is one of 
the most important from the stand- 
point. of knowing what new and 
used cars are in stock, the cost 
price of the cars, the overallow- 
ances on the trades, the cost of 
reconditioning, the car sales ex- 
penses, the selling profits on each 
trade and the final new-car selling 
profit after the last used-car trade- 
in was disposed of. 

s s 


Full Sale Record 


vas record card should start as 

a@ new-car inventory record card 
when the new car comes in stock. 
Then, when the new car is sold and 
a@ used car is taken in trade, it 
should become the used-car inven- 
tory record. At this time the name 








Engine for School— 


Through the efforts of Ralph L. Price 
(right), president of Lucas Motors, Inc., 
(DeSoto-Plymouth), Blacksburg, Va., the 
mechanical engineering laboratory of the 
Virginia Polytecmnic Institute was present- 
ed with a FireDome V-8 engine for class- 
room purposes. It is accepted by Prof. 
J. B. Jones, head of the engineering de- 
partment. 





of the new-car purchaser, the sales 
price, the allowance price of the 
used car traded, the overallowance, 
the estimated reconditioning, the 
new-car sales expense and the sell- 
ing profit of the new car (before 
the liquidation of used cars to be 
traded) should all be recorded in 
the space provided on the record 
ecard for the new-car sale. This 
card should continue as the used- 
car inventory control record until 
the last used car traded has been 
recorded and disposed of either by 
sale or junk. 

Each one of these separate 
used-car transactions should be 
recorded as to the names of the 
purchasers, allowances for trades, 
actual reconditioning expense, 
selling expense and used-car sell- 
ing profits or losses. Then, when 
the last used car traded is dis- 
posed of, the dealer will have the 
final selling profit on the new-car 
transaction. 

On the Daily Service and Parts 


One control 
how operates 


both wipers 
and washers. 


...in new MGPar J%4}-ve/” 





Redesigned pump unit is now completely 
sealed in metal, will last for years. New 
electric switch is available separately 
to convert earlier “Jiffy-Jet" models to 
automatic operation in 10 minutes or 
less. See your MoPar supplier. 


MoPar identifies 
official Chrysler 
Corporation parts 
and accessories. 
Display this sign. 





Sales Barometer should be recorded 
the number of customer repair or- 
ders expected to be written each 
day, as compared with the number 
actually written and the amount of 
labor sales and parts sales expected 
per repair order, compared with the 
actual amount sold. This barometer 
is very popular in helping to stim- 
ulate service and parts sales in- 
ternally. 


Parts Check 


[ue Parts Inventory Control 

Record usually is a standard 
factory form. It usually is inexpen- 
sive, simple and easy to operate. It 
furnishes the dealer and his parts 
manager with such information as 
the quantity on hand, rate of move- 
ment, date of order, date received, 
sale price, cost price, and in some 
cases the application of the part to 
various car models. 

These forms are not sales pro- 
motion forms. Rather, they are 
just good business forms to help 
you safeguard your investment 
and know where you stand profit- 
wise every day in the year. 

They-are not necessarily standard 
stationery or factory forms (except 


NEW DUAL ACTION. A touch of the toe and the twin jet nozzles spray ... 





Langley Oldsmobile in Modern Home— 

The building of Langley Oldsmobile, Inc., Jacksonville, Fla., features modern facili- 
ties. The total property covers 4Y2 acres. The showroom with two flashing neon rockets 
in the front attracts customers. The used-car lot is located at the right of the building. 


the parts inventory control record) 
and therefore can be made up by 
any dealer on almost any kind of 
columnar paper or journal cards. 
More forms will be covered next 
week. 

(Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 


Heaston Spends $25,000 


For Truck-Service Addition 


Joe Heaston Motor Co., Albuquer- 
que, N. M., has opened its $25,000 
truck-service addition,: bringing all 
truck departments under one roof. 

The main truck division now is 
a block wide and half a block long. 
The firm’s used-truck lot is nearby 
and boasts two buildings of its own. 








wipers clean 


. simultaneously, automatically. Spray stops, but wipers operate until toe control is 
released. Safe .. . lets the driver keep his hands on the wheel, his eyes on the road. 


NEW RESERVOIR AND VALVE 


Large, heavy-duty plastic reservoir will 
not break like a glass jar . 
affected by heat or cold. . 
leakproof and rattleproof. The new 
type valve of white nylon is virtually 
. won't clog or crack. 


indestructible . . 








moar 


. . is not 
. is both 


business. 





washer 


Engineered especially 
for Plymouth, Dodge, De Soto 
and Chrysler cars and Dodge trucks 


Now .. . you can offer your customers 
something really new and different in a 
windshield washer — the new MoPar 
“‘Jiffy-Jet” — featuring the exclusive, one- 
control spray and wiper operation. 


It’s fully automatic . . . loaded with sale: 
appeal and safety features . . . a cinch to 
install (see captions). Ask about it today 
at any Chrysler Corporation dealer or 
MoPar parts wholesaler. 


It pays to install MoPar products on all 
Chrysler Corporation vehicles. The MoPar 
label identifies the only official Chrysler 
Corporation parts and accessories. It is 
your assurance of products that fit right, 
work right, last longer . . 
lasting customer satisfaction and repeat 


. bring you 


Ga «SC PARTS DIVISION 
CHRYSLER CORPORATION 
DETROIT 32, MICHIGAN 





~~ 





Roundup from State Capitals... 
ale lation A clin Au 
F F 


By Bethune Jones 
Legislative Correspondent 
y= of the effects of the record total of Federal highway 
aid voted by Congress will be to correspondingly stimu- 
late pressure in many states for increased automotive taxes 
or bond issues, or both, for matching funds and other ex- 
pansion of highway moderni- 
zation programs. 

In Montana, for example, 
the Governor’s Interim High- 
way Finance Committee has been! _ 
set up to find ways to raise revenue | © 
needed to match the increased Fed- | | 
eral aid. Higher fuel levies and 
new truck taxes are among the 
possibilities headed for considera- 

i tion there. 

New highway bond issues ap- 

re peared on their way to state legis- gasoline tax rev- 
lative approval in Massachusetts enue bonds for 
and Mississippi at this writing. The | matching Federal aid. 
Massachusetts bill called for $150 Contending such a move was 


million to con- 
tinue a highway 
improvement 
program for 
which $400 mil- 
lion in previous 
bond issues has 
been authorized. 
The Mississippi 
measure carried 
an authorization 
of $18,159,000 in 
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fo Industry 


necessary to permit the State to 
match Federal funds, Gov. Meyner 
recommended that the New Jersey 
Legislature increase the state gas- 
oline tax rate from 3 to 4 cents a 
gallon, effective July 1, to produce 
$14 million in additional annual 
revenue for roads. With the issue 
still pending, the legislative ma- 
jority in Jersey had indicated it 
favored a 1-cent gasoline tax boost 
to raise funds for schools. 
*” oa 


New Bonds Sugges 


A” INTERIM study committee in 
Connecticut has heard a sug- 
gestion that the State float a new 
$250 million bond issue to finance 
a $42 million expressway and other 
highway projects. 

Gasoline tax increase proposals 
are being pushed in Iowa and 
Wisconsin. A South Dakota poll 
indicated public sentiment there 


set of operating conditions. 


1954 


favoring a gasoline tax boost in 


preference to bond issuance as a 
means of producing more road 
funds. 


Pointing out that Nebraska 
already has difficulty in matching 
the Federal funds it receives, Ne- 
braska State Engineer L. N. Ress, 
in commenting on the new Federal 
legislation, declared: “If we are to 
take advantage of the increased 
funds provided us we must be 
given additional (state) revenues, 
since the attainment of good high- 
way facilities is contingent solely 
upon the money at our disposal.” 

Another of the states in which 
additional highway funds may be 
sought is North Carolina, which 
has retained an engineering firm to 
conduct a study of long-range 
highway needs and financing. A 
report on the study, costing $110,- 
000, will be submitted in time for 
consideration by the 1955 Legis- 
lature. 

* * * 
New Toll Legislation 
EANWHILE, toll-highway de- 
velopments continue to make 
news, with new toll-road enabling 
legislation enacted in Mississippi, 
Rhode Island and Virginia, and 
expected to come up in Louisiana. 
New Virginia laws set up the 





Shown in section at the left are three Hyatt Hy-Load Bearing 
types that are used for axial shaft location. Flanges 

on inner or outer races limit axial shaft movement and 

permit the bearing to take light, intermittent thrust loads. 


Since Hyatt inner races are assembled on shafts, 
with relatively heavy press fits, no accessory parts are 
necessary to hold them in place. 


Hyatt Hy-Load Bearings are available with a variety of 
combinations of race flanges, snap rings, cages or 
separators, so that just the right combination can be selected 


Hy-Loads are available in three diameter series, two 
widths and a complete range of sizes. For complete 
information write for Catalog 150—Hyatt Bearings Division, 
General Motors Corporation, Harrison, New Jersey. 
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Richmond - Petersburg Turnpike 
Authority and the Old Dominion 

Turnpike Authority to build a 
combined total of more than 100 

miles of toll roads costing an 
estimated $132 million. One of the 
projects will run between Rich- 
mond and Petersburg. The other 
will cross southwest Virginia to 
connect the West Virginia Turn- 

pike with projected similar facili- 
ties in North Carolina. 

A bill approved in Mississippi 
calls for the creation of a State 
Turnpike Commission to finance 
and construct a toll highway link- 
ing Memphis and New Orleans at 
a cost of $75 million to $100 million. 

The Rhode Island measure sets 
up a turnpike and bridge authority 
to construct a toll highway at a 
cost of $35 million to $50 million 
which would be part of a projected 
shore route from New York to 
Cape Cod. 


+ s s 


Louisiana Drive 

OLLOWING the enactment ear- 

lier this year of so-called “right- 

to work” laws in Mississippi and 
South Carolina, and the strengthen- 
ing of an existing Virginia law of 
this type, a drive is under way in 
Louisiana to obtain the adoption 
there of such a statute. 

Enactment of the Mississippi 
and South Carolina measures 
brings to 16 the number of states 
which now have laws providing 
that the right of a person to 
work “shall not be denied” on 
account of membership or non- 
membership in a labor union. 
Organized labor is meeting little 

success thus far in efforts to nave 
special state legislative sessions 
convened for the purpose of liber- 
alizing the benefit provisions of 
unemployment compensation laws. 
Pleas for such sessions had been 
turned down in a number of states, 
including Illinois, Indiana, Wash- 
ington and Wisconsin. e 

Bills liberalizing unemployment 
compensation laws have been en- 
acted thus far this year in Cali- 
fornia, Michigan and Virginia, 
however, and there are ample indi- 
cations that such measures will be 
widely enacted next year. 

* * * 


Dispute in Michigan 
Caen of unemploy- 

ment compensation legislation 
this year provoked the most con- 
troversy in Michigan, where a 
compromise measure was finally 
enacted to increase maximum bene- 
fits for a single person from $27 
to $30 a week and for a married 
man with four or more children 
from $35 to $42. 

The Michigan bill also extend- 
ed the duration of the benefit 
period from 20 to 26 weeks, es- 
tablished a new classification to 
include as dependents the spouse, 
parents or a disabled brother or 
sister being supported by the 
claiment, and set up a new merit 
rating system under which con- 
tributions of employers with 
steady employment records will 
be reduced. 

California’s new compensation 
law increases maximum unemploy- 
ment benefits from $25 to $30 a 
week and contains a provision as- 
suring that employer payroll taxes 
will not be increased as a result 
of the legislation. 

The measure enacted earlier in 
Virginia boosted maximum bene- 
fits from $22 to $25 a week, and 
cut employer contributions by some 
$2 million a year. 

* * * 


Rhode Island Lines Up 


TREND toward liberalization 

of workmen’s compensation 
laws is also continuing, with Rhode 
Island among the latest states to 
enact such legislation. 

That legislation boosting work- 
men’s compensation benefit lim- 
its can be costly to employers is 
being illustrated in Virginia, 
where insurance companies filed 
for a 483 percent increase in 
workmen’s compensation premi- 
um rates largely to offset the 
effects of an increase in benefits 
approved by the 1954 Legislature. 

Safety developments include an- 
nouncement from Oklahoma of 
plans for the inauguration there 
Aug. 1 of a point system for traf- 
fic law violators, patterned after 
a program originated in Connecti- 
cut. 

With speed limits continuing as 
an issue in many states, a recom- 
mendation that Wisconsin’s present 
maximums of 65 miles an hour in 

(Continued on Page 71, Col. 2) 
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$4.6 Billion in ’54 


NEW ORLEANS.—A record $4.6 
billion is scheduled to be spent by 
the U. S. oil industry in 1954 to 
expand and develop its resources 
and facilities, it was announced last 
week at a directors’ meeting of the 
American Petroleum Institute here. 

President Frank M. Porter 
said this is the greatest single 
sum of money ever earmarked 
for such purpose in any one year 
and is 6 percent above last year. 

He termed it a clear manifesta- 

tion of the oil industry’s faith in 

America, and in the current and 

future business outlook. 

“Virtually all of this vast 1954 
investment will be spent in the 
U. S.,” he said. “Only a little over 
$600 million is scheduled for foreign 
use, leaving the bulk of more than 
$4 billion for expansion, moderniza- 
tion and development in this coun- 
try. 

“This constitutes a record in it- 
self, for this is the first time that 
oil’s capital programs have exceed- 
ed $4 billion domestically in any 
calendar year. The home peak was 
$3,856,000,000. 

The API president said the 1954 


Rubber Producers, 
Fret Over Use of | 
‘Thin’ Retreads 


NEW YORK.—tThe promotion of 
shallow skid-depth matrices among 
tire retreaders has the Rubber! 
Manufacturers Assn. concerned. 

The practice results in the use of | 
7/32-inch gauge camelback where | 
ordinarily 12/32-inch and 14/32-inch | 
material would be utilized, said | 
RMA’s tire, accessories and repair | 
materials committee. 

The committee believes the prac- | 
tice is detrimental to public safety 
because the resulting tread thick- 
ness affords insufficient carcass 
protection against bruise breaks, 
cuts or punctures. 

The group says a tire retreaded | 
with less than 10/32-inch camel- | 
back will deliver correspondingly | 
less service, boosting the cost-per- 
mile of such a retread. 

“Furthermore,” the committee} 
said, “the low economic value of 
the shallow type retread would 
compel vulcanizers to purchase 
second-grade repairable cord 
bodies. From the safety standpoint | 
alone this is quite undesirable. | 
Since there is no saving on labor) 
or overhead costs of producing the 
shallow depth retread, the only po- 
tential economy is in the slight 
difference of material content be-| 
tween the shallow and standard | 
gauges.” 


Giant Squeeze 


New Press in Chicago Bales 


30 Cars an Hour 


CHICAGO.—What is described as 
the world’s largest scrap-metal bal- 
ing press, capable of squeezing old 
cars and panel pickup trucks into 
a 1%-ton bale the size of baled hay, 
has been installed at Chicago Auto 
Wrecking Corp.’s plant here, it was 
announced last week by Irving 
Hoffman, general manager. 

The $250,000 press, made by Har- 
ris Foundry & Machine Co., Cor- 
dele, Ga., can handle an average of 
30 cars per hour, Hoffman said. 

The firm, which expects to wreck 
more than 75,000 cars this year, has 
put wrecking on virtually an as- 
sembly-line basis. 

Workmen take off the wheels 
while a car is being weighed. A 
fork truck' then picks the car up 
and dumps it in the yard. A cutter 
burns the engine off and cuts the 
springs, bumpers and axles loose, 
while the radiator and other copper 
and brass parts are being removed. 

Old cars are bought on the basis 
of $12 a ton. 


Wood-Nesbitt Turns 30 


Wood -Nesbitt, Inc. (Chrysler - 
Plymouth), Columbus, O., has ob- 
served its 30th anniversary. Harold 
R. Wood is president of the firm. 


investment would raise the oil | 
industry’s postwar total for capi- | 
tal expenditures to more than $28 
billion. This postwar total, he 
said, is double the total invest- 
ment in plant and equipment of 
the whole U. S. oil industry in 
1945, when it was fueling and 
lubricating the mighty war ma- 
chine. 

The lion’s share of the $4 billion 
assigned for domestic purposes will 
go to production and development. | 
The 1954 estimate calls for the 
expenditure of $2,349,000,000. 

The survey also shows that the 
refinery expansion program is going 
to continue making big strides. A 
record-breaking total of $845 mil- 
lion has been earmarked for this 





purpose in 1954—up more than $136 
million over last year’s figure. 





New Pontiac Dealer in Atlanta— 


Smith-Johnson Pontiac has opened in Atlanta. The building contains 15,000 square 
feet of space, plus outside space for display and parking. W. Charles Smith ir. and 
Bernard C. Johnson are the owners. 


Trailmobile Acid Tank 


CINCINNATI. — A new light-| ers to carry up to 3,300 pounds more 
weight acid tank developed by/| payload, according to Harry W. 


Trailmobile, Inc., enables acid haul- | Crank, tank-trailer sales manager. 
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Plant Shipments 
In Canada Set 
Monthly Record 


OTTAWA. — Factory shipments 
of Canadian-made vehicles totaled 
44,268 units in February, a record 
for the month, according to the 
Canadian Government. 

February shipments in 1953 were 
42,904 units. Aggregate shipments 
for January and February this year 
rose to 84,578, compared with 78,798 
last year. 

Car shipments in February rose 
to 35,241 from 33,060. Fewer were 
for export, however, with 2,023 
units exported this year and 3,761 
last year. 

Shipments of vehicles imported 
from the U,S. totaled 1,876 in Feb- 
ruary, including 1,584 cars and 292 
commercial vehicles. Last year the 
total was 2,190. 

Sales of European-made vehicles 
totaled 1,148 units in February, in- 
cluding 1,291 cars and 127 com- 
mercials. 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-long friend. Use it often for statis- 
tics, buyer information and personne! data. 
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Safety Plaque Goes 
To N. C.’s Williams 


By Gerhardt Neumann 
Staff Writer 
A VIGOROUS fight for voluntary 
inspection of motor vehicles in 
North Carolina is being waged by 
Thomas A. Will- 
iams, former 
president of the 
North Carolina 
Automobile Deal- 
ers Assn. and its 
safety chairman 
for three years. 
Williams, owner 
of North State 
Chevrolet Co. 
Ine., Greensboro, 
N. C., has been in 
. A, Wiliams the auto business 
for 26 years. For his leadership in 
the movement for highway safety 
and driver education, he has been 
selected as the recipient of AvurTo- 
motive News’ Dealer of the Month 
award for May. 
The campaign for vehicle inspec- 





tion is still going on under the 
sponsorship of the Carolina Safety 


League, of which Wiliams is chair- 
man. 
* aa * 
rr A SAFETY program presented 
to the board of the North Caro- 
lina association, Williams empha- 


sized that besides highway safety | 


there is also shop safety to be con- 
sidered. 

“Safety on our highways,” he 
said, “is still the greatest prob- 
lem of the auto dealer, as well 
as of the motorist he serves.” He 
urged that dealers lead the way 
in the promotion of safety pro- 
grams and employ all modern 
means of advertising and award 
techniques to gain the coopera- 
tion of the public. 

“If enough drivers signed safety 
pledges and permitted Crusade for 
Safety emblems to be placed on 

their license plates, some realiza- 





result,” Williams declared in a 
speech to civic groups. 
* * * 


f ppew type of inspection advo- 
cated by Williams is a free serv- 


serve 
for periodic checks, but as evi- 
dence to traffic officers that the 
vehicle is in good driving condi- 
tion. 


Under Williams’ direction, North 
Carolina dealers have done an out- 
standing job in providing high 
schools with training cars—a pro- 
gram which Williams considers the 


backbone of future safety. 
* s ° 


New Highway Bill 
Eases Parkway 
Contract-Letting 


In the new Federal-aid-to-high- 
ways legislation there is at least 
one provision which may be called 
“a real economy measure,” accord- 
ing to one Government official. 

The clause, which the official said 
escaped general notice in the pas- 
sage of the multimillion-dollar au- 
thorization bill, provides that Fed- 


ice to dealers’ customers “for the | eral park officials may let contracts 


protection of their life and limb.” 
The inspection, he added, can be 
performed when other service work 


is done without inconvenience to | 


the customer. 
The windshield sticker, Will- 


for parkways and park roads be- 
fore appropriation of funds to pay 
for the work. 

All that is needed under terms 
|of the legisiation, he said, is con- 
| gressional authorization for the ex- 


tion of the safety program would| iams explained, would not only | penditure of the money and clear- 


“I find Solex Safety Glass 
a real profit opportunity... both on my 


new ears and for replacement!” 


SOLLX Sattty Glass...the best glass under the sun!” 
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— Safety Glass should be a must on your 

new cars, because both here and for re- 
placement it means a lot more profit potential 
for you. 

Car buyers and motorists generally are de- 
manding Solex more and more. For they know 
that it reduces sun glare, keeps out solar heat, 
helps protect upholstery from excessive sun- 
fading. They know, too, that Solex’s soft green 
tint, almost unnoticeable from inside the car. 
lessens eyestrain, driving tension and fatigue; 
that it keeps interiors cooler, adds to driving 
comfort and enjoyment. 

Solex Heat-Absorbing Glass is available in 
three types: Solex Duplate for windshields and 
sidelights, Solex Duolite for sidelights and 
backlights, Solex Herculite for backlights. 


Why not take immediate advantage of this 
extra profit opportunity by specifying Solex on 
the cars you order from the factory? And, very 
important, make sure that you identify your 


" service shop as “headquarters” for Solex. There 


is a big market for replacing damaged wind- 
shields, sidelights and backlights. And many 
car owners are interested in changing over to 
Solex—“the best glass under the sun!” 

Remember, Solex doesn’t present any inven- 
tory problem. That’s because of the efficient 
service on replacement parts near you, backed 
by depots which carry all parts in stock. This 
is particularly helpful to you in connection 
with the numerous curved and wrap-around 
shapes of today. 

We'll be glad to send you further informa- 
tion. Simply write to Pittsburgh Plate Glass 
Company, Room 4254, 632 Fort Duquesne Blvd., 
Pittsburgh 22, Pa. 
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ance of projects by the Bureau of 
the Budget. 


The provision, according to a 
National Parks Service spokesman, 
is expected to stimulate log-jammed 
park improvement plans through- 
out the nation. 

The legislation generally author- 
izes spending of $966 million a year 
on roads for the two-year period 
beginning July 1, 1955. 

The new system, the spokesman 
said, will give the Government 
more for its highway dollar because 
projects can be planned in advance, 
and contracts let on a more flexible 
basis than was possible under the 
system which now requires actual 
appropriation of funds. 

= * . 


Hat in Ring 
Cheyenne Dealer Campaigns 


For Senate 


William J. Taber, who for eight 
years has been operating an auto- 
mobile and fi- 
nance business in 
Cheyenne, Wyo., 
has announced 
his candidacy for 
the senatorial 
nomination on the 
Republican ticket. 

Included in his 
program, if he 
should be elected, 
are a uniform ' 
title law in the a 
U. S. and unifica- W. J. Taber 
tion of highway signs. 

“I am positive,” Taber states, 
“that all finance companies and 
auto dealers would welcome any- 
thing to simplify these now anti- 
quated title and bill of sale laws, 
through which hundreds of thou- 
sands of dollars are lost annually.” 

Uniform road markings, Taber 
believes, would eliminate much 
confusion and increase road safety. 

s a * 


Iceproof Paving Mixture 


Successful in Canada 

A new paving mixture used on 
a 880-foot highway stretch in 
New Brunswick, which is said to 
keep the road ice-free, has proved 
very successful last winter. 

Plans are under way by the 
Government to pave another strip 
with the mixture to obtain fur- 


ther evidence. 
* ” > 


Minnesota Dealers Join 


Nation Safety Campaign 
Members of the Minnesota Auto- 
mobile Dealers Assn. have joined 
in selling Minnesota motorists on 
courtesy in driving, according to 2 
recent association announcement. 
Integrating their campaign with 
that of the National Safety Council, 
the dealers will try to have every 
motorist adopt the slogan, “Make 
Courtesy Your Code of the Road.” 
. a & 


Insurance Firm to Cooperate 
With Dealers in Car Check 


The Farm Bureau Mutual Insur- 
ance Co. in Missouri plans a state- 
wide car inspection campaign, ac- 
cording to the Missouri Automobile 
Dealers Assn. 

The bureau will contact all auto 
dealers to familiarize them with the 
drive, and authorized dealerships 
will be referred to those needing 
repairs. 





L-M Firm Changes— 

Floyd O. Lehman (seated left), has taken 
over Mid-Town Motors, Inc. (Lincoln-Mer- 
cury), Des Moines. George C. Roberts 
(standing left), is vice-president. Seated 
at right is R. M. Thompson, district sales 
manager, and standing at right is M. J. 
Rowlands, assistant district sales manager. 
The firm had been operated by Glenn 
H. Smith for 10 years. 
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Auto News from Mexico 


New Devaluation of Peso Brings Market 
For Cars to Standstill 


EXICO CITY. — Auto dealing 
throughout Mexico is practical- 
ly at a standstill because of con- 
fusion over prices, due to the sud- 
den, severe and surprising devalua- 
tion of the peso to eight cents, a 
new low for peacetime Mexico. 
The former rate was 11.6 cents. 
The devaluation — 45 percent — 
was the fifth in 20 years. The 
value of the peso was 50 cents 
two decades ago. 

Factory administrators are sweat- 
ing to work out new prices for their 
products. The plants must wait un- 
til the effects of devaluation on the 
local markets are made clear and 
definite before price schedules can 
be made firm. 

Most plants must import largely 
from the U.S. although they are 
able to obtain some materials in 
Mexico. ‘ 

* * 


Hope to Hold Down Hikes 


° HOPE that hikes will only 
be about 35 to 40 percent,” the 
spokesman for one factory said. 

If that can be done, the price 
in pesos of popular cars would be 
about $100 (American) per unit 
less than before devaluation. 

Fabricas Aut-Mex S.A., Chrysler 
products plant, announced in adver- 
tisements in top local daily news- 
papers that as it is “100 percent 
Mexican” it endorses Government 
policies and fully supports all Gov- 
ernment action. 

* * | 
Panic-Monger Punished 


S_, VELA, prominent | 
Mexico City radio announcer, 
had his broadcasting license can- | 
celed by the Ministry of Communi- 
cations and Public Works. 

It was explained that Vela had 
falsely bulletined during a Sun- 
day broadcast that gasoline in 
Mexico City was reaching the 
vanishing point. | 
The bulletin, the ministry said, | 

disturbed the public peace and pro- 
voked panic buying of gasoline. 
* * * 





European Cars Gain 


European automobiles moved up | 
in sales in Mexico last year, total- | 


‘ | 
Canada’s Farmers 


Spending More 


For Cars, Trucks 


OTTAWA.—Canadian dealers 
now have concrete proof that farm- | 
ers are buying and using automo- 
biles for their everyday operations 
on a progressively greater scale 
year after year. 

Despite Federal luxury taxes on 
such ‘cars, farmers are using them 
more and more in their everyday 
work. 

The Canadian Government has 
reported that farmers spent $64,- 
830,000 on automobiles as “expense 
incurred for farm business only” 
during 1953, compared with $61,923,- 
000 in 1952 and $56,730,000 in 1951. 
All provinces, except Prince Ed- 
ward Island and Nova Scotia, re- 
ported increases. 

In addition, Canada’s farmers 
spent $62,597,000 for trucks, com- 
pared with $57,410,000 in 1952 and 
$52,666,000 in 1951. Likewise, they 
spent $119,498,000 on tractors in 
1953, against $114,656,000 in 1952 and 
$101,563,000 in 1951. | 

It is significant that, while 
Canada’s farmers are spending | 
more on vehicles, their net income | 
in the past year was down about | 
13. percent, from $2,826,616,000 in| 
1952 to $2,741,252,000 in 1953. This | 
indicates that modern farm opera- | 
tions make it necessary to increase 
use of motor vehicles. 








Pittsburgh Plate Acquires 


Porcelier Mfg. Property 


PITTSBURGH.—Pittsburgh Plate | 
Glass Co. last week purchased the | 
property of Porcelier Mfg. Co.,| 
South Greensburg, Pa. | 

The property will be used as a 
warehouse and distributing depot 
for curved replacement glass for 
autos, according to Richard B.| 
Tucker, executive vice-president of 
Pittsburgh. 








ing 17 percent of registrations, the 
National Statistics Department has 
reported. 

Italy led the Europeans with 34 
Fiats. Great Britain dropped to 
second, with 22 sales, followed by 
Germany with 17. 

The U.S., of course, was No. 1, 


Textileather Expands 


Riviera Pattern 


TOLEDO.—The Riviera pattern, 
introduced by Textileather Corp., is 
now being made in a new all- 
synthetic-supported Tolex quality. 

The pattern originally was intro- 
duced as a part of Textileather’s 
Elastic Tolex line, but the wide 
acceptance of the pattern and the 
demand for an additional construc- 
tion led to the production of this 
new companion line. Riviera has 
an appearance of a basic fabric 
weave, It is two-tone which gives 
depth to the pattern as well as a 
soft sheen. 


Hot tunnel where scorching 
blasts of air test the perform- 
ance of Harrison radiators. 








Harrison radiators are stand- 
ard equipment on the stand- 
ard of the world . . . Cadillac! 


31 
with the sale of 118 Chevrolets 
alone. 


The hiked import tariffsion auto- 
mobiles! seems to be hitting the 
Chevrolet Corvette particularly 
hard. The duty on that car is $4,- 
760. That brings its retail cost here 
to $8,710. Just one Corvette has 
been imported this year up to 
March 15. 

* * * 

Ruling on Stolen Cars 
"= United States - Mexico pact 

for reciprocal restoration of 
stolen cars and planes is unconsti- 
tutional because it allows Mexican 
victims of these robberies no com- 
pensation, the National Supreme 
Court has ruled. 

The ruling involved a car stolen 
in the United States and sold in 
Mexico. 





* * * 


Studebaker Stars 


HE 1954 Studebaker was the 
star of a brilliant exhibition 


Studebaker Firm Gets 15-Year Plaque— 


Consolidated Motors, Ltd. (Studebaker), Winnipeg, has received a plaque to com- 
when Wells Fargo Express Co. memorate its 15 years as a Studebaker dealer. C. D. Roblin (second from right), 
staged an entire Sunday’s program receives the award from D. C. Gaskin, president of Studebaker Corp. of Canada, Ltd. 





at a Mexico City horserace track. | Others shown are Duff Roblin’ (left), and John Sale. 


A parade of new Studebakers, Caisietien % a: deeaits tetaed ~~ 
nd ering how new-car an ruck production and sales are making out? AUTOMO- 
each driven by a top Mexican ac TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
tress, started the program. | automotive industry, every week throughout the year. 










it’s ALL A MATTER OF DEGREES! 
















































Temperature—bitter sub-zero! Wind speed—100 miles per hour! That’s 
the “weather” in Harrison’s cold tunnel when we test our car heaters 








and defrosters. We spray water . . . lots of it . . . on the car windshield. 
Almost instantly it’s ice. We turn on the Harrison heating system. 
How soon will the heater warm the front and rear seat passengers? 
How fast will the defroster melt the ice and clear the windshield? 
These are typical of tests we run every day. Cold tunnel, hot 

tunnel and dissipator tests—anything to do with temperature. 

That’s because temperature is our business at Harrison—world’s largest 
producer of temperature-control systems for automobiles, Our radiators, 























heaters and defrosters are known for dependability. If you. have 






a hot or cold problem . . . look to Harrison for the answer! 


HARRISON RADIATOR DIVISION + GENERAL MOTORS CORP. + LOCKPORT, N. Y. 


HARRISON 
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Ivy-Russell Wins 6th Ford Award— 
Ford Motor Co.'s Four-Letter Award has gone to Ivy-Russell Motor Co., Houston, for 
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the sixth time. Participating in the ceremony are (from left) Norman Chambers, Ford 
field manager; J. B. Browning, assistant district sales manager; Lindsey G. Russell, 
vice-president; George Cullen jr., manager of Ivy-Russell, and Weston Whitfield, 


sales manager. 








Herald Tribune Cited 


The New York Herald Tribune 
has been named the winner of the 
F. Wayland Ayer cup award for 
excellence in typography, make-up 
and printing in the twenty-fourth 
annual exhibition of newspaper 
typography comducted by N. W. 
Ayer & Son, Inc. 

With this award, the Herald 
Tribune gained a second leg on the 


current Ayer cup which is the third 
in the yearly competition open to 
all English-language dailies in the 
United States. The Herald Tribune’s 
first leg on the current cup was 
won in 1948. Two other newspapers 
—The New York Times and The 
Daily News-Tribune of La Salle- 
Peru-Oglesby, Ill, also hold two 
legs on the third cup. 








Affecting Factories and Dealers . . . 





Auto Advertising 


By Marty Whitmyer 
Staff Writer 

A new motion picture on careers 
in the automotive industry received 
its premier showing at the recent 
convention of the American Per- 
sonnel and Guidance Assn, in 
Buffalo. 


The film, entitled “One Out of 
Seven,” was produced by Ford 
Motor Co. in cooperation with an 
advisory committee of Michigan 
school and college guidance coun- 
selors. 

It points out that one out of 
seven persons in the United States 
makes his living in some phase of 
the motor vehicle transportation 
business, with auto manufacturers 
alone employing more than 900,000 
persons in 5,250 job classifications. 


Michigan advisory committee 
members who participated in a dis- 
cussion prior to the showing of 
the film included Dr. Carl M. Horn, 
of the department of guidance and 
counselor training, Michigan State 


College; Glenn Smith, chief of the 
state guidance services division; 
Arnold W. Embree, guidance direc- 
tor for St. Clair River area schools; 
Edward Gripton, director of guid- 
ance for Dearborn public schools; 
S. N. Horton of the guidance de- 
partment of Detroit public schools, 
and Keith Lance, director of guid- 
ance for Wyandotte public schools. 
Dewey F. Barich, manager of edu- 
cational relations, represented Ford 
at the meeting. 
* . * 


Thomas Forms Agency 

Formation of Edward Thomas 
Associates, public relations counsel, 
745 Fifth Ave., New York City, has 
been announced by Edward F. 
Thomas, former vice-president and 
public relations director of Geyer 
Advertising, Inc. 

The new firm will continue to 
serve all Geyer public relations 
clients, acting as the agency public 
relations group as in the past. In 
addition, expanded facilities and 





Prospects sell themselves when they see gleaming finishes being sprayed and dried in DeVilbiss combination booth and oven. 
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Above—in the booth, scientific lighting and good ventilation 
help assure a factory-like job. Below—This DeVilbiss Traveling 
Infrared Oven dries enamel jobs in 45 minutes to an hour. 


THE DEVILBISS COMPANY, Toledo 1, Ohio 
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Hose and Connections 


Smith Chevrolet ups paint labor sales 35%! 


New DeVilbiss paint shop handles complete 


spray jobs faster, more profitably! 


In July, 1953, the A. B. Smith Chevrolet Company of Port- 
land, Oregon, installed a new DeVilbiss paint shop to help 
them handle the ever-increasing volume of bump-and-paint 
business. 


Now, with a DeVilbiss Showroom Spray Booth and a 
DeVilbiss Traveling Infrared Oven, they can handle five 
complete paint jobs a day. Their operation is so efficient 
that economy paint jobs are turned out profitably for $49.00! 
De luxe jobs run $85 and $90. Total labor sales in the paint 
shop have jumped 35% —and Don Hartung, body shop 
superintendent, is looking forward to an even greater 
increase] 


How you benefit 


Santa Clara, Calif. ¢« 


Spray Booths 


Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World 


Barrie, Ontario 


(1) A DeVilbiss paint shop enables you to handle more 
business. (2) You make a higher profit on each job. Let 
your DeVilbiss jobber survey your operation and tell you 
exactly what equipment will do the best job for you. Give 
him a call today! 


@ London, England 


FOR BETTER SERVICE, BUY 


DeViLBISS 





personnel will service non-agency 
public relations clients direct. 
* * * 


Nation’s Business Ads Up 

Nation’s Business has reported 
that advertising linage for the May 
issue is up 10 percent over the 
same month a year ago. 


Total advertising linage for the 
first five months of 1954 is 11 per- 
cent greater than for the same 
period in 1953, the publication said, 
marking the third consecutive year 
that Nation’s Business has shown 
advertising linage increases over 
the preceding year. 


* * * 


Packard Dealers on TV 


Packard dealers have begun 
sponsorship of a new musical show 
over the American Broadcasting 
Co.’s television network. 

Starring Martha Wright, who 
played the lead in South Pacific, 
the show will be seen each Sun- 
day from 9:15 to 9:30 p.m. 

Format of the show calls for the 
regular appearance of guest stars 
of Broadway and Hollywood to 
pers | opposite Miss Wright, officials 
said. 


Plymouth Extends Trout 


Plymouth, which recently an- 
nounced its sponsorship of 13 Rob- 
ert Trout newscasts over CBS Ra- 
dio, has extended its contract to 
include six more broadcasts. 

The Plymouth-Trout sponsorship 
will now continue through Friday, 
May 28. 


* * 


= 

Globe Hoist Film 

A 22-minute sound slide film en- 
titled “The ‘Profit Dimension’ in 
Automobile Service” has been pro- 
duced and released by Globe Hoist 
Co., Philadelphia. The film will be 
shown to distributor sales organi- 
zations, trade associations and car 
manufacturer service officials, the 
company said. 

The “Profit Dimension” is de- 
fined as the third measurement 
of elevation which can be added 
to the length and width of an 
ordinary service bay through 
installation of a hydraulic auto 
hoist to raise the car off the 
floor and permit the mechanic to 
work in an upright position with 
ready access to all underside 


SSS... Es 


Actual service operations such as 
removal of transmissions, service 
to steering apparatus, spring and 
shackle work, tire repair and brake 
relining are reviewed in the film. 
The “Frame-Kontact” hoist, which 
was invented and introduced by 
Globe, is featured. 


| Tribune Forum Opens Today 


| “Marketing to Raise the Stand- 
| ard of Living” will be the theme of 
| the first session of the Distribution 
| and Advertising Forum opening to- 
|day (May 17) in Chicago. Spon- 
sored by the Chicago Tribune, the 
parley will continue through to- 
morrow (May 18). 

The second session will be de- 
voted to “Management Looks at 
Distribution and Advertising.” The 
subject of the third session will be 
“Advertising to Raise the Stand- 
ard of Living.” Twenty-four busi- 
ness and industrial leaders wil] 
take part in the forum. 


* x 7 


Thomas Joins Packard 


Bernie Thomas, former director 
of the Dodge News Bureau, has 
joined Packard as publicity man- 
ager, C, P. Monaghan, assistant to 
the president of Packard, an- 
nounced. 
| Prior to taking over Dodge pub- 
| licity at Grant Advertising, Thomas 
| was an associate editor of Automo- 


| vive News. 
* s = 


|Simoniz to Repeat Ads 


Simoniz Co., Chicago, will repeat 
last year’s “We Pay Offer” promo- 
tion on Bodysheen as part of its 
spring advertising campaign. 

Major feature of the promotion 
is that dealers collect full price 
for every can, and are thus re- 
lieved of special bookkeeping or 
coupon redeeming, officials said. 
Consumers must mail in cap 
liners with letters to receive their 
refunds. 

The company also announced 
that it would repeat last year’s 
$10,000 “Easy Money-Easy Method” 
promotion. Under this program, the 
consumer is asked to complete the 

(Continued on Page 56, Ca. 3) 
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Loss of Overtime Also Holds Back Car Buyers... . 
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Southwest Drouth Dries Up Sales 


TULSA, Okla. — In a swing 
through southwest Missouri and 
the northeastern corner of Okla- 
homa two factors appear to account 
for dwindling new-car sales — a 
drouth of three years’ duration but 
now dented with heavy rains, and 
the elimination of overtime on most 
industrial jobs. 

In talking with some dealers 
who repeat what prospects tell 
them, you would get the idea that 
most autos were formerly bought 
with overtime, 

Bootlegging is almost non-exist- 
ent in the smaller towns but the 
damage done by the city dealers 
reaches out into the territories of 
all dealers. One small-town dealer 
said he could go into Tulsa and buy 
any make of 1954 car from used- 
car dealers at big discounts. 

He also said that if a customer 
wanted a certain car, with a par-| 
ticular color and in a particular 
model he could order it through a) 
used-car dealer and get it in a 
week or two. 

One dealer was asked what he 


Young Craftsmen 
Vie for $45,000 
In Ford Awards 


DEARBORN.—Ford Motor Co.'s | 
eighth annual Industrial Arts | 
Awards competition will be judged | 
at Dearborn, July 14-16. 

The judges will award $45,000 «| 
the Nation’s top junior and senior | 
high school craftsmen. Cash awards | 
—totaling 730—range from $20 to| 
$100. Thirty outstanding entrants, | 
and their instructors, will receive 
three-day, expense-paid visits to 
Detroit and Dearborn in September. 

Winning projects will be exhib- 
ited at the Chicago Museum of 
Science and Industry Aug. 7 - Oct. 
4 and in the Ford Rotunda, Dear- 
born, during the last week in Sep- 
tember. 

Entries, which must be made in 
school shops under instructor su- 
pervision, are rated in 14 divisions. 
Students under 21, enrolled in 
grades seven through 12 in any 
school, are eligible. More than 5,000 
projects, representing every state 
and territory, are expected to ar- 
rive in Dearborn for judging. 

The 14 divisions of the program 





did when the customer told him he 
could buy the car from a used-car 
dealer for less money. The dealer 
said: “The only thing we can tell 
him is that we just can’t deal. The 
price never leaves anything for 
overhead, much less servicing.” 

Because of the drouth, farmers 
and stock raisers in this area are 
reluctant to buy for cash or take 
on new obligations and are prone 
to do with what they have as long 
as it is in reasonably good con- 
dition. 

Government price supports are 
no important factor in their not 


has been selling cars in the cattle 
country for 30 years said: 

“Our stockmen don’t want sup- 
port prices on their cattle and are 
opposed to handouts from the 
‘Great White Father.’ They would 
like to see prices firm up where 
they are but the important thing 
is water. 

“This area,” he continued, “spe- 
cializes in grass-fed cattle. If a 
rancher has a large herd his con- 
cern is water, and stock water is 
short. If it doesn’t rain and he can’t 
get stock water he’ll have to sell 
his cattle instead of feeding them 
on the growing grass to a profit 


buying new cars. One dealer who} stage. If we get some good rains 


| and the ponds fill up, it will stimu- 
| late buying by ranchers.” 

Another symptom indicating that 
the customer is unable to buy the 
car he wants shows up in what an- 
other dealer said: 


“Last year at this time we had 
twice as many $3,000 units than 
we sold of our cheapest units 
ranging in price from $1,700 to 
$2,000. This year these figures are 
revel 


“We have sold twice as many of 
our lowest priced units,” he ex- 
plained. “Other dealers who have 
two price ranges have told me that 
the same thing is happening to 
them. This means that the customer 
has to buy a lower-priced car than 
he actually wants because of lack 
of means.” 

While new-car sales are lagging, 
there has been a pickup in used- 
car sales throughout the territory. 








Goodyear Making 
New Nylon Tire 


AKRON.—A high-capacity nylon 
truck tire which will carry heavier 
loads than tires of wire-cord con- 
struction has been introduced by 
Goodyear Tire & Rubber Co., ac- 
cording to Victor Holt jr., tire sales 
vice-president. 


Holt said the main advantage of 
the new tire design is a reduction 
in the weight and size of the tire, 
tube and wheel assembly with an 
increased carrying capacity. 


He said that experiments con- 
ducted with a large west coast fleet 
operator indicated the Goodyear 
NXP super nylon to be superior to 
many other types tested, including 
tires using wire-cord construction. 








are wood, architectural drawing, 
printing, electrical, machine shop, | 
mechanical drawing, patternmak- | 
ing and molding, wrought metal, | 
jewelry, plastics, leather, ceramics, | 
model and open. 


May Jobber Show 
e 
Shapes Up Big 

BOSTON.—At a meeting of the| 
joint operating council of the New | 
England Regional Automotive | 
Show, committee reports indicated | 
that the show would be the biggest 
yet in respect to the number of 
manufacturers exhibiting and the | 
number of automotive parts and | 
equipment jobbers sponsoring the 
event. | 

The show is scheduled for May | 
20-23. It previously was held in | 
and 1952, 

One of the highlights this year | 
will be a clinical discussion on auto- | 
matic transmissions, conducted by | 
Ace Dowling, general sales man- 
ager of Borg-Warner Corp. 

Another feature will be a series | 
of discussions concerning the re- 
activation of equipment now in the 
hands of car dealerships, which is 
failing to produce revenue. 


Quebec Registrations 
MONTREAL.—The Quebec Pro- | 
vincial Vehicles Service of the Fi- 
nance Department announced that | 
more than 650,00 motor vehicles | 
have been registered in the prov- | 
ince since Jan. 1. A year ago 
registrations amounted to 630,000. 
In 1946, registrations totaled 255,- 
172. 





' 





from the Gay Nineties 


to the Automotive Fifties 


In 1900 —The old time mixing valve wa 
placed by SCHEBLER CARBURETORS. 


In 1903 —The Spur type Differential was intro- 
duced by WARNER GEAR. Radiators made of 
copper tubing with attached cooling fins in- 
troduced by LONG 


In 1913 —The Single Plate Clutch was devel- 
oped by BORG & BECK and Silent Timing 
Chains were introduced by MORSE CHAIN. 


In 1916—Universal Joints were developed by 
MECHANICS. 


in 1921 —First standard type Transmissions 
were introduced by WARNER GEAR. 


In 1922 — Double Plate Clutches were intro- 
duced by LONG. 


In 1923—Multiple Spring Clutches developed 
by ROCKFORD. 


In 1924—Vibration Dampening Flexible Cen- 
ter Clutches introduced by BORG & BECK. 


In 1930 —Transmission Synchronizer Units for 
Cars and Trucks produced by WARNER GEAR. 


In 1931—Roller Bearing Universal Joints intro- 
duced by MECHANICS. Free Wheeling offered 
to the industry by WARNER GEAR. Tapered 
Steel Discs for truck wheels were developed 
by INGERSOLL. 


In 1934—Automatic Overdrives for Transmis- 
sions were introduced by WARNER GEAR. 


In 1938 —Borglite and Torbend Clutch Plates 
were introduced by BORG & BECK, LONG, 
and ROCKFORD. 


In 1939—Ty-Ply Rubber-to-Metal Bonding ma- 
terial developed by MARBON. 


in 1949 —Automatic Transmissions were per- 
fected by DETROIT GEAR and WARNER GEAR. 


in 1952—MARVEL-SCHEBLER introduced 
Power Chambers and Hydraulic Power Units 
for trucks and trailers; L ibG Carburetion Sys- 
tems for trucks, tractors, buses, taxis and sta- 
tionary engines. 





hat other industry has imposed on itself so consistently the 
responsibility for producing new models, better than ever, 
every year? y none ever set for itself such a pace of 

self-improvement. Automotive engineers long ago accepted the chal- 
lenge continually to develop new features of safety, performance and 
comfort—and it has paid off in continuing public approval. This an- 
nual rebirth of youthful vitality has given this fast-growing industry 
amazing virlity and strength. 


originally to serve the automotive industry, Borg-Warner 
has always accepted the urgency of constant improvement—with the 
result that today, of 20 makes of passenger cars available, 19 employ 
essential parts of B-W manufacture. This record has been achieved 
by constant cooperation with car. builders since “the old days’? when 
the industry was born. 
B-W engineering combined with B-W production will continue to 
justify your faith in us and in the future of the entire automotive 


es hae Src 


BORG-WARNER CORPORATION 
=m BORG-WARNER 


UNITS FORM ARNER, Executive Offices, Chicago: ATKINS SAW - BORG & BECK 

WARNER INTERNATIONAL - BORG-WARNER SERVICE PARTS - CALUMET STEEL - erg 4 
t TATOR - DETROIT GEAR + FRANKLIN STEEL - INGERSOLL FORIUGTS » INGERSOLL STEEL 

F LONG MANUFACTURING - LONG MANUFACTURING CO., LTD. - -SCHEBLER 

‘cn teen siete ans + MORSE CHAI . MORSE CHAIN CO., LTD. « NORGE 

“<“ NORGE HEAT - PESCO PRODUCTS - REFLECTAL - ROC! CLUTCH - SPRING DIVISION 

cata WARNER AUTOMOTIVE PARTS - WARNER GEAR» WARNER GEAR CO., LTD. - WOOSTER DIVISION 
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Another reason tt pays to travel with Mercury— 








MOBILE CLASSROOMS 
FOR REGISTERED MECHANICS 





To bring customers the finest serv- 
ice available, Lincoln-Mercury Divi- 
sion is sending 23 training units into 
dealerships all over America. Con- 
sisting of Mercury Station Wagons 
completely fitted with training equip- 
ment and dynamometers on trailers, 
these traveling classrooms are used 
to instruct Lincoln-Mercury me- 
chanics in the latest phases and 
techniques of modern automobile 
service and repair. 


Every job worth doing is done 
better in Lincoln and Mercury dealer- 
ships—and greater service volume, 
more repeat business, and better 
customer relations are assured. 








travel with MERCURY 

















AUTOMOTIVE NEWS, MAY 17, 1954 


aT oes 


V ehicles 


{ Regular Monthly Section for Those Who Maintain 


Serviee YN 


{mmerica’s Motor 





With Rolling Service Shops... 





eng ———-_—)— memes a ¢—----—— 


Backshop 


-» » by Jack Weed 





A= and abetted by alert car 
dealers, the ladies are really 
becoming interested in the automo- 
bile business—as interested owners. 

Last fall the women’s editor of 
the Cleveland Press ran a story on 
the complaints of two working 
“gals” who had bought cars and 
were in a dither to know if they 
were being told the truth or “given 
a ride” by the dealers to whom 
they took their cars for service. 

They wrote to the paper want- 
ing to know where women own- 
ers of automobiles could get 
training on how to take care of 
their cars, know when they need- 
ed servicing and enough about 
the usual service needs of a car 
so that they could understand the 
service manager or order-taker 
when he suggested certain serv- 
ices. 

Chuck Foster, of Commerce Mo- 
tor Car Co. (Ford), read the story 
and decided that here was a spot 
where his firm could get in some 
good public relations “licks,” as 
well as possibly develop some new 
customers. So he told the girls, as 
well as the women’s editor, that if 
they could get together a large 
enough group to make it worth- 
while, his firm would put on a 
course of instruction in funda- 
mentals one night each week for 
six weeks. 

= - 


Outside Instructors 


A SECOND story appeared in the 
Press and before the week was 
out a class of 25 women had been 
formed, with enough left over to 
form the nucleus of a second class. 

The idea caught fire. Soon an- 
other Ford dealer, Marc Lance, on 
the other side of Cleveland, started 
a similar class and now between 
six and eight Cleveland dealers are 
holding classes just for women. 

And Commerce is just about 
through with its second group. 

Covered in the course are such 
subjects as tuneup and what it 
does, lubrication and why it is so 
necessary, insurance and time 
payments, car values, paint and 
how te keep the finish looking 
good, etc. 

The instructors, except for one 
night, are from suppliers of the 
services on which the talks are 
given. For instance, they have a 
time payment finance man talk on 
insurance and payments; electrical 
test men talk on tuneup, while 
other suppliers of equipment or 
products take over the subject for 


one night during the course. One 
night’s program is put on by Com- 
merce own service manager. 
Chuck Foster, however, is in 
charge of each meeting. 
aa * * 


Lady Goodwill 
WE UNDERSTAND that the 
girls themselves in these classes 
make a charge of one dollar for 
each lady who takes the course. 
This money is used to defray mail- 
ing costs in keeping the pupils ad- 
vised of what is going on. The 
dealer donates the room and his 
services. 

Dealers who have opened these 
lady-training schools look to the 
opportunity to build goodwill for 
their dealership and perhaps de- 
velop staunch service customers for 
the shop as the return they will 
get from their efforts. 

All agree that it is a grand 
opportunity to get their dealer- 
ship talked about favorably all 
over town. How else could a 


. dealer obtain the “over-back- 


fence” and “tea-table” gossip 
about how good his business is 
than by doing such a job? 

The idea is getting to the atten- 
tion of boards of education in the 
area adjacent to Cleveland, and it 

(Continued on Page 42, Col. 3) 


L-M Woos Owners 


INCOLN-MERCURY has sent/|for the product and the dealer in 


into the field 23 highly trained 
men, equipped with all the tools 
and testing equipment necessary to 
hold “on-the-job” training and own- 
er clinics in dealer shops. 

These men started their work 
May 1 and currently are holding 
clinics and mechanic training ses- 
sions with selected dealers. They 
have replaced the five regional 
training schools formerly main- 
tained across the nation. 

Each of these men is assigned to 
a separate district and will work 
with the dealers in that district as 
long as there is a need for his 


every clinic that is set up. 

The program is designed to 
bring home to Lincoln-Mercury 
dealers one of the truisms of any 
business — that there is nothing 
more important in business than 
a customer—and do this in such 
a manner that the dealer will be 
shown that gaining and holding 
customers can be done in his own 
shop, at a profit to himself. 

It has been axiomatic in the re- 
tail end of the automotive industry 
that a high percentage of the most 
successful dealers are those who 
make an effort to develop satisfied 
customers, owners bring their vehi- 


services. Each mechanic has &|/cle back to the selling dealer for 


Mercury station wagon containing 
all of the equipment he needs to 
set up his training and clinic pro- 
gram, including a dynamometer, 
that is hauled on a specially built 
trailer. 
+ * * 

_ this mobile equipment, 

cars put through the clinics 
can be given actual road testing 
and corrections in the dealers’ 
shops. 

Back of this ambitious program 
is more than just training dealer 
mechanics in “how-to-do-it” pro- 
cedures. Each of these 23 men has 
been given an intensive course in 
public speaking, and in how to 
meet the public so that he will be 
an ambassador building goodwill 

a * * 





Building Customer Goodwill— 


These 23 expertly trained ambassadors of goodwill now are in the field for Lincoin- 
Mercury, each driving a station wagon equipped with all the tools and testers neces- 
sary to give dealer mechanics “on-the-job” training and hold bumper-to-bumper 
checks for customers. Each unit also is equipped with a mobile dynamometer, 
mounted in a special trailer, for testing cars while running under load in the dealer 


service shop. 





maintenance service at least every 
60 days. 
* * * 

Ee won't bring their 

ears back if the service is not 
performed properly and if their 
contact with the service greeters 
and service manager is not pleas- 
ant. Customers resent having to 
bring their cars back to have serv- 
ice work re-done, when specified 
work is not done, when their car 
is not finished as promised, or if 
they are charged more than they 
expect to pay. 

Nor can a dealer expect to have 
good public relations for his prod- 
uct in the field if the customer’s 
car does not deliver the driving 
comfort and ability that was 
built into it at the factory. 

In order to thoroughly demon- 
strate the rudiments of good serv- 
ice to the dealer and his service 
personnel, the L-M expert is 
equipped with all of the testing 
tools and equipment that the ma- 
jority of dealers should have in 
order to properly service the car. 
The dynamometer is an “added 
starter” to this list of tools and 


equipment. 
7s SERVICE officials recognize 
that not all dealers are large 
enough to afford one of these de- 
vices in their shop. Many dealers 
do not have the service volume nor 
are they so situated that a dyna- 
mometer is a vital necessity. 
However the factory service 
heads wish to demonstrate to the 
dealers the advantages and greater 
degree of customer satisfaction that 
can be obtained when the checks 
are made on a dynamometer with 
the car running under load. 
Present plans call for the trav- 
eling expert to work with at least 
one large dealer or two smaller 
dealers each week. Prior to his 
reaching this dealer, a letter will 
go out to a selected list of car 


” * 


Factories Push U. C. Reconditioning 


By Sam Sampson 
Staff Writer 

HEVROLET division announced 

today (May 17) that it is add- 

ing eight more mobile units to its 
used-vehicle reconditioning program 
for dealers—panel-truck-sized train- 
ers that will specialize in appear- 
ance reconditioning. 

Many auto makers have in- 
creased activity to provide deal- 
ers with up-to-the-minute infor- 
mation on profitable used-car op- 
erations, an Automotive News 
survey of the industry reveals. 

According to the Chevrolet an- 
nouncement, the new units are to 
be operated by men trained in the 
latest appearance reconditioning 
methods at the factory. They will 
tour the sales regions putting on 
short clinics at dealer shops. The 


new units are in addition to the 
larger, tractor-trailer installations 
launched last October. 
* x * 
ARccr three months ago, Chrys- 
ler Corp. started an appearance 
reconditioning program under the 
auspices of Plymouth division. Ac- 
cording to first reports, the pro- 
gram is being well accepted by 
dealers, and many are telling of a- 
ditional profits that are possible 
from the sale of reconditioned ve- 
hicles. 

The Plymouth program has in 
the field 12 vanette-sized units, 
which feature the most econom- 
ical means of reconditioning used 
cars. Each of the operators is 
trained: at the factory, and pre- 
sent short “how-to-do-it” clinics 
for dealer personnel. 


In the new Lincoln-Mercury serv- 
ice program (see story elsewhere 
on this page), each of the drivers 
of the 23 station wagon units has 
been carefully trained in used-car 
reconditioning. 

Other companies also are increas- 
ing used-car activity in their field 
organizations. Some have added 
personnel to work on used-car mer- 
chandising, and others are putting 
new programs into operation. 

* ” ~ 

T IS estimated that about 700,000 

used cars are now in the hands 
of franchised dealers—slightly less 
than a 30-day supply. 


New Products 
Pages 48, 49 





This estimate may be a little 
low, since most of the manufac- 
turers quoted figures slightly over 
the 30-day level. Lowest figure 
reported by the makers was 18 
days, and the highest was 56 days. 

Manufacturers reported that the 
demand for used cars apparently 
has been good — especially during 
the last 45 days. Some makers said 
that dealers were lowering used-car 
stocks in spite of higher new-car 
sales which threw more tradeins on 
the lot. 

But buyers are looking for 
“sharp” cars. The “dogs” are not 
moving, and the market for “as is” 
sales is steadily decreasing, accord- 
ing to the survey. 


| TALKING with jen, AuTo- 
MoTivE News found that perhaps 
(Continued on Page 43, Col. 1) 


owners of both Lincoln and Mer- 
cury, inviting them to bring their 
vehicles in for a bumper-to-bump- 
er check at a specified time. 

During this check the expert and 
the dealer’s mechanics will go over 
the car and make a thorough diag- 
nosis of the needs of that car. They 
will do a.minor tuneup as they go 
over the engine. Any other slight 
maladivstments found in making 
the check also will be corrected at 
no cost to the owner. 

A report of the diagnosis will be 
made out in triplicate with the 
owner getting the original copy, the 
dealer’s shop the first carbon and 
the field man the other. 

* * * 


8 presage this plan it is felt that 
the owner will have an accu- 
rate report on the condition of his 
vehicle and will be able to judge 
for himself what work he will want 
done and where and when he will 
want that work performed. The 
check sheet will be presented to 
the owner as a service to him, and 
what he does with it will be left 
entirely up to him. 

Should the owner decide that he 
wants some of the work done im- 
mediately, the service manager 
then will not only know what was 
found in the diagnosis but what 

(Continued on Page 46, Col. 3) 


Fleet Maintenance 
Is Promoted by 
White Program 


CLEVELAND. — In a move to 
keep its truck fleet in top condi- 
tion, Cleveland Electric Illuminat- 
ing Co. has been systematically en- 
rolling its fleet supervisors in a 
fleet maintenance program con- 
ducted here by White Motor Co. 


To date, six Illuminating em- 
Pployes have completed the inten- 
sive five-day course which White 
established in 1953 for the benefit 
of fleet operators who make their 
own repairs, according to H. J. 
Naves, director of service and in- 
dustrial sales. 

Awarded certificates for success- 
ful completion of the program were 
Harvey F. Brandt, Stephen J. Za- 
maria, Fred A. Hobart, Harvey E. 
Rife, Harvey Nutt and Roy W. 
Cornell. 

Other Illuminating personnel 
scheduled to attend the school are 
Alfred Crease, John H. Rider, W. 
C. Kraus, Michael Busony, William 
Frick and Alfred W. Schukar. 

Instruction, consisting of lecture 
and laboratory sessions, stresses 
mechanical knowhow. 

The training program shows the 
fleet operator how to cut mainte- 
nance costs through the elimina- 
tion of inefficiences, adoption of the 
most modern maintenance tech- 
niques and utilization of up-to- 
date tools. 

Each class, under the direction 
of Frank A. Novak, field training 
supervisor, is composed of five to 
seven members who have been sent 
to the school by fleet operators 
throughout the country. Specialized 
instruction is provided by White 
Motor departmental supervisors 
and technical personnel from or- 
ganizations that supply White with 
component parts. 

Mechanical training is the “most 
emphasized subject in the program. 

Other subjects included in the 
comprehensive course are fleet 
safety, driver control and incentive, 


service and supervision responsibili- 


ties, truck application, shop equip- 


ment, proper tools and parts pro- 
cedures. 














Dealers Must aia to Hold i, ee 
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School Bus’ Work in Jeopardy 


" Sam 

Staff Writer 

Cr WILL be necessary for dealers 
to take a different view of school 

bus service if they expect to hold 

it in the future, according to a 

panel discussion on maintenance at 

the National Conference on School 

Transportation at East Lansing, 

Mich.’ 

School authorities now have an 
effective weapon to use in areas 
where school bus maintenance is 
not gatisfactory. The practice of 


Blank Named Head 
Of Hollingshead’s 


Expansion Plans 


CAMDEN, N. J.— Otto J. Blank, 
vice-president of R. M. Holl- 
ingshead Corp. and newly elected 
president of the South Jersey 
Manufacturer's Assn., will assume 
direction of a development and ex- 
pansion program for the company, 
according to Wilbur H. Norton, 
president. 

Blank had been plant manager of 
the chemical company since 1943. 
Russell E. Plum, formerly produc- 
tion manager, will succeed Blank, 
with the title of general manufac- 
turing manager. 

In announcing the new appoint- 
mentg, Norton said the company is 
making a substantial investment in 
a broad expansion program both in 
the United States and Canada. 

The program includes the build- 
ing of a new plant at Sunnyvale, 
Cally construction of which igs ex- 
pectéd to get under way this sum- 
mer. 

Norton also announced appoint- 
ment of George Abraham as plant 
production manager and William J. 
Boyd as plant operating manager. 
Abraham formerly was production 
control manager, and Boyd was as- 
sistant to the plant manager. 











up special garages for 

weet anna in many states is 
proving successful, and more and 
more counties and school districts 
are planning to put the program 
in operation. 

Dealers will do well if they think 
over their present lack of school 
bus maintenance programs, and 
consider the opportunities that are 
presented through school bus op- 
erations. 

The school bus is perhaps the 
most carefully watched vehicle in 
the community, and the time and 
effort necessary to keep it in tip-top 
shape is well spent. Dealers can 
promote service facilities and build 
a sound reputation through school 
bus operations—opportunities that 
he can’t afford to miss today. 


* a * 


At THE panel discussion, five 
school authorities, representing 
states where special garages have 
been established, gave short talks 
on the program being carried on in 
their areas. There was no one on 
the panel to speak up for dealer 
service advantages. 

Principally because of unsatis- 
factory dealer service in the past, 
the following five advantages of 
the special garage were listed by 
the panel: 

1. The special garage gives the 
opportunity to follow through on 
careful safety and preventive 
maintenance programs, and to 
schedule major repairs when spare 
buses are available. 

2. Employes become sufficiently 
safety-minded and specialized in 
school bus maintenance problems. 

* * a 


3 SCHOOL districts may set up 

a complete service cost record 
on each unit, to be used by the au- 
thorities in choosing the most eco- 
nomical units and equipment when 
purchasing new buses. 

4. Lower per-unit cost of repair 
as compared with dealer service 
at Present rates. In many cases, 


part of the overhead costs are 
absorbed by the state. 

5. Parts, tires and other accesso- 
ries may be bought by the state, 
and distributed to the special ga- 
rages at considerable savings. 


In talks with the representatives 
after the panel discussion, AuTomMo- 
Tive News asked how dealers felt 
about losing school bus service vol- 
ume, and if there weren’t serious 
disadvantages in the special ga- 
rage program as well. 

ad * * 
a= disadvantages were ap- 
parent from the conversations: 

1. Special technical and adminis- 
trative forces must be set up to 
carry out the job. 

2. Latest service information 
from chassis and body manufac- 
turers is not obtainable in many 
areas. 

3. Expensive special equipment 
must be set up in the shops (large, 
truck-type hoists, complete weld- 
ing equipment, special parts setups, 
etc.) and in many cases, shops 
must be built up from the ground 
to provide adequate room inside 
the shop, high enough doors to ac- 
commodate school buses and spe- 
cial areas for bump and paint op- 
erations. 

4. It is necessary to acquire spe- 
cialized personnel—willing to work 
long hours occasionally, versatile 
enough to do many different oper- 
ations and thoroughly safety- 
minded. 

a e * 

i» THE past, school authorities 

said, dealers did not program 
preventive maintenance satisfacto- 
rily with transportation officials. 
Many dealers, temporarily loaded 
with customer service, put off pre- 
ventive maintenance to school bus- 
es until a later date, and did not 
cooperate with authorities in sched- 
uling major repairs at a time when 
spare buses were available. 

Many dealers, it was pointed 

(Continued on Page 47, Col. 1) 








Cadillac Service Meeting in Boston— 


About 70 Cadillac dealers and service managers from the Boston area attended a 
meeting, at which G. W. Otto, general parts and service manager of Cadillac, was 
the main speaker. He was introduced by P. J. Fuller, president of Capitol Auto Co., 
Boston. Also attending were Paul Orweiler, district manager, and Henry Hey, district 
service manager. 





Road-Building Costs Reach 
2-Year Low, U.S. Finds 


WASHINGTON. — Highway con- 
struction costs declined to a two- 
year low in the fourth quarter of 
1953, according to the U. S. Bureau 
of Public Roads. 

Based on the 1925-29 average, 
the index dipped to 156.9, or 2.5 
points below the previous quar- 
ter, and the lowest figure since 
the fourth quarter of 1951. 

Last year was somewhat erratic 
as far as highway construction 
costs were concerned. The first- 
quarter index rose to 165.9, con- 
tinuing the increasing cost trend 
which started with the Korean 
emergency. 

The first break came in the 
second quarter when the index 
dropped off to 158.5. In the third 
quarter, the index increased to 
159.4. 

It is too early to determine if 
the decreases are the beginning 
of a trend, and the year’s aver- 
age index of 160.2 is still the 
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second highest, exceeded only by 
the 162.5 average of 1952. 
However, the savings involved in 
this modest drop in costs should 
have amounted to about $170 mil- 
lion, based on an estimated con- 
struction expenditure of $3,243 


| million in 1953. 


General Sheet Steel Adds 


Warehouse in Detroit 

DETROIT.—General Sheet Steel 
Corp. has completed a new ware- 
house covering 100,000 square feet 
of floor space at 12301 Hubbell Ave. 
The building is equipped with six 
10-ton cranes with railroad and 
track access for indoor unloading. 

The new plant will operate in 
conjunction with the Lyndon Ave. 
plant, which offers 50,000 square 
feet of floor space. 
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Court D 


By Leo T. Parker 
Attorney at Law 
1 to a late higher 

court decision, a seller of an 
automobile is guilty of fraud and 
misrepresentation to the purchaser 
if testimony proves that the seller’s 
statements as to condition of the 
automobile were fraudulent. This 
is true, even though the testimony 
shows that the purchaser knew 
the automobile was mechanically 
defective. 


For example, in Wolf vs. City 
Tire Co., 257 S. W. (2d) 408, the 
testimony showed facts as follows: 
One Wolf purchased from City 
Tire Co. a 1941 Plymouth sedan 
which the seller represented to be 
“in first-class” mechanical] operat- 
ing condition, and that it had been 
“through the shop” and all neces- 
sary repairs were made. Later 
Wolf discovered that the automo- 
bile was in poor mechanical condi- 
tion and sued the seller for dam- 
ages. 

During the trial the seller 
proved that before Wolf bought 
the automobile he knew that the 
automobile heater was not con- 
nected; that the clutch was slip- | 
ping a little; that the engine did 
not develope speed when going | 
up hill; that the hand brake was 
disconnected, and that the foot 


brake was not working efficiently. 
Nevertheless, the higher court in- 
dicated that the purchaser may re- 
cover damages from the seller, and | 
said: | 


“The evidence was that such rep- | 
resentations were not true. It is} 
our conclusion that the plaintiff 


(purchaser) had the right to rely 


Engine Rebuilders 
Expect Full House | 
At Buffalo Parley | 


BUFFALO. — A capacity attend- | 
ance is anticipated at the 32nd an- 
nual convention of the Automotive | 
Engine Rebuilders Assn. here May | 
24-26, according to W. A. Fleming, | 
chairman of the convention com- 
mittee. 


The demand for conference booths 
has exceeded that of other years, | 
Fleming said, and all space on the 
17th floor of the Statler Hotel was 
reserved promptly after invitations 
were mailed. Extra booths also will | 
be set up on the mezzanine floor, 
Fleming said. 

Dual-type sessions have been 
planned for Tuesday, May 25, Flem- 
ing said, with the mechanical ses- | 
sion devoting its time to shop sub- | 
jects and the business session deal- | 
ing with management problems. 

Subjects of particular interest to 
franchised dealers -are: “Small En- 
gine Rebuilding” by Mark Gredell, 
Briggs & Stratton Corp.; “Manage- | 
ments Responsibility to Shop” by 
F. C. Bradley jr., Connecticut Bear- 
ings Inc.; “Sleeving International 
Engines” by H. B. Eldridge, Uni- 
versal Parts & Service; “Automatic 
Transmissions, Service & Rebuild- 
ing” by David T. Sicklesteel, Borg- 
Warner Corp.; “Should I Go Into 
Diesel Engine Rebuilding?” a panel 
discussion, and “Car Manufacturers 
Parts Competition” by Harold Half- | 
penny, Halfpenny & Hahn. | 


Reo Truck Leasing 


Expands Business 


| 

LANSING.—Reo Truck Leasing, | 
a subsidiary of Reo Motors, has an- | 
nounced the purchase of the San 
Francisco trucks and truck leases 
of Trans-Lease Corp. and Truck- 
Lease Corp. according to Eldridge 

Reese, vice-president of Reo 
Truck Leasing. 

Reo also has taken over the 
downtown truck service facilities 
of Trans-Lease Corp. in San Fran- 
cisco to headquarter Reo leasing 
in northern California. 


Heading Reo’s leasing activities 
in San Francisco is Wilson D. Bell, 
a veteran in the field. The com- 
pany will continue to maintain a 
branch office in Oakland, Calif. 





Lawsuits Affecting Dealers ... 


ecisions 


upon the representation that the 
car had been through the shop and 
was in perfect mechanical condi- 
tion; and that the evidence made 
a submissible issue of fraud on 


this representation.” 
* - ? 


Must Pay, Despite Fraud 
INSIDERABLE discussion has 
arisen from time to time over 

the legal question: “If a finance 
company holds negotiable notes of 
the purchaser of an automobile, 
can it collect the amount of such 
notes if the seller of the automo- 
bile defrauded him?” 


The answer is: The purchaser 


must pay the amount of the notes 
to the finance company unless the 
testimony indicates that the latter 
had knowledge of the fraud. 
The latest higher court de- 
cision on this point of law is 
Securities Corp. vs. Hansford, 
Pac. (2d) 178. Here are the 
facts of this new decision: The 
of an automobile gave 
to the automobile dealer negoti- 
able notes which were sold to a 
finance company. When the notes 
came due the purchaser refused 
payment on the grounds that he 
was defrauded by the automo- 
bile dealer. 

In subsequent litigation the lower 
court held that the purchaser must 
pay the amount of the notes to 
the finance company. The purchaser 
appealed to the higher court, alleg- 
ing that officials of the finance 
company had knowledge of the 
fraud before it purchased the notes. 


The higher court reversed the 





lower court’s verdict, saying that 
if future testimony showed that 
the officials of the finance com- 
pany had knowledge of the fraud, 
before it purchased the notes from 
the automobile dealer, the pur- 


chaser need not pay the notes. 
. * . 


Buyer Gets $2,600 as Car 
Proves Not Possessible 


Judgments totaling $2,600 were 
awarded a complainant against 
King’s Auto Sales, Springfield, IIl., 
and Theodore E. Loebach who had 
put the car up for sale at the lot. 

The complainant, Marion McCoy, 
sued after a bank had .repossessed 
a car which he had purchased from 
the firm. He alleged that he traded 
in the car he then owned and paid 


$651 in cash for the Loebach car, | 





Lane Addresses 
Conn. Body Group 


MILFORD, Conn.—Carl R. Lane, 
manager of the Connecticut Auto 
Trade Assn., spoke here at the open 
meeting of the Auto Body Assn. of 
Greater New Haven. 

More than 200 auto body rebuild- 
ers and wrecker operators from all 
sections of the state attended. 
Frank Hromadka, president of the 
body association, gave a short talk. 


Sales Aid Available 


WASHINGTON.—Suggestions on 
how smaller manufacturers can 
put sales-training programs into 
action are contained in a new 
booklet issued by the Small Busi- 
ness Administration. The booklet, 
“Sales Training for the Smaller 


but was unable to obtain title be-| Manufacturer,” is obtainable from 


cause the vehicle was subject to a 
bank loan. 


the U. S. Government Printing 
Office at 20 cents a copy. 





Participation in the 


LINCOLN-MERCURY MOBILE TRAINING 
| and SERVICE CLINIC PROGRAM 


Twenty-three trailer mounted Clayton Chassis Dynamometers are a part of the 
new Lincoln-Mercury Field Service Training Program. The Clayton 
Chassis Dynamomeier provides an indoor “road” from which 
speed, performance and horsepower are measured under load. 


DYNAMOMETER 


POWER 
PROVED 


The Clayton Manufacturing Company and its distributors are proud of the 
recognition and support being accorded by Lincoln-Mercury on their 
progressive Field Service Improvement Program. 
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Salesroom Grows Into Second Floor— 
Milwaukee Nash Co., Milwaukee, has opened a new showroom on the second 
floor which has space for the display of 14 cars—all 1954 models. The first-floor 
showroom accommodates four cars. 


Peterson Back in Fold 
Leonard Peterson, of Peterson; has had the Willys dealership in 
Supply, Smith Center, Kans., has|Smith Center. The earlier dealer- 
been named a Kaiser-Willys dealer.| ship was discontinued in 1951 be- 
a This is the second time Peterson| cause of the Korean War. 






Dealer 


William J. Heatley has been 
elected president of the Automo- 
tive Sales Managers Assn. of Buf- 
falo. He succeeds Norman Brisk. 

Other officers are: Vice - presi- 
dent, Donald Julius; secretary, 
George A. Farley, and treasurer, 
Willard B,. Uhiman, Directors 
elected were Edwin F, McPherson, 
Simon Lippert, Raymond Kirtland, 
William O, Hanwell and Brisk. 


* * * 


Hedican Buys from Bosses 

Erickson Bros. (Dodge-Plymouth), 
Virginia, Minn,, established by 
Warren and Irving Erickson 25 
years ago, has been purchased by 
Robert E. Hedican, manager of the 


firm for four years. 
* . * 


Reed Sells to Rice 


Fred C, Reed has sold North Side 
Auto (Chevrolet - Buick), Jerome, 
Id., to Leo Rice, Gooding, Id. Reed 
had owned and operated North Side 
for nearly 35 years. Reed also sold 
his Chevrolet dealership in Ana- 
conda, Mont., recently. Rice started 


Doings 





as a salesman for Reed 29 years 
ago. Since then Rice has acquired 
Hub Motor, Wendell; Rice Auto, 
Fairfield, and Leo Rice Motor, 
Gooding. Kenneth Rice will man- 
age the Jerome firm. 


Trevellyan Is Candidate 


For lowa Senate Seat 

Vernon B. Trevellyan, Daven- 
port (Ia.) auto dealer, is a 
Democratic candidate for State 
senator from Iowa’s 21st Sena- 
torial District. 

Trevellyan, president of Quali- 
ty Buick, Inc., is making his first 
entrance into politics. He is 
general chairman of the 1954 
Autorama of the Quad- City 
Automobile Dealers Assn. 


s * * 


Allen Managers Switched 


Raymond Fogarty, business man- 
ager of Don Allen Chevrolet Co., 
Pittsburgh, has been transferred to 
Don Allen Chevrolet in Miami, and 
Victor Hensel, of Don Allen’s New 








WELL EQUIPPED 


As another step in a long list of progressive moves 


toward the closest possible cooperation with its dealers, 


with Factory Designed, 


Tested and Approved Tools by MANZEL 





' Lincoln-Mercury now brings service training right to your shop. 


These new field training units, equipped with MANZEL 


time-saving Service Tools, will give your mechanics 


“on-the-spot” instruction in the most efficient servicing procedures. 


Precision manufacturers since 1898, MANZEL is proud 


to be associated with this new Lincoln-Mercury service program. 
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York dealership, has been made 
business manager in Pittsburgh, 
according to F. W. Schermerhorn, 
general manager. 

* * 


Dealerships in Carthage, Mo., 


Become Target of Robbers 


Auto dealers are gaining on 
drug stores as prospects for rob- 
bery in Carthage, Mo. 

Of the five robberies committed 
in Carthage in two weeks, three 
were in the auto category. 

In one case robbers battered a 
safe of Griffith Motor Co. but were 
unable to extract the contents. The 
next night thieves took $9 from a 
cash register of McGaughey Motor 
Co. 


* * s 


Wright Names Akre 
Larry Wright, of Larry Wright 
Motors (Studebaker), Monrovia, 
Calif., has announced the appoint- 
ment of Cliff Akre as used-car man- 
ager. 
* = e 


Berne (Ind.) Firm Changes 


Name ‘After 35 Years 


Harvey Riesen and Walter 
Schug, Berne (Ind.) Chrysler- 
Plymouth dealers, have changed 
the name of their firm from 
Main Street Filling Station to 
Riesen Schug Motors, Inc. 

The firm was started in 1919 by 
Riesen. Schug joined the business 
in 1923 when they took over a 
Nash dealership. 

* * 


Morgan Names Manager 
Carl L. Waggoner, formerly of 
Detroit, has been appointed general 
manager of Morgan Motor Co. 
(Packard), Pasadena, Calif., accord- 
ing to W. B. Morgan, president. 
+ * * 


Keller on Council 


Roy J. Keller, Idaho Falls (Id.) 
Studebaker dealer, has been named 
a@ member of the recently formed 


Studebaker western dealers council. 
* * * 


James-Hardebeck Deal 


Bellevue Motors, Bellevue, 
Wash., has been appointed a 
Mercury dealership. Partners in 
the firm are Jesse James and 
Henry Hardebeck. 

* * a7 


Partners End Relationship 


In Richmond Va. Deal 


Thomas Bourne has purchased the 
interest of J. F. Jones in Bourne- 
Jones Motor Co. (Hudson), Rich- 
mond, Va. The firm’s name will not 
be changed. 

Jones will continue in the used- 
car business. 

The partnership began in the 
1930s after Bourne hired Jones as a 
salesman for another Richmond 


ljealership. 
= oe 


Pope Moves Lot 


Ed Pope has moved his used-car 
lot from its downtown location to 
the main dealership at Ed Pope 
Pontiac Co. on Highway 90 East, 
Jennings, La. 


* * * 


Browns Spread Out 


After operating for several years 
as Oswego Motor Co. (Hudson), in 
Oswego, Kans., the partnership of 
George Brown and his son, 
Howard Brown, has been dis- 
solved. George will now operate 
Oswego Motor alone. Howard has 
set up a parts business in the 
Neher Bldg. on Commercial St. 

” * a 


Handy for Burglars 


Safe crackers who took an acety- 
lene torch from the garage on the 
first floor opened the safe in the 
Martin Auto Co. (Chevrolet-Buick), 
— Minn., and stole about 

100. 


= * o 
K-W for Patridge 
George H. Patridge, for 23 years 
in the auto business in Indian- 
apolis, has been named a Kaiser- 
Willys dealer, taking over Service 
Motor Sales at 1225 E. Washing- 
ton St. Farris Jones is service 


manager. 
* * 


5 Ark. Dealers Furnish | 


Trucks for Farm Agents 


A survey reveals that at least 
five Arkansas dealers are furnish- 
ing pickup trucks without charge 
to their county agricultural agents. 
It’s a type of public relations deal. 

The Agricultural Extension 

(Continued on Page 39, Col. 1) 
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(Continued from Page 38) 


Service has ruled that the major 
sign on such trucks shall be 
“County Agricultural Extension 
Agent Work.” The dealer is per- 
mitted to paint his firm name in 
small letters at the bottom of the 
door, 

All taxes and license fees are 
paid by the county agents, who 
agree to have the trucks serviced 
by the dealer, At stated intervals, 
the old trucks will be traded in 
for new ones. 

& 


Studebaker Contest Winner 
Acquires Own Dealership 


Murray Sussman, one of Stude- 
baker’s top salesmen in last fall’s 
Hit-It-Rich sales contest, has 
established a Studebaker dealer- 
ship in Brooklyn, N.Y. 

The firm will be known as Flat- 
bush Auto Sales. 


Demerly Nash Sates Hit 


By $165,000 Blaze 

Fire destroyed the brick build- 
ing occupied by Demerly’s Nash 
Sales & Service, West Lafayeite, 
Ind., with a loss estimated at $165,- 
000, 


The fire wrecked about a dozen 
new cars as well as several cars 
in for repairs. 

* * 


French Quits Smith 


Al French has resigned from A. 
B. Smith Chevrolet Co., Portland, 
Ore., after 21 years’ service to join 
Gregg-Owens Chevrolet Co. as used- 
car manager. ‘ 

* 


Johnson Switches 


Guy F. Johnson, operator of a 
Hudson dealership in Bingham- 
ton, N.Y., since 1935, has given 
up his business to take over a 
Cadillac - Pontiac dealership in 
Owego, N. Y. 

Binghamton properties of John- 
son include a showroom on Col- 
lier St. and a used-car lot on 
State St. The properties are up 
for sale or lease. 

* * * 


Freeman Turns to Buick 

Nash Freeman Corp., New York, 
has been appointed a Buick dealer- 
ship and has moved to a new loca- 
tion, 605 Ave. of the Americas, un- 
der the name Freeman Motors 
Corp. 


* * ® 


Sewell Sells L-M Dealership 


In Dallas to Simonds, Fait 


Sewell Motor Co., a Lincoln-Mer- 
cury dealership in Dallas for 14 
years, has been sold to W. A. 
Simonds and N. E. Fait, Long 
Beach, Calif. The firm now is 
known as City Linclon-Mercury. 

The purchasers are veteran L-M 
dealers, operating several such out- 
lets in the west. 

The Dallas dealership will be 


roo ee a mene am ge 





Donate Engine— 


Frank Sherman (left), and Victor Martin 
(right), owner of S & M Motors (Dodge- 
Plymouth), San Francisco, have donated 
a Red Ram V-8 engine to the industrial 
arts class of Continuation High School. 
Kneeling in front are the instructor and 
two students. 








managed by M. F. Salta, who for 
four years has been connected with 
Harbor Lincoln-Mercury Co., Long 
Beach, operated by Simonds and 
Fait. 

Simonds is president of City 
Lincoln-Mercury and Fait is vice- 
president. 


* * 
Luceri Gets Studebaker 
Luceri Motor Sales has been ap- 
pointed a Studebaker dealership in 
North Reading, Mass. Nicholas Lu- 
ceri is owner. 
* 


* 


Kirschmeyer Purchases 


Crosby’s Buffalo Deal 


Edward G. Kirschmeyer has 
purchased J. C. Crosby Co. (Lin- 
coln-Mercury), Buffalo, and has 
changed the firm’s name to 
Kirschmeyer Motors. 

The new owner had been vice- 
president and general manager 
since 1949. He joined Crosby 19 


years ago. James C. Crosby has re-| jahn, president treasurer, formerly 


tired after 40 years in the auto| operated a general garage. 
* ? 


business. 

Kirschmeyer will serve as presi- 
dent. Assisting him will be Ray- 
mond E. Kirtland, vice-president, 
and Robert G. Spencer, secretary- 


treasurer. 
» am 


Endicott C of C Dealer Unit 


Reelects Fundis President 

Claude W. Fundis has been re- 
elected chairman of the Auto 
Dealers Council of the Greater 
Endicott (N. Y.) Chamber of 
Commerce. 

Also reelected was Secretary- 
Treasurer Ralph E. Swindler. 
Glen E. Watrous succeeds Car- 
roll Clark as vice-chairman of 
the group. 


Northway Franchised 
Northway Motors has received a 
Studebaker franchise for Duluth, 
Minn. Willis A. Hutchinson is owner 
and operator of the firm. 
* - 


Trojahn Acquires Deal 


Studebaker has appointed Air- 
Ride Automobiles, Inc., as dealer- 
ship in Wyckoff, N. J. Carl W. Tro- 


Ranz Adds GM Franchises 


Ed Ranz Nash Motor (Co., 
Chanute, Kans., has been fran- 
chised to sell Cadillacs and Olds- 
mobiles, succeeding Miller Motor 
Co. Ranz has expanded his sales 
and mechanical staff to employ 
a@ portion of Miller workers. 

+ * * 


Fowler (Ind.) Dealership 


Hit by $70,000 Blaze 
A fire that gutted the building 
of Waibel Sales & Service, Fow- 
ler, Ind., caused damage esti- 
mated at $70,000 to $75,000. 
Two new Buicks, eight used 
cars, two trucks and $15,000 
worth of tires were lost. An 
ironic note is that one of the 1954 
Buicks was to have been de- 
livered that day, after being sold 
the previous day. 
* * * 


Porter, Dallas, Resigns 


From Chevrolet Contract 
Porter Chevrolet Co., Dallas, has 
resigned its Chevrolet dealership 
contract and its operation has been 
taken over by L. A. Parrish, former 
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Chevrolet dealer at Lone Oak, Tex. 
The company now is known as 
Parrish Chevrolet Co. 


John W. Porter said he intends 
to remain in the automobile 
business, but did not reveal his 
plans. 

* 2 


Beard to Sell Studebaker 


Paul V. Beard, of Peoria, Ill., has 
been granted a Studebaker fran- 
chise. He will do business as Beard 


Motor Co. 
* * s 


Hopkins Gets Studebaker 
Studebaker has appointed Hop- 
kins Motor Sales as dealer in Peoria 
Heights, Ill. L. M. Hopkins is owner 
of the firm, 
* * * 


Credit Post to Gensle 
Frank Gensle, credit manager of 
Summers Herrmann Co, (Ford), 
has been elected first vice-president 
of the Credit Bureau of Louisville. 


Crosby to Kirchmeyer 


J. C. Crosby Co., Inc. (Lincoln- 
Mercury), Buffalo, has been pur- 
chased by Edward G. yer 
and will be operated as Kirchmeyer 

(Continued on Page 54, Col. 3) 








you go... 


wheels 


Kelsey-Hayes 


You probably see or ride on wheels every day that 
were made by Kelsey-Hayes. This statement could 
have been made at any time during the last 45 years. 
Starting with wheels for carriages, down to the smartly 
styled, expertly engineered wheels you see everywhere 
today, Kelsey-Hayes has earned continual leadership 


through constant improvements in wheel performance. 


Wherever 


by 


Thus, the term ‘“‘Wheels by Kelsey-Hayes” has 


come to mean wheels of the highest quality. 


Kelsey-Hayes Wheel Co., Detroit 32, Mich. 


KELSEY@ 


Wheels, Brakes, Hubs, Brake Drums, Special Parts for all Industry ° 


McKeesport, Pa. . . Windsor, Ont., Canada ... 


) 





World’s Largest Producer of Automotive Wheels 


. « « Los Angeles . 


HAYE 









9 Plants — Detroit and Jackson, Mich. . .. 
Davenport, la. (French & Hecht Implement Div.) 
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A Message from 


Nov, the merger of the Hudson Motor Car Company and the 
Nash-Kelvinator Corporation has become an accomplished fact. 


This news is of special significance to all who 
today sell Hudson and Nash automobiles, Kel- 
vinator and Leonard appliances—and who will 
sell them in the future. 


In a broader sense, we believe it is significant 
news to our entire industry. 


For the consolidation of these four respected 
names creates a new and powerful force in 
American industry . .. AMERICAN Morors, with 
assets of $350,000,000 and with aggregate yearly 
sales of $700,000,000. 


As Divisions of AMERICAN Morors, each bene- 
fits by the greater strength of all, in financial 
resources, in facilities, in dealer organizations, and 
above all in the zmaginative research that will build 
even greater engineering leadership for these time 
honored names. 


Moreover, AMERICAN Motors provides a net- 
work of plants for most efficient production — 
with its own complete appliance manufacturing 
facilities, automobile body plants, foundries, forge 
shops ... with its own engine, transmission and 
axle facilities— including its own plastic plant. 
These resources mean greater economies and finer 
products for the American public. 


Likewise, AMERICAN Morors has plants in many 
foreign countries, contributing to world trade and 
the strength of the international economy. 


Above all, AMEricaN Morors is pledged to con- 
tinue leadership in value —in the fresh, new 
engineering concepts that set today’s pattern of 
progress. 

Hudson and Nash are great pioneers, 
great innovators in the Automotive 


Industry. 


@ Hudson and Nash are the world’s largest 
makers of unitized construction automobiles 


— the stronger, safer, better way to build a 
motor car — the one method recognized by 


domestic and foreign car builders alike as the 
most advanced of all body construction. 


@ Hudson and Nash are responsible for today’s 
trend toward compact cars to meet current 
driving needs— with the Jet and the Rambler. 


You see striking evidence of Hudson and Nash 
advanced automotive concepts in every car that 
bears their names. 


At Hudson dealers are cars that lead all others 
in stock-car performance . . . the Hudson Hornet 
and its running mate, the Wasp. And the Hudson 
Jet—an outstanding compact car at an economy 
price. 


At Nash dealers you will see the automobiles 
that set the pace for continental styling and 
ahead-of-the-time comfort and safety features— 
Ambassador, Statesman, Rambler. Here you will 
see America’s lowest price sedan, station wagon, 
hard- and soft-top convertibles. And here you can 
find completely air conditioned cars at hundreds 
of dollars less than others so equipped. At Nash 
dealers, too, is the Metropolitan —a totally new 
and different kind of automobile. 


And in the American home, the names 


of Kelvinator, Leonard and ABC have 


pioneered a new way of living. 


Today, at leading appliance dealers you will 
find Kelvinator, Leonard and ABC products that 
lead in value. Kelvinator: refrigerators, electric 
ranges, home freezers, washers, dryers, ironers, 
room coolers, water heaters, garbage disposers, 
kitchen cabinets, ice cream cabinets and com- 
mercial refrigeration products. Leonard: refrig- 
erators, electric ranges, home freezers. ABC: 
washers, dryers, ironers. 
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To Nash, Hudson, Kelvinator, 
Leonard and ABC Owners and 
Dealers—Present—and Future 


You, more than anyone else, are entitled to know 
these facts— 


The priceless identity of Nash, Hudson, Kel- 
vinator and I.eonard products will be preserved — 
as well as the sound policies behind them. 


Hudson dealers will continue to sell and service 
Hudson automobiles. Nash dealers will continue 
to sell and service Nash automobiles. Kelvinator 
and Leonard dealers will continue to sell and 
service Kelvinator and Leonard products. 


And this announcement of AMERICAN Morors 
adds new value to every Hudson and Nash car on 
the road today —to every Kelvinator, Leonard and 
ABC appliance in the home. 


(Pp 
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A Promise for the Future 


We pledge we will continue to improve our record 
of leadership at AMERICAN Morors. For we believe 
that our industries are still young . . . that the 
problems of motorizing the world are far from 
final solution . . . that new horizons for better 
living through electrical home appliances lie 
ahead ...and that to reach our goal we must, of 
necessity, out-think, out-engineer and out-value 
our Competitors. 


This, then, is the driving force behind the 
merger of Hudson and Nash-Kelvinator. You will 
see it reflected in our plants, in our engineering 
and in the products that bear our honored names. 


G. W. MASON 
President and Chairman of the Board 
AMERICAN MOTORS CORPORATION 
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Eastern L-M Service Group Meets— ~- 


Members of the Lincoln-Mercury eastern region Service Managers Council get 
together in New York for their annual meeting to discuss sales promotion, merchan- 
dising, dealer relationships, general service policies and field training. Seated around 
the table (from left) are J. W. Smith, Boston; Frank Gorski, Lawrence, Mass.; V. de 
Rickard, Schenectady, N.Y.; J. G. Lewis, Lincoln-Mercury eastern regional sales man- 
ager; Kenneth Kiefer, administrative department of the eastern regional office; T. N. 
McPowell, eastern regional sales promotion manager; Ross Jones, Hagerstown, Md.; 
Thomas Newby, Arlington, Va.; Irving Fitting, Lebanon, Pa., and Walter Grisel, Cam- 
den, N. J. Standing: M. H. Hayward, eastern regional administrative manager; M. E. 
Anders, Washington district service manager, and Ernest Quinn, Newark, N. J. 





is understood that even the Han- 
nah branch of the YMCA in De- 
troit has instituted such a course. 
This course is to run ten weeks and 
members of the YMCA can take it 
for a $10 fee, while non-members 
will be charged $13. . 


Merit in Effort 

ERB HOWARTH, of the Ale- 

mite division, Stewart Warner 
Corp., ran into this instruction for 
lady car owners in its infancy in 
Cleveland and thought so well of it 
that he took the idea into Chicago. 
Now the Alemite division is about 
ready with plan outlines and other 
information that will be instructive 
for any dealer who wishes to get 
into the “lady training” game. 

Your Backshop conning tower 
conductor can see a great deal of 
merit in this effort. It not only 
will help the girls know their 
cars better, make them more car 
conscious when they buy either 
new or used, will certainly steer 
them to dealer service stations, 


(Continued from Page 35) 
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if the dealer does a good unself- 


public relations dealers, as a 
body, have had directed at them 
during the past decade. 

Alemite has gotten out three 
booklets of aid to dealers who can 
see the advantages of putting on a 
ladies’ instruction class in their 
own dealership. One of these is a 
large presentation of “Gas, Gaskets 
and Glamour” for the instruction 
of Alemite dealers across the coun- 
try; the second, “There’s a Woman 
in Your Future,” is directed at the 
car dealer, while the third is the 
 Aataate outline book I just spoke 
of. 

This “schoolbook” not only tells 
the dealer how to set up his 
school and get it started; it also 
has an outline for each day of 
the course, together with sug- 
gestions for letters and other 
promotion. 

Alemite has even gone so far as 


The Greatest Sales Help 
at Your Command 


NEW YORK 





CHICAGO | 


PHILADELPHIA R. L. POLK & CO. 


CLEVELAND 
ST. LOUIS | 


CINCINNATI 











431 Howard Street ¢ Detroit 31, Michigan 


| In the automobile business, the very basis of sales 
management is the Polk official car owners registration list. 


Sales managers who know from old-time experience how to 
| get profitable sales volume in a buyer’s market are again 
emphasizing intelligent and persistent use of the registration 
list as the foundation of their sales training activities. 


More than at any other time since you have had post-war 
cars to sell, it is important to keep your car owners registration 


list up to date. It is the greatest sales help at your command. 


DIRECT MAIL ADVERTISING PUBLISHERS 


to employ a Miss DeCoverly to be 
their “Betty Crocker in Overalls” 
for the spearheading of their par- 
ticipation in the new approach to 
the women owners. 


* + = 
Oil Movie 


—— I attended a running 
of a new oil movie, based on 
the new Special oil being put out 
by Socony-Vacuum, The movie 
shows all of the problems that con- 
front the engineers and servicemen 
on the new high output engines and 
shows what the oil refiners have 
had to do in developing oils that 
will meet the new stresses and 
work put on them in these engines. 
Every service manager should see 
it. 

I liked Socony’s approach to the 
selling of this new oil. They aren’t 
telling the world, like one local oil 
company, that their new oil and 
gasoline will give the owners car a 
tuneup after he has used two tank 
fulls of their gasoline and put in 
their oil. 

Socony claims that their new 
oil is a great improvement over 
their standard product for the 
high output type of modern en- 
gine, and that it will work as well 
or better than any other com- 
petitive oil under the same con- 
ditions. 

However, they did tell me one 
thing that is a little surprising. 
They say that at least one of their 
major filling station outlets is sell- 
ing more of this premium oil, which 
costs 50 percent more at retail, than 
they are of the comparable regular 
oil. Owners of older cars and cars 
that are not up against the prob- 
lems of the high compression en- 
gines are buying it, feeling no 
doubt that if it will do a job in the 
modern engine it should do a better 
job in the low compression job. 

+ * s 


Eleven Owners 


EORGE KOETHER, of Look 

magazine, writes the intimate 
life of a car that has had 11 owners, 
all members of five different fam- 
ilies, was bought and sold 24 times 
during its 63,000 miles of life and 
is still rolling along. 

Six dealers have had a hand in 
the transitory life of this wander- 
ing jalopy. The story is in the 
issue out today. 





Record Turnout 
Attends Boston 
Jobber Jamboree 


BOSTON. — A record crowd of 
5,500 trades people attended the 
Jobber-Dealer Jamboree in which 
29 Boston-area jobbers participated 
at the Mechanics Bldg. here. 

Louis Blumenthal, general chair- 
man of the Jamboree, said the 
meeting featured a new “Care Will 
Save Your Car” presentation by R. 
E. Conley, advertising manager of 
R. M. Hollingshead Corp., Camden, 
N. J. 

Other highlights included a floor 
show, door prizes and refreshments. 

Participating were: 

Automotive Distributors, Inc.; 
Auto Save Yard; Bearing Specialty 
Co.; Belgrade Motor Supply; Bos- 
ton Clutch Works; Brighton Auto- 
motive Corp.; Capital Auto Parts; 
Columbia Auto Parts Co.; Estes 
Auto Supply; Everette Avenue Auto 
Parts; Franklin Auto Supply; Ga- 
rage & Auto Supply Co.; Greenlaw 
Motor Parts Co.; Holzman Tire & 
Auto Parts Co.; Eastern Auto Parts 
Co. 


Hunt - Marquardt, Inc.; Malden 
Motor Parts Co.; Modern Auto 
Parts Co.; Motor Supply, Inc.; New- 
ton Automotive Supply, Inc.; North- 
eastern Auto Parts Co.; Norwood 
Motor Parts Co.; Rusco Products; 
Salem Motor Parts; Standard Auto 
Gear Co.; Superior Electric Co.; 
Waldron Auto Parts, and Jack 
Young Co. 





Myers Purchases Control 


Of Cloyes Gear Works 


CLEVELAND.—Harry D. Myers, 
Cleveland, has purchased a control- 
ling interest in Cloyes Gear Works, 
Inc., manufacturer of automotive 
and industrial gears and sprockets. 

Myers, who is now president and 
treasurer of the firm, formerly was 
president and general manager of 
Standard Products Co. He also has 
served as vice-president of Harry 
Ferguson, Inc., and director of pur- 
chases for Thompson Products. 
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Auto Makers Give More Tips to Dealers... . 


U.C. Reconditioning Stressed 


(Continued from Page 35) 

the key decision is made when the 
tradein arrives on the lot. A prompt 
decision on what is to be done with 
the tradein may be the difference 
between a profitable or unprofitable 
operation. 

There are three decisions that 
a dealer can make on the car. 
First, if it is a junker, it should 
be kent off the road. Second, it 
may be a fair unit, but bought in 
such a way that the additional 
cost of conditioning will make it 
too expensive on the current 
market. 

Third, the car may be good 
enough to recondition and sell from 
the lot under a guarantee plan. 

This is the decision: where the 
profitable operation of the dealer 
used-car lot is determined, provid- 
ing the lot is well located, and the 
sales force is adequate and active. 

» * . 


HE better used-car operators 

report that the used-car sales 
force should work toward turning 
over the lot every 10 days. Many 
dealers have instituted programs 
with the salesmen so that sales 
commissions are reduced after the 


Basic Materials 
To Be Compared 


At Conference 


CHICAGO.—The Basic Materials 
Conference, to be held here May 
17-20, will be devoted to a com- 
parison of the properties and 
characteristics of materials in re- 
lationship to each other. 

The conference will be held con- 
currently with the Basic Materials 
Exposition, the product de- 
velopment show, at the Inter- 
national Amphitheatre. 

“The purpose of the conference 
will be to acquaint executives with 
the relative advantages of using a} 
particular material instead of an- 
other,” said Saul Poliak, president 
of Clapp & Poliak, Inc., producers 
of the conference. “We shall not at- 
tempt to conduct a session which 
explores all the properties of a/| 
particular material. That is being | 
done by many meetings in vertical | 
fields. 

“However, a manufacturer who is | 
undecided about the use of plastics, | 
or wood, or steel, or rubber, or’ 
light metal for next year’s model | 
should find his answer either in| 
the conference sessions or on the) 
exhibit floor. The approach will be | 
functional and comparative to 
permit the broadest possible base | 
for a decision,” Poliak said. 

T. C. DuMond, editor, Materials | 
& Methods, will be general chair- | 
man‘of the conference, Serving on | 
an advisory committee will be a/| 
group of 18 scientists, researchers | 
and design engineers. 





Long Run 
Materials-Handling Caravan 


In Second Year 


PHILADELPHIA. — The “Yale 
Road Show,” traveling materials- 
handling exhibition, has hit the 
trail on the second year of its two- 
year schedule with an itinerary 
which will take it through the west 
and into Canada. 


Produced by the Yale materials- 
handling division of Yale & Towne 
Mfg. Co., Philadelphia, the caravan 
dramatized materials-handling 
methods and equipment to 48,000 
persons in its first year. It traveled 
25,000 miles, visiting 30 states. 


According to Elmer F. Twyman, 
vice-president of Yale & Towne, 
there has been increased sales 
activity in every area visited by 
the show. 


In all parts of the country, he 
said, show personnel report a 
marked interest in special at- 
tachments — a trend whenever 
possible away from palletizing 
loads, although the fork remains 
the basic attachment on industrial 
trucks. 


Ned Jordan—famous for the Jordan car, 
and the classic copy that advertised it— 
gives you an inspiring look at the world 
each week in Automotive News. 





unit has been on the lot 10 days. It 
is pointed out that salesmen are in 
some sense responsible for con- 
tinued “boarding costs” of used 
cars on the lot. 

If, however, the car is over- 


Canadian Imports 
Run Below 53 


OTTAWA.—There was a decline 
in imports of cars, trucks and parts 
into Canada during the first two 
months of 1954, the Canadian Gov- 
ernment reports. 

Imports of cars and trucks 
dropped to $9,671,000 in this period 
against $11,061,000 in 1953, and parts 
declined to $36,682,000 from $37,- 
346,000. 

Imports of cars and trucks in 
February rose to $5,527,000 against 
$4,144,000 in January but were be- 
low the $5,596,000 in February last 
year. Auto parts rose to $19,063,000 
in February against $17,619,000 in 
January and $18,878,000 in Febru- 
ary last year. 


BEST 





priced, or is not selling for some 
other reason, alert dealers should 
quickly make the necessary ad- 
justments to move the car. 

Some dealers are making verbal, 
or “50-50” guarantee plans on “as 
is” units. Generally, this is a share- 
the-cost-of-repair agreement with 
the customer over short periods of 
time. If a dealer becomes over- 
burdened with slightly rough units 
on his lot, this is seen as an effec- 
tive way of moving them out. 

* * * ° 

.— junker, classed as an unsafe, 

unwanted piece of merchandise, 
should be appraised as such before 
the car is received and promptly 
junked. The survey found that 
there is no profit for dealers, un- 
der present market conditions, in 





disers of used cars, In all too 


many cases, it was pointed out, 
the newer dealers must begin 
now to establish this reputation 
in his community. 

Reputation, according to the fac- 
tories, is one of the best answers 


fixing up junkers and selling them | to the haggling buyer who is look- 


on “economy lots.” 
One of the concerns of the fac- 
tories is building up dealer repu- 
tations as dependable merchan- 


all ‘nound 





PROTECTION 





Freel 


“GUIDE TO THE WEATHER” 


Folder tells how to forecast 
weather. Write for a copy. 


WOLF’S HEAD OIL REFINING CO., INC. 


OIL CITY, PA. 
New York Office: Glendale 27, W. Y. 


Wotr’s Heap Motor Oil gives modern 
cars the same all ’round protection that 
armor gave ancient knights. 


You can sell no better engine protection 
than the superior lubricating qualities of 
Wotr’s Heap Motor Oil—100% Pure 
Pennsylvania. Here is nature’s best crude 
oil, refined 3 steps further. It can’t break 
down or burn away! WoLF’s HEapD stays 
rich and tough every mile between 


ing for a special deal. 
* + . 


NUMBER of new materials 
have been placed on the market 
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to do an economical job of appear- 
ance cleaning on almost any part 
of a car. New sprays are available 
to clean up interior door panels, 
special materials and processes of 
cleaning the headlining and uphol- 
stery, and flock and other materials 
which can be sprayed inside the 
trunk to freshen and clean the in- 
terior. 


A dealer should pay atiention 
to small details if he wants to 
turn over a car quickly. The floor 
mats can be washed, painted or 

; clutch and brake pedals 
should have new pads; chrome 
should be cleaned and bright; the 
body should be cleaned, waxed 
and retouched where paint is 
scratched or chipped; engine 
should be tuned; chassis and en- 
gine should be greased and oil 
changed; seat covers should be 
installed if the upholstery is torn 
or too badly stained, and interior 
cleaned and touched up where 
excessive wear is apparent, 

The survey found that properly 
reconditioned cars are in demand. 
Even with a used car, it was point- 
ed out, the dealer must give the 
new owner a car which he will be 
proud to own. A successful sale to 
an owner will bring him back to 
the lot to buy again. 





FINEST OF THE FINE 
SINCE 1879 





changes . . . protects fully against engine 
wear, heat, and friction. 


And Wo tr’s HEap is scientifically forti- 


acids. 


of service! 


fied. It cleans as it lubricates—protects 
against sludge, rusting, and corrosive 


Sell all ’round protection with WoLr’s 
Heap, the Motor Oil that meets the re- 
quirements of all makes of cars in all types 


WOLF’S HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania 
Scientifically Fortified 


Gp 


Member, Penna. Grade 
Crude Oil Association 








National Bushing Joins Monroe Family— 
J. E. Bickel (center), merchandising director of Monroe Auto Equipment Co., Monroe, 

Mich., welcomes Aimee Pouliot, president of National Bushing & Parts Co., Minneapolis, 

into the family of Monroe warehouse distributors. Looking on is Fred Comme, National 


Bushing sales manager. 
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Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 





Genuine parts 


F/NE 


end 


7 OOLS 


Topnotch mechanics know that. And that’s 
why they come to you for genuine parts... 
why they'll buy tools from you—if you sell 


are the key 


to good work! 


quality tools. 


Don’t let this profitable business go else- 
where! For less than $200 you can have a com- 
plete Bonney Tool Department. The eye- 
catching, self-service Bonney “merry-go-round” 
puts another salesman at your counter—in a 
minimum space... at no added sales expense. 
Only the most popular, fastest-selling tools are 


included to assure high turnover. 


Bonney tools are quality tools—mechanics 
call them America’s finest. And the Bonney 
‘‘merry-go-round”’ reminds them that your 
counter is the place to buy the tools they need. 





Write for complete information today. 


BONNEY FORGE & TOOL WORKS ... ALLENTOWN ... PENNSYLVANIA 


a 





C. B. Holst has been named man- 
ager of the newly formed engineer- 
ing administration department of 
the tractor and implement division | 
of Ford Motor Co., Dale Roeder, | 
chief engineer, announced. 

Holst joined Ford in 1946 as a| 
senior buyer on the central pur- 
chasing staff. In 1948, he was 
named manager of the purchasing 
administration department, manu- 
faeturing staff, and in April, 1952, 
he became Manager of the model} 
change systems department. 

* * 





American Bosch Elects 


Hess Board Chairman 


Donald P. Hess, president of | 
American Bosch Corp. has been! 
named chairman of the board, the | 
company announced. Joseph E. 
Rider, retiring chairman of the| 
board of both American Bosch and 
its wholly owned subsidiary, Arma 
Corp., will continue as a member of 
the board of both corporations. 

Charles W. Perelle has been elect- 


Here’s a source of 


to pass up... 


business that someone else is 





ed president of American Bosch, 
succeeding Hess, and president of 
Arma, succeeding Kenneth H. Roc- 
key, who is retiring. 


Somerlad Leaves Thompson 


After 24 years of Service 


Concluding a 24-year sales career | 
with Thompson Products, Inc., 
Cleveland, Phil L. Somerlad has re- 
tired as division manager of domes- 
tic sales. 

Thompson intends to give full 
time to his Motive Parts Co., Day- 
tona Beach, Fla. He is credited 
with originating slide films for 
education of jobber salesmen. 

* * * 


* * 


Mitchell Succeeds O’Leary 


As GM Styling Director 
Harley J. Earl, General Motors 
styling vice-president, has an- 
nounced the appointment of Wil- 
liam L. Mitchell as director of 
the GM styling section, succeed- 
ing Howard E. O’Leary, who is 


| 






additional 





tool sales you can’t afford 


Your own mechanics should be buying their 
tools from you. Sell them Bonney tools and 
profit at least two ways: (1) You'll reduce costly 
interruptions of work; (2) you’ll make a profit 
on tool purchases by your own employees— 


getting now. 





| announced by Roy 
| president. 


| vice - president of 


leaving the company after 33 
years service to open a Cadillac- 
Pontiac dealership in Detroit. 

Mitchell joined General Motors 
styling section as a designer in 
1985. Two years later, he was 
placed in charge of the Cadillac 
design studio. In 1958, he was 
named assistant director of the 
styling section. 

O'Leary joined the Fisher Body 
division of GM in 1921, remaining 
until 1928, when he was named 
executive assistant to Earl. He 
was named director of the sec- 
tion in 1949. 


* = * 


American Metal Products 


Names Yount a Director 


E. Wright Yount, sales vice-pres- 
ident of American Metal Products 
Co., Detroit, was elected a director 
of the firm at the 
stockholders’ 
meeting. 

All officers were 
reelected to an- 
other term. The 
new board of di- 
rectors, besides 
Yount, consists of 
the following: 

Frederick C. 
Matthaei, Douglas 
i F. Roby, Dean S. 

E.W. Yount Edmonds, Andrew 
M. Mras, Norbert A. McKenna, 
Floyd S. Laurie, R. Jamison Wil- 
liams, Frederick C. Matthaei jr., 
John D. Judge, and Kent Chandler. 

Matthaei is chairman of the 
board, while Roby also serves as 
president. 





* * * 


AP Parts Names Kirschner 


To Sub for Ailing Steele 


Robert C. Kirschner is handling 
Michigan area sales for AP Parts 
Corp. during the _recuperation of 
Samuel E. Steele, AP’s Michigan 
area sales manager, O. A. Roeger, 
sales manager announced. Steele 
will resume his managerial duties 
pending his recovery from injuries 
received in an automobile - train 
collision. 

With AP since 1950, and assistant 
to Steele for the past few years, 
Kirschner has worked in the Mich- 
igan area. Prior to joining the AP 
sales force, he served as vice-pres- 


|ident of Marlatt Lumber Co., To- 
ledo. 


* * «& 


Borg-Warner Names Allen 
Head of Pesco Division 


Appointment of Robert G. Allen 
as president and general manager 
of the Pesco Products Division of 
Borg - Warner 
Corp. has been 


C. Ingersoll, B-W 
Allen, formerly 


Great Lakes Car- 
bon Corp., suc- 
ceeds Robert J. 
Minshall, who has 
been named chair- 
man of the super- 
visory board and 
director of research and develop- 
ment for the division. 

Allen served as a Congressman 
from Pennsylvania in 1937-40, and 
also was president of Duff Norton 
Mfg. Co., Pittsburgh. 

+ * * 





R. G. Allen 


Mich. Trucking Association 


Names Shilson, Johnston 

The Michigan Trucking Assn. 
has named G. T. Shilson as man- 
aging director, and William W. 
Johnston, general manager. 

The appointments were an- 
nounced by MTA’s president, 
Cornelius Bylenga jr., following 
resignation of Earl F. Winters, 
Algonac, who had been managing 
director for 17 months. 

* * + 


Gould-National Ups Bost 


Appointment of Ralph I. Bost as 
chief engineer of the Autostarting 
division of Gould-National Bat- 
teries, Inc., St. Paul, has been an- 
nounced by Albert H. Daggett, 
president. Bost joined Gould-Na- 
tional in 1953 as special engineer. 

os . os 


Inland Steel Shuffle Gives 


Peters Top Finance Post 


Inland Steel Co. has announced 
a reorganization of its finance de- 
partment under the general super- 
vision of Russell L. Peters, formerly 


| vice-president and treasurer, who 


‘Continued on Page 45, Col. 1) 
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(Continued from Page 44) 


has now been elected financial vice- | 
president and chairman of the 
finance committee of the board of 
directors. 

William H. Lowe, formerly assist- 
ant treasurer, was named treasurer 
to head one division, and Oswald 
R. Egan has been elected to the 
new post of comptroller. Egan for- 
merly was treasurer of Inland Steel 
Products Co., a subsidiary, with 


headquarters in Milwaukee. 
ca *~ * 


Cadillac Shifts Palmer 

Merle Palmer has been named a 
wholesale parts salesman for Cadil- 
lac’s San Francisco metropolitan 
area, M. S. Lester, general manager 
of the San Francisco Branch, an- 
nounced. Palmer formerly was | 
manager of Cadillac’s Stonestown | 
branch. ‘ | 

co * 


Warner Gear President 





Elected to B-W Board 


E. S. Rus: i .| continues as a director. Kew, as a) 
a i ene san ae vice-president, also will direct re- 


eral manager of Warner Gear divi- 
sion, has been elected to the board | 
of directors of Borg-Warner. He | 
succeeds J. Lester Dryden, who has | 
retired after serving as a member | 
of the board since 1929. 

Russey joined Warner Gear in 
1925 as a clerk in the sales depart- 
ment. He was appointed to the 
presidency in 1952. 

* * * 


McCabe Switches Jobs - | 


Francis J. McCabe, 45, retired | 
chief of the Maine State Police, has 
joined the field staff of the traffic 
division of the International Assn. | 
of Chiefs of Police, Evanston, IIl. 

* * + 


Rice Brothers to Handle 


Master Parts Products 


C. H. Remmel, sales manager of | 
Master Parts division, Airtex Prod- 
ucts, Inc., Fairfield, Ill, has an- 
nounced the appointment of Rice 
Brothers, 351 N. W. Twelfth Ave., 
Portland, Ore., as representative 
for the Master Parts line in Ore- 
gon, Washington, and western) 
Idaho. 





x * * 


Karstens Appointed | 
Appointment of Wiiliam S. Kars- 
tens as national traffic manager 
has been announced by Cappel, 
MacDonald & Co., Dayton, O. Prior 
to joining the firm, Karstens served 
with Montggmery Ward & Co. for 
12 years. : 


+ * x 
Garthwaite Reelected | 

A. A. Garthwaite, president of | 
Lee Rubber & Tire Corp., has been | 
reelected a member of the National | 
Industrial Conference Board for a 


term of one year. Garthwaite has 
been an the board since 1942. 
* * * 


Hall Gets Appointment 
William T. Hall has been ap- 
pointed district manager of the} 
Universal C.I.T. Credit Corp.'s office 
in Rutland, Vt. Hall has been with 
his company since 1952. 
* + * 


Corp. He started with Dodge 
Bros. in 1921 in the planning sec- 
tion of the purchasing depart- 
ment, where for the next eight 
years he served as expediter on 
production and mechanical prob- 
lems. 

Shortly after Chrysler pur- 
chased Dodge in 1928, Beckley 
was appointed staff assistant to 
A. P. Haschall, then the general 
purchasing agent for the Cor- 
poration. He was appointed divi- 
sional purchasing agent in May, 
945. 


+ * # 


Ford of Canada Promotes 


Dewar to Finance Post 


Ford Motor Co. of Canada, Ltd., 
has announced the election of 
Gordon G. Dewar as finance vice- 
president and treasurer. 


Gregory G. Kew, whom he suc- 






search and planning on top-policy 


assignments. 
* * * 


Sauer Joins Champion 
Appointment of William T. Sauer 
as assistant export manager of 


Champion Spark Plug Co. has been 
announced by James R. Lewis jr., 


vice-president. He succeeds the late | 


E. C. Badger jr. Sauer moved to 


Supply Co. 
* * * 
Chrysler Names Davison 


Appointment of E. D. Davison as 
factory auditor for Chrysler Corp.'s 
automotive body division has been 


general manager of the division. 
Davison began his automotive ca- 
reer with Briggs Mfg. Co. in 1927. 


Johnson to Take Charge 
Of Reo’s Lansing Branch 


Appointment of Emil A. John- 
son as Reo’s Lansing (Mich.) 





branch manager has been an- | 
nounced by A. L. Struble, truck | 


'ceeds as finance vice -president,| %#es vice-president. 


Johnson, who had served as 
sales manager of the Lansing 


Champion after 21 years with Atlas 


announced by John E, Brennan, | ' 
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branch since February, 1953, will 
supervise all sales and service 
operations for Reo trucks, school 
buses and industrial and marine 
engines. He joined Reo in 1947. 
* + + 
Grizzly Appoints Kennedy 
| Chicago Division Head 
Ashley Kennedy jr. has been ap- 

| pointed Chicago division manager 
for Grizzly Mfg. Co., Paulding, O., 
maker of auto- 
motive and indus- 
trial brake lining. 

He will direct 
sales in the Chi- 
cago metropolitan 
area and northern 
Illinois from 
headquarters at 
1307 Rosalie St., 
Evanston, Ill. 

Kennedy is 

— FA widely known. to 
Ashley Kennedy sales and service 
| organizations throughout the in- 
dustry. 








* * * 


Thompson Gets Nod 


W. Harvey Thompson has been 
;named assistant to the executive 
| vice-president of H. K. Porter Co., 
Inc. 
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Ford Baseball Award— 


| Lou Brissie (left), commissioner of Amer- 
| ican Legion Junior Baseball League, holds 
|a state plaque which will be awarded 
| teams in all state finals this year by the 
| Ford division. Frank J. McGinnis, assist- 
ant general sales manager, points to 
1954, Ford's 12th year of participation 
in the program. This year more than 2,- 
200 Ford dealers will cooperate in spon- 
soring teams. 


Will you spend 3¢ 
to make DOLLARS of extra profit 


on every new car sale? 


Invest a 3¢ stamp today for facts about 3M’s “UNDERSEAL”’ 
Program guaranteed to increase your undercoating sales! 








INCOME STAYS UP when your serv- 
ice de ent pushes 3M “UN- 
DERSEAL” Rubberized eee. 
You also please customers by add- 
ing life, riding comfort and value 
to new cars you sell. Coupon brings 
facts on the only complete pro- 
gram guaranteed to increase your 
undercoating sales. 


SELL “UNDERSEAL” TO 9 OUT OF 10 


new car buyers! We show your 
men how with a sound slide pres- 
entation. Explain why “UNDER- 
SEAL” is a long-profit maker for 
dealers, a commission-booster for 
salesmen, a must accessory for 
every new car owner. Mail coupon 
below for facts. 








FREE SELLING HELP! The 3M Com- 
pany supplies potent direct mail 
pieces — imprinted with your com- 
pany name. You also get booklets, 
posters, demonstration easels to 
help you sell 3M “UNDERSEAL” 
in both show-room and _ service 
department. Mail coupon today. 
Start making extra profit now. 


HOW TO BO IT ADVICE! Our 3M Serv- 
ice Program shows your under- 
coating applicators how to care for 
equipment, explains better spray- 
ing meth and the best car 
masking techniques — all helping 
you e more profit. Have a 3M 
man show this program to your 
men. Send coupon off right now! 


Dunlop Appoints Hyde 

Paul A. Hyde has been named | 
manager of the Philadelphia divi- | 
sion of Dunlop Tire and Rubber | 
Corp., the company announced. For | 
the past three years, Hyde has | 
been president of General Tire Co. | 
of Delaware, a tire distribution or- | 
ganization located in Wilmington. 

om 


* * 


Brown Moved Up 


Paul B. Brown has been made a 
director of Abrasive & Metal Prod- 


MAIL THIS COUPON NOW! 3¢ GETS YOU DOLLARS OF PROFIT! 


Dept. AN-54, St. Paul 6, Minn. 
Yes! I want all the facts about 3M’s ‘‘Underseal’’ Program 


MINNESOTA MINING AND Mre. Co. 


ucts Co. He has also been appoint- NAME_____ ee COMPANY 
ed president and general manager 
of the Peninsular grinding wheel | 
division and president of Penin- ADDRESS____ CITY. a ll UT ee 


sular Grinding Wheel Sales Corp. 
He joined Peninsular in 1953. 
° * + ok 


Chrysler’s Beckley Retires 


After 45 Year’s Service 


Retirement of W. F. Beckley, 
Chrysler Corp. divisional pur- | 
chasing agent and coordinator of | 
material procurement for all the 
company’s defense projects, was 
announced last week by the cor- 
poration. 

A 45-year veteran of the auto- 
mobile industry, Beckley spent 33 
years of his career with Chrysler | 


TRAOEMAPK 


BRAND a 


RUBBERIZED 
COATING 





Made in U.S.A. by Minnesota Mi and Manufacturing Company, St. Paul 6, Minn. — also makers of ‘‘Scotch’’ B aa 
Pressure-Sensitive Tapes, ‘‘Scotch"’ | Recording "Te . *Scotchlite’’ Reflective Sheeting, ‘‘Safety-Walk’’ Non-Slip 
eens, a Abrasives, ‘‘3M’’ Adhesives. General : 122 E. 42nd St., New York 17, N. Y. In Canada: 








AUTOMOTIVE NEWS, MAY 17, 1954 








I-H Winds Up Service Course— 


R. M. Buzard (standing right), sales manager of the motor truck division of Inter- 
national Harvester Co., addresses the sixth and last in a series of special schools in 
Chicago on service techniques for I-H's new One Hundred pickup truck. Observing a 
demonstration by Clyde W. Leslie, general supervisor of truck service, is W. E. Calla- 
han (center), central region manager. Similar schools were held in Minneapolis, Salt 
Lake City, Dallas, Atlanta and Pittsburgh. 


Hogan Joins Hartigan 


Mark A. Hogan, has been named| sales manager of Esserman Motor 
fleet manager of Hartigan Chevro-|Sales, Inc. (Dodge - Plymouth). 
let, Inc., 8151 S. Racine Ave., ac-| Hartigan said increased emphasis 
cording to William J. Hartigan,| would be placed on service to fleet 
president. Hogan formerly was| operators. 


On-the-S 


t Training... 





L-M Aims at Owners 
Via Rolling Shops 


(Continued from Page 35) 


work is left that should also be 
done. This will give the service 
manager a record for followup. Ex- 
perience has taught that, if prop- 
erly handled, the followup will en- 
able the service manager to fill out 
dull spots in departmental service 
merchandising. 

An analysis of the combined 
diagnosis reports from all over 


Chevrolet Spends Million 
To Prevent Pollution 


BUFFALO.—It’s costing Chevro- 
let about $1,250,000 for an elaborate 
program to prevent pollution of 
Niagara River by its present plant 
and two adjoining plants now un- 
der construction in Tonawanda. 

The program includes two huge 
waste-disposal plants, part of a $30 
million expansion of Chevrolet’s 
manufacturing facilities here. 


the nation will give L-M engi- 
neers and management the basis 
for the finest and most practical 
approach to quality control pos- 
sible. 

The program is set now for at 
least a six-month run, and it is 
felt that the results in the field 
may demonstrate the need for the 
program for a much longer time. 

Observers feel that this ambiti- 
ous program is the first of its type 
ever attempted by any car manu- 
facturer where mechanic “on-the- 
job training,” customer goodwill 
and dealer developments have been 
included in the same procedure. 


* + * 
T COMBINES a drive for better 
customer relations with the 
training of mechanics in the phase 
of work needed most, right in the 
dealer’s shop. Each clinic ,should 
result in a decided increase in the 





A brand NEW reason why... 


Texaco Dealers are 


busy dealers! 













such 


It’s NEw, top octane SKY CHIEF, Super-Charged with PETROX 
...an exclusive petroleum-base element. Millions of car owners all 
over America now know about and are stopping at Texaco Dealers to buy 
this new Sky Chief gasoline. They are seeing and hearing the advertising 
in leading magazines, in newspapers, on billboards, on the radio and 

at the stations. Ever since Sky Chief was first introducéd in 1938, 
it’s been a great gasoline. Now it’s better than ever. 







Here is further evidence of our keeping ahead of new develop- 


ments in America’s automobile engine design. And — another 
instance of Texaco Dealer support — this time with a great 


back to Texaco Dealers. 


new product backed by powerful advertising, and sales 
promotion ... and performance that will bring car owners 


THE TEXAS COMPANY 





sale of both customer labor and 
parts in every dealership where the 
clinic is held. 

There has been no phase of de- 
partmental service that has been 
overlooked in the training of the 
field men who command this pro- 
gram. Each has been through a 
rigorous course in engine, carbu- 
retion, automatic transmission, 
power steering, wheel alignment, 
body, brakes, rear end and used- 
car appearance reconditioning. 

Dealer mechanics also will get 
further intensive training, in addi- 
tion to the training given the first 
day while making the diagnosis of 
the customers’ car, as they go 
through the clinic under the ex- 
pert’s supervision. 


New Defense Plan 
Assures Materials 


For Civilian Use 


WASHINGTON.—A revised and 
simplified Defense Materials 
System to ‘provide for an orderly 
and rapid expansion of military 
production and construction in the 
event of a new emergency was an- 
nounced last week by the Business 
and Defense Services Adminis- 
tration. 

Lothair Teetor, assistant secre- 
tary of commerce for domestic 
affairs, under whose authority and 
supervision BDSA operates, said 
the new system assured military 
contractors the quantity of ma- 
terials actually needed to meet 
their defense production schedules 
—but no more. 

Should a sharp increase in de- 
fense production take place, Teetor 
stated, the revised DMS will assure 
that the maximum possible share 
of critical materials would remain 
for essential civilian use. 

The future operation of DMS 
regulations, Teetor said, will be 
the responsibility of BDSA, under 
the administration of Charles F. 
Honeywell. 

The Office of Defense Mobili- 
zation will continue its program- 
ming function, under which that 
agency makes allotments of steel, 
copper and aluminum to the De- 
partment of Defense and the 
Atomic Energy Commission. 

BDSA was established last Oc- 
tober to take over the functions 
of the National Production 
Authority. 


Trailer Lift 
Fork Truck Device Speeds 


Transfer to Rails 


BUCHANAN, Mich. — Clark 
Equipment Co., manufacturer of 
fork-lift trucks and other materials 
| handling equipment, has announced 
| the development of an attachment 
| that enables a standard-heavy duty 
fork lift truck to position a high- 
way trailer on a railroad flatcar in 
a matter of minutes. 
| The attachment was deSigned for 
|}use with the 26,000-pound capacity 
|Ross Fork-Lift truck, which was 
| developed for the Electro - Motive 
| division of General Motors in con- 
junction with the rail highway 
coordination program sponsored by 
|that firm. 

The Ross truck was demonstrated 
to railroad executives at a meeting 
in LaGrange, Ill, 

The fork truck is modified to 
allow side-loading and unloading of 
highway trailers up to 35 feet in 
length onto a specially designed 
railway car which will transport 
two trailers. The modification con- 
sists of a special short upright and 
a standard side-shifter with toed-in 
forks that support a pin which fits 
into a recess at the frontend of 
the trailer. 

After the lift-truck has engaged 
the recess or “toe-plate” of the 
| trailer, it maneuvers the trailer 
aboard the rail car and locks the 
trailer in place by dropping the 
|trailer kingpin in a slot in the 
stanchion of the railway car. 


New Seat Fabrics Add 


Touch of Eire, Scotland 


TOLEDO.—Automobiles could be 
sporting a bit of Scotland or touch 
of Ireland with the adoption of 
two new patterns created by 
stylists of Textileather Corp. 

One pattern is Londonderry, 
which resembles hand-loomed 
Irish linen. The other is Scotia, 
which has the appearance of 
tweed. 
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Dealers Must Act to Hold It. . . 


School Bus Work in Jeopardy 


(Continued from Page 36) 


out, looked on school bus sales 
and service as “captive” business, 
since most of the school boards 
divide school bus purchases equal- 
ly among local dealers. Service is 
carried on by the dealer for the 
number of units he has on the 
road. 

Because competition on the units 
is not there, dealers have not put 
out enough effort to keep the 
school boards satisfied, it was 
pointed out 

* * * 
_ service, some of the rep- 
resentatives said, was a univer- 
sal complaint of all dealers. Weld- 
ing seats, replacing seat covers, 


Dealers Pin Hopes 
On Old Decision in 


Licensing Test 


MINNEAPOLIS. — (UTPS) — The 
Minnesota Automobile Dealers Assn. 
will rely on a Minnesota Supreme 
Court decision in presenting its 
complaint against four used-car 
dealers concerning the alleged sale 
of new cars without a new-car 
dealers’ license. 

The used-car dealers cited have 
denied that they handled new cars 
and have contended they sold only 
current-model used cars. 

A hearing has been set this week 
(May 13-14) in the secretary of 
state’s office. 

The Supreme Court case, decided 
in May, 1952, is W. R. Stephens Co. 
vs. Haveland. In that instance the 
state high court held that a single 
instance of driving a car on the 
streets or the mere licensing of a 
car held for sale does not make it 
a used car. 

It is expected that the main issue 
of the hearing will be whether the 
cars sold by the four used-car deal- 
ers legally were “new and unused.” 

The association, through individ- 
uals, bought one car from each of 
the four dealers named in the com- 
plaint. The association said it 
bought a Chevrolet, registering 11 
miles; a Ford, with seven miles; a 
Buick, with 229 miles, and a Pon- 
tiac, with 13 miles. 

Dealers named in the camplaint 
are Brambilla Motor Sales, Motor 
City and Goldie Motor Sales, Min- 
neapolis, and Schmidt Motor Sales, 
South St. Paul. 

Mrs. Mike Holm, secretary of 
state, has announced that if there 
is sufficient evidence to indicate 
violation of the licensing law, she 
is empowered to revoke licenses of 
the four. 


Office Equipment 
To Be Shown 


ST. LOUIS. — Nearly $1 million 
worth of office machinery, equip- 
ment, furniture, systems and sup- 
plies, including new developments 
never before displayed, will be fea- 
tured May 24-27 at the 1954 Office 
Machinery and Equipment Exposi- 
tion in Kiel Auditorium. 

The event is sponsored by the 
National Office Management Assn. 
in conjunction with its 35th inter- 
national conference. 

K. W. Moore, NOMA president, 
said that the “1954 exposition will 
be the largest in the history of our 
association.” Moore, vice-president 
of Chicago Title & Trust Co., attrib- 
uted high interest in the show to 
“demands for raising office efficiency 
by increasing the productivity of 
office workers through economical 
but more efficient equipment.” 

More than 100 manufacturers will 
exhibit “tools” for the modern office, 
Moore said, and some 30,000 repre- 
sentatives of business and industry 
are expected to attend. 


New 10-Key Calculator 

SAN LEANDRO, Calif. — Friden 
Calculating Machine Co., Inc., has 
begun production of a 10-key add- 
ing machine. The new product is 
in addition to the firm’s fully auto- 
matic calculator. It will be mar- 
keted through the Friden sales or- 
ganization. 





servicing the complicated wiring on 
signal and warning lights, and 
bumping and painting the bulky 
school bus bodies were obstacles the 
dealer did not see fit to hurdle. 


Dealers with bump and paint 
shops have pointed out, however, 
that body work is a highly profit- 
able item in current service vol- 
ume. School bus body work, fitted 


Austin Production 


Cracks Record 


LONGBRIDGE, Birmingham, 
England. — March production of 
Austin Motor Co., Ltd., reached a 
one-month record of 20,634 vehicles, 
according to G. W. Harriman, dep- 
uty chairman, 

Of this total, he said, nearly 13,- 
000 were for export to more than 
100 nations. 

Australia took 2,500; Canada, 2,200; 

United States, 2,000; Sweden, 1,350; 
South Africa, 600, and New Zea- 
land, 550. 





into the preventive maintenance 
program, can be a highly profit- 
able operation. 

With the need for increased serv- 
ice volume to bolster low service 
absorption rates, it appears that 
school bus service can be a steady 
and profitable source of revenue. 

* * * 

THE alert dealer, school bus 
service business is obviously im- 
portant. School board members, 
who are often business and civic 
leaders, are exposed to comparative 
maintenance costs and perform- 
ance of different makes of trucks 
and bodies. And the news of a 
well-delivered and well-maintained 
school bus will be voiced about the 
community and into the ears of 

truck users. 

In addition, every parent is in- 
tensely interested in the safe oper- 
ation and maintenance of the school 
bus. What better advertisement 
could a dealer have than a safe, 
well-maintained school bus oper- 
ating every day in the community? 
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Italia Victorious 


As Top Car of 


Show in Mass. 


WEST SPRINGFIELD, Mass.—A 
trophy for the outstanding car ex- 
hibited in the International Auto 
and Boat Show has been awarded 
to Louis Motors, Inc., of Spring- 
field for its Hudson Italia. Milford 
Cohen, representing the dealership, 
accepted the trophy. 

The award for the best display 
in the show went to Springfield 
Lincoln Mercury, Inc., for an ex- 
hibit of new cars and a cutaway 
glassed-in engine. 

Sport Cars, Inc., took the award 
for the outstanding sports car with 
its Austin-Healey 100. 

Other awards were as follows: 
Antique class, a 1911 Oakland ex- 
hibited by Paul Walker; hot-rod 
roadsters, a 1932 Ford owned by 
Mudd Sharrigan; closed hot rods, a 
Ford owned by Gene Lade; custom 
cars, 1941 Ford convertible owned 
by Valentine Service Co.; Model A, 
1930 Ford owned by Stanley Ty- 
burski. 






30 Years With Ford— 


George Ll. Boggs (left), Los Angeles 
district sales manager for Lincoln-Mer- 
cury, receives a pin from George S. 
Coats, western regional sales manager, 
in honor of his 30 years of service with 
Ford Motor Co. ; 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 
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Thermoid Hydraulic Brake 
Fluids, ‘‘A”’ and ““HD” types, 
contain corrosion inhibitors 
. ..mix with any quality 
fluid . . . meet or exceed 
SAE specifications. 


Tm LG 





Thermoid—brake specialists for over 50 years— 
supplies a complete line of Hydraulic Brake Parts, precision engi- 
neered to industry-leading standards. Always use genuine Thermoid 
Hydraulic Brake Cylinder Assemblies for complete replacement, or 
Thermoid Repair Kits and parts for precision brake service. Call 


your jobber. 





Thermoid “Custom-Built” 
Brake Linings: ‘‘Custom- 
Built” for power brakes and 
automatic transmissions. The 
only brake linings approved 
by the Pittsburgh Test- 
ing Laboratories. 





hermol 


Thermoid Company °* Trenton, New Jersey 





the standard of precision processing in 
brake lining, brake blocks, hydraulic fluid, 
cylinder assemblies, hydraulic brake parts. 








TIRE GAUGE—This tool measures the 
degree of tire wear and can be used to 
show the customer how much non-skid 
tread is left on the tire. Special dials 
are available for truck and larger tires. 
Hickok Electrical Instrument Co., 10620 
Dupont Ave., Cleveland 8, Oo. 





WIRE WHEEL ATTACHMENT—The unit, 
which was invented by Ed Wood, brother 
of Gar Wood of boat-racing fame, and 
Charles Aske, snaps out for ease in clean- 
ing. It is held under tension by the clips, 
which won't mar the wheel rim or rattle, 
says Parker Wolverine division of Udylite 
Corp., 2501 E. Grand Oivd., Detroit, Mich. 





COUNTER PROTECTION—Durapad is a 
cover made of vinyl-faced sponge rubber. 
it comes in 18 and 36-inch widths, one- 
eighth to one-inch thickness and any 
length up to 40 yards, It serves as a 
cushion against shock and noise. Durkee- 
Atwood Co., Minneapolis 13, Minn. 


*¢ 
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SOLDERING IRON—This hatchet solder- 
ing iron weighs only three ounces and is 
said to give accurate control of soldering. 
It is available in 110 or 220 volts. Hexa- 
con Electric Co., 517 W. Clay Ave., Ros- 
elle Park, N. J. a 


Business Machine Eliminates 


Routine Accounting Tasks 


A new business machine product 
designed to eliminate repetitious 
handling of routine office account- 
ing tasks has been introduced by 
Friden Calculating Machine Co., 
TInc., 2850 Washington Ave., San 
Leandro, Calif. 

The product, known as_ the 











used by communication services. 
The tape can be used in subsequent 
processing to eliminate intermedi- 
ate office operations such as punch- 
ing and verifying machine cards, 
or recopying the original source 
of data. 


AUTO COMPASS—This “help yourself” 
shopping display unit features eye-catch- 
ing colors as sales stimulation, while the 
compass is mounted behind a transparent 
window so that the customer sees it as it 
would appear in his car. Dinsmore Instru- 
ment Co., P. O. Box 1073, Flint 1, Mich. 
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BRAKE DRUM CHECK—The Brake Drum- 
Check-R is a micrometer which measures 
the drum diameter in inches and indicates 
thousandths of inches of oversize. Barrett 
Equipment Co., 2100 Cass Ave., St. Louis, 
Mo. 





BLOCK CLEANER—Apex is a chemically 
treated product which is said to help save 
on gas and oil, clean radiator and engine 
block and eliminate causes of overheat- 
ing. Absorbent wicks collect the dirt and 
are reinserted in the radiator after it is 
flushed out, states Reardon Products Co., 


2109 S. Adams Ss. Peoria, i. 





STEAM CLEANER—The Spontane is said 
to convert cold water into steam at 80 
pounds per square inch pressure in 45 
seconds, due to Hydro-Therm Flow, a pre- 
heating arrangement. It also is said to 
eliminate crystalization of compound solu- 
tion and cut chemical costs 30 to 40 per- 
cent. Turbo Machine Co., Lansdale, Pa. 
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RODUCTS 


retain the strength and flexibility 
of the vinyl and the backing. It 
is available in two leather-like pat- 
terns. 





FUEL PUMP TESTER—The FPT-6 is said 
to test the condition of the fuel pump, 
flex lines and connections in less than 
five minutes. It makes pressure and ca- 
pacity tests of the fuel pump under oper- 
ating conditions on the car. Kem Mfg. Co., 
Inc., Fair Lawn, WN. J. 

















Laem 


TRUING MACHINE — The Automatic 


Tred-Mill is said to give increased tire 
mileage, reduce repairs needed because 
of vibration and provide greater driving 
comfort. Bee Line Co., Davenport, la. 





TIRE TRUER — This unit trues cupped 
tires and removes the cups without sacri- 
ficing center tread, it is claimed. Barrett 
Equipment Co., 2100 Cass Ave., St. Louis, 
Mo. 





driven and moves back and 
times a minute. The stationary portion of 
the box is equipped with hooks for alter- 
nating signs. It can be used in any stand- 
ard electrical outlet. Jensen Sign Co., 
10246 Joy Rd., Detroit, Mich. 

* * * 





STOP WARNING—Kar-Stop is an ad- 
justable steel device which is placed on 
the floor of the garage and fits the over- 
hang of any car. It tells the driver when 
to halt the car and is installed in a few 
minutes. Arthur H. Kitson, Inc., 20818 
Harper Ave., Detroit »%. Mich. 


Clutch Described 


Construction and operation of its 
new direct-pressure dry disc clutch 
for heavy-duty service on off-high- 
way vehicles is described in a book- 
let available from Lipe-Rollway 
Corp., 806 Emerson Aye., Syracuse, 
nN. Y. 


bx 


* * * 


SEAT COVER—Durite is a new fabric 
which is said to be practically indestruct- 
ible. It is woven of Jetspun and is said 
to eliminate static electricity, and to re- 
sist tears and burns. It is offered in 
maroon, blue, green, yellow and tan. 


Brooklyn 34, N. Y. 
* 


* * 





BALANCING MACHINE — Model 354-R 
balances the majority of crankshafts, fly- 
wheels and clutches on modern cars, light 
trucks and diesel engines. Accessories in- 
cludes a left-hand type 8B stationary 
bracket; a combination driving adaptor, 
and a set of standard bob weights for 
crankshafts of 1946-53 Fords and Mer- 
curys. Beor Mig. Co., Rock Island, Il. 


Jersey Knit-Backed Vinyl 


Now Offered by Bolta 

Armor-Weight Elastic Boltafiex, 
a jersey knit-backed vinyl uphol- 
stery material, is being offered by 
Bolta Corp., Lawrence, Mass. 

The material, which Bolta states 
has been approved by several 
manufacturers for use in their 
cars, is laminated to the face sheet 
by a special process that is said to 


SERVICE TOOL GUIDE—The 1954 “Com- 
posite Special Service Tool Guide for In- 





pages and illustrates more than 2,000 
tools of current-model application. It lists 
adaptations by car make and model and 
includes price information. It is available 
free from Kent-Moore Organization, Inc., 
5-105 General Motors Bidg., Detroit 2, 
Mich. 











BRAKE SHOE—Dyna-Mold brake shoe 
sets fit 95 percent of all models on the 
market. They are said. to give long wear 
and reduce drum scoring. Raybestos divi- 
sion of Raybestos-Manhattan, Inc., Bridge- 
port 2, Conn. 





ENGINE ANALYZER—The MT-835 with a 
portable tester is designed for use on six, 
12 and 24-volt ignition systems. It oper- 
ates from any AC electrical outlet. King 
Electric Equipment Co., 9123 Inman Ave., 
Cleveland 5, O. 

* * * 


Pamphlet Explains Servicing 


Of Electric Window Lifts 

An eight-page pamphlet, “Serv- 
icing Electric Window Lifts,” is 
available from Mayflower Sales Co., 


MOVING SIGN—The silhquette is motor-| Inc., 1053 Bedford Ave., Brooklyn 
forth 30/| 16, N..Y. 





& 


HYDRAULIC LIFTS—A 24-page catalog 
gives specifications on the U. S. Automo- 


Banner Mfg. Co., Inc., 37 Preston Court, | tive Roller Bearing Lifts line, including the 
recently introduced U. S. Truck, and Bus 
Lifts. U. S. Air Compressor Co., 5300 Har- 
vard Ave., Cleveland 5, O. 

ee ee 





TIMING LIGHT—Model PTL-5 automati- 
cally corrects for six or 12-volt operation. 
Housed in a molded case and designed 
for either battery or magneto operation, 
the light is said to produce an intense 
blue-white focused beam. King Electric 
Equipment Co., 9123 Inman Ave., Cleve- 
land, O. 


* * * 


dependent Servicemen” comprises 80) Detonator Shows Reaction, 


Braking Time of Learners 
A semi-electrical detonator to 
measure reaction time and braking 
distances has been introduced by 
the American Automobile Assn., 
(Continued on Page 49, Col. 1) 
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New Products 


(Continued from Page 48) 


1712 G St. NW., Washington 6, 
DB... 

The device is recommended for 
driving courses. To operate, the in- 
structor pulls a cord which fires the 
first shell. When the driver hits 
the brake, the second shell is fired 
by a rotary solenoid actuated by 
the stop-light circuit. 

* * + 





AUTO OVEN —The Auto-Bake mobile 
oven consists of banks of infrared lamps 
mounted in reflector panels on a motor- 
driven frame that fits over sides and top 
of the car. The aluminum unit travels 
automatically on geared tracks. Car-Mon 
Products Co., 4554 N. Broadway, Chicago 
40, Il. 


CIRCUIT BREAKER — The Safety Circuit 
Breaker is said to stop automatically the 
flow of electrical current (except starter) 
when the vehicle is involved in a collision 
or upset. It requires no special tools for 
installation. Gibble Industries, 7246 Bis- | 
cayne Bivd., Miami, Fla. 

2 oe 





BATTERY HYDROMETER — Instruction on 
the use of battery hydrometers and anti- 
freeze testers are contained in a manual 
available from Imperial Brass Mfg. Co., 
1200 W. Harrison St., Chicago 7, lil. 





ALIGNMENT EQUIPMENT—The Bee Liner 
360 features standard unit construction 
which makes it possible to add other units 
at any time, such as a frame press or any 
desired size frame machine. Thus the unit 
can be used for frame straightening and 
front-end work at the same time, and can 
handle longer vehicles. Bee Line 


Davenport, la. 
ee ia 


Pratt Catalog Describes 


Dual-Exhaust Systems 
A new catalog on Pratt dual- 
exhaust systems and Hollywood- 


Co., 


type mufflers is available from 
Pratt Industries, Inc., Chicago 8, 
Ti. 


The Pratt dual line consists of 
dual-exhaust systems made up of 
a two-piece left bank exhaust 
pipe and two-piece left tail pipe; 
dual-exhaust header systems 
made up of left and right head- 
ers with extension pipes and two- 
piece left tail pipe, and individual 
left bank exhaust kits, left tail 
pipe kits and header kits. 

The products are available for 
Ford, Ford truck, Mercury and 
Oldsmobile. 





SHOCK ABSORBER — The AjustOmatic 
bears the words ‘Soft — Normal — Firm" 
near the lower end of the dust tube, 
with an arrow on the outside of the 
cylinder wall, pointing to the settings. By 
twisting the shock absorber so that any 
one of these words appears above the 
arrow, the AjustOmatic clicks and thus is 
set to provide the ride indicated. Gabriel 
Co., 1148 Euclid Ave., Cleveland, O. 


Delco-Remy Electric Parts 
Come with Handy Shelf 


A new Delco-Remy assortment of 
automatic electric service parts, 
with a display shelf that incorpo- 


rates stock-control features, is now 


ca Frees Sticky Valves and Rings! 
os Keeps Hydraulic Lifters Free and Quiet! * Gets Rid of Gum and Goo! 


It’s a hit every time with “Casey” Casite! And not just a single 
but a HOMER! Casite must give smoother performance or it’s 
. - - Double-Your-Money-Back! Casite protects engines, new 
and old, against sludge and varnish damage, keeps them clean 
and smooth year after year with regular usage. And Casite is 
tops for new engine break-in and spring tune-up. . . keeps every 
motor at its best performance. Give your customers longer, 


carefree engine life with guaranteed Casite! 


DIRECTIONS FOR PASSENGER CARS—First: For smooth perform- 
ance, free and quiet hydraulic lifters, a clean free-running engine, less 
wear, quick starting and new car break-in, add one pint of Casite to full 
crankcase of oil every 1,000 miles and with every oil change. . . Second: 
For tune-up, to free sticky valves and rings and restore pep and power, 
add one pint of Casite to full gas tank every 1,000 miles... For faster 
results: (A) Remove air cleaner; (B) With engine running at fast idle 


speed, slowly pour one pint of Casite through air-intake. 


CASITE DIVISION, HASTINGS MANUFACTURING CO.- HASTINGS, MICHIGAN 


( Casite, Casiube, Drout, Piston Rings, Oil Fitters, Spark Plugs) 
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or old cars. 


g Deller ‘fob -with CASTE addy / 


available to United Motors Service 
distributors and their dealer ac- 
counts. R 
The shelf contains 37 parts for 
handling ignition service on cars 


and trucks. 
a * * 


Neon Sign Lights 20 Feet 
Of Tubing from Car Battery 


A new auto neon sign and trans- 
former have been placed on the 
market by Walter J. Pawelski, serv- 
ice manager of Butler Chevrolet 
Co., Newberg, Ore. 

Made by a new company named 
Auto Neon, the sign can light 20 to 
30 feet of neon tubing from a reg- 
ular car battery, consuming only 
one ampere of current, Pawelski 
says. It is designed for firms which 
operate panel trucks. 


‘ . 





POWER BRAKE KIT—The Touch-O-Matic 
contains fittings for all domestic and most 
foreign cars, trucks and buses with hy- 
draulic braking systems. The brakes are 
said to double braking power. Installation 
of the low-cost item is described as simple, 
requiring only pliers and wrench. Conti- 
nental Mfg. Products, Inc., 10418 Venice 
Bivd., Culver City, Calif. 












$K Speeds Oil to Friction Zones! 


RP? 
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FREES STICKY VALVES AND RINGS 
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TWO BIG CASITE DEALS GOING TO TOWN! 


No. 1 —*22.50 Clear Cash Profit for You! 


No. 2 —*12.90 Cold, Hard Cash Profit for You! 


Both plus valuable FREE items © Ask Your Jobber Salesman TODAY! 
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For Dealers Only . . . 


Used-Car Auctions Listed 


BDprror’s Norge: Automotive News 


hee. compiled the following list of 
the nation’s wholesale used-car 
auctions, conducted for dealers 


only: 

Alabama 
BirmincHamM—Dixie Auto Auction 
Sales (Mon.), 217 Gadsden Rd 
Boaz—Cofield’s Atiction (Mon.), 

Highway 241. 
Montocomery — Montgomery Auto 
Auction (Wed.) 927 N. Court St. 


Arkansas 


N. Lermsz Rocx—Arkansas Auto 
Auction (Tues.). 


California 


Oaxtann—A. L. Pollock Auto Deal- 
ers Wholesale Auction (Wed.), 
10121 E. Fourteenth St. 


Sourn San Gasrie. — Los Angeles 
Auto Auction (Mon., Tues., 
Thurs.), 8001 E. Garvey Blvd. 


Colorado 
Lirtteron—Denver Auto Auction, 
Inc. (Sun., Mon., Tues.), 4595 S. 
Santa Fe Ave. 


Connecticut 


Warsnovuss Point—Southern Auto 
Sales (Wed.), Route 5. 


Florida 


Ortanno — Orlando Auto Auction. 
(Wed.), 1928 S. Division St. 


Georgia 
AtTLANTA—Dixie Motors Auto Auc- 
tion (Tues. and Fri.), 718 Angier 
Ave. 
Co.umsus—Columbus Auto Auction 
- (Thurs.), 2603 Cusseta Rd. 
Macon—Middle Georgia Auto Auc- 
tion (Wed.), Eastside Highway. 
Vatposta—Tom Hewitt Auto Auction 
(Fri.), U. S. 41 South. 
Illinois 
Cuteaco— Arena Auto Auction 
(Tues.), 84th to 85th on S. Chi- 
‘ cago Ave. 
Ricar Motor Sales (Wed.), 7050- 
58-S. Wabash Ave. 
Decatur — Decatur Auto Auction 
(Mon.), Highway 48, N. 
Princeton — May Auto Auction 
(Wed.), Route 6. 
Quincy — Quincy Auto Auction 
(Fri.), 3200 Broadway. 
Wuesunc—Wheeling Auto Auction 
Co. (Thurs.). 


Indiana 


Dysr—Dyer Auto Auction (Fri.), 
641 Joliet St. 


Fort Warne—Fort Wayne Auto 
Auction (Tues.), 824 W. Main St 


InpuNnapotis — Indianapolis Auto 


Auction, Inc. (Wed.), 4501 W. 
16th St. 
Ken Schaefer’s Auto Auction 


(Thurs.), 208 W. Morris St. 


Muncw—Muncie Auto Auction 
(Fri.), 3344 S. Madison St. 


lowa 
Des Momves—Des Moines Automo- 
bile Auction Co. (Thurs.), 4701 
S.E. 14th St. 


Mason Crry—Lapiner’s Car Auction 
(Wed.), 125 S. Delaware St. 








Kentucky 


Ohio 


LovuisvitLe—Louisville Auto Auction | Akron —H. C. Turney Auto Sales 


3601 S. 7th St. Road. 


Louisiana 


Baton Rouce—Capitol Auto Auction 
(Fri.), 4365 Florida Ave: 


Maryland 

Be. Am—Bel Air Auto Auction 
(Thurs.), One Mile South of Bel 
Air on US. 1. 

Jessup—Colie’s Auto Auction 
(Wed.), 15 Miles S. of Baltimore 
on US. 1. 

Laure. — Colie’s Auto Auction and 
Trailer Co. (Wed.), 15 miles S. of 
Baltimore on U.S. 1. 


(Tues.), 


Massachusetts 

Concorp — Concord Auto Auction, 
Inc. (Mon., Fri.), 29 Sudbury Rd. 
Across R.R. tracks from Concord 
Depot. 

Michigan 

CoopmrsvitLe—Hastings Auction 
House (Tues.), U. S. 16. 

Funt—Flint Auto Auction. (Wed.), 
3711 Western Rd. 

MeELvinpALE— Aptco Auto Auction 
(Wed. and Fri.), 19241 Dix-Toledo 
Hwy., U.S. 25. 

Owosso—Leitch Motor Sales, 
(Thurs.), 1450 East Main St. 


Minnesota 


MinNgaPoLis— Minneapolis Auto 
Auction (Wed.), 500 S. 6th St. 


Mississippi 


Hattiessurc — Baker Auto Auction 
(Thurs.), Highway 49 S. 


Jackson—Red Farmer’s Auto Auc- 
tion (Wed.), Wilmington Rd. Box 
8067, 


Merwian—Tinnin Auto Auction 
(Tues.), P. O. Box 847, Buckwalter 
Stadium. . 

Missouri 


Sr. Louis—St. Louis Auto Auction 
Barn (Tues., Fri.), 3807 Easton 


Ave. 
Nebraska 


OmaHa—Abel Auto Auction (Tues.), 
195th and Dodge Sts 


Cliff Soderberg Auto Auction 
(Thurs.), 13th and Locust Sts. 
New Jersey 
NortH PLAINFIELD — Lebanon Auto 
Auction (Wed.), State Highway 


22, 3 miles West of North Plain- | 


field. 


New York 
AtBaNy — Tim Anspach Dealers 
Auto Auction (Mon.), Stop 20, 
Albany-Schenectady Rd. 
HorssHeavs—Horseheads Auto Auc- 
tion (Fri.), Box 49. 
LaFayetre—Syracuse Auto Auction 
(Thurs.), R.D. 1. 


North Carolina 
CHartotte—E. M. Stafford, Inc. 
(Wed.), 2615 Wilkinson Blvd. 
Hick Pornt—City Auto Auction 
(Tues.), High Point. 

RaLeigH — Mann’s Auto Auction 
Sales (Mon.), Wake Forest High- 
way 1A. 


North Dakota 


Farco — Tri-State Auction Co. 
(Thurs.), 3021 Front St. 


Modern Decor at Garner-Randall's— 


This 


lounge area at the new home of Garner-Randall Motors (Cadillac), 


elegant 
Amarillo, Tex., gives a picture of the advanced styling ideas incorporated in the 
buliding. The stairway leads to a conference room. The facilities cover 20,000 square 


feet. 


(Thurs.), 156 E. Center St. 


CLEevELAND—Cleveland Auto Auction 
(Wed.), 4307 Euclid Ave., Rear. 


Johnson’s Auto Auction (Mon.), 
13315 Brookpark Rd. 


Co.tumsus—Mobiles, Inc, (Fri.), 1130 
Dublin Rd. 


Dayrton—Mobiles, Inc. (Tues.), 4500 
N. Main St. 


Montrpetier—Montpelier Auto Auc- 
tion Co. (Mon.), Route 1. 


Totzepo—Doc Greiner Auto Auction 
(Thurs.), 714 Huron St. 


Pennsylvania 
Butter — Butler Auto Auction 
(Wed.), Pillow St. 
Esenssurc — Ebensburg Auto Auc- 
tion Co. (Thurs.), Prave Bldg. 
Lancaster — Lancaster Automobile 


Auction, Inc. (Mon.), 1006 N. 
Prince St. 


ManHetmMm—Manheim Auto Sales & 
Auction, Inc. (Fri.), Route 72. 


PHILADELPHIA — Tom Hamilton - Lou 

Green (Mon.), 6300 N. Broad St. 
Harold B. Robinson Auto Auc- 

tion (Tues., Thurs.), 6600 N. 
Broad St. 

Waynessoro — Waynesboro Auto 
Auction (Wed.), Waynesboro Air- 
port. 


South Carolina 


Dar.uineton —Clanton’s Auto Auc- 
tion Sales (Thurs., Fri.), Darling- 
ton-Hartsville Highway. 


Greenvitte — P. L. Bruce & Co., 
(Thurs.), New Buncombe Rd. 


Mauldin’s Auction (Tues.), New 
Buncombe Rd. 


Tennessee 
Bristo. — Powers Auto Auction 
(Fri.). 


CuHatTranooca—Page Bros. Auto Auc- 
tion (Wed.), 35th St., at Divine. 


CLEVELAND — Slaton Auto Auction 
(Wed.), Highway 11. 


Murrreessporo—Don Kelly Auto Auc- 
tion (Thurs.), W. Lytle St. 


NasHvitLteE—Nashville Auto Auction 
(Mon., Wed.), 1406 Lebanon Rd. 


Texas 
AmaritLo — Amarillo Auto Auction, 
Inc. (Fri.), 3202 E. Tenth St. 
Austin — Capital City Automobile 
Auction (Thurs.), City Limits and 
Dallas Highway 81. 
Brownwoop — Southwest Car Auc- 
tion (Tues.), Coleman Highway. 
Datias — Southwestern Auto Auc- 
tion (Wed.), 3101 Main St. 
Houston—Gulf Auction Co. (Tues.), 
45 Waugh Dr. 
General Auto Auction (Wed.), 
3400 Washington Blvd. 
Lussock — Lubbock Auto Auction, 
Ine, (Thurs.), 1122 E. 34th St. 


Utah 


Sart Lake Crry —Salt Lake Auto 
aun (Thurs.), 3403 S. State 
it. 


Virginia 

Danvitte — Danville Auto Auction 
(Wed.), Box 1239. North at High- 
land Park. 


Ricumonp-- Auto Auction of Vir- 
-_ Inc. (Fri.), 3710 Hopkins 


Roanoke — Roanoke Auto Auction 
(Thurs.), North on U.S. 11. 


Winpvsor— Windsor Auto Auction 
(Thurs.), Route 460 (between 
Petersburg and Suffolk). 


Washington 
SzattLte — Seattle Auto Auction 
(Tues.), 5202 Leary Ave. 


Wisconsin 


Fontana — Hollenbeck Motor Sales |. 


(Tues., Fri.). : 


West A.us—Milwaukee Auto Auc- 
tion (Tues.), 9721 W. Greenfield 
Ave. 


Canada 


Motor City Auctions 
(Tues.), Dixie Gardens. 








Driving School Uses Ramblers— 


The Learn-A-Drive system of Santa Ana, Calif., uses a fleet of Nash Ramblers for 
driver instruction. The cars are equipped with special dual controls developed by 
Eugene and James Mcinerney, owners of the school. 





Auto News from Italy 


Turin Show Reflects Efforts to Build Business 
Despite Trouble with Exports 


By Antonio Giordano 
Staff Correspondent 


OME.—(UTPS)—In Spite of in- 

creasing difficulties experienced 
in the export trade, Italian in- 
dustries are neglecting no effort 
to develop business. 

This is clearly confirmed by the 
prospects of success of the Inter- 
national Automobile Show, to be 
held Apr. 21-May 2 in Turin. 
Some 450 exhibitors from i1 
nations will show their wares. 
Sixty-seven are manufacturers of 
motor vehicles. Car makers in- 
clude: 

Argentina — LA.M.E.; France — 
Citroen, Ford, Panhard, Peugeot, 
Renault and Simca; Germany — 
Auto Union, Borgward, Daimler 
Benz, Ford, Goliath, Opel, Porsche, 
Tempo and Volkswagen; Great 
Britain — Austin, Bedford, Bentley, 
Bristol, Ford, Healey, Hillman, 
Humber, Jaguar, MG, Morris, Riley, 
Rolls-Royce, Rover, Standard, Sun- 


Airline Expands 
Freight System 


Serving Detroit 


DETROIT.—Expanded air-freight 
service for Detroit has been in- 
augurated by American Airlines, 
Inc. 

The added flights will give De- 
troit a badly needed air-freight lift 
of more than 250 thousand pounds 
every 24 hours, American said. 

New schedules will provide for 
DC-6A service to Los Angeles, San 
Francisco, Dallas, New York, Bos- 
ton and Hartford. 

Jack A, Tompkins, district sales 
manager for American, said, “In- 
creased demand and use of air- 
freight by Detroit shippers, espe- 
cially the automotive firms who are 
now stepping up production sched- 
ules, makes it necessary for us to 
provide Detroit with the most com- 
prehensive air-freight service ever 
offered.” 


beam, Triumph, Vauxhall 


and 
Wolseley: Italy—Alfa-Romeo, Fer- 
rari, Fiat, Iso, Lancia, Maserati, 
Moretti, Nardi and Siata; Spain— 


Pegaso; Sweden — 
States—all 18 makes. 


* * * 


Discussions Set 

HE show is to include ex- 

hibitions by builders of bodies. 
trailers, tires, wheels, accessories 
and replacement parts. 

In .connection with the show, 
meetings will be held to discuss 
problems of the Italian automo- 
bile technique, the modernization 
of Italian roads and the Italian 
petroleum industry. 

Observers here say that the large 
number of foreign exhibitors is a 
clear indication of the importance 
they attach to the Italian market, 
where the prospects of a large cir- 
culation of cars have increased 
since the Italian Government has 
decided to build 5,000 kilometers 
of new roads. 

* * * 


Aid for Bus Firms 


Tu Italian Ministry of Trans- 
ports has submitted to Parlia- 
ment a bill which would allow bus 
companies to set up a long-term 
program for writing off the capital 
invested in new buses. As soon as 
the bill is approved, there is ex- 
pected to be an increase in the 
demand for buses on the Italian 
market. 


The Italian oil refining industry 
has increased its yearly progress- 
ing capacity from four million 
tons in 1939 to 12 million tons in 
1954. 

Bussing has established its own 
assembly plant in Varese. 
Innocenti Co, Milan, 


Saab; United 


manu- 


facturer of the Lambretta motor 
scooter, is negotiating with Ameri- 
can car manufacturers to establish 
an Italo-American car company in 
Naples. 





All-Track Vehicle for Difficult Terrain— 


This muskeg tractor was built by Bombardier Snowmobile, Ltd., Valcourt, Que., 
Gulf Oil Corp. for explorations in northern Canada’s boggy muskeg regions. 


for 
The 


small, broad track vehicle is said to run on the most treacherous road surfaces, climb 
obstacles and negotiate narrow trails. Its two tandem-wheel tracks are 29 inches wide, 
presenting 5,000 square inches of surface to the ground. It weighs 5,000 pounds and 


can carry a 2,500-pound load. 
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PACKARD PROGRAM KEEPS MOVING AHEAD 


Plant mim! A P Big New Packard 
Factory to he Ready 
for 55 Models 


N ONE of the major automobile manufac- 
turing moves of the year, Packard is 
putting completely new automatic machine 
tools for the making of engines, trans- 
missions and axies into a new 1,000,000- 
sq.-ft. facility in Utica, Michigan. It’s the 
first major step of a giant, long-range 
modernization program by Packard and is 
to be completed in time for production of 
1955 models. 
At left: Ray Powers, Vice-President of Operations, 


and Mark Linden, plant layout engineer, examine 
plans for the vast Packard Utica project. 


Sa 


Saleslady 


“PACKARD PROGRAM” IS NEW TV SUCCESS. Starring songstress Martha Wright, of “South AT THE SCENE OF ACTION, in the new Utica installation, concrete foundations are being 
Pacific” fame, Packard’s bright new Sunday night show on ABC-TV network is getting poured for the giant machinery. An engineer in the foreground is surveying the huge new 
applause from viewers and dealers coast to coast. Miss Wright participates in the Packard plant—over 1,000,000 square feet under one roof! Opening of this new factory is the largest 
commercials, too, and predictions are that she’ll go way over her quota as a Packard saleslady. industrial move in the 55-year history of Packard Motor Car Company. 


A Good Franchise 
q Bee % for Today... 
i = and Tomorrow 


PANTHER DAYTONA DISPLAYS PACKARD ENGINEER- new experimental car has a fiber glass, reinforced body 
iNG ADVANCEMENTS as it zooms down the sand at and is powered by the regular 212-hp Packard engine 
Daytona Beach Races, where it recently reached 131.1 which, coupled with’ forced-draft carburetion, develops 
mph—the highest speed of any boulevard sports car. This a real horsepower of 275. 


PACKARD MOTOR CAR CO., DETROIT, MICH. 
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3 States Add Withholding Clauses... | 
Income-Tax Laws Tightened 


VERALL effect of income-tax , 


legislation enacted by the com- 
paratively few legislatures conven- 
ing this year will be to provide 
additional revenue, a survey of 
state capitals reveals. 

Although no new or increased 
income tax laws have yet been 
enacted, Arizona, Colorado and 
Kentucky look for added yields 
as the result of new withholding 
measures. 

Effective state income-tax reduc- 
tions have been extended in Colo- 
rado and New York, but abandoned 
in Maryland. A temporary state in- 
come-tax increase has been ex- 
tended in Rhode Island. 

A temporary one-year income-tax 
cut was enacted in Massachusetts, 
with proposals for further reduc- 
tions pending. Income-tax reduc- 
tion failed in Mississippi, ‘and a 
new income-tax proposal is pend- 
ing in New Jersey with little pros- 
pect of adoption. 

Virginia’s automatic income-tax 





hy 


reduction act was amended in a) 
manner offering less potential bene- 
fits to taxpayers. 

Most significant of current-year 
income-tax legislative activity was 
enactment of the new. withholding 
laws. States with such previously 
enacted laws are Delaware, Oregon 
and Vermont. 


+ > o 
URRENT and prospective state 
income-tax developments in- 


clude the following: 

Arizona: Legislature enacted a 
comprehensively revised state in- 
come-tax code, including a new 
withholding provision. = 

Arizona employers after July 1 
will be required to begin deduc- 


RiteSet Brake Moves 
LOS ANGELES.—RiteSet Brake 
Lining Co. has moved to 4095 Sheila 
St. The new building has four 
times as much production space 
as the old one, according to Howard 
Wilhelm, president. 
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tions from employes’ pay checks. 
Deductions cannot exceed 4.5 per- 
cent. In the case of corporations, 
the maximum rate is unchanged 
at 5 percent, 


Rep. Charles Bloomquist, Cochise | | 


Democrat, said the new code pro- 
vides, for the first time, a percent- 
age depletion allowance for com- 
panies developing the state’s natu- 
ral resources. Copper mines, for 
example, will be permitted to de- 
duct 15 percent of gross income 
each year before paying taxes on 
the remainder. 
* * + 


(eee Legislature, at a 
special session; enacted a with- 
holding state income-tax setup, to- 
gether with a one-year extension 
of a 20 percent reduction in state 
income taxes which hag been in 
effect two years. 

The withholding plan, effective 
duly 1, is expected to produce 
about $2,000,000 in additional an- 
nual revenue by catching seasonal 
workers and others who haven’t 


| PEE tS 


# 


Cadillac Builds Chicago Sub-Branch— 








Now under construction is Cadillac's Chicago South Shore sub-branch sales and 
service building at Seventy-first St. and Cornell Ave. The building, which contains 
57,000 square feet of space, is scheduled to open in May. 





been paying the levy. The pres- 
ent income tax has been yield- 
ing about $19,000,000 a year. 

Colorado’s new law does not 
compel self-employed persons and 
those earning commissions to file 
declarations of income as in the 
Federal tax procedure. 

The Colorado withholding will 
approximate 4 percent of what is 
now paid in Federal income taxes. 

> * * 


ee tees: A new pay-as-you- 
go plan enacted in Kentucky, 


CHISELS AND PUNCHES 


FORGED, TEMPERED, 
FINISHED BY... 


Soa 
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CHISELS AND PUNCHES lead a rugged life at best...and only 
the best are worth owning! Thatmeans Blue-Point Supreme’ chisels 
and punches. Low temperature forging of special high-carbon 
alloys refines the grain and assures exceptional durability. They 
are tempered to the exact balance of strength and toughness 
for high working efficiency and long life. Sanded finish square 
corners give firm grip and solid drive. Note the Blue Point 
sets below—the right chisel, punch or combination set for 
every need. Ask your Snap-on Man to show you, the next time 
he calls! For free 104-page Snap-on catalog, write— 

SNAP-ON TOOLS CORPORATION 

8082-E 28th Avenue, Kenosha, Wisconsin 

*Snap-on is the trademark of Snap-on Tools Corporation. 








effective July 1, is expected to pro- 
duce $3,000,000 in additional annual 
revenue, plus a $7,000,000 windfall 
of non-recurring revenue in the 
first year due to advancing pay- 
ments to a current basis. 

The Kentucky law differs from 
the withholding acts of other states 
in that it will require taxpayers re- 
ceiving income from sources other 
than salaries and wages to file 
declarations of estiriated tax. 

Maryland: Dropped in Mary- 
land was a 15 percent reduction 
in state income taxes which has 
been in effect the last two years 
at annual taxpayer savings of 
$3,800,000. 

MassacHussetts: Bills to effect a 
|permanent reduction in state in- 
| come taxes were pending. A meas- 
ure enacted earlier in the year 
allowed state incoime taxpayers to 
deduct 25 percent of their normal 
taxes in computing returns on earn- 
ings for 1953. 


| Mussissipr1: Failing of state legis- 
|lative enactment was a proposal 
| which would have increased state 
income taxes to provide an addi- 
| tional $8,697,710 in annual revenue 
| for schools. 
| NeprasKa: A proposal to permit 
‘the voters to express their views 
‘on the controversial question of 
| new sales or income taxes, or both, 
| was expected to be brought up at 
'@ special session convened Apr. 20 
to consider tax issues. 
* . = 


| NZ JERSEY: Although taxes 
against individual and corpo- 
rate income were among a variety 
‘of proposed new revenue sources 
| under consideration in New Jersey, 
| majority members of the legislature 
were reportedly agreed on plans 
for the enactment of bills increas- 
ing the rejection of all other tax 
plans. 


New York: Two laws extended 
for another year abatements in 
personal income and unincorpo- 
rated business taxes which have 
been in effect for several years. 
Under the legislation, taxpayers 

were required to contribute only 
90 percent of the full rate as cal- 
| culated on their 1953 income forms. 

Rxope Istanp: A temporary in- 

crease in the state corporate in- 
come tax, from 4 to 5 percent, was 
extended for another year. 


SoutH Carouina: Bills to reduce 
South Carolina income _ taxes 
|through increased exemptions failed 
|}of enactment. 

+ * = 


|¥7ERMONT: State Tax Commis- 
sioner Leonard W. Morrison 
said Vermont might copy a Federal 
|plan to relieve thousands of tax- 
| payers from filing personal income 
tax returns, starting next year. 

Intended to simplify tax pro- 
cedures and reduce paper work, 
the plan would eliminate the fil- 
ing of returns by those whose en- 
tire income is subject to with- 
holding. 
| Virernia: Legislation increased 
ifrom 5 to 10 percent the amount 
by which general fund revenue 
must exceed the governor’s esti- 
mates of income tax receipts be- 
fore tax credits can be authorized 
under the state’s automatic income 
tax reduction act, 

Under the new law, the state will 
keep the first 5 percent of the ex- 
cess and taxpayers would get a 
credit on the remainder. 

Wisconsin: A _ special advisory 
committee to study simplification of 
business and corporation income- 
tax forms and procedures has been 
named by Senator Arthur A, Len- 
root, Superior Republican, chair- 
man of the State Legislative Coun- 
cil’s committee on budget and tax- 
ation. 


| 
| 
| 





— 





Almost as High as in °52... 





U.S. Savings in 1953 
Total $13.6 Billion 


ASHINGTON.—U. S. residents 
saved $13.6 billion in liquid 
form last year, according to esti- 
mates made public by the Securi- 
ties and Exchange Commission. 

The rate of liquid saving was* 
almost the same as in 1952, the 
highest since 1946. 

There were several differences in 
the composition of liquid saving in 
1953, the most important being a 
sharp rise in securities investments, 
a reduction in individual checking 
accounts and lower saving in the 
form of Government insurance and 
pension reserves. 

Despite variations in some of the 
components, however, the underly- 
ing trend toward larger saving in 
the more permanent type of invest- 
ment continued in 1953. 

Both individuals’ ownership of 
savings and loan shares and 
equity in private life insurance 
rose by a record amount. About 
the same amount as in 1952 was 
added to time and savings de- | 
posits in banks. 

_ During 1953 individuals made net net | 


78 Scholarships 
Granted Children 
Of Ford Employes 


DEARBORN. — Ford Motor Co. 
scholarships have been awarded to 
78 high school seniors in 14 states 
in the fourth nationwide competi- | 
tion among children of Ford em- 
ployes. 

Of the total number, 41 are boys 
and 37 girls. Three winners have 
brothers who won Ford scholar- 
ships in previous years. 

The scholarships pay to any ap- 
proved American college or univer- 
sity selected by a winner tuition 
and academic fees, plus living ex- 
penses to the extent of $300 in the 
case of a student living at home or | 
80 percent of room and board costs 
up to $750 for a student not living | 
at home. 

The Ford Fund also makes a $500 | 
grant toward the general educa- | 
tional budget of each privately- | 
endowed’ educational institution | 
selected by the winners. 

The scholarships cover four years | 
if satisfactory standards are main- 
tained, and will not be interrupted | 
if a winner’s parent leaves wees | 
employment. 

The Ford Fund, which adminis- | 
ters the scholarships, is supported | 
principally by contributions from | 
Ford Motor Co. and is not related 
to the Ford Foundation. A non-| 
profit corporation, it was organized | 
for educational, scientific and | 
charitable purposes. 


Whitis to Head 
Southwest Show 


DALLAS. — Directors of South- 
west Automotive Show, Inc., have | 
appointed E. H. Whitis jr., chair- 
man of the executive committee of 
the show. | 

W. F. Barbee, Voss-Hutton-Bar- | 
bee Co., Little Rock, was promoted 
to the vacancy of second vice- 
president, created by the resigna- 
tion of J. B. Wilson, Gulf Distribut- | 
ing Company, Houston. 

John Patrick, Mountjoy Parts) 
Co., Houston, was appointed a new | 
director. 

Other members of the executive 
committee are Walter Frazier, 
Hirsig-Frazier Co., Dallas; C. H. 
Mountjoy, Mountjoy Co., San An- 
tonio, and Elmer Miller. Whitis, of | 
WW Auto Parts, San Antonio, is | 
also chairman of the show commit- | 
tee. 


Canada U. C. Credit Up 
OTTAWA, — A total of fe 











used-car sales was financed last 
year, compared with 375,825 in 1952. 
a gain of 2 percent, the Canadian 
Government reports. 


For the lowdown on dealer thinking, | 
read John O. Munn’s column each week 
on Page 3. 


purchases of securities totaling $6.5 
billion, the largest amount in the 
postwar period. This total included 
$3.4 billion of corporate bonds and 
stocks, $1.8 billion of state and local 
government securities and $1.3 
billion of U.S. Government issues. 

Of the $3.4 billion of corporate 
securities individuals purchased, 
$1.4 billion was in common and pre- 
ferred stock and $2 billion was in 
bonds. These compare with net in- 
vestments of $2.1 billion in stock 
and $1.6 billion in bonds in 1952. 

Corporate pension funds are in- 
cluded with individuals’ and it is 
estimated that these investments 
accounted for approximately a 
third of individuals’ net purchases 
of corporate securities in 1953. 

State and local investments by 
individuals were double the 1952 
investments, the large purchases 
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Fogelman Back From European Tour— 
John Fogelman (center), owner of John J. Fogelman, Inc., (Chrysler-Plymouth), Valley 


Stream, N. Y., is interviewed on the local radio station after his return from an 
extensive trip of European countries. Fogelman has been chairman of this year's Red 
Cross drive in Nassau County and learned upon his return that the goal had been 
exceeded by more than $1,000. 


Government issues, 

Individuals increased their hold- 
ings of currency and bank deposits 
by $4.4 billion in 1953, compared 


reflecting the substantial volume 
of tax-exempt offerings in the 
past year. 

Investments in U. S. Government 


issues included $300 million of sav- 


ings bonds and $1 billion of other | all of the increase in 1953 was ac- 





Seah 53 


counted for by time and savings 
deposits, which rose by $4.2 billion, 
the same as in 1952, 

Currency holdings increased $600 
million. Demand deposits were re- 
duced by $400 million, as against 
substantial increases in the preced- 
ing years. 

* = 

N ADDITION to the considerable 

growth in savings accounts in 
banks in 1953, individuals purchased 
a record $3.7 billion of shares in 
savings and loan associations. 

In 1953, individuals saved $83 
billion in the form of insurance, in- 
cluding a record $5.1 billion in pri- 
vate insurance. 

Equity in Government insur- 
ance and pension reserves, such 
as Social Security funds, rose by 
$3.2 billion, compared with $44 
billion in 1952, The lower savings 
for 1953 primarily reflected an in- 
crease in the number of persons 
= benefit payments in 


Mortgage debt of individuals 
grew by $6.5 billion in 1953, com- 
pared with $6 billion in 1952. Other 
consumer indebtedness, incurred 
mainly for the purchase of automo- 
biles, increased by $2.8 billion in 


with $7.1 billion in 1952. Practically | 1953, $1 billion less than the 1952 


credit expansion. 


in 


ALEMITE 
Versatal Underbody Pump 


can pay for itself in just four days! It’s a fact— underbody 
coating is the most profitable operation in the shop! Under- 
body coating is recommended by automobile manufacturers 
— appreciated by more and more drivers every day. And this 
Alemite Underbody Spray Outfit does the job faster —with 
less mess—more profit! 


© Higher output © Extra power without extra weight 
® Sealed air motor © Adjustable air pressure © Individual controls 
© Faster clean-up © Easy to handle 


Handle More Jobs — Faster — with Less Effort! 


Are you cashing in with 
Alemite CD-2? 


If you aren’t you are missing a bet, because this is the 
fastest growing item in the entire automotive field! 
CD-2 concentrate is the Alemite oil additive that 
cleans engines, gives better performance. Guaranteed 
by Alemite! 


ALEMITE 


REG. U.S. PAT. OFF 


1826 Diversey Parkway, Chicago 14, Illinois 











mp big profits into 


ur business! 





ALEMITE 
Automatic Transmission Fluid 
Dispenser 


Automatic transmissions are the rule rather than the excep- 
tion on new cars in every price class. So there’s a market 
that gets bigger every day! Cash in on it with this Alemite 
Automatic Transmission Fluid Dispenser —the first in the 
field—and still far ahead! Just check these exclusive features! 


Filtered Delivery — Filter in nozzle prevents contamination — 

easy to clean. 

Positive shut-off — Eliminates drippage — keeps dirt OUT! 

Air Eliminator—Prevents pumping air—assures accurate meas- 

urement of fluid. 

Metered Output — 16 quart meter accurately records amount 

dispensed. 

Versatile, Long Reach—7’ hose for long reach—flexible noz- 
* gle fits ALL cars. 

Attractive Appearance — White enameled cover has holder 

for nozzle — keeps it clean. 

Rugged Dolly — Rides on four Bassick casters — easily moved. 

Clamps hold drum firm. 


Alemite ‘’Adjustashot” Control Valve 


Especially designed to lubricate 
easier —faster—with less lubricant 
waste. Saves time, work and money. 
Gives instant choice of full flow or a wide 
range of measured shots — at the twist of a 
knob. 

Beautifully balanced — floats in your hand —re- 
duces fatigue! 

High angled coupler gets on and off fittings 
easier — faster! 

Exclusive strainer screens out dirt. Easily removed 
for cleaning! 


Plasticized grip is non-skid—sheds dirt, grease 
ond oil! 
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Highams Moves Into New Home— 


Highams Cadillac Co., Houston, has opened its new building at 3001 Kirby Dr. ie i 
W. H. Highams, a veteran of 37 years in the auto business, is president. Sam W.| NN. D. Awards Contracts se 
Allison is sales manager; J. D. Regester, service manager, and Bob Ward Lederer, For Cars and Trucks 
used-car manager. 


W. H. Gourley, president-owner 
of Capitol Chevrolet Co., Nashville, 
Tenn., announces the return of R. 
N. Parrish to his organization and 
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(Continued from Page 39) 


1949. James C. Crosby, president of | boxes, $17,394.30. 


: ° 491.66. 
Bank Elects Mahers 


Maher, president and vice-presi- | $96,648.10. Dias od 
dent, respectively, of Maher 


Bank of Oak Cliff. 
dealership. 


Parrish Rejoins Capitol 





Reserve your anti-freeze NOW 
..and let Du Pont quarantee 
delivery. .. 


Whenever you need it 


The Du Pont plan is designed to fit your convenience. Re- 
serve your “‘Zerone” and ‘‘Zerex”’ now, take delivery as you 
need it—there’s no need to load up in advance of the season. 


Wherever you need it 


Du Pont’s unexcelled, coast-to-coast distributor organi- 
zation guarantees prompt, dependable delivery from 
your local source—whenever and however you want it. 





However you need it 


0 Whether you need Du Pont anti-freeze by the case 
or carload—in whatever container size you prefer 
... you'll get it when you need it—so reserve it now. 


—AND HERE’S WHY YOU'LL MAKE MORE PROFIT SELLING THEM! 


When you stock “‘Zerone”’ and ‘“‘Zerex,’”’ you can forget about every- 
thing but profits; they’re America’s largest-selling anti-freeze team. 
You have Du Pont “‘Anti-Freeze Week” working for you— the hottest | 
profit-making promotion in the business. rT rr: 
RO 


Man ree fee 


SS 
3 
Pa 
; 
: 





And you have these exclusive sales advantages: 
Both “‘Zerone”’ and ‘‘Zerex” contain an exclusive non-separating chemi- 


ine - ‘ . : DU PONT “ZERONE® DU PONT “ZEREX”“@® 
cal rust inhibitor which: 1) Prevents rust formation in the cooling sys- mad + <n 
tem; |2) Has lhigh reserve alkalinity to neutralize destructive cooling wdtuancles nieve. 
system acids; 3) Has detergent action which prevents already present e 


rust particles from clogging the cooling system. 


REG. u. §. Pat. OFF 


Motors, Inc, The new owner has| three half-ton pickup trucks, $3,- 
been vice-president and general | 586.08; 24 trucks with dump boxes, 
manager of J. C. Crosby Co. since} $58,905.36 and nine trucks with 


the firm, is retiring after more than| gervice Chevrolet Co., Fargo, 


International Harvester Co., 
Thomas H. Maher and Louis J. | Fargo, 10 trucks with dump boxes, 


Brothers, Inc. (Ford), Oak Cliff,| McDonough Takes Over 

Dallas, Tex., have been elected to) McDonough Motors, Inc. has 
the board of the American National | taken over Jack Whelan Motors 
and will operate as a branch of the 
Cleveland - area DeSoto - Plymouth 


Fire Guts Edwards Motor 
The North Dakota State High-| Edwards Motor Car Co. Inc., 
way Department has awarded the Spartanburg, S. C., has been gutted 
following contracts for cars and|py fire. J. R. Edwards, general 
his appointment as general man-| trucks. manager, said damage to the 
ager. Parrish is a past president; Universal Motor Co., Bismarck,| equipment, fixtures and supplies 
of the Nashville Automobile Trades | 14 two-door sedans, $18,162.55; 16| was estimated at $50,000. The 
Assn. sedan delivery cars, $21,195.38;' building, owned by Smith Imple- 





ment Co., was valued at $10,000. 
The fire started when an oil stove 


was overturned. 
¥ e am 


Center Presents Auto 


To Parochial School 

A driver-training program was 
launched at Cathedral 
High School, Springfield, Mass., 
when a new car was presented to 
the school in behalf of Arthur 
Center, owner of the Ford 


Center. 
is the first 


driver training at Cathedral and 
was liaison man in arranging the 
gift of the car. 


* * * 


Chrysler Technician Plaque 
Goes to Monrovia Dealer 
Carey E. Hardy, Chrysler-Plym- 
outh dealer since 1927 in Monrovia, 
Calif., has received a bronze plaque 
from Chrysler Corp. for completion 
of five years’ participation in the 
Master Technicians Service Confer- 


ence, 
* 


Chabot Names Graves 


Howard S. Graves has been ap- 
pointed manager of the used-car 
annex of Chabot Motors, Inc., Mill- 
bury, Mass., according to George 
Chabot, president. : 

. 


Russell Gets Ford Award 


For the third consecutive year, 
Russell Motor Co. (Ford), of 
Junction City, Kans., has _ re- 
ceived the Ford 4-Letter Award. 

The presentation was made to 
Harry Russell, president, and 
Howard Good, secretary-treasur- 


er. 
* * * 


Buick Again for Bullington 
Jarrell Davis has sold Jarrell 
Buick Co., Plano, Tex., to M. R. 
Bullington, who was a Buick dealer 
from 1948 to 1951 in Cooper, Tex. 
Bullington has changed the name 
of the business to Bullington Buick 
Co. 


* * * 


Stern Heads Deal - 


Al Stern is head of the new Pon- 
tiac dealership in Fullerton, Calif. 
Stern formerly was with the A. E. 
Nugent Co. 


Vaughns Buy Ownership 


Of Fleming Motor Service 


G. C. Fleming has sold his inter- 
ests in the partnership of Fleming 
Motor Service (Packard - Willys), 
Oroville, Calif., to Donald Vaughn 
and Edward O. Vaughn. 

The firm will be continued at 
the same location under the name 
of Vaughn Bros. 

* * . 
Sacramento (Calif.) Dealers 
Elect Sutton as President 

William A. Sutton (Dodge-Plym- 
outh) has been elected president of 
the Motor Car Dealers Assn. of 
Sacramento, Calif. 

Les Schwimley (Studebaker) is 
the new vice-president, and D. E. 
Engels was reelected secretary. 

Frank Spickard (Packard), the 
outgoing president, joins the board 
of directors, together with Newton 
A. Cope (Buick), A. E, Boyd 
(Chrysler - Plymouth), Sutton and 
Schwimley. 


San Francisco Buick Group 


Elects Rudd as President 


Robert E. Rudd has succeeded 
Clayton B. Clarkson as president 
of the San Francisco Metropoli- 
tan Buick Dealers Assn. 

Other officers elected were Vic- 
tor Gabrielson, vice - president; 
Beverley Spencer, secretary- 
treasurer, and Les McFetridge 
and Ed Deemer, directors. 


Fields Ups LeBlond 
Fields Chevrolet Co., Portland, 
Ore., has named Fred J. LeBlond 
new-car sales manager. He has 
been with the company for 18 
years, the past 4% years in selling. 
= * * 


Kill and Trapp Separate 

Virgil Kill and Wayne F. Trapp 
have dissolved their partnership in 
the car, truck and farm-implement 
business in Hiawatha, Kans. Under 
the new setup, Kill will operate an 
International Harvester outlet as 

(Continued on Page 55. Col. 1) 
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Kill Truck & Tractor. Trapp is| Andrew Dembs, vice - president; 
now sole owner of the former; Donald W. Dembs, secretary and 
Trapp & Kill Motor Co. (Mercury), | Mrs. Donald Dembs, treasurer. 
which now will be known as Trapp O  Din th 


eee a Honig Names Frink 
New England Dodge Group Spencer T. Honig, president of 


" - Nash California Co., Los Angeles, 
Elects Smith President has appointed Joe Frink as general 


The Dodge Dealers Assn., Inc.,| manager. 
comprising 50 dealers aiken tee * * * 
chusetts and New Hampshire, has Madden Appointed 
oe ae a Jack Madden, former service 


an Morwees, non manager of Midway Ford Co. and 
> .|Les Foote, Inc. (Nash), has been 
Other officers are: Georges Fem appointed service manager of Dan 


stein, George Motor Co., Worces- : 
ter, Mass., vice-president; Sidney O’Shaughnessey’s (Dod ge- Plym- 


Goldberg, Neptune Motors, East outh), Lansing. 
Boston, Mass., secretary, and Ken- 7. we 
neth Reed, Reed Motors, Arling- Rasmussen Sells Out 


ton, Mase., Ceeaeuree. Oscar A. Rasmussen has sold his 


. | Cadillac - Chevrolet dealership in 
Fick Plans to Build Greenville, Mich. to William C. 


rolet dealerships in Grand Rapids 
and Ionia, Mich. With the sale, a 
42-year career in the automotive 
business in the Greenville area was 
ended for Rasmussen. 

* * * 


Racer Fonty Flock Selling 


For Atlanta L-M Dealer 


Downtown Lincoln-Mercury, of 
Atlanta, has appointed Fonty 
| Flock, stock-car race driver, as a 
special sales representative. 

The firm announced that anyone 
purchasing a new or used car from 
Flock would have the opportunity 
of getting a driving lesson from 
him in a new Mercury with dual 
| controls. 


* * +. 
Clark Acquires Lot 
H. F. Clark, of Clark Nash Mo- 
tors, Munhall, Pa., has acquired a 
used-car lot at 3810 Main St. Cecil 
Penn will be used-car manager. 
* * * 


Boston DeSoto Dealers 


Elect Kramer President 
George Kramer, of Brookline, 

Mass., has been elected president 

of the DeSoto Dealers of Greater 


White, Cambridge, vice - president; 
George Kallasian, Boston, treas- 
urer, and W. A. Thirkell, Malden, 
secretary. Elected directors were 
Robert Hall, Brookline, and Ed- 
ward Mara, Waltham. 

Retiring President Edward L. 
Wolfe, Allston, was presented a 
gold wrist -watch. 


Thomas Appoints Tucker 


Thomas Buick, Inc., Asheville, 
N.C., has appointed William A. 
Tucker as new-car manager. 
Tucker previously was general 
manager of the Battery Park Hotel, 
Asheville. 


* * * 


M’Gregor Buys Deal 


The assets of Bailey Motor Co. 
(Dodge-Plymouth), Brunswick, Ga., 
have been bought by Gordon M. 
MacGregor. The firm had been in 
receivership for several months. 

regor formerly operated a 
| Chevrolet dealership in Auburn, Ky. 
* + 


Lander Aids Boy Scouts 
John H. Lander, president of 
Lander Motors, Inc. (Dodge-Plym- 
outh), Atlanta, is one of the chair- 
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pate May 1. Landersis a member of 
the executive board of the Atlanta 
Area Council of the Boy Scouts of 
America. 


* oa * 
Jordan’s Wife Writes 
Mrs. Len Jordan, wife of the 
Grangeville (Id.) Ford dealer and 
State governor, has written a 


Padula Open for Business 


In New Akron Spot .. . 

Padula’s Auto Service (Kaiser), 
has opened for business in its new 
location, 739 N. Main St., Akron. 

Ange Padula, owner, said the firm 
will specialize in service and offer 
a complete line of Kaiser and 
Frazer parts and used cars. 


LeMarque (Tex.) Chamber 


Elects Barber President 


John Barber, president of Bar- 
ber Buick Co., Tex. 


Holland Appointed 
Bill Holland has been appointed 


Rudy Fick Ford Sales, Inc., is| Berger of Grand Rapids, member 
planning a $150,000 addition to its|of a family which operates Chev- 
outlets in the Mission (Kans.) area 
to replace temporary facilities, ac- 
cording to Glover L. Williams, Fick 
vice-president. A one-story build- 
ing with 15,000 to 18,000 square feet 
of space is being planned, he said. 

* * + 


Richmond Motor Mart fe 


Gets Nash Franchise 

Richmond Motor Mart, Inc., 
Richmond, Mich., has received a 
Nash franchise. 

Headed by Fred R. Dalzen, presi- 
dent and treasurer, the dealership 
has more than 8,500 square feet of 
floor space. Mel Frayer is oper- 
ating manager. 

* 


Boston. 


* * 


Plimley Gets Dual Deal 


Plimley Automobile Co., Ltd., 
Vancouver, B. C., has been ap- 
pointed a Dodge-DeSoto dealership. 
T. Horace Plimley, president, has 
been head of an auto business since 
1936. Associated with him is his 
son, Basil Plimley. Walter Deaville 
is service manager, and Stan Dut- 
ton, parts manager. 

* - * | 
C of C Reelects Beck 


Charles H. Beck, auto dealer, 
has been reelected president of the 
Fredericksburg (Va.) Chamber of 
Commerce. He has held office since | 
April, 1952. 


* * * 
Dembs Gets L-M Dea! 
Dembs Motors, Inc. has taken 
over the Lincoln-Mercury dealer- 
ship in Watertown, N. Y., formerly 
operated by the late Ralph L. Mif- 
flin. Officers of the new firm are 
Andrew D. Dembs, president; Mrs. 


Here’s what DOOF can do! 


Read these facts from refinishers: 


Woonsocket, R. 1. “Had to enlarge our 
body shop because of DOOF!" 








Chicago, Ill. “Business increased 25% for 
the month... been up ever since!” 






Wichita, Kan."immediate boost in business 
_..¢ustomers keep coming month after 
month!” 


Toledo, Ohio. “DOOF helped increase our 
business for the whole year by about 10%! 


Yonkers, N. Y.“400 DOOF Postcards 
brought in $400 worth of business!” 

DOOF WILL BOOST YOUR BUSINESS 
.. KEEP IT UP THROUGH THE YEAR! 














White Builds Branch— 
Ground is broken for a $500,000 


branch building of White Motor Co.'s 


sales and service headquarters in Pitts- Made in U.S.A. by Minnesota Rining and Mfg. Co., St. 
Pressure- 


burgh. Wielding the shovel is Robert F. Paul 6, Minn.—also makers of “Scotch” Bra 

Black (center), president. The building Souritive Tapes, ‘Gcotch”’ Sound Recording Tape, “Under- 
will have 36 repair stalls, special materials | % ing, “Safety-Walk”’ Non sli Surfacing, “3M” po he 
handling equipment and two hoists for “3M Adhesi General meets 12 'E. 42nd St., New 





ves. 
lubrication jobs. York 17, N. ¥Y. In Canada: London, Ont., Can. 


Other officers include George 


'S GET A25% INCREASE IN BODY | 
SHOP BUSINESS WITH THE __| 


men of the Scout-O-Rama, in which 
13,000 local boy scouts will partici- 


head of the Packard dealership in 
Long Beach, Calif. 
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PROMOTION for June 1954! 


DIF ? DOOF! That’s the powerful theme behind the new DOOF 
Month Promotion for your shop. Dents In Fenders? Dents- 
Out-Of Fenders! Simple. Direct. Hard-hitting. An arresting 
theme that’ll bring extra work to your shop the minute you 
start pushing it! 

FREE DOOF MATERIAL gives you everything you need to 
stage a big business-building DOOF Month Promotion in 
your own shop. DOOF Kit contains: Posters, Postcards, 
Estimate Tags, Newspaper Ad Mats, Radio Commercial, 
Television Commercial, plus plenty of business-getting ideas 
that have been tested and proved! 

BUSINESS INSURANCE for your refinishing shop! DOOF 
boosts your business in June... keeps it up through the 
year. So don’t wait. Mail coupon below now! 


FREE poor MATERIAL... CLIP AND MAIL 


I Minnesota Mining and Mfg. Co. Dept. AN-s4 fl 
E 900 Fauquier Ave., St. Paul 6, Minnesota 4a 
§ (Please send me FREE DOOF Program Material you offer. § 
f (Please have your salesman give me full details. | understand # 
i there's no obligation. f 
i 

i PG OME dec decrécsce Reaghésndecessnekess ca pees cena ; 
Oe a ks re eee ere sethewet 
i i 
B Atyrccecccsvccesccces aenanted Se ee | 
i Signed.............. eeeee eeeeveee eeeeeeeeeeeeeeeeeeeene ' 
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Buick Advertising Group Formed in West— 
California’s Buick dealers have organized the Western Buick Dealers Advertising 
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Assn. as a cooperative advertising effort. Officers of the group are (from left in front 
row), B. H. Spencer, San Francisco, director; R. P. Stansbury, Burbank, vice-president; 
F. J. Fletcher, San Jose, and A. W. Holtman, Marysville, directors, and R. E. Rudd, 
Burlingame, president. Back row: H. B. Fisher, Los Angeles; H. G. Krell, Pasadena; J. 
M. Clark, Ontario, and R. L. Renney, Stockton, directors, and E. F. Lowry, LaJolla, 
secretary-treasurer. Absent is C. L. Butler, Manhattan Beach, a director. 


New Metro Studies Offered 


Metropolitan Sunday Newspapers, 
Inc., has announced the completion 
of new circulation breakdowns for 
both its Mighty Metro magazine 
and Metro Sundays Comics. 


the number of households and 
percent coverage for every city 
and county in which the two pub- 
lications ci 

Copies of both reports may be 


Both the 146-page report on its | obtained from Metro sales offices in 


magazine and the 152-page book 





NEW CAR DEALER 


New York, Chicago, Detroit, San 


on its comic subscribers, shows | Francisco and Los Angeles. 


OIL JOBBER 
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last line of a limerick, and send it 
to the company. Three hundred and 
twelve cash prizes will be awarded. 
First prize is $5,000. 


* * . 
White Campaign Opens 
White Motor Co. opened its 


spring sales campaign with a pro- 
motion spearheaded by a three- 
page, four-color ad in the Saturday 
Evening Post. 

Marking the fifth anniversary of 
the introduction of the White 
truck, the ad is the focal point of 
a merchandising campaign reach- 
ing White factory sales branches, 
distributors and dealers. 

Special advertising also will run 
in other business and trade publica- 
tions, some as full-color, front cover 
ads, officials said. 

* + * 


New Washington Record 


The Washington Post ¢ Times- 
Herald on Sunday, Apr. 4, published 








the largest paper every circulated 
in Washington. 

The record 268 pages appeared 
on the third Sunday after the 
Washington Post had purchased 
the Times - Herald. The former 
record was 228 pages, published 
by the same paper March 21. 

It also was announced that near- 
ly $600,000 in severance pay has 
been distributed to former em- 
ployes of the Times-Herald. 


AFA Program Announced 


The Advertising Federation of 
America last week announced the 
program for its 50th annual con- 
vention June 20-23 at the Hotel 
Statler in Boston. 


The convention will open at 7 
p.m, Sunday, June 20, with a sym- 
posium on club accomplishments 
and problems. Mabel S. Obenchain, 
vice-president and chairman of the 





SERVICE STATION OWNER 


these are the men | 
who know 


modern motors demand today’s best oils 


All kinds of claims are being made for different 
types and brands of motor oil... but you can’t fool 
these men. They know from actual experience that 
only oils with the greatest lubricating power are 
good enough for today’s high compression motors. 


The men who sell new cars. ..the jobbers 
who know good oils... the men who service 
the motoring public... all of them know the 
truth about today’s motor oils. And all of 
them are in a position to perform an im- 
portant service to motorists by giving them 
sound advice on oil. 


Here is one basic fact to remember: 


No one can make a superior motor oil out 


of an inferior crude. 


Additives are useful, of course. They can 
help any motor oil do its job better. 


But additives, in themselves, do not lubricate 


They can be added to any oil. To very good 
oil. To very poor oil. 


The quality of the basic oil is what deter- 





mines the kind of lubrication a motor gets. 


That's why we are telling millions of car 
owners in our national advertising this year: 
Today's BEST oils 
start with 
Nature’s BEST crude 
This plain truth—that you can't start with 


an inferior crude and build a superior oil 
— will be understood quickly by all your 


customers. 


That's why more and 
more men who know are 
carrying and selling a 
brand of Pennsylvania 
Motor Oil. 


Look at all the magazines that are carrying our message to consumers: 
Saturday Evening Post, Collier's, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - Oil City, Pennsylvania 
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| dealership. 


|only four minutes; 


Council on Women’s Advertising 
clubs, will preside. 

Monday’s session will consist of 
three panels on club activities. 
Titles of the discussions are “Your 
Job and Mine for Advertising;” 
“Opportunities for Service,” and 
“The New Crusade.” 


Three sessions also are scheduled 
for Wednesday. They are: “Quality 
Membership Plus Adequate Finance 
Equals Sound Organization;” 
“Publicity and a Good Publication 
Builds Oomph,” and “Good Pro- 
gramming Builds Attendance; Good 
Attendance Makes Good Program- 
ming Possible.” All three sessions 
will run concurrently. 

. . * 


Tire Dealers on Radio 


General Tire and Rubber Co. 
dealers are sponsoring the new 
“General Sports Time with Harry 
Wismer” sports program over the 
Mutual Broadcasting System. 

The sportscasts are aired Sun- 
day from 6:45 to 7 p.m., EST. 

* * + 


Bingham Drops Gar Wood 


Bingham Technical Advertising, 
Detroit, has resigned the advertis- 
ing account of Gar Wood Indus- 
tries, Inc. according to Fred P. 
Bingham, agency owner. 

The cancellation includes all ac- 
tivities for Wayne, Richmond, 
(Calif.), United Metalcraft and Ex- 
port divisions and Institutional 
Magazine advertising for Gar Wood 
—— . * + 


Fitz-Gibbon Gets Account 


John K. Herbert, executive pub- 
lisher of the New York Journal- 
American, has announced the ap- 
pointment of Bernice Fitz-Gibbon, 
Inc., as advertising and merchan- 
dising consultant. 

. = 


|Turnure Picks Sterling 


Harvey A. Turnure, Chrysler 
dealer at 1763 Broadway, New 
York, has named Sterling Adver- 
tising Agency as advertising and 
promotion representative of the 


New Prest-O-Lite Program 


A revitalized sales program for 
1954 was announced to district 
managers of Prest-O-Lite Battery 
Co., Inc., at a recent series of sales 
meetings held across the nation. 

Revealed by A. A. Feldman, 
Prest-O-Lite sales manager, the 
program includes: 

Continuance of Prest-O-Lite’s ex- 
clusive tie-in, both in national ad- 
vertising and sales promotion, with 
the National Football League; a 
series of new trade advertisments 
stressing the theme “Put more 
money in your pocket;” a “Daily 
Double” incentive program for all 
Prest-O-Lite distributor salesmen; 
a “Sales-Pak” which permits a 


| jobber salesman to make a com- 


plete and effective presentation in 
a “Planned 
Profit Package” containing three 
valuable sales aids for dealers, and 
a “Sello-Tape” kit having a roll of 
acetate tape with approximately 


| 300 imprints of a dealer’s name, 
| address and telephone number. 
* - 


Business Week Report 


Business Week magazine has is- 
sued, in booklet form, a report on 
a survey of 10,000 subscribers en- 
titled “Business Week’s Audience.” 

Copies are available and may be 
obtained by writing Herman C. 
Sturm, advertising and business 
manager, Business Week, 330 W. 
Forty-second St., New York 36, N.Y. 

= s a 


Milwaukee Data Available 


The Milwaukee Journal has be- 
gun distribution of its “1954 Con- 
sumer Analysis,” according to New- 
ell Meyer, manager of the con- 
sumer research department. In- 
cluded is a section on the automo- 
tive field. 

Copies of the survey may be ob- 
tained by writing the Milwaukee 
Journal, Milwaukee, Wis. 

* + * 


Skinner Sponsors Contests 


Two new Nash Metropolitans will 
be featured as grand prize awards 
in two simultaneous contests spon- 
sored by Skinner Raisin Bran Co., 
Detroit. 

One contest is a consumer 
“Name the Car Contest,” offer- 
ing participants an opportunity 
to win a Metropolitan and other 

(Continued on Page 57, Col. 1) 
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prizes for naming a “car of the 
future.” 


The second contest offers grocers 
the chance to compete for the 
Metropolitan and 6,000 other prizes 
offered by the Skinner Raisin Bran 
Co. to retailers building the best 
displays on the contest theme. 

Both contests begin June 6 and 


close Aug. 15. 
. s > 


Esquire Auto Supplement 


The June issue of Esquire maga- 
zine contains a special automotive 
supplement. 


Containing 18 stories on the au- 
tomotive field, the supplement cov- 
ers everything from rules for safe 
and sane driving to coverage of 
national speed races. It also con- 
tains a detailed analyses of 252 
cars of the world. 

. > * 


Raleigh Dealers Feted 

Members of the Raleigh (N. C.) 
Automobile Dealers Assn. were 
guests at a recent meeting of the 
Raleigh Advertising Club. 

The Raleigh News & Observer, in 
cooperation with the Bureau of Ad- 
vertising of the American News- 
paper Publishers Assn., showed the 
Raleigh dealers “Lexington, U.S.A.,” 
a film on how newspapers help sell 


automobiles. 
- + s 


Hopkins, Cummings Realign 


N. W. Hopkins and Glenn H. 
Cummings have announced a re- 
alignment of their interests in 
Cummings & Hopkins advertising 
agency and the Northville (Mich.) 
Record. 

Hopkins has purchased Cum- 


mings’ interest in the agency and 


with his son, James H., will con- 
tinue operation, as The Hopkins 
Agency, at the same address. The 
firm has been in business since 

1949, 

Simultaneously, Cummings has 
purchased Hopkins’ interest in the 
Northville weekly newspaper, which 
they bought in January, 1952, and 
which Cummings has edited since 
that time. Cummings continues to 
serve as consultant on financial 
public relations to American Mo- 
tors Corp. 


* * * 


New L-M Magazine 


Lincoln-Mercury has begun 


publication of a new magazine, 
“Fine Cars.” 

Published for L-M’s service de- 
partment, the monthly publication 
will be mailed to owners of Lin- 


colns and Mercurys through their 
dealer 


8. 


« * * 


Nash Heralds Summer 


Heralding the summer vacation 
season, Nash recently ran a four- 
color, double-spread advertisement 
in Saturday Evening Post. 

Prepared by Geyer Advertising, 
Inc., the ad featured a “wish I were 
there” vacation theme. The ad is 
entitled “Travelin’s Double the Fun 


in a Nash.” 
* * * 


Parade Circulation Data 


The “1954 Circulation Analysis” 
of Parade magazine is ready for 
distribution. 

Copies may be obtained from Jim 
Simpkins, research director, Parade 
Publication, Inc., 405 Lexington 
Ave., New York 17, N. Y. 


* * * 


Fulton Cites Auto Industry 


The automotive industry has had 
an important effect on the develop- 
ment of outdoor advertising, ac- 
cording to K. H. Fulton, president 
of Outdoor Advertising, Inc. 

Speaking before the Adcraft 
Club of Detroit, Fulton said the 
automobile has turned the coun- 
try into one big road map. “To- 
day,” he said, “the automobile 
and accessories classification is 
the outdoor advertising medium’s 
largest category. It is exceeded in 
rate of growth only by the rela- 
tively new food classification.” 

Some of the significant develop- 
ments which are adding to the val- 
ue of outdoor advertising, said Ful- 
ton, are growth of population, trend 





toward outdoor life, “explosion” of 

urban centers into suburban mar- 

kets, creation of new shopping cen- 

ters in suburban areas and con- 

struction of new industrial plants. 
* * o 


Names 

William N. Brown has joined the 
Detroit offices of Campbell-Ewald 
Co. as an account executive on sev- 
eral divisions of Great Lakes Steel 
Corp. He formerly was an account 
executive with Fuller & Smith & 
Ross, Cleveland. 


Richard Harmel, who has been 
food promotion manager of Look 
since 1949, has been promoted to 
merchandising manager of the 
magazine, a newly-created position. 


William D. Lewis has joined 
Geyer Advertising, Inc. as media 
director for the Detroit office. Lewis 
will also serve as an assistant 7— 
count executive under Ralph 


Wolfe, in Detroit, on the Kelvinator 
account. Lewis most recently was 
an account representative in the 
Chicago office of McGraw Hill Pub- 
lishing Co. 


Robert N. Woedruff, of Crowell- 
Collier Publishing Co., has an- 
nounced the appointment of Alfred 
H. Pfister and Robert G. Saltsman 
to the Detroit advertising sales staff 
of the Woman’s Home Companion 
and Collier’s magazine, respectively. 


Brooke, Smith, French & Dor- 
rance, Inc., has announced that 
Clarke C. Wilmot, a member of the 
ad agency for more than 25 years, 
has relinquished his operating duties 
as a vice-president. Wilmot will 
serve as a senior consultant on 
plans and merchandising. 


Appointment of Joseph E, Con- 
solmagno as assistant to James A. 
Baubie, manager of public relations 
services for Chrysler Corp., has 
been announced by James Cope, 
vice-president. For the past three 
years, Consolmagno has been man- 
ager of the company’s public rela- 
tions offices outside of Michigan 
and as assistant manager will con- 
tinue to give attention to these ac- 
L. ! tivities along w with h supervision — of 





Car for C of C— 


Herb Estes, Inc. (Ford), 
Mich., has put a car at the disposal of 
city’s Chamber of Gommerce for an in- 
definite period of time. Paul Wagner 
(left), chamber president. ond Robert 
Gage (center), executive secretary, ac- 
cept the cor from Estes. 


other public relations services in 
Detroit, 


Arthur H. Pfister has joined De- 
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Companion. Pfister formerly was 
associated with the Collier’s mer- 
chandising department in Detroit. 


George Wolf, director of radio 
and television for Geyer Advertis- 
ing Inc., has been elected vice-pres- 
ident of the agency. Wolf joined 
the Geyer agency in August, 1953. 


Appointment of Cliff Knoble as 
advertising manager of the tele- 
vision and radio division of Ray- 
theon Mfg. Co., Chicago, has been 
announced by Henry F. Argento, 
general manager of the division. 

Knoble formerly was director of 
advertising and sales promotion for 
the Eureka vacuum cleaner divi- 
sion of Eureka Williams Corp. He 
also was ad manager of Chrysler 


Ann Arbor,| Corp. for nine years. 


Chester A. Ragland, for 25 years 
a principal in the Van Auken Rag- 
land & Stevens ad agency in Chi- 
cago, has retired. He will continue 
to serve the firm in a consulting 
capacity. 


Donald W. Walton has been 
named supervisor of a new creative 
group in the Detroit office of Ross 


troit office of the Woman’s Ho office of the Woman’s Home j me\Roy, inc. Inc. 





Any COLOR... Any QUANTITY... Any TIME! 
with Ditzler’s Exact-Weight Color-Mixing Service 
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DITZLER’S new compact Moto-Mix is 
an electric motor-driven device for 





stirring a quart or a gallon of paint. It 


eliminates the drudgery of hand stir- 


ring, saving time and work. It is de- 
signed especially for use with the agi- 


tating and pouring lids. furnished with 
the base colors of the Ditzler Exact- 
Weight Color-Mixing Service. 


D 








ore NO NEED to wait for paint deliveries when you have 
Ditzler’s Exact-Weight Color-Mixing Service. You can 
mix in a few minutes the amount you wish of any of the 
3400 active automotive colors in lacquer or enamel. There’s 
no guesswork . . . no over-orders .. . no half-filled cans on 
your shelves. 


Included in this service is an extremely accurate scale which 
will weigh as little as 1/4500ths of a gallon of paint. This 
method of measuring color by weight, pioneered and per- 
fected by Ditzler, is much more simple and correct than other 
devices which measure by volume. You control the amount 
accurately because you watch the scale while pouring with- 
out shifting your gaze. 


You can make substantial savings by mixing your own colors 
with Ditzler’s Exact-Weight Service . . . savings that range 
as high as 50 per cent of factory-standard colors. We’ll be glad 
to furnish you additional information on this service. 


Detroit 4, Michigan 


ITZ 
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DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 


ER 


PAINTS » GLASS ¢ CHEMICALS © BRUSHES « PLASTICS © FIBER GLASS 





(N CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Used-Car Auction Prices 


Market Trend 


The overall average price of wholesale used cars sold at auction 
declined $3 last week, according to Automotive News’ index. 

The only individual increases were on the oldest and newest models. 
The price of ’54s increased $24 while ’47s and ’48s each went up $7. 
All other models declined in price. 

Biggest reduction was $16 on ’49s. Other losses were $15 on ’5is, 
$12 on ’50s, $9 on ’53s and $6 on ’52s. 

The ratio of sales to offerings was up slightly last week. At 10 
‘auctions, 1,331 cars were sold out of 2,048 offerings for a ratio of 65 
percent. At the same auctions a week earlier, the ratio was 64 percent, 
with 1,365 sales out of 2,129 cars offered. 

Prices marked with an * indicate a unit equipped with an automatic 

transmission or overdrive, and (ps) indicates power steering. 


OMAHA 4-dr., $1,075*; (150) 4-dr., $1,065*; 


(210) station wagon, $1,635, $1,430. 52 
(Cliff Soderberg Auto Auction. Sale 


SL Deluxe Bel Air, $1,360*. '51 SL De- 
every Thursday. Prices are for sale of luxe station wagon, $945; Bel Air coupe, 


May 6.) $900; 2-dr., $730. °'49 %-ton pickup, 
(Market very good. Sold 58 cars out $425. ‘48 FL Aerosedan, $190. °47 FM 
of 138 offerings.) 2-dr., $225. 


FORD—’54 %-ton pickup, $1,390. ’53 Crest 
(8) country sedan, $1,705*; Victoria, 
$1,485*; 2-dr., $1,400*. ‘52 Crest (8) 
conv., $1,220. '51 Deluxe (8) club coupe, 
$890; Custom Deluxe (8) 2-dr., $735. '50 
Custom Deluxe (8) 2-dr., $695, $625, 
$490; club coupe, $665; Custom (6) 4- 
dr., $465; %-ton pickup, $445. °49 Cus- 
tom (8) 2-dr., $255; 1-ton pickup, $800. 


BUICK—’53 Super 4-dr., $1,695*. '52 Spe- 
cial 2-dr., $995*. °51 RM Riviera Hard 
Top, $1,100*; Super 4-dr., $900, $875; 
Special 4-dr., $845, $835. '50 Special 4- 
dr., $510, $435; 2-dr., $545. 

CADILLAC—’50 (62) 4-dr., $1,555*. °49 
(63) 4-dr., $1,165. '42 4-dr., $250. . 

ILET—'54 Bel Air 4-dr., $2,050*. 
’63 Bel Air sport coupe, $1,635*, $1,225*; 





MERCURY—’49 2-dr., $500; 4-dr., $440. 
OLDSMOBILE—’48 (76) sedanet, $165. 
PACKARD—’51 (200) 4-dr., $830. 
PLYMOUTH—’51 Concord Suburban, $930. 
’6560 Cranbrook 2-dr., $425. 
PONTIAC—’51 Chieftain Deluxe (8) 4-dr., 
$970; 2-dr., $645. '50 Chieftain Deluxe 
(8) sport coupe, $600. '49 Chieftain (8) 
4-dr., $480; sport coupe, $445; 4-dr., 
$400. '47 SL (6) 4-dr., $165. 
STUDEBAKER — '47 Land Cruiser 4-dr., 


$180. 
MISCELLANEOUS — ’'51 Henry J, $520, 
$400. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of May 5.) 
(The bidding very active. Prices 
steady. Sold 105 cars out of 133 offer- 
ings.) 
BUICK — '53 RM Riviera 2-dr., $1,890*, 
$1,850*. '52 Super Riviera 2-dr., $1,450; 
4-dr., $1,265, $1,250; Special Riviera 2- 


dr., $1,225, $1,100. ‘51 Super Riviera 
2-dr., $870; Special 4-dr., $605; RM 
Riviera 4-dr., $855. 
CADILLAC—'51 (62) 4-dr., $1,710*. '50 


Ss club coupe, $1,300*. ’49 (62) 2-dr., 

5. 

CHEVROLET—'54 (210) 2-dr., $1,590. °53 
(210) conv., $1,400; 4-dr., $1,350; 2-dr., 
$1,275; Bel Air 4-dr., $1,350, $1,275. ’52 
SL Deluxe 2-dr., $875; %-ton pickup, 
$690. '51 SL Deluxe Bel Air, $725; 2- 

., $725, $590. '50 SL Deluxe 2-dr., 
3535, $480, $230; 4-dr., $505. °49 FL 
Deluxe 4-dr., $350; SL Deluxe 4-dr., 
$320, $305. °48 FL 4-dr., $325; FM 4- 

ar., $275, $175. 

CHRYSLER—’52 Windsor (6) 4-dr., $905; 
club coupe, $800. 

DeSOTO—’52 Fire Dome (8) 4-dr., $930; 
Custom (6) club coupe, $850. '47 Custom 
(6) 4-dr., $150. 

DODGE — ’54 %-ton pickup, $1,025. °52 








Meadowbrook 4-dr., "51 


Coronet 4-dr., $630. 


FORD—’'54 Custom (8) 4-dr., $2,300*. °53 
Main (8) Ranch Wagon, 4-dr., 
$970; Custom (8) 4-dr., $1,275. 
tom (8) 2-dr., $965; Crest (8) Victoria, 
$1,060. ‘51 Crest (8) Victoria, $810; 
Custom (8) 2-dr., $760, $730; Custom 
(6) 2-dr., $575, $350, $255. "50 Custom 
(8) club coupe, $440; (6) sport coupe, 
$430. '49 Custom (8) 2-dr., $280, $260; 
Custom (6) 2-dr., $220. '46 club coupe, 
220 


$745, $740. 


$220. 

HUDSON — '53 Hornet (6) 4-dr., $1,185. 
"47 2-dr., $295. 

LINCOLN—’50 Cosmopolitan 4-dr., $525, 
$320. 





TESTED AND APPROVED BY MAJOR AUTOMOBILE MANUFACTURERS 


EXCLUSIVE 
WHEEL-BOLT 
LOCK ON! 


Here is the revolutionary wire wheel disc the entire 
country is looking at! Designed for the ultramodern 
styling of today’s automobiles, Cello Wire Wheel Discs 
give sports car distinction at a fraction of the cost of real 
wire wheels. 


TESTED AND APPROVED! 


Cello Wire Wheel Discs are the ONLY wire wheel discs 
road tested and approved by several of the country’s 
leading automobile manufacturers. 


The Cello Wire Wheel Disc, containing 48 real chrome 
plated stainless steel wire spokes, is equal in every respect 
to the “original equipment” offered by major car manu- 
facturers. 


Featuring Wire Wheel Discs for: 


Cadillac 
Packard 
Mercury 






Hudson 
Willys 


ST) 


WITH EXCLUSIVE WHEEL-BOLT LOCK ON 

Wheel-bolt lock on is the outstanding new development 
by Cello which practically eliminates theft of discs. Each 
disc is firmly attached to the bolt circle of the wheel and is 
held by the same bolts that hold the wheel. This prevents 
petty thievery, rattling or loss due to centrifugal force 


when driving. 


CELLO WIRE WHEEL DISCS FEATURE Automotive styling and 
engineering « 48 real wire spokes « stainless steel with chrome 
finish « wheel-bolt lock on « removable hub cap « proper wheel 
balance * custom made and fitted « tested and approved 


on various car manufacturers’ proving grounds « 


original 


equipment as used by various car manufacturers * enhances 


appearance of car. 


For turther information regarding Cello Wire Wheel Disc Distributorships, Jobbers or Dealers—write ... 





WIRE WHEEL DIVISION 
EAST BOSTON 28, MASS. 





Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 























May 1954 Apr. - March 

Model To Date 1954 1954 
1954... $2,077 $2,125 $2,174 
1958... 1,476 1,481 1,521 
1952. 1,047 1,080 1,069 
1951... 774 V7 794 
1949... 408 415 433 
1948.... 270 268 285 
1947............ 208 212 224 
Overall _ 
Average $ 853 $ 868 $ 885 










MERCURY—’50 4-dr., $455. 

NASH—’53 Ambassador 4-dr., $1,290*. '51 
Statesman 4-dr., $360. '48 Ambassador 
2-dr., $155. 

OLDSMOBILE—’52 (88) 2-dr., $1,365. ‘51 
(88) 2-dr., $900. ‘50 (88) 4-dr., $500. 
’48 (66) club sedan, $195. 

PACKARD—’46 (8) 4-dr., $120. 

PLYMOUTH — ’'52 Cranbrook Belvedere, 
$700. '51 Cranbrook 4-dr., $615. 


PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
605*, $1,550*. °52 Chieftain (8) 4-dr., 
$1,090*. '51 Chieftain (8) 4-dr., $895, 
$850, $810. °50 Streamliner . (8) club 
coupe, $610. 

STUDEBAKER — ‘51 Champion coupe, 
$475. 

ALBANY 


(Tim Anspach. Sale every Monday. 
Prices are for sale of May 3.) 

(Our new plan of selling cars in year 
groups worked out to the entire satis- 
faction of both buyer and seller. The 
market held steady to stronger on all 
models, except perhaps 1954 models. 
Sold 98 cars out of 115 offerings.) 
BUICK—’53 RM Riviera coupe, $1,950* 

(ps). '52 Super Riviera coupe, $1,375*. 

"50 Special 2-dr., $635; RM 4-dr., $725*. 

’48 RM 4-dr., $270*. 


CADILLAC—’51 (62) 4-dr., $1,850*. °50 
(60) Special 4-dr., $1,665*. °48 (62) 4- 
dr., $760*. °47 (75) 4-dr., *. 


CHEVROLET—’54 (210) 4-dr., $1,660. ’52 
SL Deluxe Bel Air, $1,150. '51 SL De- 
luxe club coupe, $830*; 2-dr., $860*; 
4-dr., $870*, $800; FL Deluxe 4-dr., 
$930*, $785; SL Deluxe Bel Air, $840. 
‘50 FL Deluxe 2-dr., $630; 4-dr., $525. 
49 %-ton pickup, $410. °47 FM club 
coupe, $200; 4-dr., $250, $170. 

CHRYSLER—’51 Windsor 4-dr., $810*. ’50 
NY Newport, $730*. °49 Windsor 4-dr., 
$600*, $450*. °46 Windsor 4-dr., $250. 

DODGE—’54 Coronet (8) 4-dr., $1,985*. 
’52 Meadowbrook 4-dr., $880. '51 Mead- 
owbrook 4-dr., $610. °50 Meadowbrook 
4-dr., $570*. °47 Deluxe 4-dr., $150. '46 
Custom 4-dr., $175*. 

FORD — '54 Crest (8) Victoria, $2,200*; 
(6) 4-dr., $1,730*. °53 Custom (8) 2-dr., 
$1,130*. °52 Custom (8) 4-dr., $750*; 
Main (8) 2-dr., $910. ’51 Custom (8) 2- 
dr., $730*, $720*, $685*; conv., $900*, 2 
at $810. '50 Deluxe (6) 2-dr., $525*; 
Custom (8) 4-dr., $510. '49 Custom (6) 
4-dr., $360, $350; Deluxe (8) 4-dr., $430. 
'47 Deluxe (8) business coupe, $130. 

HUDSON—’53 Jet 4-dr., $1,140. °52 Com- 


modore 4-dr., $910*. °49 Commodore 4- 
dr., $180. 

KAISER—’52 2-dr., $750. ’50 Traveler 4- 
ér., $240 


LINCOLN — ’51 4-dr., $900*. 
politan 2-dr., $510*. 

MERCURY—’54 Monterey coupe, $2,200*. 
’51 club coupe, $780*. °50 club coupe, 
$650. °49 4-dr., $480, $310*. 

NASH—’52 Rambler Country Club, $860. 

OLDSMOBILE — ’50 (88) 4-dr., $710*, 
$610*; conv., $625*; (98) 4-dr., $740*. 
’48 (68) 2-dr., $320*. °47 (76) 4-dr., 
$200; (66) conv., $360*. 

PACKARD—’50 (2300) 2-dr., $500. 

PLYMOUTH — ’52 Cranbrook Belvedere, 
$1,010. ’&1 Cranbrook Belvedere, $820. '50 
Deluxe Suburban, $485. °49 Special De- 
luxe 4-dr., $380. °48 Special Deluxe 
conv., $250; 2-dr., $325. 

PONTIAC—’54 Chieftain Deluxe (8) 2-dr., 
$2,225*; Star Chief (8) 4-dr., $2,415*; 
Catalina, $2,626*. °53 Chieftain Custom 
(8) Catalina, $1,960*. °52 Chieftain De- 
luxe (8) Catalina, $1,160*; 4-dr., $1,- 
250*, $1,210*. °51 Chieftain Deluxe (8) 
Catalina, $1,200*; 4-dr., $1,060*. '49 SL 
(8) 2-dr., $350; (6) 4-dr., $550. ’47 Tor- 
pedo (8) 4-dr., $280. 

STUDEBAKER—’54 Champion 2-dr., $1,- 
450. '52 Commander club coupe, $950*. 
’*51 Champion (6) coupe, $565; Com- 
mander 4-dr., $520*. 50 Champion (6) 
coupe, $480. 

MISCELLANEOUS—’49 Austin 4-dr., $120. 


OAKLAND, CALIF. 


‘A. L. Pollock’s Used Car Auction. Sale 
every Wednesday. Prices are for sale of 
May 5.) 

(Except for 1954 models, market 
strong on all sharp units. Sold 117 cars 
out of 149 offerings.) 

BUICK — '52 Super 2-dr., $1,280*. °51 
Super 2-dr., $1,080*, $1,040*. ’50 Super 
2-dr., $900*; 4-dr., $800*, $705*, $700*. 
‘47 Special 4-dr., $160. '42 Super 4-dr., 


(62) 4-dr., $2,490°. °51 
(62) 4-dr., $1,855%, $1,850*. '50 (60) 
4-dr., $1,590*. '49 (62) 4-dr., $1,100*, 
$1,045*. '48 (62) 4-dr., $715*. 

CHEVROLET—’53 Bel Air 2-dr., $1,385*, 
$1,350, $1,305, $855*. °52 SL Deluxe 4- 
dr., $1,090, $1,085*; club coupe, $915. 
"50 SL Deluxe Bel Air, $800; %-ton 
pickup, $510. °49 SL Deluxe 2-dr., $545, 
$505; 4-dr., $505. °47 FM conv., $240. 
"46 FM 2-dr., $245. ’38 conv., $165. 

CHRYSLER—’52 NY 4-dr., $1,470* (ps). 
’51 Windsor 4-dr., $930*. 

DeSOTO—’52 Deluxe 4-dr., $1,015, $930; 
Custom club coupe, $940*; 4-dr., $935*. 
’51 Custom 4-dr., $805*. °50 Deluxe 
Carry All sedan, $705*. '46 Deluxe 4-dr., 
$190*. 

DODGE — '52 Coronet 4-dr., $905. ‘51 
Coronet 4-dr., $805. °47 2-dr., $260. '46 
2-dr., $150*; 4-dr., $235, $200. 

FORD—’54 Crest (8) conv., $2,415*. '53 
Main (8) 2-dr., $1,350, $1,235; 4-dr., 
$1,285; %-ton pickup, $1,025; Crest (8) 
Victoria, $1,455*. ‘52 Main (8) 4-dr., 
$1,110. ‘50 Custom (8) 2-cr., $660; 


(Continued on Page 59, Col. 1) 


’50 Cosmo- 
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*S51 Cranbrook 4-dr., $660. ‘50 Special 
Deluxe conv., $525. '49 Special Deluxe 
conv., $680. 

PONTIAC—’54 Chieftain Deluxe (8) Cata- 
lina, $2,350*. '53 Chieftain Deluxe (8) 
4-dr., $1,705*. '52 Super Deluxe Catalina, 
$1,465*; Chieftain Deluxe (8) Catalina, 
$1,415*; 2-dr., $1,175*, $1,100*. '50 Super 
Deluxe (8) Catalina, $750, $700. '49 Sil- 
ver Streak (8) 2-dr., $555. 

STUDEBAKER — '53 Commander club 
coupe, $1,380*, $1,295; Champion 4-dr., 
$1,065. °52 %-ton pickup, §450. ‘50 
Champion 4-dr., $295; %-ton pickup, 
$250. °48 Land Cruiser 4-dr., $255. 

MISCELLANEOUS—'53 Henry J (6), $750. 


FARGO, N. D- 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of May 6.) 


(Big demand and good prices for clean 
autos. Sold 47 cars out of 94 offerings.) 





575, $1,545; Bel Air station wagon, $2,- 
050. '53 Bel Air 2-dr., $1,555, $1,495, 
$1,430, $1,385, $1,345, $1,315, $1,250, 


a a 
$1,225*; (210) 4-dr., $1,180, $1,010; 
= A p (150) 2-dr., $1,080, $905, $900. '52 SL 
Used-Car Auction Prices a ea 
$870; SL Special coupe, $690, $525; Bel 
Air coupe, $1,165. ‘51 SL Special 4-dr., 
$430; FL Deluxe 2-dr., $760, $750*, 
n~ (Continued from Page 58) $740*, $625*. °50 SL Deluxe 4-dr., $530, 
$455. 

conv., $680; %-ton pickup, $520. ‘49 $2,020* (ps). *50 (28) club coupe, $755; 52 Wi -dr., $770*. ’51 
Custom (8) 4-dr., $520; conv., $375, '48| Deluxe 4-dr., $850°, $715*; (98) Holiday | MMi ar gveon 
(6) club coupe, $250; (8) 4-dr., $215. | coupe, $835°. “49 (76) 4-dr., $340°. DeSOTO—’52 Custom (6) 4-dr., $1,050. '49 

"47 (8) 4-dr., $300. °40 (8) conv., $135. | PLYMOUTH—’52 Cranbrook 4-dr., $895*, a att ere: 

HUDSON—'50 Commodore (8) 4-dr., $335. | $885, $850, $840, §710. '51 Cranbrook 4.| Custom (6) 4-dr., $410. 
LINCOLN—'54 Capri Hard Top, $3,845*.| dr., $510; Cambridge 4-dr., $720. '46 | DODGE—’51 Coronet (6) 4-dr., $640. '50 
eee oe 53 000. oan ae Special Deluxe 2-dr., $180. me $380. ‘49 Coronet (6) 
onterey 2-dr., $1,805. '52_4-dr.,_ $1,- | PONTIAC—’51 Chieftain Deluxe (8) 4-dr., | _COnV'» 9i00. 

395°. "61 4-dr., $875. "50 2-dr., $605. "47 | $695; coupe, $815. '50 (8) 4-dr., $510*. | FORD—'S4 Crest (8) Victoria, 2 at $2,- 
OLDSMOBILE — "53° (88) t-dr., 2.055%. | _ 47 (6) 4-dr., $215. 220, $1,200, "52 Custom (8) 2dr. $1.- 
"52 (98) Holiday, $2,055, $1,820*. ’51 | STUDEBAKER — °53 Commander coupe, 130°, *$1,055*, $1,005", $965; Victoria, 
(88) 2-dr., $1,155*; 4-dr., $1,030*; club| $1,475*. ’51 Land Cruiser 4-dr., $600*.| 1 080: Ranch Wagon, $1,275; Main (6) 





wa coupe, $820; (98) 4-dr., $1,225*, $1,100*; | "50 Champion 4-dr., $305*, $375°. '47/ oar 's7g0. ‘51 Custom (8) Victoria, OADILLAC—'49 (61) 4-dr., $880*. 
Holiday, $1,305*. °50 (88) 4-dr., §$700*; | Commander Regal Deluxe, $180*. $825, (6) 2-dr., $745*, $710, $680, $650, CHEVROLET — '53 (210) 4-dr., $1,245*; 
club coupe, $830*; conv., $950*: (98) | MISCELLANEOUS — ‘50 GMC Wrecker, $645, $500. "50 Deluxe (8) 4-dr., $500; 2-dr., $1,330; %-ton pickup, $975. °52 
4-dr., $865°; (76) club coupe, $650. $765. Custom (8) 2-dr., $575, $565, 2 at $560, SL Deluxe 2-dr., $945; 4-dr., $920. ’51 
a” 4-dr., $260. '47 Clipper 4- $550, $450. ‘49 (6) 2-dr., $240. SL Deluxe 4-dr., $780*, $705*; %-ton 
“9 . D — WwW lub coupe, $785. ickup, $610. '47 FM 4-dr., $255. °46 
ol ‘Cranb a? orn sas. a ‘Delon (D - ae prea Satur sampena a (8) "a om ‘00. oa Miss Padre Island— SL 2udr.. $150. : 
5 ranbroo! -dr., ; a uxe yer . y - > fos ° suas —’ = 
4-dr., $435. day. Prices are for sale of May 1.) MERCURY—'’53 Monterey coupe, $1,870*, Madeline Lee, of Corpus Christi, Tex., a i yar ry A oo ga 
PONTIAC—’53 (8) Catalina, $2,110*. °’52 (Sold 191 cars out of 300 offerings.) $1,760; 4-dr., $1,575*. ‘52 Monterey 4- was named Miss Padre Island of 1954 in $600°. » 
(8) Catalina, $1,450*; conv., $1,335°; dr., $1,220*; coupe, $950*. 51 4-dr., ® DODGE "52 t a * , 
i-ar., $1,160°; "2.dr., $1,220, °51 (8) | BUICK — 'S4 Super Riviera, §2,750*. '53| $830*, $700*. '50 club coupe, $550, $545. | the Corpus Christi Buccaneer Day's cele- a Coronet 4-dr., $800%.. °50 


. ¥ ? c : . Wayfarer 2-dr., $545*. °49 Coronet club 
Catalina, $1,210*. °50 (6) 2-dr., $725. RM 4-dr., $1,860*, $1,840°. '52 RM 4 49 4-dr., $205. bration. Tom Blundell, general manager of 400": %-ton pick 5 

: ar’ : * 50, | F., $1,305*, $1,155*. 51 Special 4-dr.,| NASH—'53 Rambler club coupe, $1,355*. ee es ee SN See 
49 (8) 4-dr., $505*. '48 (8) 4-dr., $250. $995*, $960*, $915, $875*. ’50 Super 4- 52 Statesman 4-dr., $950. '51 Rambler the Texas Independent Automobile Deal- Deluxe 4-dr., $180. 


47 (8) 4-dr., $195; conv., $195. ’46 (8) ‘ ; FORD—'53 Custom (8) 2-d 1.208. "62 
% ca dr., $545*, $510*, $495°; Special 4-dr., coupe, $405; Ambassador 4-dr., $600. ’50| ers Assn., presents her with the first prize. ‘ustom (8) r., $1,205. 
STUDEDARED — or Commander 4-dr. $615. '47 Super 4-dr., $310, $185; 2-dr.,| Ambassador 2-dr., $385. '49 (600) 4-dr., | | Custom (8) 4-dr., $1,020°. ’50 Custom 
$565*. °50 Champion 4-dr., $425. ’48| $190. '46 Super 4-dr., $215. $130. e : oO) tir $445. 7. Custom (8) coupe, 
‘ Champion 4-dr., $365; conv., $340. CADILLAC — '54 (62) 4-dr., $4,500*. '53| OLDSMOBILE — ’53 (88) 4-dr., $1,655°*; ne —? 52 (250) Mayfair -coupe, $1,- abulet on ss, Sas: (8) 2-dr., $290. 
MISCELLANEOUS—'52 MG Midget road-| (62) coupe de Ville, $3,550*; sedan, $3,-| (98) 4-dr., $1,945°. '52 (88) 4-dr., $1,-| 600°. -dr., $190. ie $155. °48 (6) 4- 
ster, $1,030. ’50 Austin 4-dr., $330. 450*, $3,400*, $3,280*. '52 (62) coupe de 340*, $1,295*; (98) 4-dr., $1,500*. °'51| PLYMOUTH —'53 Cranbrook club coupe, mnioeae 5 a 895: 2 
sella Ville, $2,710*, $2,620*. '51 (62) coupe,| (98) 4-dr., $1,035°, $945*; (88) Holiday, | $1,130; Belvedere 2-dr., $1,320. 52) MNO —'51 4-dr., $895; 2-dr., $875. 
ADS. N. Y $2,100*; (60) Special 4-dr., $1,970*. $1,240*. °50 (88) station wagon, $800;| Cranbrook 4-dr., $785; Belvedere 2-dr., 49 conv., $250. 
HORSEHE 9 Ne Ee CHEVROLET—’54 (210) 4-dr., $1,700, $1,- (98) 4-dr., $745*. $910; Cambridge club coupe, $765. $600. (Continued on Page 60, Col. 1) 





(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of May 7.) 


Am PON eat "eo Baa sedan, 9060; Super IT MAKES GOOD SENSE=-AND GOOD BUSINESS TO 
Riviera, $750*, $665*; Special Deluxe, 


’46 FM sedan, $230. 

DODGE—’53 Meadowbrook sedan, $1,160*. 
"52 Coronet sedan, $960*. ‘47 sedan, 
$145. ’46 sedan, $170. ; ’ a” Se 

Yy FORD — ’'53 Main (8) sedan, $1,100. '52 a i 
Main (8) sedan, $895. °49 Custom (8) 
sedan, $410, $365, $360, $350; Custom 
(6) sedan, $285. °46 Deluxe (8) sedan, 
$200, $175. | 

HUDSON—’50 Commodore (8) sedan, $470: 
(6) sedan, $355. "48 sedan, $255. 

KAISER—’51 Special sedan, $530. °49 se- 
dan, $190, $120. '48 sedan, $265. 

MERCURY—’51 sedan, $795*. 

PLYMOUTH—’52 Cranbrook sedan, $850. 
"51 Cambridge sedan, $700. °48 Special 
Deluxe club coupe, $325, $125. 

PONTIAC—’51 Chieftain (8) sedan, $1,- 
100; Streamliner (8) sedan, $920*, $880*; 
(6) sedan, $810. ’48 (8) sedan, $435°*, 
$340. °46 (6) sedan, $200. 

STUDEBAKER — '51 Commander sedan, 
$500*. °50 Champion club coupe, $385. 
48 Champion club coupe, $245. 

WILLYS — ’52 (6) sedan, $800*. '51 (4) | 
station wagon, $605. | 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 5.) 

(Buying a little slow this week. Sold 
52 cars out of 82 offerings.) 
BUICK—’51 Special 4-dr., $1,000. > es ; 
CHEVROLET—’52 SL Deluxe 4-dr., $1,010, = 4 5 

$925, $900; club coupe, $925; 2-dr., $780, BY 2 x . ‘ 

w™ $750, $700. ’51 SL Deluxe Bel Air, $850, Ce Z ' . 

$845; FL Deluxe 2-dr., $700, $660, $655, ; .. 8 

$650. '50 FL Deluxe 2-dr., $630, $480; .\° ‘ 

4-dr., $610; SL Deluxe conv., $620. °49 E ’ : he 

FL Deluxe 2-dr., $425. °48 FM club ae ‘ moty e A ree ‘ 

Li teston 


CADILLAC—’53 (62) sedan, $3,090* (ps). e 
"52 (60) Special sedan, $2,500*. 50 (61) e 
sedan, $1,395*. 
CHEVROLET—’51 SL Deluxe sedan, $785*, 
$740, $710; %-ton pickup, $555. ’50 SL 
Deluxe sedan, $625, $490. °48 FL Aero- 
sedan, $400. '47 FM sedan, $235, $160. 





coupe, $265. °47 FL Deluxe 2-dr., $330, 
$160. 46 FM 4-dr., $190. °40 club coupe, 
$145. °36 Standard 2-dr., $145. | 

CHRYSLER—’46 Windsor 4-dr., $255. | 

DODGE—’52 Wayfarer 2-dr., $620. '50 %- 
ton pickup, $315. 

FORD—’53 Custom (8) 4-dr., $1,305. °52 
Main (6) 4-dr., $745, $670; Custom (8) 
4-dr., $900. '51 Custom (8) 2-dr., $740, 





¥ Patent No. 
$675, $470; Deluxe (8) 4-dr., $580; 2-dr., 
: Vv: J ; ‘ : : 2,140,710 
- SSS ae Here's how a leading rebuiler, ; 
zed 5 tO Standard 2-ér.,_ $120 ; REBUILT ENGINE PRODUCTS CO., Detroit, Mich., +o 
I —’ club coupe, . - 
PLYMOUTH '53 Cranbrook 2-dr., $1,090. uses factory-type precision techniques to MUSKEGON PISTON RINGS 
PONTIAC—’49 Deluxe (8) 4-dr., $455. . ‘ 
WILLYS—'52 club coupe, $620. produce top performing engines sey" — choice of ater 
MA CITY . eading re ers everywhere 
(Lapiner roar Co. Sale ~ Wea- y overhaul old engines when you anes Hone wha werk REPCO, lik ther production-line en- 
neaday. Prices are for sale of May 5.) — and make more profit — with rebuilt engines! Rebuilt in- = S — oy tot? fe 
que oe oe stallations are usually one day jobs — that saves you time gine rebvilders, uses only the finest piston 
BUIOK~’53 ese Hard Top, $1,765*. ’52 No messy di mbl iob r uired when ou ut in a read i rings made — Muskegon! Now Muskegon 
Special Deluxe 4-dr., $1,075°. '50 RM 4 de totic: you P y offers a new and exclusive “Unitized’’ oil 


S. Cae) Soe 4-dr., $665, $485*. '49 to-go rebuilt — that saves you a lot of hard work. And with control ring to the industry. “Unitized” is a 


CABELAC—'SL (68) ¢-dr., $1900, 91; these savings, together with the greater customer satisfaction process where the segments are bonded to- 
eG 44 tet ink. ee. that’s yours from better, faster service — you actually ring up gether to handle like a one-piece ring, later 
$1,640. "53 (210) 2-dr., 88225, $1,210 oe —_ camnerwd — make good sense — and good separating in eee - a = — 
gh ee es sipndbasscicholae Lomas. wan ee 
“~ cues "6b Fi, Dobe a, anno: ae The rebuilt engines you install are better than ever. REPCO greater efficiency, longer engine life. 
meme ne eT engines, re-manufactured by Rebuilt Engine Products Co., Ask your distributor about his rebuilt engine 
CHRYSLER — (52, Windsor 4-dr., 31-200", are an outstanding example of precision re-manufacturing. exchange proposition — or write Muskegon 
gus in unite jaa, eee. 0 REPCO concentrates on one type of engine only ... those for Piston Ring Co., for the names of leading 
Custom, ¢-dr., $550*. °48 Custom club Chrysler-built cars and Dodge trucks. Specialized production engine rebuilders serving your territory. 
DopGE—"s2 Coronet soar, $965. 040" machinery, tools, mechanics and parts enables REPCO to 
egugtom 4-dr., $455". Be me Be ca ne each engine to the most rigid specifications. 
ie 565: 2-dr., $1,140, $1,105, $1-075. "52 ach engine is fully guaranteed for 90 days or 4,000 miles. 


Custom (8) 4-dr., $1,005*. ‘51 Custom 
Deluxe (8) 2-dr., $765, $745, $710. ‘50 
Deluxe (6) 2-dr., $405*; (8) 2-dr., $610*. 


'49 (8) 4-dr., $390, $335. Qimce 192]. The enqure builders’ sounce | 


HUDSON — °52 Wasp 4-dr., $985*. '51 
ornet 4-dr., $650. 

KAISER—'51 Deluxe 2-dr., $645°; 4-dr., DETROIT OFFICE: 521 New Center Bidg. 
eimteeta nes 4-dr., $505*: Telephone Trinity 2-2113 


MERCURY—’52 4-dr., $1,260*. ‘51 2-dr., 
$880°. °48 4-dr., $305*. : 

NASH—’50 Super 2-dr., $400*. 

OLDSMOBILE — ‘53 (98) 4-dr., $2,025*, 
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NASH—’50 Rambler Air Flight, $315. °49 
Statesman 4-dr., $290. 

OLDSMOBILE—’ 48 (98) club sedan, $370°*, 
$310°. °47 (98) 4-¢r., $295*; (78) club 
sedan, $200*. '46 (78) 4-dr., $155°. 

PLYMOUTH—’52 Cambridge club | coupe, 


$770. 

PONTIAOC—’52 Chieftain (8) 4-dr., $1,- 
070*. °51 Chieftain Deluxe (8) 4-dr., 
$800*. °50 Silver Streak (6) 2-dr., $545; 


‘52 Commander 4-dr., 
*51 Commander 4-dr., $550; coupe, 


DENVER 


(Denver Auto Auction. Sale every Sun- 
day, Monday and Tuesday. Prices are for 
sale of May 2, 3, 4.) 

(More new cars offered for consign- 
ment. Market good. Sold 220 cars out of 
618 offerings.) 

BUICK—’54 RM Riviera coupe, $3,285*; 
Special 2-dr., $2,490°, $2,280; 4-dr., $2,- 
405: ‘53 Super Riviera coupe, $2,000°, 
$1,905*, $1,895*, $1,795*; 4-dr., $1,835°; 
Special 4-dr., $1,460°. '52 Super 4-dr., 
_ 330° ; Riviera coupe, $1,240*%; RM 4- 

, $1,21 

CADILLAC 53 (62) coupe de Ville, $3,- 
810° (ps); $3,770° (ps), $3,715° (ps), 
$3,615° (pst, $3,405* (ps); club coupe, 
$3,095°. '52 (62) 4-dr., §2,385°, $2,165°. 

LET — ‘54 Bel Air sport coupe, 
$2,215*, $2,035*, $2,025*, $1,940*, $1,- 

915; 4-dr., 2 at $1,825°; 2-dr., $1,780, 








5 at $1,725, $1, aoe (210) 2-dr., $1,685*, 

$1,645, $1,595; 2 at $1, 675, $1, 670, 
$1,645; er ing "$2,110°; (150) 2-dr., 
3 at $1,575. ir 2-dr., $1,300; 
4-dr., $1,505; (210) 4-dr., $1,250; 2-dr., 
$1,165; (150) 4-dr., $1,095. 

CHRYSLER — '53 NY Deluxe 4-dr., $1,- 
990°, $1,670*. °52 NY 4-dr., $1,440* 
(ps); Saratoga 4-dr., $1,355*; coupe, 
$1,280* (ps). '561 NY 4-dr., $1, 035° (ps); 
Windsor Deluxe 4-dr., $935*. '50 Wind- 
sor 4-dr., $605. 

DeSOTO—'52 Deluxe 4-dr., $750*. °51 De- 
luxe 4-dr., $760*. °50 Custom 4-dr., 
$600*; 2-dr., $505; club coupe, $390*. 

DODGE — '53 Coronet (8) 4-dr., $1, 370°, 
$1,340*; %-ton pickup, $670. '52 Mead- 
owbrook 4-dr., $745. '51 %-ton pickup, 
$555*. '49 Coronet (6) conv., $430°*. 

FORD—-’54 Crest (8) Country Squire, $2,- 
570*; Skyliner conv., $2,335*, $2,240; 
Victoria, $2,100; Custom (8) Ranch 
Wagon, $2,265*, $2,225*, $2,150; station 
wagon, $2,500*%, $2,475°, $2,420; Main 
(8) Ranch Wagon, §2,070. 

HUDSON—’53 Super Wasp 4-dr., $1,175. 
’60 Super 4-dr., $385; Pacemaker 2-dr., 
$295. 

LINCOLN—’54 Capri coupe, $3,815*. ‘52 
Cosmopolitan coupe, $1,840: 4-dr., 
$1,000°. 

MERCURY — '54 Monterey Sun Valley 
$2,735*; sport coupe, $2,630*. $2.570*; 
4-dr., $2,420; Custom 4-dr., $2,190. °53 
Custom sport coupe, $1,765*; 2-dr., $1,- 
550; Monterey 4-dr., $1,670* 

OLDSMOBILE—’54 (98) Holiday $3.350* 


echanix Wllustrated helps him 


Here’s one of MECHANIX ILLUSTRATED’S more than a 


million men readers . . 
owning at least one car .. 


. he’s one of better than 90% 
. maybe he’s one of the more 


than 20% owning two or more. It’s a toss-up whether 


he bought his car new or used... 


50.6% of MI’s read- 


ers bought their last cars new while 49.4% picked a 


used car. 


As a typical MI reader, his main interest is in cars and 


car upkeep .. 


. fepeated surveys show that this is his 


number one reason for buying MI every month. He 
wants the facts on all things automotive—and he gets 


them best in MI. 


DETROIT, 1659 GUARDIAN BLVD. °* 


For example, each issue has an 


One of the Fawcett family . . 


NEW YORK, 67 WEST 44TH STREET ° 


4-dr., $3,270° (ps); Super (88) 4- 
, $3,255* (ps); Holiday, $3,200* (ps). 
53” (98) Holiday, $2,450; 4-dr., $2,210* 


(ps). "52 (98) 4-dr., - 790° (pa), $1,- 
605* (ps), $1,465°. (98) Holiday, 
$935°. 


PLYMOUTH—’54 Plaza Suburban, $2,020 
"62 Cambridge 4-dr., $735, $615. 51 
Cranbrook club coupe, $685; 4-dr., $560; 
Cambridge 4-dr., $570; Concord 2-dr., 
$495. 

PONTIAC—’54 Chieftain (8) Catalina, $2,- 


425°, $2,415*; station wagon, $2,300°; 
Star Chief (8) 4-dr., $2,400*, $2,345; 
Chieftain Deluxe (6) 2-dr., $1,725. "53 


Chieftain (8) 4-dr., $1,520*. 
STUDEBAKER—’53 Commander (8) 4-dr., 


$1,200. °52 Commander (8) Hard Top, 
$825*; 4-dr., $770. '51 Commander (8) 
4-dr., $445. 


WILLYS—’54 Jeepster, $1,532. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Apr. 30.) 
(Sold 205 cars out of 283 offerings.) 

BUICK—’54 Special 4-dr., $2,438°. ‘53 
Special 2-dr., $1,910. '52 Super 2-dr., 
$1,340°. ‘51 Special Riviera 2-dr., $1.- 
010; Super 4-dr., $950*, $925*. '50 Super 
conv., $600*. 

CADILLAC—'54 (62) club coupe, $4.950*; 
4-dr., $4,700*. '53 (62) conv., $3,500*; 
(60) 4-dr.. $3,450*. '51 (62) 4-dr., $2,- 
200°, $1,650*; (60) Specia) $1,840*. 

CHEVROLET—'5S4 Bel Air 4-dr., $1,925°*, 
$1,725; (210) 4-dr., $1,635; (150) Han- 
¢yman, $1,850. ’°53 Bel Air coupe, $1,- 
500*, $1,400*; (210) 4-dr., $1,190*, $1,- 
100*; %-ton pickup, $780. 52 SL Deluxe 
Bel Air, $1,100; 4-dr., $930°, $875; FL 
Deluxe 4-dr., $1,065; 2-dr., $595. °51 
SL Deluxe 2-dr., $700. "50 FL Deluxe 
2-dr., $610. '49 SL Deluxe conv., $475. 

DODGE—’53 Coronet 2-dr., $1,200*. °52 
Coronet 4-dr., $655; Meadowbrook 4-dr., 








(0 


article by Fred Russell, the nation’s top diagnostician 
of automotive ailments, explaining how to spot trouble 
and telling what to do about it. There’s 
also Tom McCahill every month—giving the results 
turned up in his tests of new cars. Add to these the 
many other pages devoted to new automotive ideas, 
and you'll see why MI is a must 


in advance... 


tools, accessories... 
for motor-minded men. 


If you make or sell anything in the automotive field 
you can give it more than a million chances to be 
by advertising it in MECHANIX ILLUSTRATED, 
the favorite magazine of motor-minded men. 


bought... 


MECHANIX ILLUSTRATED 


. serving millions of America’s families 


CHICAGO, 612 NORTH MICHIGAN AVENUE dr., 








Metropolitan Arrives in Detroit— 


Arriving in Detroit, one of the first Nash Metropolitan models is unloaded at the 





Detroit Harbor Terminal. The cars are shipped to 21 American and six Canadian 

ports of entry. 
$580. '51 Meadowbrook 4-dr., $640. '50 4-dr., $1,400. ‘51 2-dr., $830. ‘50 club 
Meadowbrook 4-dr., $525. coupe, $585. °49 4-dr., $420. 

FORD—’54 Custom (6) 4-dr., $1,765, $1,- NASH—’52 Ambassador 4-dr., $950. ‘5i 
600; 2-dr., $1,690. '53 Main (6) Ranch| _ Rambler station wagon, $500. 
Wagon, $1,425; Custom (8) 4-dr., $1,- OLDSMOBILE—’54 (98) Holiday coupe, 
20, $1,310, $1,200*, $1,125. ’52 Custom| $3,600°; (83) Holiday, $2,760*, $2,650°. 
(8) Country sedan, $1,305*; 2-dr., $1,-| °53 (98) 4-dr., $2,626, $2,500°; Holiday 
000, $700. '51 Custom Deluxe (8) Vic-| Coupe. $2,175; (88) 2-dr., $1,650%. ‘52 
toria, $900; 2-dr., $700; 4-dr., $500. ’50 ow” $1,660° (ps). "50 (98) 4-dr., 

1 1 3s 2- . 

Custom Deluxe (8) club coupe, $770 PACKAR ‘51 4-dr., $400. 


dr., $625, $610. . 
munboeren se Hornet 4-dr.. $1,000°*. PLYMOUTH — '53 Cranbrook conv., $1,- 


MERCURY—’54 Custom sport coupe, $2,- 300; 4-dr., $1,155, $900; Cambridge sta- 
560°; Monterey Sun Valley, $2.525*. °53 tion wagon, $850. ‘52 Cranbrook conv., 
$825. '51 Cranbrook club coupe, $690; 4- 


dr., $510. 


$450. 

PONTIAC—’54 Star Chief (8) 4-dr., $2.- 
400*. '53 Chieftain Deluxe (8) 2-dr., $1.- 
640°. $1,595*. °52 Chieftain Deluxe (6) 
Catalina, $1,360*; 4-dr., $1,150*. °51 (8) 
2-dr., $890*; 4-dr., $830*. '50 (8) 4-dr., 
$620. 

STUDEBAKER—’50 %-ton pickup. $250. 

WILLYS —’53 Aero Lark Deluxe, $700, 
$400. ‘52 station wagon. $500 ‘48 sta- 
tion wagon, $310. 


MERIDIAN, MISS. 


(Tinnin Auto Auction. Sale every ‘Tues 

day. Prices are fo: sale of May 4.) 
(Sharp cars are bringing top money. 
Bidding strong. Sold 100 cars out of 155 
offerings.) 

BUICK—’51 Super Riviera, $1,055*; 
$990. '50 Super 4-dr., $775. 

CADILLAC—’50 (62) 4-dr., $1,500*. 

CHEVROLET—'53 Bel Air 4-dr., $1,425* 
(ps). °51 SL Deluxe 2-dr., $680. '50 SL 
Deluxe 2-dr., $670, $660. "49 SL Deluxe 
2-dr., $570. °48 FM 2-dr., $385. 

CHRYSLER—’47 NY 2-dr., $250. 

DeSOTO—'48 4-dr.. $250. 

FORD—’53 Custom (8) 4-dr., $1,340, $1,- 
330; 2-dr., $1,300. ‘52 Crest (8) conv., 
$1,100. ‘51 Custom (8) 2-dr., $780. '50 
Custom (8) 2-dr., $770. '49 Custom (8) 


4-dr., $575. 
MERCUR $780; $760. 


W—’51 4-dr., 
"52 (88) conv., $1,450*; 


“49 4-dr., $500. 
OLDSMOBILE — 

"51 (88) 4-dr., $955.° '50 
$505. 


4-dr., $1,335*. 
(88) 4-dr., $850. 
PACG&ARD — '50 4-dr., 
$365, 
PLYMOUTH — '50 Special Deluxe 4-dr., 
$595. °49 Special Deluxe 4-dr., $445. 
PONTIAC—'47 (8) 4-dr., $330. 
STUDEBAKER—’50 Champion 2-dr., 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of May 4.) 

(Good market for clean cars. Not 
much demand for rough cars. Sold 45 
cars out of 80 offerings.) 


"50 club coupe, $480; 4-dr.. 


4-dr., 


2-dr., 


‘47 4-dr.. 


$380. 


BUICK—'50 Super 4-dr., $500*. °49 Special 
2-dr., $490. 

CADILLAC—’51 (61) 2-dr., $2,050*, $1,- 
500*; (62) 4-dr., $2,250°. 


CHEVROLET—’'54 (210) 4-dr., $1,635. ‘53 
(210) 4-dr., $1,500*. '51 SL Deluxe 2- 
dr., $630; conv., $790. "50 SL Deluxe 4- 
dr., $650, $535. °49 SL Deluxe 4-dr., 
$510, $450. '48 FL 2-dr., $270. 

DODGE—’50 Coronet (6) 4-dr., $400. 

FORD—'53 Custom (8) 4-dr., $1,225, $1,- 
180, $1,085. °52 Custom (8) 4-dr., $845. 
"51 Custom (6) 2-dr., $445, $450; %-ton 
pickup, $415. ’°50 Custom (6) 4-dr., $430, 
$385. ‘49 Custom (6) 2-dr., $285. °48 
Custom (6) 4-dr., $220, $200, $100. '46 
Custom (6) station wagon, $190; 4-dr., 
$200. ‘41 Deluxe (6) 2-dr., $105. 


w “7 . 
NASH—’50 Ambassador 4-dr., $320. 
oe OLDSMOBILE—’51 (88) 4-dr., $980, $925. 
pa 4-dr., $760. '43 (76) 4-dr., $470, 
450. 


PACKARD—’36 Clipper 4-dr., $160. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,145. 

PONTIAC—’50 Chieftain (8) 4-dr., $745*. 

— Jeepster, $225. “46 Jeepster, 
$125. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of May 4.) 


(Market continued firm. Sold 293 cars 
out of 443 offerings.) 


BUICK—’54 Super Riviera 2-dr., $2,805*, 
$2,740*. '53 RM Riviera 2-dr., $2,050*° 
(ps), $1,915° (ps); 4-dr., $1,925* (ps), 
$1,890* (ps); Special conv., $2,000*; Su- 
per Riviera, 2-dr., $1,900*%; 4-dr., $1,- 
685* Special 4-dr., $1,450. '52 Super Riv- 
fera 2-dr., $1,375*, $1,290*, $1,235; 4- 
dr., $1,360*, $1,335*. 

CADILLAC—'54 (62) 4-dr., $4,700* (ps); 
coupe, $4,950* (ps). °53 Eldorado conv., 
$4,.695* (ps); (75) 4-dr., $3,600* (ps): 
(62) 4-dr., $3,260° (ps), $3,255* (ps); 
coupe deVille, $3,590* (ps), $3,580* (ps), 
$3.485* (ps), $3,400* (ps). 

CHEVROLET 


—53 Bel Air conv., $1,540*, 
$1,500*; sport coupe, $1,515*; 4-dr., $1,- 
485*, $1,405, $1,330; (210) 2-dr., $1,- 
325°, $1,250, $1,205; (150) 4-dr., $1,- 
155, $970. '52 SL Deluxe Bel Air, $1,- 
065*; 4-dr., $1,005*, $1,000, $990*; 2- 
$980*, $975*, $855. °51 SL Deluxe 
station wagon, $1,060*; 4-dr., $830; 2- 
dr., $735, $730*, $690*; SL Special 2-dr., 
$575. '50 SL Deluxe 2-dr.. $640, $600. 
CHRYSLER — °53 Windsor 2-dr., $1,575°*. 

‘52 NY 4-dr., $1,395* (ps), $1,185". °51 
NY 4-dr., $980° (ps); Windsor 4-dr., 
$695*. °50 Windsor 4-dr., $515*. °49 
Windsor 4-dr., $245°. 
DeSOTO — '52 Fire Dome (8) conv., $1,- 


(Continued cn Page 61, Col. 1) 
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630; Bel Air 4-dr., $1,825*, $1,325. °53 510*. ‘52 Chieftain (8) Catalina, $1,450°; 
(150) 2-dr., $1,045; (210) 2-dr., $1,295*; 2-dr., $1,166*. '51 Chieftain (8) sedanet, 
Bel Air sport coupe, $1,550*%. ‘52 SL $765, $700; 4-dr., $990*; 2-dr., $810*. '49 ai A Ss la | vi A ah CA ml 


Pp 2 Special 4-dr., $920, $885, $815; 2-dr., Chieftain ‘8 4-dr., $425°. 
Used-Car Auction Prices — || sais tiiceii tina: ties $3 alithin «ar, sve 








7 
dr., $900, $ 
'49 SL Deluxe 2-dr., $355. '48 FL Aero- pion 4-dr., $300. '48 %-ton pickup, $330. Vy | ce t n at) 
— $380. “teen. 4-dr., $185, ES “ee 4-dr., $240; %-ton panel, 
FL Aerosedan, $360. '46 SM 2-dr., $135. . offers you 
an (Continued from Page 60) CHRYSLER — ‘51 Windsor club coupe, | WHLYS—'52 Aero Lark (6) 2-dr., $750. 100° to 200° ne 3 
275°. '51 Custom 2-dr., $690*. '50 De-) $480. '49 sedan, $405. '46 sedan, $150. oe. uo, Winteor 4-dr., $505*. '47 NY ao 0 ) Absorption 
luxe club comes, 2 - '49 ae club | NASH—'52 Rambler station wagon, $755. | DeSOTO—'54 Fire Dome (8) 2-dr., §$2,- — Auctions in Brief — 
$205", $330". ustom club coupe, '49 (600) sedan, $325. 100*. °47 Custom sedan, $275. EBENSBURG, PA. oe os 
s OLDSMOBILE — '52 , $1,375*, | DODGE—’51 Coronet 4-dr., $760*. ’ th y 
DODGE — '53 Coronet station wagon, $1,-| "51 (88) sedan, $995". 50. 108)" sedan, | FORD — ‘54 Crest. (8) Siyliner, $2,100; | ,,Bbensburg Auto Auction. Every Thurs- your shop tie corrective 
555, $1,550°; 4-dr., $1,285°. '52 Coronet 790. '49 ’ Victoria, $1,935*. '53 Crest (8) Victori day. (May 6). Prices firm, demand coh- 
Diplomat, $925*; Wayfarer 2-dr., $720°.| $190 940, (88) sedan, $425. "48 (76) se- 100. 62’ Cvsi rest ev gy uaa’ | tinuing good. Sold 125 out of 167 measures that must be 
"51 Coronet 4-dr., $075": Meadowbrook | _ 22% $310, $260. _s se (8) “e, ea ee ee oe taken, Train your entire 
’ 3 ain -dr., $865. ’ ‘ustom shop 
4-dr., cee 6, <eee) sedan, $750. . | (6) 4-dr., $765; Custom (8). 4-dr., $760*; MANHE anor 
PLYMOUTH — ‘54 Savoy conv., $2,175*. P. to increase your customer 
FORD—'54 Crest (8) 4-dr., $1,740; Main ’51 Cranbrook sedan, $620, $600. Victoria, $510°. °50 Custom (8) conv.,| fanheim Auto Auction. Every Friday paid labor sales or you owe 
(6) 2-dr., $1,450. '53 Crest (8) Victoria, : $475; Deluxe 2-dr., $580, $375. '49 Cus- 7 
$1,715*, '$1,630*, §1,625*, $1,620°, $1, PONTIAC—’53 Chieftain (8) Catalina, $1,- t (6) 2-dr., $295, $245, $135 (May 7.) Sold 158 out of 254. us nothing. As manufac- 
Sab+, $1,040"; Custom (8) Learn $1,265, | 750° $1,725°; sedan, $1,675°, 51 Chief-| wumson 49 d-dr, $245) Tata turere, we offer you 
oA —*$1,285", "$1,190, $1,145; 2-dr.,” $1,195, | jiner “e) sedan, $750, 8200. “50 Stream-| KAISER—'51 Deluxe 4-dr., $550, $425. MINNEAPOLIS thle purpose al designed tor 
$1,125, $1,105; “Main (8) 2-dr., $1,100; | sri DEBAKER—’52 Champion sedan, $s¢o, | LINCOLN—'50 4-dr., $545°. Minneapolis Auto Auction. Every Wed- sees sche 
(6) 4-dr., $990. "52 Custom (8) 2-dr., 51 Commander conv., $790; sedan, $500. MERCURY—’54 Monterey conv., $2,515* | nesday. (May 5.) Prices dropped approxi- of in 
$1,170, $1,055, $990; 4-dr, $1,120*, $1,-| +43 Champion sedan, $300; Land Cruiser,| (PS)-_’53 Custom 2-dr., $1,490*; 4-dr.,| mately $75 on '51, ‘52 and "53 models. of quality, acne cone 
105, $1,050, $1,040, $965. "51 Custom| 549 , ; | $1,385*. '52 Custom club coupe, $1,000*: | Western buyers in for sharp light models. packages, for the large 
Deluxe (8) sedan, $800*; Victoria, $900, : es Monterey 4-dr., $1,265*. '51 Custom 4-| So!d 109 out of 167. ealer Sa service 
$860°, $780°. yg oe eed OR ue a d t. Our program 
HUDSON — ‘52 Wasp 2-ar., gesor. si) ay < a, oe NASH — ‘51 Statesman 2-dr., $375. ‘50 JESSUP. MD meets and goes beyond the 
Hornet 4-dr., .? ; Statesman 2-dr., . , ° or 
ee fe ee FORT WAYNE, IND. OLDSMOBILE—'S4 (88) Holiday, $2,780*. | ,Colle’s Auto Auction. Every Wednesday. factories. Write ay 
KAISER—'51 4-dr., $465, $430, $405. (Carl Marker’s Auction. Sale every Tues-| '53 (88) Super 4-dr-, $1,900; (98) Holl-| POnY Oo. ine “gold 27 out of 42. wae 
LINCOLN—’52 Capri 4-dr., $1,725*; Cos-| day. Prices are for sale of May 4.) day, $2,150*. °51 (98) Holiday, $1,275*, rom. Weather cold. Sold 27 out of 42. 
mopolitan coupe, $1,635*. ‘51 4-dr., (Market holding very well. Good cars ee cath “nen + ae Pc *49 ce ea ial Ricek will not waste your time. 
$855°. 48 aoa son ti 060, 4 a bringing very good prices. Sold 135 cars oe coupe, $ » $350* °48 conv., Ho Luxem Cited ( 
MERCURY—’53 sport coupe, $1,680; 4-dr.,| out of 172 offerings.) : pe 
: ‘ 7 PACKARD—’ -dr., *; 
$6250, $1-510%, $1470, 52 4dr. $1." | BUICK—'53 Super 4-dr., $1,770* (ps), $1,- nn AN 0" 49 Lar aie ““°|_—~“ During the first year of its ex- FLASH-A-CALL 
$1,245°. 51 2-dr., $920*, $705, $650. '49| 405, '52 Super Deluxe 4-dr., $1,270", $1.- | py. YMOUTH — ’54 Belvedere sport coupe, | istence, Hope-Luxem Co. .(Ford), BR¥i-]Td ade) ha tel @hatad| 
2-dr., $650, $425, $380, $300. °47 4-dr.,| 250°. ‘50 Super Riviera coupe, $810°;| $1,.850*. '53 Cranbrook club coupe, $1,-| Logansport, Ind., has received the 
$275. 4-dr., $530 ,, Sedanet, $450*. °48 Super 000*, $995. °51 Cranbrook 4-dr., $600; Four Lett Awe 4 from Ford 1112 South Webesh Avenve 
NASH—'53 Statesman 4-dr., $1,325, $1,-| COPV-» $120. ‘47 Super sedanet, $225. 2-dr., $615, $550. 50 Deluxe 4-dr., $490. — a = Dept. AN-91, Chicago 
275, $1,250*, $1,100. °52 Ambassador 4- | CADILLAC—'50 (62) conv., $1,800*. ’49 Special Deluxe 4-dr., $190. Motor Co. for outstanding per- ’ “ ’ 


dr., $1,230*, $1,170. °51 Rambler conv., | CHEVROLET—’54 (210) club coupe, $1,- | PONTIAO —'53 Chieftain (8) 2-dr., $1,-| formance in 1953. 
$620. '50 Statesman 4-dr.. $435, $300, | —_______ 
$285; Ambassador 4-dr., $300. ‘48 Super 
(6) 4-dr., $200. 

~~ OLUDSMOBILE—'54 (88) Holiday, 3$3,110* 


(ps). °53 (98) Holiday, $2,200° ips); 
4-dr., $2,100* (ps); (88) Holiday, $2,- 
105*; 4-dr., $1,935*, $1,690*, $1,395. '52 


(98) Holiday, $1, 875°, $1,795", $1,765°, 





$1,300*; (88) Holiday, $1,625*; 2-dr., 


$1,295°. a ; 
PACKARD—’50 4-dr., $290. 
PONTIAC—’53 Chieftain Custom (8) Cata- 

lina, $1,925*; Chieftain Deluxe (8) 2-dr., eee6 

$1,600, $1, 440. ‘52 Chieftain Deluxe 

(6) Catalina, $1,385*; (8) conv., $),- 


365°; 2-dr., $1,265, $1,145; 4-dr., $1,- 
055*. '51 (8) Catalina, $1,140*. 

PLYMOUTH—’54 Savoy 2-dr., $1,745*. ‘53 

~ Cranbrook Belvedere, $1,450; club coupe, 

2 at $1,215; Cambridge Suburban, $1,- 
385; 4-dr., $1,040. '52 Cranbrook 2-dr., 
$805, $795; Cambridge club coupe, $585; 
Concord Suburban, $780. 

STUDEBAKER—’53 Champion 2-dr., $1,- 
300*. ’°51 Champion 2-dr., $600, $470. ’50 
Champion 2-dr., $350, $365 . °48 Cham- 
pion 2-dr., $175. 

WILLYS—’51 station wagon, $465. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 5.) 

(Prices off with buying active on older 
models. Sold 90 cars out of 138 offer- 






ings.) 
BUICK—’52 RM Riviera, $1,200*; sedan, 
$1,160*. ’51 Super sedan, $1,100*; Spe- Install 


cial sedan, $975. '50 Super sedan, 2 at 
$700, $610. '48 RM conv., $250. 


CADILLAC—’50 (62) sedan, $1,530*. °48 
(61) sedan, $710. 

CHEVROLET—’54 Bel Air sedan, $1,740*, 
$1,720*. ’53 Bel Air conv., $1,650*; Hard 
Top, $1,500*, $1,450*. '52 SL Deluxe se- 
de , $1,025, $940, $905. '51 SL Deluxe 
seaar, $850, $740, $700; Bel Air, $750. 
50 SL Deluxe Bel Air, $760; sedan, 
$600, $570, $525; SL Special sedan, $505, 

os $390. °49 SL Deluxe sedan, $450, $400. | 
"47 FM conv., $250. | 
DeSOTO--’51 Custom sedan, $820. 
DODGE—’52 Coronet (6) sedan, $850. °48 


the NEW 


Custom sedan, $465. ? a 
FORD — ’53 Custom (8) sedan, $1,325*, 

$1,250*, $1,210*, $1,175*; Main (8) se- aa! aa Sa 

dan, 2 at $1,040. "52 Custom (8) Vic- ( y, yA yy ¢ f F 

toria, $1,170; sedan, $1,075, $1,030, $1,- c 7 Zr} 


000. '51 Deluxe (8) sedan, $685; Deluxe 
(6) sedan, $550. '50 Custom (8) station 
wagon, $450. ‘49 Custom (8) sedan, 
$465; conv., $350. ’47 sedan, $210, $185. 
HUDSON—’51 Hornet sedan, $725. 
KAISER—’51 Deluxe sedan, $490. '49 De- 
Ss luxe sedan, $250. "48 Deluxe sedan, $150. 
LINCOLN—’51 sedan, $790. 
MERCURY — '54 Monterey Sun Valley, 
$2,520*. '52 Monterey Hard Top, $1,360*. 
"51 sedan, $765, $675. ’50 sedan, $600, 





BEAUTIFUL NEW CONCEPTS IN FUNCTIONAL MIRROR DESIGN 
Feely Takes Over TO COMPLEMENT AND ENHANCE THE CARS OF TODAY 


Chevrolet Region 


DETROIT.—E. P. Feely, who has 
been manager of Chevrolet’s na- 
tional fleet department here, last 
week was named 
manager of the 
eastern region by 
W. E. Fish, gen- 
eral sales man- 
ager. 

Feely, with 
Chevrolet since 
1924, took over 
the post left va- 
cant by the trans- 
fer of A. W. Fam- 
ular to the Paci- 


JF MIRRORS feature turret-screw locks — absolute insurance against drooping 
or sagging heads! Once locked, they stay locked and you save yourself costly 
“come-backs!” Replacement of mirror heads is never a problem. Anyone can do 
it without disturbing the bracket mounting! Simply loosen turret-screw, replace 
head and tighten to any position — that’s all! 


JF MIRRORS by Fischer are designed with foresight for better hindsight. Without 
question, this is the most exciting line of mirrors that ever graced a car panel! 
Without question, JF MIRRORS are as beautiful as the cars on which they are 
mounted! 


JF MIRRORS are custom-contoured for flush mounting, triple chrome plated and 
furnished with a 4%” mirror head of selected optical glass. 








E. P. Feely fic Coast region. 
His headquarters are in Washing- Available in non-glare or clear —LIST $4.05 
ton, D. C. NO. JF 88 BODY-MOUNT 
Feely got his first job with OBLONG MIRROR-—It's high, wide 
Chevrolet as a clerk in the St. and handsome! Mirror head meas- 
Louis plant. He transferred to the ures 3” x 5 — and has all the fine 
“” wholesale staff a few weeks later feotures of the JF 55. LIST~ $5.10 
and held various posts until his ap- 
cannes to the market analysis 3 
epartment in Detroit in 1930, He S 
was zone manager in Philadelphia A JF ORIGINAL! 
from 1939 to 1945 and assistant SELF-ADHERING GASKET ACTS AS 
regional manager of the Atlantic TEMPLATE FOR HOLE ALIGNMENT 





region the two years following. He 


headed Ch let fleet sal f 
couarpenien >< DeaFon JOMA MANUFACTURING CO., INC. « NEW YORK 72, NEW YORK 








; 
He 
iit 
eh 
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By James D. Woolf 
Special Correspondent 


Wwe reads your advertising? 
Almost nobody? Practically 
everybody? 

There are a great many people, 
businessmen included, who believe 
—or pretend to believe—that they 
pay no attention at all to advertis- 
ing. Actually, advertising affects 
them more than they think. They 
ask for advertised brands of mer- 
chandise every day — Camel cig- 
arets, Stetson hats, Schlitz beer, 
Parker pens, Buick cars, ad infini- 
tum, 

What a gratifying thing for ad- 
vertisers it would be if all adver- 
tising of commonly used products 
were seen and perused and pon- 
dered over by all of the readers 
of the publications in which it 
runs! All of the readers, mind 

full 100 percent! 

Every advertiser, both local and 
national, wants that. 

But no advertiser gets that, or 











new POLEO-POWEE system 
organizes the body shop for bigger profits 


Wherever “Bench-Rack” work centers are given to each man, 
remarkable increases in productivity — up 
rolled up. That’s because “Bench-Rack” gives each body man 
all the “Porto-Power” equipment needed to handle the rough- 

rk — on or off the car. The holding 
rack helps salvage body sections fast. And — needless walk- 
and waiting are eliminated. User history 
cks pay for themselves in 4 to 6 months! 


Your Blackhawk jobber has a special presentation to show 
rofit with the Blackhawk 


sk Fim for it today, or write — 


out and alignment wo 


ing, beens. 


proves Bench- 


you how and why there’s bigger 
‘Dollars from Damage” Plan. 
Blackhawk Mfg. Co., Dept. P-4054, Milwaukee 1, Wis. 


Salesense in Advertising 
Tested Ideas for Small Business 


even comes close to it, and never | circumstances. Here are a few of 


will, 

But that is no reason for you not 
to advertise at all, or to advertise 
half-heartedly, or to turn its plan- 
ning over to the office boy. 

There are many reasons—reasons 
you can do absolutely nothing about 
—why only a relatively small per- 
cent of the people who thumb 
through the pages of a publication 
notice and read your ads. Whether 
the percent is as low as five or as 
high as 25, the failure to score a 
hundred is the inevitable result of 
a@ combination of conditions and 


Raymond Expands 
GREENE, N. Y. — An expansion 
program, announced by the Ray- 
mond Corp., includes a 55,000- 
square-foot plant, with the first 15,- 
000 square feet scheduled for com- 
pletion next month. 


“Porto-Power”’ and “‘Bench-Rack” are the exclusive 


(trade mark registered) products of Blackhawk Mfg. Co. 


BLACKHAWK 


to 40% — are 


the difficulties. 


Readership Roadblocks 


1 WHEN a reader is totally out 
*of the market for what you 
have to sell he is not likely to want 
to read about it, He has just bought, 
let us say, a new Kelvinator washer 
or an RCA television set with the 
idea that his purchase will serve 
him well for a long time. While he 
may enjoy reading about his new 
acquisition for a couple of months 
or so, he isn’t likely to pay close at- 
tention to the advertising of wash- 
ers or TV sets, at least not for a 
long time. 

2. When the spectator is a reg- 
ular, long-time user of your prod- 
uct or service, your advertising may 
be fleetingly noticed by him—and 
that’s all. For example, if six mil- 
lion readers of Magazine A, which 
is scanned by 20,000,000, are steady 
and loyal users of Gillette blades, 


Bench ‘Rack user reports a rf 
25)Z increase in labor sales 


by at least six million less is Gillette 
advertising likely to rate 100 per- 
cent readership. 


8. When the reader is a com- 
pletely illogical prospect for what 
you advertise, it isn’t probable 
that he will pay much attention 
to your advertising. Is the man 
who lives in a hotel or city apart- 
ment, and who expects to stay 
there for years to come, a prob- 
able reader of advertising of lawn 
mowers and garden tools? Will 
the ardent prohibitionist read and 
be persuaded by the advertising 
of beer and whiskey? Will the 
man who is blessed with flawless 
feet have his interest captured by 
ads of pads for corns or bunions? 

4. When the merchandise or serv- 
ice you advertise is in a price class 
far out of the reader’s reach, his 
attention to your ad at best will be 
one of idle curiosity. For example, 
a yacht, or a Rolls-Royce, or a trip 
around the world, or investment 
securities. Hence if yours is a class 
instead of a mass business, your 
readership may be as low as 10 
percent, 

5. When the reader is unalterably 
prejudiced against certain types of 
products, count him out as an in- 





British Car Output 
Hits Peak in March 


LONDON.—British car output 
averaged nearly 14,700 units a 
week in March to dwarf all pre- 
vious monthly figures, according 
to the Society of Motor Manu- 
facturers and Traders, Commer- 
cial vehicle production averaged 
nearly 5,000 a week, the society 
said, 


In the first three months of 
1954, the society said, car output 
was 183,000, some 54,000 more 
than in the same period of 1953, 
and truck output was 64,700, an 
increase of 3,700 over last year. 
Exports in the first quarter to- 
taled 84,300 cars and 33,000 trucks, 
according to the society. 





cines, florid neckties, tripe, cum- 
merbunds. 
* . * 


Not Newsworthy 


6 WHEN the product or service, 
* no matter how useful it may be, 
is neither newsworthy nor the an- 
swer to a consumer brand problerr 
of much consequence, high reader- 


terested reader and prospect. For| ship is improbable. For example, 


example, bubble gum, patent medi- 


THIS CHEVROLET DEALER made a 5- 
week sales analysis, discovered that a 
body man equipped with Bench-Rack 
“showed a 25% increase in labor sales.” 
The test led to equipping the entire 
6-man shop (see photo) with 6 Bench- 
Racks. W. E. Kuhn, Pres. of North Side 
Chevrolet, Inc., Indianapolis, says, “We 


were convinced that our 6-man 


shop 


could give the profits of a 7-man op- 
eration” . . . Bench-Rack is “the solu- 
tion” to merchandising body work. 


attachments 


Bench Rack includes complete 
hydraulic equipment 


All of the following “Porto-Pow- 

er” items and auxiliary equipment 

are necessary for full profits today. 

This is what “Bench-Rack” contains: 
10-piece new Bantam Pull Clamp Kit 
20-piece new 10-ton Pull Clamp Kit 
16 pieces of new Bantam Lock-on Tubing 
15 pieces of new 10-ton Lock-on Tubing 
20 additional Bantam and 10-ton 


4 hydraulic rams, 2 pumps, 1 spreader 
Heavy-duty steel work bench 


Body section holding fixtures 


Improved door bar 
Silhovetted tool panels 
Individual service sign 











salt, sugar, lead pencils, matches— 
all sorts of minor items, in fact. 
Attractive advertisements have been 
written for such indispensable but 
unimportant items, but I don’t be- 
lieve their reading scores have been 
very high. 

7. When your product or service 
is so thoroughly familiar to the 
reader that he knows, or thinks he 
knows everything that can possibly 
be said about it, he’ll likely give 
your advertising little more than a 
passing glance, For example, Coca- 
Cola, Wrigley’s gum, many brands 
of beer and cigarets, and possibly 
such long-established and univer- 
sally popular products as Kellogg’s 
corn flakes and Aunt Jemima pan- 
cake flour. 


8. When the product’s ads ap- 
pear simultaneously in several 
publications that are read to 
some extent by the same people, 
attention ratings are likely to be 
affected adversely. The man who 
has read your advertisement in 
Publication A is unlikely to re- 
peat his performance in Publica- 
tions B, C and D. 


There you have eight of perhaps 
a@ score of reasons why no adver- 


| tisement ever run was noted and 


read by all scanners of a publica- 
tion’s pages. 
Is that bad? I cannot believe it 


| is. It has always seemed to me that 


a completely universal appeal would 
be too non-selective for effective 
salesmanship. Most successful ad- 
vertising, in my judgment, is dis- 
criminate: It makes distinctions 
between perch and bass and trout 
when selecting the lure. 


The other day an adman (joking, 


| I think) paraphrased one of Lin- 


coln’s most memorable observations 
as follows: “You can sell some of 
the people all the time, all the peo- 
ple some of the time, but not all of 
the people all of the time.” My no- 
tion is that it should go this way: 
“You can sell some of the people 
some of the time, but not all of the 
people all of the time.” 


John Bean Division 
Fills Auto Post 


LANSING.—Harry Schaefer has 
been appointed manager of the 
automotive de- 
partment of the 
John Bean divi- 
sion, Food Ma- 
chinery & Chem- 
ical Corp., Lans- 
ing. 
In announcing 
the appointment, 
Tracy Carrigan, 
general manager 
of ‘Be Division, 
said Schaefer has 
Harry Schaefer represented the 
company in the north-central region 
since 1947. 


Spelitz and Paulk Expand 

J. P. Speltz and L. K. Paulk, Au- 
gusta (Ga.), Hudson dealers, have 
opened a used-car lot and repair 
shop at 1251 Reynolds St. Manager 
is E. E. Josey, former owner of 
J & W Auto Service. The new firm 
will be known as Speltz-Paulk 
Motors, Inc. 
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Australian Auto News 


1953 Registrations Decline 0.6% to 158,594; 
Price Increase Expected 





By H. Bowden Fietcher 
Staff Correspondent 

ELBOURNE, Australia. — 

(UTPS)—Sales of new vehicles 
in Australia during 1953 declined 
0.6 percent to a total of 158594. The 
figure was 159,535 in 1952 and 205,- 
269 in 1951. 

New-car sales rose slightly to 
103,085 in 1953, as compared with 
102,015 in 1952. Other sales in- 
cluded utilities, 35,877; panel 
vans, 3,367; lorries, 14,024; buses, 
334, and station wagons, 1,458. 
Top seller in Australia last year 

was Holden with 32 percent of the 

market. Ford was second with 22 

percent, followed by Austin, Morris, 

Standard and Vauxhall. 
7 = 


* 

Prices to Rise 

ONSIDERABLE concern was 

expressed here following an 
announcement by J. R. Murray, 
secretary of the Chamber of Auto- 
motive Industries, that some auto 
prices will rise from $75 to $150 
due to new tariffs on imported 
transmissions. 

At present the import tariff per 
transmission is 75 cents. Under the 
new duty it will be $150 from 
Canada and $75 from the United 
Kingdom. 

* = 
Holden Anniversary 

RRODUCERS of the Australian- 

built and designed Holden re- 


Goodyear Installs 
Gibson in New Job 


AKRON.—Appointment of C. C. 
Gibson, former assistant manager 
of Goodyear Tire & Rubber Co.’s 
northeast sales 
division, to man- 
ager of manufac- 
turing sales de- 
partment, has 
been announced 
by Vice-President 
J. M. Linforth. 

R. S. Burnham, 
who has been 
manager of man- 
ufacturers sales 
since 1920, is re- 
linquishing the 
post at his own request and will 
continue with the company on a 
consulting basis. 

Gibson joined Goodyear in 1937. 

He was named assistant manager 
of the northeast division in Decem- 
ber, 1952. 

Burnham has been associated 
with Goodyear since 1911, 


Barnes Heads C of C 


W. O. Barnes, owner of Barnes 
Motor Co., El Dorado, Kans., has 
been: elected president of the El 
Dorado Chamber of Commerce. 
Barnes is also past president of 
the Elks lodge and the El Dorado 
Country Club. 





Cc. C. Gibson 


Coming 
Events 





(Continued from Page 4) 
Dealers Conventions 


Dealers Assn. mvention, Milwaukee 
Athletic Club, Milwaukee. 

oe -# 

General 


May 20-23—New Eagland Repionel Auto- 
ro tga Show, Mechanics Bidg., Boston, 

ass. 

May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotel, Buffalo. 

June 6-11—Society of Automotive Engineers 
en eee Ambassador and 

itz-Carlton Hotels, Atlantic City, N. J. 

July 12-16—ATAM Annual Meeting, Broad- 
moor Hotel, Colorado Springs, Colo. 

August ony of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept, 15-17 — National Petroleum Assn. 
52nd Annual Meeting), Traymore Hotel, 
tlantic City, New Jersey. 

Sept. 20-22 — Truck Rosy and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Oct. 18-22 — National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
ndent Tire Dealers, Sherman Hotel, 
hicago. 

Oct. 25-29 — American Truckin 
tions, Inc., Waldorf-Astoria 
York City. 

Nov, 15-17 — American Finance Confer- 
ence, Commodore Hotel, New York 


City. 
Dec. 6-7—Notional Standard Parts Associ- 
ation, Hotel in, Chicago. 


Associa- 
otel, New 


port that in the first five years 
of production, ended Nov. 29, 1953, 
a total of 120,403 Holdens were 
constructed, including 99,645 autos 
and 20,758 utilities. 


Subsidiary Formed 


RITISH MOTOR CORP. will 
soon establish a_ subsidiary 
company in Australia to control 
Austin Motor Co. (Australia) and 
Nuffield Australia Ltd., producer of 
the Morris. Both the Austin and 
the Morris will continue to compete 
against each other for sales. 
Chairman of the new company 
will be L. P. Lord and the man- 
aging director will be George A. 
Lloyd, who is now managing di- 
rector of Nuffield Australia. 


* * * 


Rootes Expanding 
OOTES (Australia), Ltd., is is- 
suing $1 million worth of or- 


dinary capital and $1.9 million 
worth of preference capital stock 
for expansion. The company plans 
to produce a greater number of 
Hillman and other vehicles in Aus- 
tralia. 

Under the new program, it is pro- 
posed to increase the Australian 
content of all vehicles and in the 
course of time the automobiles will 
be built to suit Australian condi- 
tions, a feature which has con- 
tributed to the outstanding success 
of the Holden. 


Austin Cuts Prices 


Awe has announced a price 
reduction for all models. The 
A-30 comes down $45; the A-40, 
$115; the A-70, $120, and the Stand- 
ard saloon with imported body, 
$230. 


Test of Ruggedness— 


* * * 


Oil Use at Peak 


a Ministry for National De- 
velopment has announced that 
Australia has become the fifth 
largest consumer of petroleum 
products. In 1953, Australia con- 
sumed a record 5,125,300 tons, com- 
pared with the previous high of 
4,987,400 tons. 


Firm Strives to Develop 
Revolutionary Engine 


BUFFALO.—A newly incorpora- 
ted firm here is striving to develop 
a gasoline engine “at least 150 per- 
cent more efficient and more eco- 
nomical” than present auto engines. 

Richard C. Speidel, of Speidel 





At Nash's proving grounds in Burlington, Wis., the Metropolitan is put to a test 
of its strength in pulling two truck trailers. The car has a 42-horsepower Austin engine. 


Engine Co., Inc., said the engine 
has six cylinders and, when fully 
developed, probably won’t weigh 
more than 175 pounds, compared 
with about 600 pounds for a stand- 
ard engine. It is not a gas turbine 
engine. Speidel plans to test the 
power plant in a few months. 





DUCO Thinners are specially balanced 


to save you time, labor and money 


HE expert chemical balance in DUCO Thinners gives 
you the right thinning, spraying, flowing and blush-re- 
sisting properties. Du Pont chemists blend the highest- 
quality ingredients to make your paint jobs easier . . . save 


you money. 


DUCO Thinners help make lacquer topcoats level 
. dry to a high initial gloss . . . save you mixing 
time. And because you don’t need high-priced retarders, 
DUCO keeps job costs low. 

Five DUCO Thinners— 3713, 3711, 3661, 3608, and 


smoothly . . 





ON THE LEVEL— 


DUCO THINNERS MAKE 


YOUR JOBS EASIER 


3614G—handle ev- 
ery type of thinning 
job. Check with the 
Du Pontstock point 
nearest your shop. 
E. I. du Pont de Ne- 
mours & Co. (Inc.), 
Refinish Sales, Wil- 
mington 98, Del. 





BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 
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On Dealer Pane: ote 


City-by City Survey 
Of Union Activities 


(Continued from Page 22) 


has petitioned for elections in three 
dealerships. 

The local business agent says 
that if these elections are suc- 
cessful, the union will immedi- 
ately file for elections in some 
200 other dealerships. 

Reports of a drive by the UAW- 
CIO among Detroit dealership 


' shop personnel have -also been re- 


cently received. 
+ 


“Miami 


The Teamsters recently began a 
drive among dealers here, but the 


10,000 Visitors Jam 
Cheyenne’s First 


Automobile Show 


CHEYENNE, Wyo.—More than 
10,000 persons attended the first 
annual spring automobile and mer- 
chandise Show of Shows, in Chey- 


enne. 

Although there were exhibits of 
household furnishings and other 
merchandise, backbone of the show 
was the automobile section. 

The affair, first of its kind in 
Cheyenne, was held at the munici- 
pal airport and sponsored by the 
Chamber of Commerce. 

Vern Hagestad, of Tyrell Chev- 
rolet Co., was chairman of the 
show committee. He was assisted 
by Jack Morris. 

A musical revue provided enter- 
tainment for visitors. 


movement collapsed following two 
resounding defeats in NLRB elec- 
tions. Partly contributing to the 
defeats was the timing of the drive 


—at the tailend of the busy season 
* a * 


Illinois 
The Illinois Automotive Trua 
Assn. has reported “increasing 
union activity among our new-car 
dealer members.” 

The Association’s bulletin an- 
nounced that “Under advisement 
at the present time, and up for 
discussion at the next IATA Di- 
rectors meeting, will be the pos- 
sible retention of a labor relations 
consul,” 

* * * 
Chicago 
The Chicago Automobile Trade 
Asgn. declared, “Without question 
the; unions are after automobile 
dealers’ employes—all employes in- 
cluding salesmen are being includ- 
ed in the unionization program.” 
The CATA Taz and Legal Bulle- 
tin says that a recent national sur- 
vey revealed that the number of 
unionized auto dealerships has 
doubled in the last four years. 

“Where elections were held in 
1,353 dealers’ establishments,” 
CATA continued, “only 13.4 per- 
cent were won by the dealers 
while 81.2 percent were won by 
the unions. 

CATA said that 3,522 dealers re- 
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Indianapolis Salesmen Make ‘100’ Club— 


K. Ploughe (second from left), and Donald 
Stookey (third from left), were among 185 salesmen from the district who were ad- 
mitted as members to the 50-100 Car Club. Ploughe and Stookey are vice-president 
and secretary, respectively, of the zone club. L. E. Craig (left), zone manager, pre- 


Two Indianapolis Chevrolet salesmen, N. 


sents Ploughe with a plaque. At right is 


Russell Kreis, Indianapolis city manager. 


ported that unions are now trying =! being considered in Wash- 
gton. 


to organize — workers. 
* * 


Quad-Cities 


Dealers in the Quad-Cities—Mo- 
line, East Moline, and Rock Island, 
Ill, and Davenport, Ia.—report a 
complete absence of union activity. 
An organizing attempt was made 
three or four years ago.—(Bob 
Sands.) 


* * . 


St. Paul 


Local 64 of the AFL building 
service employes union is conduct- 
ing an organizing drive among 
some employes of the members of 
the St. Paul Automobile Dealers 
Assn. 

The union has petitioned the 
NLBEB for certification, a hearing 
has been held and the matter is 
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The dealers’ association has re- 
fused to bargain with the union, 
contending that the association was 
not formed for collective bargain- 
ing, but for exchanging informa- 
tion. 

* * * 
Minneapolis 

Local 974 of the AFL Teamsters, 
representing 1,400 dealership shop 
workers here, has filed strike no- 
tices with the Minnesota State and 
Federal conciliation. No strike date 
has been set, although the work- 
ers have voted for the strike.— 
(Donald M. Lyons.) 

* +. 


Berne, Ind. 


There is no organizational activ- 
ity at present among the dealer- 
ships here, and there are no deal- 
erships organized.—(S. M. 
Schwartz.) 

* 


+ ” 
Columbus, O. 

Local dealers say they are un- 
aware of any labor organizing 
among their shop or sales employes. 

Furthermore, dealer association 
officials report that they have re- 
ceived no information regarding 
organizational activity in Ohio deal- 
erships.—(Bert Strang.) 

* ~ * 


South Bend 


Neither the dealers nor any deal- 
ership personnel can report any 
labor organizing currently in the 
South Bend- Mishawaka area. — 
(Leslie E. Dunkin.) 
| * a 





* 


Cleveland 
| Shop employes in the dealerships 


|here are organized. And there is 
| believed to be a small amount of 
|. organizational effort being made 


among the salesmen. 


Plcais 


According to the dealers, the un- 
| ions are not attempting to organize 
| salesmen. 

Some time ago, AFL Machin- 
ists succeeded in organizing the 
shop personnel in nine Fayette- 
ville (Ark.) dealerships. The un- 
ion won the election in three 
dealerships and lost in three. The 
employes declined to ask for rep- 
resentation in elections in the 
other three. 

Strikes occurred in the three 
dealerships where the union won 
and picket lines were set up. After 
much litigation, the Arkansas Su- 
preme Court ruled that the picket 
lines were in violation of a state 
law.—(Inez H. McDuff.) 

* = * 


Dallas 


Salesmen and shop workers here 
are not organized. 

Union officials and most dealers 
deny that there are any organiza- 
tion drives at present, although one 
Packard dealer reports that union 
organizers have been talking to 
some of his employes for the last 
six months.—(C. K. Cates.) 

= * + 





Austin, Tex. 


Car dealers in Austin, which is 
not a strong labor town, say they 
know of no labor activity among 
their workers.—(Joe Hornaday.) 

+ ® * 


New Orleans 


There is little labor activity 
among dealership personnel. 
About 15 months ago, the AFL 


Teamsters attempted to line up 
the salesmen in three Chevrolet 
dealerships, but they were unsuc- 
cessful. 


In Bogalusa, La., the Teamsters 
were organizing salesmen and 
mechanics, but the drive appeared 
to collapse after the union lost sev- 
eral elections.—(Gordon Hebert.) 


St. Louis 
Dealers in St. Louis say there are 
no efforts being made currently to 
persuade their salesmen to join 
unions, although the shop employes 
have been organized for 18 years. 
* * * 


Birmingham, Ala. 
Union activity is apparently non- 
existent here at present. 


Two years ago the NLRB held 
representation elections among the 


,employes at several dealerships, and 


the union decisively lost all but one 
of the elections.—(Stuart Riddle.) 
* * = 
Tifton, Ga. 

Dealers here say “there is no 
union in any dealership in Tifton, 
either among the salesmen or in 
the shop,” and that they have no 
knowledge of any pending organi- 
zational drive. 


About two years ago, a slight effort 
was made to sign up the help of 
some of the dealers, but the move- 
ment gradually died out.—(Mrs, W. 
E. Stephens.) 

” 


* 


Atlanta 


Some union overtures have been 
made to the employes in the dealer- 
ships here. 

But most dealers feel that the 
unions will make few inroads 
among the salesmen in the south 
because the salesmen are getting 

(Continued on Page 65, Col. 1) 


U. of Mich. Plans 
‘World’s Best’ 
Automotive Lab 


ANN ARBOR, Mich.—The Uni- 
versity of Michigan has an- 
nounced a five-year, $10 million 
program aimed at giving the uni- 
versity the best automotive teach- 
ing laboratory in the world. 


First unit of the project will be 
an automotive power plant labora- 
tory. A $1,778,000 appropriation bill 
is now before the Michigan Legis- 
lature for this building. 


Other units would provide facili- 
ties for instruction and research 
in body engineering, power traas- 
mission, fluid flow, dynamics, 
structures and materials engineer- 


ng. 

Initial funds for the project are 
being sought from the State, and 
automotive representatives have 
said that their firms will contribute 
if the plan gets. enough public 
support. 

A citizens’ committee has been 
formed to support the program. It 
includes George W. Mason, Nash- 
Kelvinator president; C. L. Me- 
Cuen, General Motors vice-presi- 
dent; James C. Zeder, Chrysler 
Corp. vice-president, and Earle 
MacPherson, Ford Motor Co. vice- 
president. 


Aircraft Division 
Created by Eaton 


CLEVELAND. — Creation of an 
aircraft division has been an- 
nounced by Eaton Mfg. Co., a sup- 
plier of automotive and aircraft 
components. . 


The new division will be located 
in Battle Creek, Mich., with offices 
and manufacturing areas adjacent 
to the firm’s present valve division. 
John F. Romans, formerly on the 
central staff here, has been ap- 
pointed general manager of the 
operation. 

The new division will produce jet 
engine blades. Manufacture of other 
aircraft parts will be continued by 
the valve division. 
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Labor Report from Dealer Front... 


Roundup of Union Activities 


(Continued from Page 64) 


has been handed down yet, as to 


too good a deal or are making | the legality of this move. 


too much money. 

It is obvious that all salesmen do 
not share this opinion. Some even 
deny that they are making an ade- 
quate living. However, it is doubt- 
ful that they are sufficiently dis- 
satisfied to join a union, — (E. 
Bash.) 


Chattanooga, Tenn. 

Some organizing is going on 
among service department workers. 

An NLBEB election was recently 
held at Hailey Chevrolet Co. The 
vote was 35 votes against the un- 
ion, 10 votes for the union and 
eight were challenged by the 
union. 

The union had petitioned for an 
election among the shop employes, 
but the company insisted, and the 
NLRB agreed, that salesmen and 
office workers be included in the 
election. 

s . * 


Louisville 

AFL Teamster organizers are re- 
portedly “very busy” in this section, 
although little progress has been 
made. The Teamsters are showing 
considerable interest in both the 

sales and shop personnel. 
Elections have been held in a 
couple of dealerships during the 
last several months, but the unions 
have been rejected regularly.—(A. 
W. Williams.) 
. 


Other Southern Points 
The Automotive News survey 
disclosed no evidence of labor 
activity in Muskogee, Okla.; 
Richmond, Va.; Warrentown, V2., 
and Tulsa, Okla. 
~ 


New York City 

Union activity for the most part 
is confined to the outlying areas, 
particularly in the small dealer- 
ships. 

In the city itself, the unions are 
busy rewriting contracts. 

Dealers in Nassau, Westchester, 
Staten Island and several other 
small communities have reported 
union progress among their shop 
personnel. 

A Nassau dealership is prepar- 
ing for an NLRB representation 
election, and the dealer has asked 
the NLRB to include all of his 
personnel in the vote. No ruling 


Flex-O-Tube Eyes 
Aftermarket Sales, 
Names Fieldmen 


DETROIT. — Eleven sales repre- 
sentatives have been appointed by 
the Flex-O-Tube division of Meri- 
dan Corp., Detroit, which now is 
entering the replacement market. 

The firm makes hose assemblies 
and fittings for brakes, power 
steering, oil and fuel lines, window 
lifts and convertible raising as- 
semblies. 

The representatives are Edward 
M. Arnold, Pittsburgh; Frank J. 
Brogan, Dallas; C. M. Buettner, 
Kansas City; Charles V. Grantello, 
Cleveland; McEwan Cherry Co., 
Nashville; Jerry Shane & Associ- 
ates, Los Angeles; Charles Spivack, 
New York City; Leon Korman 
Sales Co., South Euclid, O.; Wil- 
liam S. Kneavel, Baltimore; E. L. 
Mullen Co. Minneapolis, and 
Robert C. Sanderson Co., Chicago. 

On May 1 the division expects to 
have its new $500,000 plant com- 
pleted in Inkster, Mich. 

Sales manager W. W. Wasson 
reported that production can be 
increased 50 percent in the one- 
rind factory, located on a 10-acre 
s 
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The union lost two recent elec- 
tions in Westchester. 

Dealers in several suburban areas 
have recently begun to examine 
their relations with their shop 
workers as the result of bids to 


C.| their workers by the unions. 


Pawtucket, R. I. 


Rhode Island dealerships have 
not been bothered by union activ- 
ity. The dealers feel that the AFL 
Teamsters would have little suc- 
cess here because of the good pay 
and working conditions which the 
employes enjoy—(Tom Forbes.) 

. 


Hartford, Conn. 


The Hartford Automobile Dealers 
Assn. reports that none of its mem- 
bers are aware of any organiza- 
tional activity. The UAW-CIO 
made an unsuccessful attempt last 
fall to organize the local dealer- 
ships. 


Providence 


Harold Lanphear, treasurer of 
the Rhode Island Auto Dealers 


Kentucky Dealers 
Reelect Officers, 


Name 8 Directors 


_ LOUISVILLE.—AIl officers of the 
Kentucky Automobile Dealers Assn. 
were reelected at the group’s an- 
nual meeting here last week. 

Named to another term were 
Paul Dexheimer, president; C, E. 
Brents, vice-president; Ben H. 
Long, secretary-treasurer, and Or- 
ville R. Harrod, NADA director and 
chairman of the board. 

Earlier, the following directors 
were elected to three-year terms: 

John Earle, Fulton, First Dis- 
trict; Grady Gentry, Providence, 
Second; Glen E. Van Slyke, Louis- 
ville, Third; Guthrie Wilson, Bards- 
town, Fourth; Rudy Booth, New- 
port, Fifth; Maurice Canfield, 
Richmond, Sixth; George Wells, 
Pikeville, Seventh; and John Babb, 
Corbin, Eighth. 


Other directors are Howard 
Woodall, Bob White, Harry Holder 
sr., Scotty McGraw jr., Ben F. 
Long, J. A. Dishman, Howard 
Pearce, C, E. Brents, E. J. Zimmer, 
Ed Simon, John O. Demaree, Si 
Minter, Gene Baker, C. Y. Blake- 
man and D. H. Disney. 


Lew Ullrich was reappointed 
managing director. 

E. Bruce Walters, Pikeville, re- 
signed from his post as director. 
The vacancy will be filled at a later 
date. 


Owens-Illinois 
Links Its Family 


TOLEDO. — Owens-Illinois Glass 
Co. has embarked on a marketing 
program that aims to improve sales 
by promoting the family relation- 
ship of its divisions and subsidi- 
aries, and the variety of items they 
make. 

Until now the company’s three 
manufacturing divisions—Glass 
Container, Libbey and Kaylo—and 
its subsidiaries — Kimble Glass Co. 
and Owens-Illinois Plywood Co.— 
marketed their products with no 
concerted effort to relate them to 
the parent organization. 

The result was that many cus- 
tomers of one O-I division, in the 
market for other products, was un- 
aware that he might also get these 
from O-I. 

Owens-Illinois, therefore, has 
adopted a common signature, which 
clearly establishes the parental 
role of O-I and identifies all prod- 
ucts as O-I products. 


Gumaer Elevates Son 


Election of Frank Gumaer jr. as 
vice-president and general man- 
ager of Uptown Motors (Chrysler- 
Plymouth), Denver, has been an- 
nounced by Frank C. Gumaer, 
president. 


Assn., reports that there has been 
practically no union activity in the 
local dealerships for at least a 
year. 

At that time, the AFL Teamsters 
succeeded in getting representation 
elections among the salesmen of 
several firms but the salesmen voted 
against the union.— (Ruth M. 
Eddy.) 


* > s 
Atlantic City 
L. Edison Mathis sr., director of 
the Atlantic County Automobile 


Dealers’ Assn., reports that there 
has been no organizational activity 


here for two years. — (Fred 
Schwarz.) 
* * . 
Baltimore 


Several dealers report that there 
has been a noticeable lack of labor 
activity here this year. This is in 
contrast to the previous few years 
when there was some activity, al- 
though it was usually unsuccessful. 
—(Kate Savage.) 

* * * 
Wilmington, Del. 

No organizing efforts have been 
apparent among the salesmen and 
mechanics recently, although a 
couple of abortive movements have 
been made since World War II. 
Local dealers say that they are 
very confident about their relations 
with their employes. — (Robert H. 
Allen.) 


Philadelphia 


Dealers say that there does not! R.I., 





5 Seattle Ford Dealers Honored— 


The Ford Four-Letter Award has been presented to five Ford dealers in Seattle. 
Shown (from left), are Ralph T. Ostrander, of William O. McKay Co., Harry Wilson, of 
Wilson Motor Co.; Clem J. Powell, district sales manager; Deane Howard, of Howard 
Motor Co.; Bill Pierre, of Bill Pierre Motors; R. Brien Medler, district field manager, 


ond R. A. Smith, of Smith-Gandy, Inc. 


effort being exerted among their 
employes. 

They say that most shop em- 
ployes are on a flat-rate scale and 
do not appear to have any inter- 
est in a union. 

There appears to be remnants of 
a union among the Buick dealers, 
and some company unions are still 
in operation, but the situation, on 
the whole, is dormant. — (Norman 
Shigon.) 

* - * 
Other Eastern Points 

A check of dealers in Farming- 
ton, Conn.; Manchester, N.H.; 
Greenfield, Mass., and Providence, 
indicates no labor activity in| 


appear to be any organizational these areas. 
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LEMPCO PRODUCTS, INC. 
Bedford, Ohio 
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ADDRESS__ 


GM Shop Center 
Started in Atlanta 


ATLANTA. — Ground has been 
broken here for the new General 
Motors Training Center, being 
established to instruct dealership 
mechanics. 

Here for the ground - breaking 
ceremony were Myrle E. St. Aubin, 
GM service director, and zone and 
regional mahagers of the 11 GM 


| divisions that will be represented’ 


at the center. 

The Atlanta installation will serve 
central and northern Georgia, west- 
ern South Carolina, and southeast- 
ern Tennessee. 


IN YOUR SHOP 


elie mE ol tele ee 
Quick 


Yya-ton, 











MAIL THIS COUPON NOW FOR COMPLETE DETAILS 














i} 


Re ce eR Sao 


if 
i 
f 
: 








66 


Ford Awards Contract 


For Office Structure 


DEARBORN, — Ford Motor Co. 
has awarded the general contract 
for construction of a 12-story ad- 
ministration building in Dearborn 
to Bryant & Detwiler Co., Detroit, 
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Here are small parts bins that give you every advantage you could 
desire! They're sturdily constructed for long hard use, and compactly 
designed for maximum space saving, with “easy-to-see”, “easy-to- 
reach”, “easy-to-arrange” features. HANDEE ANDEE small parts bins 
are available in 3 sizes, and are designed to hold 2 sizes of bin boxes 
in any arrangement you wish to make. Bin boxes can be removed or 
replaced “quick-as-a-flash”—just slip them on or off. They have large 
label holders for fast identification, curved bottoms for smooth speedy 
removal of parts, and their forward tilt provides instant visibility of 
all contents. 


See any of these 
BORROUGHS FLEXI-BIN DISTRIBUTORS 
for literature and prices 


AUTOMOTIVE BIN SERVICE BINS & EQUIPMENT. CO. 
10040 Freeland, Detroit, Mich. 1918 Buford Highway, W. E., Atlanta, Ge. 


1059 Main Street, Buffalo, W. Y. 2318 Oak St., Jacksonville, Fie. 
1220 Richmond, Cincinnati, Ohio 
54 West 30th Street, Indianapolis, Ind, K & S$ AUTOMOTIVE INVENTORY 
204 Builders Bidg., Louisville, Ky. 26 Clay Avenue, Everett, Mass. 
53 Crennell Ave., Pittsburgh ,Pa. 
» 3707 Euclid Ave, Cleveland, Ohio FELIX F. LOEB, INC. 
8810 So. Vincennes Ave., Chicago, til. 
W. W. CANNON Co. 4500 North Wilson, Milwaukee, Wis. 
9739 Denton Dr., Dallas, Texas 


MILLS-MORRIS CO. 
171 So. Dudley Street, Memphis, Tenn 


SIGGINS COMPANY 
704 Broadway, Kansas City, Mo 
115 North 12th Street, Omaha, Neb. 
1082 36th Street, Des Moines, lowa 


SIGGINS EQUIPMENT CO. 
901 South Boyle St., St. Louis, Mo. 


1901 Winter St., Houston, Texas 


EAST COAST DISTRIBUTING CO. 


327 ilopkins Rd. Baltimore 12, Maryland 
¢/o (Sorensen Motors), Berwyn, Pa. 


ESSENTIAL EQUIPMENT CORP. 
32-58 62nd Street, Woodside L. |., W. Y. 


GREEN-PENNY COMPANY 


421 E. Washington, Los Angeles, Calif. 
SPARKMAN-BARKER CO. 
WILLIAM A. GORE COMPANY 550 Santa Fe Dr., Denver, Colorado 
1834 Adeline St, Oakland, Calif. 1181 Sherman Ave., Salt Lake City, Utah 


BORROUGH § Miz. company 


Subsidiary of American Metal Products Company of Detroit 
3002 N. Burdick, Kalamazoo, Michigan 


The building will be located at 
the corner of Southfield Rd. and 
Michigan Ave. and is scheduled for 
completion in approximately 2% 
years. Foundation work has been 











Shops Study 


DETROIT.—The growing popu- 
larity of power equipment on cars 
is causing extensive future planning 
in dealers’ service departments, ac- 
cording to a group of service man- 
agers who held a day-long meet- 
ing with Plymouth executives here 
last week. 

In answering a questionnaire 
on the problems of a service man- 
ager, each member of the group 
indicated that methods of serv- 
icing the new power equipment 


are now under study at his deal- | 


ership. 
It was made clear that while 
power equipment is not at present 


causing a pressing service problem, | 
dealers are looking ahead to the) 
time when current models are three 


to five years old and such options 
as power brakes, automatic trans- 
missions, power steering and power 
seats begin showing wear. 

All managers agreed that there 
will have to be some rearranging 
of shop facilities, and that a greater 
investment in special equipment 
will be required. All except one said 
his dealership is planning to de- 
velop specialists in the service de- 
partment to handle power equip- 
ment problems. 

The group consisted of 10 service 


|managers and dealers who com- 
| prised a committee of the Chrysler- 
| Plymouth Service Managers Assn. 


of western Pennsylvania. 

They were in Detroit attending 
a two-day service clinic staged 
by service executives at the 
Chrysler and Plymouth plants, 
and upon their return were sched- 
uled to pass along information on 
latest factory -approved service 
methods to more than 100 dealer- 
ships whose service managers are 
members. 

The service managers agreed on 
the importance of selling service, 
but stressed the inadvisability of 
“overselling” it. The main control 
against “overselling,” they said, is 
simply being sure that the customer 
thoroughly understands the service 
requirements of his car. 

Other precautions include fre- 
quent checks on service salesmen 
and individual checks on each serv- 
ice order by the service manager. 

The training of mechanics is a 
continuous process for dealerships, 
the service managers agreed. The 
two most popular methods of rais- 
ing the standards of workmanship 
in the shop and maintaining an 
economical labor situation were 
found to be close work supervision 
by the manager, and instruction 


Ailing Sommerlad Quits 
As Thompson Sales Aide 


CLEVELAND. — Philip L. Som- 
merlad has resigned as general 
sales manager of the service divi- 
sion of Thompson Products, Inc., 
because of illness. 

Sommerlad, 52, joined the com- 
pany as a territory man in 1930 and 
was made eastern sales manager 
six years later. In 1939 he gave up 
that position to enter the parts 
jobbing business. He rejoined 
Thompson in 1947 to fill the position 
he has resigned. 


Service Managers Predict Need for Specialists 
To Maintain Aging Equipment 
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Power Units 





under Chrysler Corp.s Master 
Technicians Service conference, an 
educational program wihch pro- 
vides dealers with a once-a-month 
training kit on specified subjects. 


An almost universal problem in 
dealers’ shops is the balking of a 
mechanic who is accustomed to 
working on a particular make of 
car when he is assigned to a 
strange model. All mechanics 
seem to have their own prefer- 


~ 100,000 Visitors 


Austin Plant Passes Milestone 


In Postwar Period 


LONGBRIDGE, Birmingham, 
England. — Postwar visitors at the 
Austin factory here have topped the 
100,000 mark. 

The 100,000th visitor, C, Robin- 
son, Bradford, who brought with 
him his wife and two sons, was 
presented with a miniature Austin, 
a J-40 toy pedal car built by dis- 
abled miners. 








ence in cars, and diplomacy was 
agreed to be the best method of 
meeting the condition and main- 
taining shop harmony. 

The service managers were asked 
about the “service consciousness” 
of their customers and whether, in 
their opinion, most owners are 
letting their cars run down while 
waiting to buy new models. The 
answers varied greatly. 

One manager said that Penn- 
sylvania’s requirement of periodic 
safety checks on cars is changing 
customers’ habits of car mainte- 
nance. Many owners, he said, bring 
cars into the shop only at the time 
of the required safety check, and 
have service work done as a result 
of the safety inspection. 

Those at the conference were 
Stephen Ference and Stanley 
Shuber, of Irwin Motors, Irwin; 
Leonard Poster, Poster Auto Sales, 
Mt. Pleasant; Ray Haines, Old 
Trail Motors, Inc., Washington; 
Joseph F. Schneider, Trafford Mo- 
tor Co., Trafford; Robert Lilly, 
Brainard Motor Sales, Sharon; 
Henry R. Nadolny, Allegheny Mo- 
tor Sales, Northside Pittsburgh; 
B. J. Michells, Jamison & Skeels, 
Inc., Ingram; Cliff Byers, H. A. 
Byers Sales & Service, Greensburg, 
and Irwin Farkas, Gordon & Jacob- 
son, Inc., Homestead-Munhall. 

e * a 





Service heetintier Clinic at ‘tie 


A committee of the western Pennsylvania Chrysler-Plymouth Service Managers Assn. 
met with executives at Plymouth recently for a service clinic. Members of the clinic, 


left to right (bottom row): Stanley Shuber, 


Brucker, Chrysler Corp. Pittsburgh regional 


Irwin, Pa.; Stephen Ference, Irwin; L. M. 
service manager; George Cutler, Plymouth 


field service manager; Glen Mealy, Plymouth field service manager; William Landon, 
Plymouth promotional service manager, and Joseph Schneider, Trafford, Pa. Second 


row: Leonard Poster, Mt. Pleasant; Irwin 


Farkas, Homestead-Munhall; Cliff Byers, 


Greensburg; Henry Nadolny, Pittsburg; Robert Lilly, Sharon; B. J. Michells, Ingram, 


and Ray Haines, Washington, Pa. 


Automotive 





Washington 





(Continued from Page 24) 


cord with President Eisenhower’s 
statement at the recent White 
House Conference on Highway 

Safety that “highway safety is a 
problem for all of us from the 
highest echelon of Government to 
the lowest, a problem for every | 
citizen no matter what his sta- 
tion or his duty. 

“Because of the Post Office De- 
partment’s extensive nationwide 
motor vehicle operations,” Sum- 
merfield added, “we feel a respon- 
sibility to contribute and promote 








Neiman-Marcus Exhibits Station Wagons— 


A nationally known Dallas department store, Neiman-Marcus, recently featured 10 
makes of station wagons at its Preston Center in cooperation with the Authorized 
New Car Dealers of Dallas. The exhibit was in conjunction with a display of new fash- 
ions. The participating dealers reported satisfactory results, not only in favorable 


publicity but in actual sales. 


safety on the Nation’s highways. 
Inclusion of the ICC safety regula- 
tions in mail trucking contracts 
will, I feel sure, prove a major con- 
tribution to national highway 
safety.” 


* * * 


T-H Recommitted 


S FORECAST in this column, 

the Senate on May 7 killed all 
chances for Administration revi- 
sion of the Taft-Hartley labor law 
by voting 50-42 to recommit the re- 
vision bill to the Senate Labor 
Committee. 


With that action went the pros- 
pects of immediate legislation that 
would likely favorably affect such 
as the Bogalusa case. An amend- 
ment pressed by Senator Barry 
Goldwater, Arizona Republican, 
and which was approved generally, 
was aimed in that direction. 

Republican senators who voted 
with the Democrats to recommit 
the T-H were Langer of North Da- 
kota, Malone of Nevada and Young 
of North Dakota. Wayne Morse, 
Oregon Independent, also voted 
with the Democrats. 


* * * 


After Two Decades 


Also on May 6, Congress, after 
two decades of controversy, 
agreed that the U. S. shall join 
Canada in the development of the 
St. Lawrence Seaway project. De- 
velopment of the seaway for power 
and navigation has been urged suc- 
cessively by four American presi- 
dents, beginning with Herbert 
Hoover in 1932. 





Vw 





IMPORTANT NOTICE 


FOR ALL CAR DEALERS WHO PARTICIPATED IN | 
THE $100,000 AUTO-LITE FAMILY CHARITY © 
DRAWING WHICH CLOSED MAY 3, 1954 


\ 


to be mailed to the following regional 
drawing headquarters to arrive by May 21... 


e Automobile Clubs 
affiliated with AAA 
will supervise regional 
drawings. 


e All registration forms 
received by Regional 
Drawing Headquarters 
from Auto-Lite Family 
Car Dealers prior to 
the drawing date will 
be included in regional 
drawings. 








Club 
I f, ffi. e / e e f i pes a Mississippi 
og TTT eee Missouri 
A comp eted orricia’ regis tration forms are 3917 Lindell Blvd. 
St. Louis 8, Missouri 
Montana ................... Original Equipment, Inc. 
423 No. oe ay P 
Billings, Montana 
.... Carl A. Anderson, Inc. 
léth & Jones St. 
Omaha, Nebras' ka 
.... California State Automobile Assoc 
237 South Virginia St. 
Reno, Nevada 
New Hampshire .......... . New Hampshire Division, AAA 
: vat pene Mater Assoc. 275 Menever St. per 
Birmin ghom 3 Ale Manchester, New Hampshire 
‘ OPN: isis cde ee Han Auto Club of Central New J 
rizon _———_— Per gm 321 West State St. — 
Phoenix, Arizona Trenton 8, New Jersey 
... New Mexico Motor Club 
kans. -- 1113-1115 Central Ave., N.E 
Little Rock, Arkansas Albuquerque, New Mexi 
ew ... F. A. Crossman, Inc. 
+ Bee ee sows 943 W. Genesee St. 
Los Angeles, Californi Syracuse, New York 
.. Rocky Mountain ists orth Caro -. -» Carolina Motor Club 
1509 Cheyenne Pia 701 So. Tryon St. 
Denver 2, Colora Charlotte I, North Carolina 
ec _. Automobile Clu rHford North D. ... North Dakota Auto Club 
Farmington Ave 18 So. 8th St, 
Hartford 5, Connecti Fargo, North Dakota 
hio ..... .«. Toledo Automobile Ciub 
.. Delaware Mi Ci . 
911 Tatnall St. = Jefferson Ave. 
Wilmington 1, Dela foledo 2, Ohio 
of Co ... Auto Club of Ma nd lahoma . .Oklahoma Motor Club 
Mount Royal py Cathed Ser LN. Ses &. 
Baltimore |, Maryland ahoma City 6, Oklahoma 
aeelancentooaeen South AAA regon ... Oregon State Motor Assoc. 
i ame Biscayne Bivd. at 29th St. 1101 S.W. Wash. St. 
Miami 37, Florida Portland 5, Oregon 
OOM 85 06.5 occ cess tean Auto Electric of Georgia, In Pennsylvani -. +» Auto Equipment & Service Co 
115 Piedmont Ave., NE. = Fairmont Ave. 
Atlanta, Georg iladelphia, Pennsylvania 
daho . ... Idaho State Automobile Assoc Rhode Islan .... Auto Club of Rhode Islan 
414 Main St. 50 Fountain St. 
Boise, Idaho Providence 3, Rhode Isla 
linois ... Mid-States Auto Electric Co. South Caro .... Carolina Motor Club 
1905 South Michigan Jefferson Hotel Lobby 
Chicago, Illinois Columbia, South Carolina 
jana ... Hoosier Motor Club South Dakot. ... Reinhard Brothers Co. 
1840 No. Meridian S 225 E. ith St. 
Indianapolis 7, Indiana Sioux Falls, South Dakota 
lowa 2.2.2... ee. eee e ees e +e Motor Club of lowa Tennessee . .. Nashville Auto Club 
207 E. Third St. 142—13th Ave., N, 
Davenport, lowa Nashville |, Tennessee 
nsas .. Auto Club of Kansas exas ..... ... Texas Division, AAA 
415 Topeka Bivd. 403 W. &th St. 
Topeka, Kansas Austin |, Texas 
entucky ... Central Service & Sales . . Utah State Auto Assoc. 
737 So. Third St. 15 E. 4th South St. 
Louisville, Kentucky Salt Lake City 1, Utah 
uisiana ..» Louisiana Division, AAA mon . . Auto Club of Vermont 
831 Howard Ave. Pavilion Hotel 
New Orleans 12, Louisiana Montpelier, Vermont 
ne ... Maine Automobile Assoc. .. Auto Club of Virginia 
218 Middle $ 6th & Franklin Sts. 
Portland 3, ine Richmond 19, Virginia 
... Auto Club of Maryland Ww to . . Auto Club of Washington 
Mount Royal Ave, & Cathed: 1109 Pine St. 
Baltimore !, Maryland Seattie |, Washin 
Massachuse! tts .............. Massachusetts Division, AAA w ..» Central West Virginia Auto Ci 
485 Boylston St Waldo Hotel 
Boston 16, husetts Clarksburg, West Virginia 
... Auto Electric & Service Corp. WII ion sn es cous Saccdned Wisconsin Division, AAA 
15550 Woodrow Wilson Ave. 103 No. Hamilton St, 
Detroit, M jan Mad a in 
nesot Minnesota State Automobile Assoc wise Mm 
LaSalle at 13th St. ste. 1007 Chaves . _ 
inneapol innesota Denver 2, Colorado 


e Those selected in 
national drawing will 
designate recognized 
charities to share in 


$100,000. 


National drawing will be held June 1, 1954 in New York City — 
and names of the 25 selected to designate recognized 


charities to share in a total of $100,000 will be announced / 


that night on the Auto-Life ‘‘Suspense!”’ program on TV. 
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THE WHELAND CO 
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S-M Automatic, Self- 
Adjusting, Mechanical 
Tappets Provide 


Perfect Valve Timing 

Better Gasoline Mileage 
Quietest Engine Performance 
Faster Acceleration 

Simple Installation 

Lowest Maintenance Costs 


FULLY GUARANTEED against 
defects in material and workman- 
ship for three months or 4,000 miles. Ava 
for a wide range of car and truck models. 
OVER 100,000 S-M TAPPETS 
NOW IN US 
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Output Hiked 15 Pet.... 


Car-Tire Shipments 


NEW YORK. — Manufacturers’ 
shipments of car tires in March 
increased 22.72 percent to 6,607,071 
units, compared with the 5,383,876 
units shipped in February, accord- 
ing to the Rubber Manufacturers 
Assn., Inc. 


Authorities Urge 
Release of Atom 


For Industry 


NEW YORK.—The Atomic 
Energy Act should be amended to 
permit industrial enterprise to de- 
velop nuclear energy for peace- 
time needs, according to a group 
of leading atomic authorities. Their 
views on giving industry a larger 
role in atomic progress are com- 
piled in a pamphlet, “Free the 
Atom,” published last week by the 
National Assn. of Manufacturers. 

The booklet provides answers to 
such major questions as: “Why 
free the atom for industrial de- 
velopment?” “Why private de- 
velopment and who favors it?” 
“Who is against private develop- 
ment and why?” “Who should foot 
the bill?” 

Expert opinion on how soon 
atomic power can be put to use 
serving peacetime needs also is 
featured in the booklet. 

The authorities cited include 
Rep. W. Sterling Cole, New York 
Republican, and Senator Burke 
Hickenlooper, Iowa Republican, 
chairman and vice-chairman, re- 
spectively, of the Joint Committee 
on Atomic Energy, and Gordon 
Dean, former chairman of the 
Atomic Energy Commission. Their 
statements were taken from testi- 
mony presented in open hearings 
before the committee last summer. 

Publication of the pamphlet co- 
incided with the opening of a new 
series of joint*committee hearings 
which began May 4 on bills in- 
troduced by Hickenlooper and Cole, 
which would go part way toward 
giving industry the opportunities 
it seeks for speeding development 
of atomic power plants and other 
applications of nuclear energy. The 
hearings were scheduled to continue 
through this week. 
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right to make an advertising 
charge. Admittedly, manufacturers 
have a right to change their dis- 
count, and the advertising charge 
constitutes a discount cut. The 
amount of discount is a part of the 
operating strategy of any manu- 
facturer. The amount of discount 
is a very sensitive thing. It is par- 
ticularly sensitive in our trade 
where dealers sell only one line of 
merchandise. It is particularly sen- 
sitive, too, because dealers are 
called upon to pay cash for auto- 
mobiles they buy from the manu- 
facturers and trade a large per- 
centage of them for used cars. 

But the amount of discount is 
purely a manufacturer’s responsi- 
bility. He lives or dies in accord- 
ance with the judgment in setting 
it. 

Perhaps this conductor is more 
responsible than anybody else 
that this practice should be fol- 
lowed. Back in 1910, I started to 
sell advertising to Overland deal- 
ers. We produced proof books and 

any dealer who would use ads out 
of these books, run them in the 
local paper and then send us a 
tear sheet with a paid invoice 
covering its cost, we would credit 
him one-half of the amount of 
the cost of advertising on his 
parts account. Dealers ran a lot 
of advertising on that basis. 

The principal purpose of adver- 
tising in the early days was to 
identify the dealer with the line. 
Now conditions are different. A 
dealer’s investment has grown. He 
has matured. The advertising he 
needs now must develop the widest 
possible public understanding of 
what his business is, how it oper- 
ates and the contribution it makes 
to public welfare. 


Production of car tires in 
March was up 15.55 percent, the 


of 5,952,480 tires in the previous 
month. . 

Inventories of car tires increased 
slightly to 13,111,582, compared with 
February’s month-end stocks of 
12,831,883 tires, but were lower than 
inventories at the end of March, 
1953, when 13,364,132 tires were on 
hand. 

Shipments of truck and bus tires 


Oregon's Auto Sales Per Family Were 
23% Above U.S. Average Last Year! 


. and you can look for even more in '54, when 
you use The OREGONIAN! Daily circulation, larg- 
est in the Pacific Northwest, leads Portland's second 
newspaper by 39,543 copies. Remember .. . 
more people you fell, the more people you sell! 







the Oregonian 


Represented Nationally by Moloney, Regan & Schmitt, Inc. 


in March totaled 1,022,270 units, an 
increase of 10.65 percent over Feb- 
ruary, when 923,842 tires were 
shipped. 

Production of commercial tires 
was up 1.24 percent to 1,102,346 
tires, compared with 1,039,301 
units produced in February. In- 
ventories at the end of March 
were 2,965,526 units, an increase 
of 3.08 percent over February 
stocks of 2,876,813 tires. 
Shipments of car inner tubes in 

March were 6,013,010, an increase 
of 7.05 percent over February ship- 
ments of 5,617,254. Production in 
March was 6,398,644 units, 8.52 per- 
cent above the previous month’s 
output of 5,896,024. 

Month-end inventories at $10,869,- 
324 units were 4.03 percent above 
the February month-end total of 
10,448,121. 
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226.445 DAILY 
285,142 SUNDAY 


DEGREASER! 


. ENGINE SHAMPOO 
Quart Size Concentrate Makes 2 Gallons 





GUNK SUPER CON- 
CENTRATE DI- 
LUTES with low-cost 
kerosene or fuel oil 
distillate and cleans 
engine blocks faster 
and more completely 
than steam cleaning. 
In quart and larger 
sizes at wholesale 
automotive jobbers 
throughout the coun- 
try. Extra strength, 
ready-to-use GUNK in 
pint containers is 
available from any of 
the Harley - Davidson 
motorcycle dealers 
everywhere. _ 
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_For your convenience 
the OFFICIAL 


RENAULT 


LO PRGLE SORE ALLL IEE 


DEPOT 


LOPLI RL EAI 


A 


= Tel: AStoria 8-4500 


NN! 


FACTORY PARTS @q4i Pele 


OF FRANCE 
Has been relocated at aay | 
32-65 60th Street, — a 





Genuine Renault factory 
parts can be obtained only 
from this depot or an au- % 
thorized Renault dealer. Q 
© Guaranteed 24-hour serv- : 
oa ice z 
. @ Liberal discount to ga- % 

rages and service stations 








Parts price list, shop manu- 
al and technical data avail- % 
able. Mail coupon below ~ 
today: # 
RENAULT FACTORY PARTS DEPOT ''AN'' 

32-65 60th Street, Woodside 77, L.1.,N.¥. | 


Gentlemen: Some Gad me information on 
official Renaul st, shop manval, 
technical cae. -— 














Double rein- 
forced metal eye- 
lets—Hang keys 
from either end 
— Complete in- 
formation. 
TAGS & RINGS 
Priced At 
1000 ......$17.00 
ese 6S 
250... 4.50 
Enclose Check 
with Order. 
Shipments 
Prepaid. 
Free Used Cor 
Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE 
(SYSTEMS DIVISION) 
Sta. "A", Box 1037, 

Cleveland 2 





NATING SYSTEMS 





9 SYSTEMS 
TO CHOOSE FROM! 


PNSYeYPS 


Write for our new eetaante caine, 
“The World's Finest Exhaust System" 
ENGWALD CORPORATION 


357 Lafayette Ave., Brooklyn, N. Y. 
SSE EE Gn Dis a aR, 








AUTO-TURNTABLE 

© For Indoor or Outdoor Display 

© Low priced—Portable 

© Move it anywhere—Just plug in 

© Rigid all steel construction 

© Full length steel runners 

© Will fit all cars 

© Unconditional 1 year guarantee 
Send for brochure No. 7 

AMERICAN STAGE EQUIPMENT 

COMPANY 
805 East 134 Sr. Bronx 54, N. Y. 
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HEADQUARTERS 


aN aR PARTS 





FOREIGN 


Large stock including gaskets, Austin 

pistons, valves, electrical parts, Hillman 

oil filters, brake parts and lining, Jaguar 

ete., tools and accessories. M.S. 
Write for Literature 


Motor Co. 


W. Séth St.. New Vork 19. ©. Y. 
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tions on a grand job!—W. S. Woot- 
SEY, general sales manager, Dodge. 
* > +. 

Judging by the appearance and 
scope of your 1954 Automotive News 
Almanac, it is evident that you 
accepted my challenge of last year 
to at least equal the 1953 issue. It 
is indeed the finest production 
number yet. 

I appreciate receiving the special 
copy you sent to me; and repeat 
my challenge for next year.—A. G. 
HERRESHOFF, executive engineer, De- 
velopment Design, Chrysler Corp. 

* + * 

I think your 1954 Almanac is the 
best you have ever done. It cer- 
tainly is a welcome addition to my 


reference library. — Benson Forp, 
general manager, Lincoln-Mercury. 
* + * 


I’m sure you are very proud of 
this year’s Almanac and believe me 
you have every right to be. It is 
an excellent tribute to the automo- 
bile industry.—W. C. Newsera, pres- 
ident, Dodge. 

* oa ” 

It’s a swell job, and the entire 
staff should be very happy about it 
indeed.—Henry G. Lirttz, president, 
Campbell-Ewald Co. 


* + * 


Voice in Wilderness 

It will be very much appreciated 
if you will give vent in your col- 
umns to a “Small voice in the wil- 
derness” in the form of an inde- 
pendent automobile dealer, or as 
the more earthy minded may pre- 
fer, a used-car operator. 

I am somewhat concerned, as 
most of my fellow used-car dealers 
are, in the implications, ramifica- 
tions and possible far reaching fed- 
eral and state controls that may be 
unjustly imposed on us through 
misguided legislation in an effort | 
to restrict an alleged “bootlegging” 
of new automobiles. Most of us! 
reputable independent dealers | 
frankly admit that a deplorable | 
situation does exist whereby new 
automobiles, for lack of a ready 
market in that particular locality, | 
are diverted into other than normal 
new-car dealer retail channels. 


That situation is not of our dic- | 
tates, nor did we bring it upon 
the new-car dealer through any 
abortive merchandising policies. 
It would obviously be quite im- 
probable for any used-car dealer 
to purchase a new car from a 
dealer’s auction or franchised 
dealer at a wholesale level, or be- 
low in many instances, any car 
that new-car dealer had a pros- 
pective immediate retail market 
for. 

As a small operation, we sell a 
number of new cars each year in 
addition to what we consider our | 
regular business of merchandising | 
used cars, and in all new-car trans- 
actions We save our buyers several 
hundred dollars from the regular 
list price of the unit. In connection 
with that saving, we offer our cus- 
tomers the same service, checkup 
and warranty protection that the! 
new-car dealer does when he de-| 
livers a new car. Many of our new 
cars are sold to us with the original 
warranty policy signed in blank by 
the new-car dealer. 

Moreover, most of the reputable 
used-car dealers have, or have ac- 
cess to, factory trained and skilled 
service personnel and are in a posi- 
tion to service and care for the 
needs and desires of the new-car | 
buyer as well as many new-car | 
dealers. 

Combined with adequate serv- 
ice facilities, personalized cus- 
tomer contact and the universal 
appeal of reaching the new-car 
buyer through his pocketbook, 
the used-car dealer is going to be 
difficult to unseat from the air- 
foam cushions of the new-car | 
business in its present state. Per- 
sonally, and many other used-car 
dealers will agree, the sale of new 
cars is far less profitable than the 
merchandise we have been li- 
censed to sell. 

In many used-car dealerships, the 
sale of new cars is merely inci- 
dental to a large-volume operation 
in late model merchandise that can 
be obtained only through the dis- 
count handling of new cars. That 
new-car business rightfully belongs 
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to the new-car dealer and when he 
has adequate operating capital, 
suitable facilities, aggressive mer- 
chandising program, acceptable 
product and proper factory coordi- 
nation, there isn’t a used-car dealer 
for miles around, good operator or 
otherwise, that could be considered 
a threat to his new-car business. 
The word “Bootlegging” as ap- 
plied to this new-car situation is 
erroneous, inasmuch as the general 
condition is apparently one of dis- 
tress merchandise or surplus cars. 
Moreover, these surplus cars will 
continue to be prevalent just as 
long as the factories set their pro- 
duction quotas on registrations 
rather than on profitable retail 
sales that each franchised dealer is 
able to merchandise advantageous- 
ly, in accordance with the potential 
sales area in which he operates. 


By the same line of pursuit, my- 
self and my fellow used-car dealers 
will continue to buy and sell a cer- 
tain number of new cars, when we 
can readily purchase them at in- 
voice or below from dual farm- 
implement dealers where the new 
car is a sideline, small town dealers 
where the sales floors are full and 
the back lot still has last month’s 
shipment untouched and no more 
money in the bank for the shipping 
order on the way. 

It is quite obvious that many of 
these new car dealers, both large 
and small, were given their fran- 
chise on the basis of a building 
and a bank account, rather than 
ability as a merchandiser of auto- 
mobiles. At the first indication of 
a soft market in their domain, 
they welcome us wholesale buyers 
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with open arms; it means money 
back in the bank, and some of 
the loftier of the factory officials 
and new-car city operators 
should take a jaunt through the 
rural areas disguised as a used- 
car jockey, if they don’t believe 
this. 

Furthermore, if the used-car deal- 
er fails to call on his new deal con- 
tacts often enough, the poor dealer 
can’t wait and subsequently takes 
his surplus new cars to the whole- 
sale market, namely the many and 
good auctions scattered from Cali- 
fornia to Maine. Or again, in all 
fairness the new-car dealer, may 
believe his particular brand of cars 
will bring more money at the auc- 
tion than selling same to a retail 
customer and having to face the 
man when the car begins to rattle 
and the service policy is only a 
piece of paper. Read any recent 
dated auction sheet on a certain 
current model high priced car and 
see what I mean. 

I am not defending the used-car 
dealers’ position in respect to the 
basic sales of new automobiles. 
That, again, is the prime .business 


L-O-F’s New York Offices 


Moved to New Building 


NEW YORK. — Libbey-Owens- 
Ford Glass Co. moved its regional 
and district sales offices to the 
Tishman Building, 99 Park Ave., 
New York, 

The new 26-story building, which 
cost $14 million, is distinctive for 
its exterior walls of aluminum and 
glass which were prefabricated into 
two-story panels. Heat-absorbing 
polished plate glass made by L-O-F 
was used for the glazing. 

The new offices also will be head- 
quarters for regional Fiber Glass 
and Corrulux division sales offices, 
and regional sales promotion ac- 
tivities. 
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of the new-car dealer, and I, for 
one, hope he can retail at a fair 
profit every new car he receives 
from the factory. As one business- 
man to another, I can’t afford to 
have him fail in my community or 
become loaded on surplus cars; that 
devaluates my used cars, too 

Perhaps, instead of pointing an 
accusing finger at the used-car 
dealer, threats toward the fran- 
chised dealer, government laws 
bogeyman and public information 
booths, it would be of tmmense 
value for the individual factories to 
gather around their respective con- 
ference tables and study the ar- 
chives of one of automobile’s greats 
of all times, William E. Holler. Mr. 
Holler, now retired, many years ago 
put his organization in top place, 
where it still is, on the theme and 
actual practice of a quality dealer 
program, rather than quantity. — 
J. R. Berrs, Colorado Springs. 

* * * 


Likes Booklet 

Please forward to us five copies 
of John Munn’s booklet of Letters 
to Salesmen. We have been steady 
followers of this series and find it 
a very helpful guide for both new 
and old salesmen. 

I also would favor your writing 
more articles on this subject, as it 
is of vital interest to every auto- 
motive man in this country.—JoHN 
R. Maursetu, Dacotah Motors (Stu- 
debaker), Aberdeen, S. D. 


Please send us 12 copies of the 
booklet “Letter to Salesmen.” 
Rosert V. CasHen, Cashen-Zwicker 
Motor Co. (Ford), Genoa, O. 


* * * 


I was glad to see that “Letters to 
Salesmen” has been put into book- 
let form. Please send me two cop- 
ies—R. B. Fieicu, president, Bob 
Fleigh, Inc. (Studebaker), Balti- 
more. 
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MAKES GAS GO FURTHER . . 


add more “go” to getaways . . . 


replacement type mufflers can be used. 


On Every Car! 


they paid for 
by installing 





DUAL EXHAUST SYSTEM 


every installation 


New! Giz Cad VT 
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FIBERGLAS 


with | 


Ueda 


*Fiberglas (Reg. U. S. Pat. Off.) is a trademark of the Owens-Corning Fiberglas Corporation. 


a DUAL EXHAUST HEADER SYSTEM 


. GETAWAY FASTER 
Today smart car owners everywhere are getting more power 
... smoother performance . . . greater economy with Grand Dual 
Exhaust Systems and Grand Dual Exhaust Header Systems. They 
give extra power to meet 
emergencies, extra speed for adventure. In addition, they increase 
horsepower up to 20% and streich gas mileage 10 to 20%. 
Every purchaser a satisfied customer. . . 
guaranteed to fit properly . Priced to bring big dealer profits. 
ORDER from your jobber now. Every system designed se factory 
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GRAND AUTOMOTIVE PRODUCTS bept. an-3 


DIVISION OF GRAND SHEET METAL PRODUCTS CO. 


2055 N. Ruby Street, Melrose Park, iil. 











Yours for the asking! 


New Service 
describes and illus- 
ates the 
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“When Chadwick recovers maybe we oughta show him how 
to pull a rear axle shaft without getting all bunged up!” 








TN CAL LI Prt MLL eee 
Kent-Moore 


Special STA Lh OSS 


Next time one of your mechanics heads for the 
First Aid Kit don’t just shrug it off as ‘‘another case of 
carelessness”. Because a good many injuries are the re- 
sult of trying to “‘get by” with es makeshift 
methods and ordinary tools instead of using the right, en- 
gineered-for-the-job Kent-Moore Special Service Tools. 


Take one good example . .. removing the rear axle shaft. 
Sure, you can pry it out with a pinch bar, but mister, 
you'd better be prepared for a knuckle-busting . . . and 
a broken brake shoe to boot! Why take that chance? 
Use a Kent-Moore Axle Shaft Puller. Just attach it to 
the wheel lug bolts, rap the tool handle a sharp blow or 
two with the slide hammer, and the shaft comes right 
out! Nothing to it . . . when you use the right tool! 
And, for most leading makes of cars, you'll find that 
Kent-Moore Special Service Tools are the right tools! 



















KENT-MOORE ORGANIZATION, INC. Ki 
5-105 General Motors Building + Detroit 2, Michigan 


de 


ee Be 


when you SELL COLUMBUS 
you don’t have to wait for 


DOLLAR-SIZE shocks 10 wear-out, break, 
PISTON 


or go bad. Whether a 
car or light truck is 
old or brand new, 
COLUMBUS offers 

controlled safety 
and comfort far in 
excess of 

ordinary shocks. 
Regularly Advertised in 
POST 

COUNTRY GENTLEMEN 
POPULAR MECHANICS 


COLUMBUS 


“Ue SHOCK ABSORBER 


ID) mncinTNONN MANUEACTORING « SUFPCY CO., UTTUETON, COLO. 


. 
Turnings 
(Continued from Page 13) 

from the actual castings. Design 
practice is to allow a factor of 
safety ranging from 25 to 50 per- 
cent of indicated test bar figures. 

Frohman would like to see some 
uniformity of testing and inspec- 
tion procedures, plus standardiza- 
tion of the integral test bar idea. 
They then could work toward 
adopting the proportional limit as 
the commonly used design strength 
value. The factor of safety would 
be the strength of the casting be- 
yond this point, until the ultimate 
tensile strength was reached. 

° * * 


Technical Talk 
With Sound Effects 


Has it become a custom for 
speakers to bring sound effects 
along with their slides? 

A loud, perfectly timed SMASH 
caused us to wonder about this at 
the joint meeting of the SAE De- 
troit and Toledo sections in Toledo 
recently. 

After discussing total vehicles in 
use, average number of miles driven 
annually and various other factors 
that are on the increase, Dr. 
Charles Thomas of Sun Oil Co. 
moved along to a description of the 
slide depicting the trend of average 
number of miles per gallon. (United 
States motor vehicle average, in- 
cludes trucks, busses, and commer- 
cial vehicles.) 


Speaking in a darkened room, 
he pointed out the obvious down- 
ward slope of the fuel economy 
curve. Just at the precise moment 
when he referred to a figure of 
about 13% miles per gallon, we 
were jolted (or awakened?) by 
an ear-splitting sound. Dr. 
Thomas recovered quickly and 
said that the trend was down, 
but not that far down! 

He denied staging the accident. 
But when the lights came on, I 
noticed several gasoline men sitting 
near the floor lamp that had 
toppled over with shattering effects 
to the bulb and shade. 

7 +e * 
Write Light 

Before leaving the above in- 
cident, I’d like to send out a call 
for help from anyone who has 
satisfactorily solved the problem 
of taking notes in a pitch-dark 
room. I’ve found no use for a pen 
that writes under water ... but 
would be grateful for information 
on a pen that writes in the dark. 
Or does somebody supply a 
phosphorescent ink for -these 
occasions? 

+ - 
Foundrymen 
Fellowship 


It was a pleasure and an honor 
to be accepted into the clannish 
fraternity of foundrymen, when I 
attended a recent meeting of the 
American Foundrymen’s Society, 
Detroit Chapter. 

I’ve never seen a more congenial 
bunch of friendly rivals. They obvi- 
ously enjoy their work and indulge 
in good-natured kidding to liven up 
the serious business of a technical 
meeting. 

In introducing one of the speak- 
ers, Cliff Hockman, superintendent 
of Cadillac’s foundry division, pro- 
vided a rare printable example of 
foundry humor. The central char- 
acter in the story is an inexperi- 
enced core oil salesman. 

This brash youngster knew 
that his product could out-per- 
form competition in any phase of 
the specifications. So, when asked 
by @ canny prospect, “I don’t 
suppose your oil will stick in the 
core box?” ... the fledgling took 
a flyer (in the wrong direction) 
and stoutly maintained: “Our oil 
will stick in the box better than 
any other oil on the market.” 

From the excellent panel discus- 
sions, I gained considerable infor- 
mation on the latest techniques in 


Smith, Johnson Open 
Pontiac Deal in Georgia 


W. C. Smith jr. and Bernard C. 
Johnson have opened a Pontiac 
dealership, Smith-Johnson Pontiac, 
in Bast Point, Ga. 

Smith formerly was sales man- 
ager and partner in several dealer- 
ships. Johnson was general man- 
ager of J. W. Goldsmith (Hudson), 
and partner in Martin Johnson Mo- 
tor Co. (Nash). 








12186 Petoskey, Detroit 4, Michigan 


green sand molding, pressure mold-; the 195-horsepower models for 
ing and the “C” shell process. In| about 2% times as great a volume 
addition, there was a description of| a, jz, 235-hp cars. Within two 
the new “D” process for precision 
castings. 


months after new-model an- 


- | nouncement, public demand had 
Buyers Choose exactly reversed this schedule. 
High Horsepower And the 235-hp Chryslers were 


In its original 1954 production | being produced at a rate 2% 
schedules, Chrysler had slated | times that for the 195-hp models. 


THE MARKET'S WIDE OPEN 





for multiplying 
your opportunities 






IMMEDIATE WHOLESALE 
MANAGEMENT OPENINGS! 


Steady salary and promotion assured to 
producers. 


Are you between 28 and 40 years of age? 
Have you had experience as a Dealer, Gen- 
eral Manager, Sales Manager, or Used Car 
Manager in a medium to large-size dealer- 
ship ...a 150-plus car deal? Or are you 
a District Manager wholesale, with such 
experience? 

We have 10 IMMEDIATE OPENINGS—Ten 
traveling wholesale positions representing 
a national manufacturer. These openings 
will be filled with ten men who have proved 
their retail sales management ability in the 
positions named. 

STEADY SALARY ... plus your own CAR 
AND TRAVELING EXPENSES. 

Write us today. This program will be final- 
ized and selections made in the next two 
weeks. The high quality of these opportu- 
nities merits your investigation. 


Box AN-503, Automotive News, Detroit 26. 


PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 





For 
Slightly ‘Higher $13.50 When Ordering, Give Make 


D & M TRUCK TOP CO. 


PHONE: WEbster 3-1613 
Manufacturers of Stake and Pick-Up Tops 














Hall Anniversary— 


Phil Hall, owner of Phil Hall Buick, 
Hollywood, Calif., explains the meaning 
of “PH31" to Maralou Gray. It is the 
theme of his celebration of 31 years with 
Buick in Hollywood. Hall started as a 
salesman for the Howard firm in 1923, 
became manager in 1932 and established 
his own firm in 1950. 


New-Car Market 
Holds 48 Pct. of 
Seattle Families 


SEATTLE.—<Autos are owned by 
76.5 percent of Seattle’s 162,600 fam- 
ilies, according to a consumer anal- 
ysis published by the Seattle Times. 

Furthermore, the analysis said, 
11.2 percent own more than one 
car. Some 48.2 percent buy their 
cars new, the survey added. 

Used-cars are purchased by 51.8 
percent of all families, and most 
families drive cars which are five 
to 12 years old. 

More than 8,000 families have in- 
comes of more than $10,000 per 
year, the survey showed. 


The analysis also covered favorite 
brands of food, beverages, appli- 
ances, tobacco and toiletries. 


Herreshoff Retires 
From Chrysler 


DETROIT.—A,. Griswold Herre- 
shoff, who is retiring as executive 
engineer in charge of development 
design after more 
than 27 years 
with Chrysler 
Corp., was honor- 
ed by his associ- 
ates at a testi- 
monial dinner last 
week. 

Herreshoff join- 
ed Chrysler in 
1927 as an engine 
designer, follow- 
ing 16 years ex- 
perience in de- 
velopment and design work with a 
number of shipbuilding and auto- 
motive concerns, including Mack 
Truck Corp. and Fifth Avenue 
Coach Co. 

The design concepts of the pres- 
ent V-8 hemispherical combustion 
chamber engines used in Chrysler 
Corp. passenger cars, Dodge trucks 
and Chrysler marine engines was 
originated under Herreshoff’s di- 
rection. 


Mathieson Takes Over 


U.S.1. Antifreeze Sales 


BALTIMORE.—Mathison Chem- 
ical Corp., manufacturers of ethy- 
lene glycol and methanol and 
heretofore supplier of these anti- 
freeze ingredients to U. S. Indus- 
trial Chemicals Co., has absorbed 
U.S.I. antifreeze sales personnel 
and will market the private-label 
“U.S.I. Permanent” glycol - type 
and “Super Pyro” methanol - type 
antifreeze formerly marketed by 
U.S.I. 





A. G. Herreshoff 


Mathieson plans to expand mer- 
chandising activities and will utilize 
the three U.S.I. packaging plants 
in New Orleans, Chicago and Balti- 
more, U.S. Industrial Chemicals is 
a division of National Distillers 
Products Corp. 


Frisco Looks to. Parking 
SAN FRANCISCO.—Parking in 
downtown San Francisco has been 
placed at the top of a list of 17 
problems to be considered by eight 
major business groups. 


SSS 


SS 
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Legislative Roundup 





(Ccntinued from Page 28) 


the daytime and 55 at night be cut 
to 60 and 50, respectively, with an 
eventual reduction to a flat 50 miles 
per hour day or night, has been 
submitted to the State Legislative 
Council’s motor vehicle insurance 
committee. 
* + * 


Aid for Truckers 

HANGES in truck size and 

weight regulatory laws regard- 
ed as favorable by the trucking 
industry have been enacted thus 
far this year in Michigan, Missis- 
sippi and New York. Similar legis- 
lation is pending in Massachusetts 
but has been rejected in Kentucky 
and Virginia. 

Other truck size-weight devel- 
opments include a lower court 
ruling in Arkansas holding that 
a 1953 law limiting truck weights 
was unconstitutional because it 
exempted oil field equipment 


truckers from certain overload 
penalties. 

A suit challenging the constitu- 
tionality of a 1953 Tennessee law 
increasing truck weight limits has 





Highway Conference 
Reelects Bradley 


WASHINGTON, D. C.—Reelec- 
tion of Albert Bradley, executive 
vice-president of General Motors, 
as chairman of the board of 
governors of the National High- 
way Users Conference was an- 
nounced last week at a luncheon 
of the Fifth Highway Transporta- 
tion Congress at the Hotel May- 
flower. 


Elected as vice-president were . 


Arthur M. Hill, chairman of the 
executive committee of Grey- 
hound Corp., and Herschel D. 
Newsom, master of the National 
Grange. 





been filed in Chancery Court at 
Dandridge. 

Illinois has petitioned the U. S. 
Supreme Court for a ruling on 
whether the State can deny the use 
of highways to interstate truckers 
who repeatedly violate truck weight 
limits. 


U. C. Dealer Guilty 
In Loan Fraud 


WORCESTER, Mass. — Frank 
Luongo, 37, Fitchburg used-car 
dealer, has pleaded guilty to six 
indictments which charged him 
with defrauding automobile finance 
companies of $44,920 through false 
loans and double financing. 

Sentence was deferred after the 
prosecutor said Luongo was ex- 
pected to testify against a Massa- 
chusetts dealer charged with simi- 
lar offenses. 


Lee Tire Branch Expands 

CINCINNATI.—Lee Tire & Rub- 
ber Co. has moved its Cincinnati 
branch store to larger quarters at 
1569 Harrison Ave., according to A. 
L. Lauber, branch manager. 
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Vickers Sets Up 


New Sales Group 


DETROIT.—Establishment of a 
new automotive products sales 
group has been announced by F. 
T. Harrington, 
sales vice-presi- 
dent of Vickers, 
Inc., a division of 
the Sperry Corp. 
Vickers manufac- 
tures hydraulic 
power transmis- 
sion equipment. 

Named to head 
the new group, 
which will be con- 
cerned with the _ 
sales of Vickers Ray C. Conner 
products for cars and trucks, was 
Ray C. Conner. Until recently he 
Was on special assignment for mo- 
bile sales applications in the sales 
department. 

Conner, who headed the develop- 
ment division, combat vehicle 
branch at the Detroit Arsenal with 
the rank of lieutenant colonel from 
1945 to 1947, joined Vickers in 1948. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 

















FOR MECHANICS 


Removes dead 
weight of body 
and engine 





PATENTED SAFETY PADS SECURELY 
HOLD ANY MAKE CAR 


Full or Semi-Hydraulic 


The Complete 


Service Equipment 


Line 





AiR COMPRESSORS 


lubricants into 


FOR LUBRICATION 
Insures free flow of 


*Trade Mark 








fittings 


THE LIFT THAT DOES EVERYTHING 


Quicker... Faster... Profitably 
SAVES TIME « SAVES MONEY 
Write for complete information 





FRONT or 


* HYDRAULIC LIFTS * 


REAR 


All Parts easily accessible—from any working position 


UNITED STATES AIR COMPRESSOR CO. 


5300 Harvard Avenue « Cleveland 5, Ohio 
LUBRICATING EQUIPMENT 








ere 


5 PES co rere eee et eee ret 
e 





SS eee 


ee 


RA este mtine » 


YOU NAME IT — WE BUILD IT 


There is a HERMAN BODY 
designed for your customers 
specific needs .. 


THE HERMAN “FORWARD 
CONTROL” Delivery Body 


Cran 


st ee 
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HERMAN BODY COMPANY 


ST. LOUIS 10, MO. 





NEW REVOLUTIONARY 


PORTABLE LUBRICATOR 








Air Primed ...No Compressor Needed 


% Ideal Portable Unit—for everyday or auxiliary use .. . indoors, 
outdoors, anywhere! 

%& One Hand Operation . . . has handy carrying strap! 

% Holds 5 Ibs. grease 

%* Powerful . . . Pressure to crack any fitting! 

% Light weight... only 15 Ibs. full! 

* Visual grease level indicator 

% Easy to Fill. . . by hand or with gun filler unit. 


% Volume control nozzle . . . full swiveling . . . with pressure 
booster feature 


%& One year guarantee 


See your ARO Jobber 


THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 
Aro Equipment of Canada, lLtd., Toronto 1, Canado 


ARO 


LUBE EQUIPMENT 


Also... AIR TOOLS .. . AIRCRAFT PRODUCTS 
. GREASE FITTINGS 
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New Road Act Starts 
‘Record Program’ 


WASHINGTON. — “The signing 
by the President of the Federal- 
Aid Highway Act of 1954, author- 
izing a two-year total of $1,932,000,- 
000, starts the Bureau ef Public 
Roads on the largest Federal high- 
way program on record,” declared 
Secretary of Commerce Sinclair 
Weeks. 

The new law was hailed by the 
American Automobile Assn. as a 
“major milestone in the history 
of American roadbuilding.” 

A total of $875 million will be 
apportioned among states for each 
of the fiscal years beginning in 
1955-56. The increase of the current 
rate of assistance to states is $300 
million per year, or 52 percent. 

The legislation, Weeks said, will 
make possible the modernization of 
some 40,000 miles of highways and 
be a stimulant to the economy. 

“Manufacturers of trucks, bull- 
dozers and other. road-building 
equipment,” Weeks declared, “now 
know that there will be an enlarged 
market for their product and will 
prepare for it.” 

Ralph Thomas, president of 
AAA, called attention to the fect 


that funds for the primary Fed- | 


eral-aid system and the urban 
Federal-aid system can also be 
assigned in part to the interstate 
system. 

“When matched dollar for dollar 
by the states,” he said, “money 
available for the primary system 
will be $630 million and for the ur- 
ban system $350 million yearly.” 

Thomas also praised the bill’s 
feature which gives added weight 
to population as a factor in appor- 
tioning funds for the interstate 
system. 

“Where population is densest,” 
he said, “congestion is worst and 
road needs are greatest.” 

During 1953, improvement of 
21,136 miles of Federal-aid high- 
ways was completed at a cost of 
$1.1 billion, of which $600 million 
was Federal funds. 

The current active program in- 


Wis. Clamps Down 
On ‘Free’ Offers 


By Businessmen 


MILWAUKEE. — Joseph Tierney, 
Wisconsin first deputy district at- 
torney, has announced that Wis- 
consin law clearly prohibits retail- 
ers and wholesalers from offering 
any merchandise as “free” or as 
a “gift” if the offer is contingent 
on the purchase of other merchan- 
dise, 

Tierney also said that the State 
would take action against violators 
of this law on receipt of a com- 
plaint. 

The law does not prohibit “free” 
offers where there is no necessity 
for purchasing merchandise. If a 
manufacturer makes a “free” offer, 
according to Tierney, that offer 
may be advertised by retailers or 
wholesalers as long as it is identi- 
fied with the manufacturer’s name. 

Combination offers, where certain 
merchandise is included with the 
purchase of other merchandise, are 
permissible, Tierney said. The law 
does not apply to gifts of services, 
but to gifts of merchandise alone. 

These phrases are prohibited: 


“Free with purchase of,” “gift 
with purchase of,” “given with 
purchase of,” “without cost,” 


“bonus gifts,” “at no charge” and 
“given away.” 

Usable terms include “without 
extra charge,” “at no additional 
charge,” “included with” and “two 
for the price of one.” 


Washington Dealership 
Ranks 8th in L-M Sales 

Moore-Grear Motors, Inc. (Lin- 
coln-Mercury), Washington, ranks 
eighth among the nation’s L-M 
dealers in volume of new-car sales, 
according to Lynn Bartlett, general 
manager. 

Bartlett said that sales last year 
totaled $4,658,000, with new-car 
sales exceeding 1,000 units. 


cludes 31,189 miles, of which 11,566 
are under construction, 5,744 ap- 
proved for construction, and 13,879 
programmed. The total expendi- 
tures for this work are estimated 





Fo Fans Form 


| Club on National Basis 


RIVERDALE, N. Y.—A club for 
owners or those interested in for- 
eign cars has been organized. 

Called the Foreign Car Club of 


|America, it now is formulating 


plans for spring and summer ac- 
tivities. 

Regional clubs outside the New 
York City area may be formed by 
groups of 15 or more members, ac- 
cording to Secretary Edward A. 
Moran. 

The group’s headquarters is at 


at $2.5 billion, of which the Federal 
Government will pay $1.3 billion. 3629 Oxford Ave., Riverdale, N. Y. 
geese — = — 











Why Depend on 
Automobiles Alone for Your Profits--- 


There's money being made selling trailers. Investigate the opportunities created by new 
ideas that have changed and broadened the trailer market. Modern mobile homes, 
like the new Prairie Schooner (shown above), are real homes... completely equipped 
and furnished. And only Prairie Schooner offers all the interior advantages as well as 
a front porch and front door. It’s a real exclusive and prices are right. You've already 
got the display and service facilities plus sales know-how. So they're a “natural” for 
the automobile dealer. Profit margins are attractive—and financing is easy. Methods 
are practically the same as you are using now, and there is a crying need for hard hitting 
aggressive merchandising in this field. It's a safe way to expand your present business. 
We believe in close factory cooperation. Find out today how you can increase your 
profits. Write for full particulars on dealer franchise. 


PRAIRIE SCHOONER, INC. ¢ ELKHART, INDIANA 











EXCEPTIONAL OPPORTUNITY 
FOR SALES MANAGER 


Have you a sound background in directing sales activities, 
both wholesale and retail? 

Are you familiar with the farm equipment business? Or, if 
not, do you know automotive merchandising and can you 
combine this with a farm background (born and raised on a 
farm, or actively interested in farming)? 

Are you in your early forties, with well-rounded experience 
but plenty of capacity for further development and added 
responsibility? 

If so, it should be worth your time and ours to talk things 
over. This exceptional opportunity is in a national full line 
farm equipment organization, an industry leader. Five-figure 
salary, plus benefits. Stimulating possibilities for growth in 
both earnings and status. 

If you feel you are qualified for this real opportunity, write 
in full detail to address below. Members of our sales organi- 
zation know of this advertisement. All letters received will 
be held in confidence. 


ADDRESS BOX NO. AN-502 
Automotive News, Detroit 26, Mich. 





BEST CLOTH eer: nap flannel; stitched 


ge; superior impregnation. 


BEST PACKAGE 


Heavy metal container that stands on 
home garage shelf or slips into glove 
compartment. 


TWO REASONS WHY 


aad? WAX-TREATED 
POLISHING CLOTH 


© BEST SELLER 


of cloths in all in the polishing cloth field. 


price classes. Onder Now-from Your Jobber 


LAS-STIK MFG. CO., HAMILTON, OHIO 
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Student Salesmen Won’t Mix with Regulars. . . 


Dealer Starts On-the-Job School 


By Joe 
Staff Writer 

DEARBORN.—To cope with the 
anticipated need for more selling in 
the years ahead, Bob Ford (Ford) 
last week opened an on-the-job 
sales training school that is ex- 
pected to supply the firm with (1) 
more good salesmen and (2) more 
sales. 

Ross Backus, sales training 
supervisor, said the school con- 
sists of sales training films, 
books, pamphlets and lectures by 
himself and other members of 
the organization. 

“Part of each day will be spent 
in a classroom which we've set up 
in the back part of the dealership, 
and part of each day will be spent 
cold-prospecting,” he said. 

“When one of the student-sales- 
men lines up a prospect, I'll sit 
down with the student and the 
prospect and try to help close the 
deal,” he added. “In the classroom, 
I'm going to emphasize knowledge 











of the product and sales tech- 
niques.” 

Maynard Campbell, general 
manager, said the students would 
be placed in an “auxiliary sales 
group” and that they would not 
be connected with the regular 
sales force in any way. 

Said Campbell, “The secret of the 

thing is to keep them isolated be- 


Mathieson, Olin Directors 


Approve Merger Plan 


NEW YORK. — The boards of 
directors of Mathieson Chemical 
Corp. and Olin Industries, Inc., 
have voted to submit to their stock- 
holders, at special meetings June 
29, a proposal to merge the two 
firms. 

According to John M. Olin, pres- 
ident of Olin Industries, and 
Thomas 8. Nichols, president and 
chairman of Mathieson, the name 
of the new company would be Olin 
Mathieson Chemical Corp. Olin 
would become chairman, and Nich- 
ols would be president. 


How you can sponsor 
Fulton Lewis, Jr. 
in your own community 


The Fulton Lewis, Jr. news program is a 
“co-op.” You buy it in one market—or in sev- 
eral at a small fraction of the overall cost. The 
prestige of a big-time network commentator 


can be yours at low local rates. 


At key points 


throughout each program your message is de- 
livered by your local announcer to an immense 
and loyal audience. In your own community, 
Fulton Lewis, Jr. can be your program. 


Fulton Lewis, Jr. is now sponsored on 
more than 345 stations by 750 advertisers, 
many of them in the same business as yourself. 
But he may still be available in your area. 
Check your local MUTUAL station for details. 
Or write the Cooperative Program Department, 
Mutual Broadcasting System, 1440 Broadway, 
New York 18, or Tribune Tower, Chicago 11. 





cause the regular salesmen have a 
tendency to discourage the new 
ones. 

“As openings develop in our reg- 
ular 27-man sales force, the more 
promising of the students will be 
added to the staff. We fully expect 
the plan to supply us with many 
top-notch salesmen plus 25 to 40 
additional sales per month. 

Backus, whose income will de- 
pend on the sales made by his 
students, said he was starting 

with a group of 10 men — men 
with sales experience, but not in 
the auto field. He said the first 
group included former house- 
trailer, appliance and clothing 
salesmen. 

“These guys aren’t ashamed of 
ringing a few doorbells,” he assert- 
ed. “They'll be paid only on the 
sales they make, but we hope to 
sell cars right from the start. The 
length of the training program will 
depend upon the progress each in- 
dividual makes.” 

Backus said a couple of small 
newspaper ads brought in 50 can- 
didates for the school, and one man 
said: 

“There’s lots of auto sales jobs 
around, but this is the first time 
‘I’ve ever had a real chance to 
learn the business.” 

The Bob Ford program is pat- 
terned after programs at Berl 
Berry (Lincoln-Mercury), Los An- 
geles, and Berl Berry Motors 
(Lincoln-Mercury), of Kansas City, 
which began on-the-job training 
last January. 


Hudson Offering 
Dealers, Wives 


Trips to Mexico 


DETROIT. — One hundred Hud- 
son dealers and their wives will 
get free trips to Mexico as rewards 
for outstanding sales in Hudson's 
“All-American” sales contest which 
began last week and ends July 20. 

In addition, Hudson salesmen and 
sales managers will compete for 


| $250,000 worth of television sets, 


watches, sports equipment, house- 
hold appliances and other mer- 
chandise. 

These prizes will be awarded to 
the salesmen and managers who 


|exceed their sales quotas by the 


highest percentage during the 
contest. 

N. K. VanDerzee, Hudson sales 
vice-president, said that details of 
the contest, which will kick off one 
of the most ambitious sales cam- 
paigns in Hudson’s history, will be 
disclosed to dealers, sales managers 
and salesmen in a nationwide se- 
ries of meetings beginning tomor- 
row (May 18). Wives will be in- 
vited to the meetings. 


Massachusetts 


(Continued from Page 6) 


first time in 15 years, the country 
is not engaged, preparing or clean- 
ing up a war. 

“It is a transition period,” Freed 
said. “Distribution and seHing have 
replaced production. There is a 
tremendous market awaiting new- 
car dealers for car and truck sales. 

“More than 34 percent of the 
54 million vehicles on the road 
today are prewar, and scrappage 
has reached over 3.5 million per 
year and may well reach four 
million. We anticipate the popu- 
lation in America by 1960 would 
reach 180 million people and we 
believe that a normal new-car 
year by that time should be seven 
million or more vehicles per 
year.” 

Albert J. Toner, out-going presi- 
dent of the association, said Massa- 
chusetts dealers are optimistic. 

Newly elected officers are: 
Charles Maykel (Chevrolet), Wor- 
cester, president; Edward L. Wolfe, 
Allston, first vice-president; Roman 
J. Tozloski, Northampton, second 
vice-president; William S, Klitzner, 
Taunton, treasurer, and Victor 
Zbek, Palmer, clerk. 

Elected to serve as directors 
were: Norman Pike, Ashfield; 
Edgar V. Cook, West Medford; 
Seward W. Taber, Braintree; 
Thomas C. Johnson, Brockton, and 
Humphrey W. Turner, Boston. 








Woodward Honored— 


Guy Woodward (right), Dodge dealer 
of Washington, Pa., who resigned as a 
director of the Pennsylvania Automotive 
Assn., was made an honorary life member 
of the board at a meeting in Harrisburg. 
With him is Harold R. Humphries, Chev- 
rolet dealer of Charleroi and Brownsville, 
who succeeds Woodward as director. 
Woodward was president of the group in 
1934 and is active in civic affairs. 


Ned Jordan—famous for the Jordan car, 
and the classic copy that advertised it— 
gives you an inspiring look at the world 
each week in Automotive News. 


WHEN WILL 
BLAKE'S CAR 
BE READY? 


Auto dealers report 
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Memphis Dealers 
Pick McCormick | 


MEMPHIS.—Lee McCormick, 
vice-president of Chip Barwick 
Chevrolet Co., has been elected 
president of the Memphis Automo- 
bile Dealers Assn., succeeding Jeff 
Hicks jr., of Jeff Hicks Motors, 
two-term leader. 

The new board of directors con- 
sists of Hicks; Nat Gilmore, of 
Gilmore Motors, Inc., vice-presi- 
dent; T. M. Kessee, vice-president 
of Hull-Dobbs Company, secretary- 
treasurer, and Chuck Hutton, of 
Chuck Hutton Co. 


N. Y. Parley 


(Continued from Page 6) 
required in the new semi-annual 
inspection law passed this year. 

He said that he expected the 
law would rid the roads of some 
80,000 ancient vehicles within its 
first year of operation. 

Harvey A. Turnure, president of 
the association, told the dealers 
that the right outlook, the right 
mental attitude, good planning and 
hard work add up to great accom- 
plishment.” 





20”to50” MORE SERVICE JOBS 
with Executone 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 


your profits! 


SERVICE on Your Premises 
Executone factory-trained technicians in your 


area provide prompt dependable service— 


right on your premises—whenever required! 


Leci/one 


INTERCOM, VOICE-PAGING AND asada 
. By 
SERVICE DISPATCHER SYSTEMS 1 


EXECUTONE, INC., Dept. E-12 
415 Lexington Ave., 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name. 





lew York 17, N. Y. 





STUDD iscisiceticsisienith inepiieatabaiitcmaehaaiieeanaiitinthigmiaiiginssiaianitinicind daneioiidaaunia 
Address couitimemeitaae 
In Canada—331 Bartlett Ave., Toronto 
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Makers Cite Reduced Shipping, Export Costs . . . 


Seaway to Benefit Auto Industry 


By Joe Callahan 
Staff Writer 


Wurst major results will not} 


be realized for five to 10 years, 
the St. Lawrence Seaway measure 
will affect the auto industry in 
three principal ways: 

1. By reducing the cost of im- 
porting raw. materials. 

2. By reducing the cost of ex- 
porting cars. 

3. By reducing the cost of ship- 
ping cars to U.S. ports. 

By a vote of 241 to 157, the Sen- 
ate passed the Wiley-Dondero bill, 
which calls for dredging and the 
construction of several locks and 
canals in the International Rapids 
section of the St. Lawrence River. 

* * 7 


TS work, costing $105 million 
and requiring five to six years, 
will provide a 27-foot channel from 
the ocean to Toledo and will open 
navigation to 80 percent of the 
world’s ships. 

Before the seaway is extended 
through the rest of the Great 
Lakes area, another $100 million 
and three or four additional 
years will be needed. 

The greatest and most immediate 
result of the seaway will be a re- 
duction in raw-material costs, espe- 
cially iron ore, authorities say. 

* * * 


Most iron ore now comes from 
the Mesabi Range in Minne- 
sota, which is expected to be de- 
pleted of high-grade ore in 10 to 15 
years. The seaway eventually will 
permit marine shipment to the 


King-Size Loads 
Of New Dodges 
Headed for Dixie 


DETROIT—R. C. Somerville, 
sales vice-president of Dodge, an- 
nounced last week the impending 
shipment ofa 
solid trainload 
of new cars to 
Houston *and a 
caravan of about 
75 truckloads of 
cars to North and 
South Carolina. 

‘ The special 
train, consisting 





| midwest of the high-grade ores in | 
Labrador. 
The Labrador ore will not only 
| be a safeguard against enormous- 
ly more expensive steel when the 
Mesabi ore is exhausted, but it 
| also will lower the costs of the 
Mesabi ore by introducing the 
element of competition, experts | 
| believe. | 
Of course, all auto companies 
benefit from cheaper steel, but in- 
expensive ore is of particular im- 
portance to Ford Motor Co., the 
only auto producer that makes its 
own steel. P 
Ford also stands to benefit great- 
ly because its principal facility, 
River Rouge, is located on the pro- 
posed seaway. 
+ 





« * 


AX M. McCRAY, executive di- | 

rector of the Port of Detroit 
Commission, said the seaway will 
also materially reduce the cost of 
300 other items that are imported 
by auto factories and auto sup- 
pliers. 

By permitting overseas ship- 
ment of automobiles directly 
from the midwest, where most of | 
them are manufactured, the cost | 
of U.S. cars on foreign markets 
should be reduced, thus stimu- 
lating sales. 

Factory export officials say the | 
savings will be $50 to $60 per un-| 
boxed vehicle, and a little mroe 
per boxed unit. 

* = 


* 
== beneficiaries of this aspect 
of the seaway will be the auto 

makers situated in the midwest, in- 
cluding such port-city firms as 
Chrysler Corp., Nash, Hudson, 
Packard, and Kaiser-Willys. All 
these firms, along with Ford, were | 
ardent boosters of the seaway. 

Backers of the seaway partic- 
ularly cited Nash-Kelvinator 
Corp. for-its support, both finan- 
cially and in manpower. 

The first to benefit directly would 
be Kaiser-Willys, located at Toledo, 
the western terminus of the portion 
of the seaway already approved by 
Congress. 


* + * 
AltHoucs the seaway will be 
open only about 7% months a 





its entire monthly quota — 7,000 
cars—from Detroit. 

At present, only about 500 cars a 
month are exported from Detroit 
in the few small foreign vessels 
able to navigate in the present 14- 
foot-deep channel. Sixty-five per- 
cent of the Chrysler Corp. exports 
are boxed, and assembled overseas. 

On the other hand, Ford and 
General Motors are not likely to 
make immediate use of the seaway 
when it is completed because of the 
millions which they have invested 
in coastal boxing and shipping con- 


| cerns. Seaway backers predict that 


competition will some day force 
many other producers to export 
from midwest ports. 

+ o * 


to McCray, is that Detroit is 
closer than New York City to a 
number of European ports. 

Because the merchantmen will 
be able to use the Great Circle 
route when the seaway is com- 
pleted, Detroit will be 330 miles 
closer to Liverpool, England; 500 
miles closer to Scandinavian 
ports, and 48 miles nearer ports 
in the Mediterranean. 

Beside reducing export costs 10 
to 20 percent, the seaway would 
also: 

1. Permit the marine shipment of 
cars from the midwest to any point 
in the world. With the small ships 
now in use, it is economically prac- 


North Africa and a few South 


American ports. 
* 
2 PERMIT the manufacturer to 

* maintain more direct control of 
the exportation of his cars because 
of the reduction in handling. 

Among auto exporting officials, 
there were conflicting opinions 
about the value of the seaway in 
reducing transportation costs to 
cities in the U.S. 

A few executives predict that 
some day special ships will be built 
to pick up cars at midwest ports 
and supply the eastern part of the 
country. They cite the simplicity 
and economy of this operation. 

Others assert that the seaway 


& * 


year, April to November, export | Could not improve the present sup- 
officials are confident that the sea-| Ply system of shipping the cars by 
way, again through competition, !@ke freighter to Buffalo and then 
will induce auto-hauling companies tr@nsporting them to their destina- 








Pontiac Dealers’ No. 1 Parts Manager— 


Lawrence A. Thibodeau (center), parts and accessories manager of Hansord Pontiac 
Co., Minneapolis, receives a “Belt of Champions” after being rated the best parts 
and accessories manager among the nation's 4,000 Pontiac dealerships. He is con- 
SURPRISING fact, according gratulated by J. H. Otis (left), Pontiac’s accessories sales manager, and A. L. Drury, 


parts sales manager. 


Dealer Council Confers 


‘With GM Executives 


DETROIT.—Fifty United States 
and Canadian dealers met last week 
with top General Motors executives 
for the spring sessions of the GM 
dealer council. 

The dealers were divided up into 
three groups—19 in each of two 
United States groups, representing 
large and medium-size cities re- 


| tical to ship cars only to Europe, | spectively, and 12 in a group repre- 


senting Canadian cities. 

| GM representatives participating 
|in the council sessions included 
|Harlow H. Curtice, president; 
| Albert Bradley, L. C. Goad and R. 
'K. Evans, executive vice-presidents; 
William F. Hufstader, distribution 
vice-president; Harry J. Klinger, car 
and truck group vice-president; C. 
H. Kindl, vice-president for over- 
seas and Canadian operations; John 
F. Gordon, vice-president for body 
, and assembly divisions; Charles A. 
| Chayne, engineering vice-president; 
| Spencer D. Hopkins, director of the 
|sales section, and Myrle E. St. 
Aubin, director of the service sec- 
tion. 

Dealers on the council were: 


Large-City Group — L. W. | 
Begley, Omaha; Harry C. Clark, 


Compton, Calif.; E. C. Clow, Van- 
couver, Wash.; W. A. Connell, 


dale, Calif.; N. A. Hendrickson, 

Chicago; A. E. Hoffman, Kansas 
City; Peter J. Houser, Queens 
Village, N. Y. 

J. B. King sr., Milwaukee; Joseph 
B. Paul, Washington; I. B. Kline, 
Norfolk, Va.; Mike Persia, New 
Orleans; R,. L. Rickenbaugh, Den- 
ver; Clarence R. Schuyler, Newark, 
N. J.; A. A. Shuman, Lansdowne, 
Pa.; A. P. Van Winkle, Dallas; Sam 
White, Houston. 

Medium-City Group—R. E. 
Berrell, Fargo, N. D.; J. H. Bryant 
sr, Vincennes, Ind.; Ray N. 
Clemens, Dubuque, Ia.; Clark Col- 
burn, Salina, Kans.; Carl E. Danner, 
Marion, O.; Peter DeMidowitz, 
Bradley Beach, N. J.; R. S. Ding- 
man, Ocala, Fla.; E. B. Gamble, 
High Point, N. C.; Clyde L. Guy 
Artesia, N. M.; Ben F. Hormel, 
McCook, Neb. 

A. J. Horner, Blytheville, Ark.; 
F. C. Kimball, San Luis Obispo, 
Calif.; Dixie McKinley, Lexing- 
ton, Ky.; J. D. McKinnon, Elmira, 
N. Y.; O. B. Miley, Sheffield, Ala. ; 
| Harry T. Priest, Duluth; Lloyd 
N. Smith, Cuero, Tex.; C. R. 
Sorter, New London, Conn.; W. 
H. Wagner, Yakima, Wash. 
Canadian Group — J. G. Boivin, 


of 50 railroadjand railroads to make their trans- 


cars, will expedite 
autos destined for 

R. C. Somerville = qgealers in central 
and Gulf Coast Texas, Somerville 
said, Individual dealer orders will! 
be .dispatched from Houston im- 
mediately after the train’s arrival. 

The haulaway shipment, Somer- 
ville said, is the largest of its kind 
ever made to the Carolinas. The 
caravan’s destination is Greens- 
boro, N. C. 

In a public statement, Somerville 
added: 

“The Houston train and the 
‘Carolina Caravan’ are the first of 
a number of specials we plan to 
send in response to customer-dealer 
demands in many sections of the 
country. 

“The tremendous activity of the 
spring automobile market has de- 
pleted dealers’ stocks, and we are 
adopting this trainload shipment 
method to relieve shortages and 
bririg these stocks into balance as 
quickly as possible.” 





portation charges more attractive 
the year around. 

A Chrysler official said that if 
the seaway were opened tomor- 
row, his corporation would im- 
mediately begin exporting almost 


April New-Car Sales 


Decline in Detroit 
DETROIT. — New-car sales in 
Wayne County (Detroit) totaled 
15,428 in April, a decline of 5.9 
percent from March. 
Ford handily retained its leader- 





ship by selling 4,565 units, com- | 
pared with 3,367 for Chevrolet. | 


Other sales by make were: Buick, 


1,594; Oldsmobile, 1,240; M sg 
mee . oe een | tinations that we can’t reach now | 


892; Plymouth, 856; Cadillac, 799; 
Pontiac, 783; Dodge, 297; Chrys- 
ler, 194; Nash, 193; DeSoto, 153; 
Studebaker, 149; Packard, 96; 
Hudson, 57; Kaiser, 25; Willys, 
18; Henry J, 2, and miscellane- 
ous, 14. 








Nash Servicemen Study Air-Conditioning— 


A three-day training session on the new Nash All-Weather bye air conditioner has 
been completed in Milwaukee by service managers from all zones. The course was 
under the direction of William A. Cook, national technical service manager. On the 
instructors’ platform are (from left), J. G. Slater, assistant service manager of the 
western division; F. H. Brodek, technical service supervisor; Cook, and J. R. Leonard, 
@ssistant service manager of the eastern division. 


tion by haulaway. 
* * ~*~ 
can J. SNYDER, operations 
vice-president of Chrysler Corp., 
said: “It is still too early to tell 
what, if any, the effect completion 


of the St. Lawrence Seaway would | 


have on our production or shipping 

costs. 

“Probably it will have a more di- 
rect effect on the costs of our sup- 
pliers. For example, steel mills in 
Detroit may then be able to bring 

lin iron ore from Labrador. 

“If the locks and channels will 
accommodate vessels of 7,000 to 
10,000 tons displacement, as is now 
planned, we will be able to ship 
| export cargo directly from De- 
troit to a number of foreign des- 


with the smaller ships.” 

George W. Mason, chairman of 
| American Motors and president of 
the Automobile Manufacturers 
Assn., declared: 

“Passage of the St. Lawrence 
| Seaway bill should be a source of 
| satisfaction to all American citi- 
zens. 

« x 7. 

wee seaway represents a tre- 

mendous asset to the increase 
of foreign trade to all over the 
world. Since lake ports serve the | 
greatest concentration of manufac- 
turing in the U.S., the commercial | 
values are obvious. 

“For American Motors alone, | 

the availability of the seaway | 
represents a potential upwards of | 
$25 million of export business | 
through lake port shipment. Nash | 
plants in Kenosha, Wis., as well | 
as Hudson plants in Detroit, can 
utilize the ability to ship directly 
from factory to most places in 
the world. 

“It is a victory for the American 
people over the unenlightened and 
selfish interests. American Motors 
congratulates Congress and Pres-| 


Oakland, Calif.; David J. Delaney, | Chicoutimi, Que.; H. C. Doughty, 


Dorchester, Mass.; G. L. Dorner, 
Cleveland ; Allen Gwynn, Glen- 


Tires 


‘Continued from Page 2) 


| Toronto; E. A. Everson, Montreal: 
| K. O. Fowlie, Calgary, Alta.; R. J. 

Logue, Sydney, N. S.; F. J. Murphy, 
| St. Catherines, Ont.; J. A. Orr, 
| Kitchener, Ont.; E. Pigott, Toronto: 
| J. B. Sangster, Regina, Sask.; J. B. 


in the regular price range. It is not | Spencer, New Glasgow, N. S.; C. D. 


to be confused with the premium, ! Taylor, Montreal; 


R. B. ‘Wilson, 


so-called puncture - proof tubeless | Victoria, B. C. 


tire. 

It runs somewhat cooler than 
the conventional tire, according 
to Dr. A. W. Bull, director of tire 
development, but this is a “so 
what?” feature. 

Dr. Bull pointed out that the 

| tubeless tire requires a liner. Thus, 
the only area for improved heat dis- 
sipation is that over the rim. 


efforts to build a “lifetime” tire, 
Hawkes said that.the tire makers 
| keep putting more into tires while 
|the car makers keep using it up 
| through increased horsepower and 
| the demand for the improved ride 
| gained through low-pressure tires. 
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Chevrolet Sets Record 
For 4-Month Output 


| DETROIT.—Chevrolet produc- 





| 


tion of 140,586 cars in U. S. 
plants established a record as the 
biggest April in history, accord- 


| ing to T. H. Keating, general 


Asked about the progress in | 


| 


GMC Notes Milestone in Truck History— 


An automatic transmission for every size of truck is the theme stressed in a series 


manager. Chevrolet’s previous 
best April was in 1953, with 139,- 
574 units, he said. 

The first four months likewise 
set a record of 499,351 cars, Keat- 
ing stated. Last year’s first four 
months established the former 
peak of 490,120, he said. 








of national ads by Harlow H. Curtice, president of General Motors, in which he hails 
this realization of the “No. 1 dream of truckers." Model M100-24 pickup (right), has 
four-speed Hydra-Matic, announced by GMC Truck & Coach in January, 1952. The 





ident Eisenhower in bringing to a 
reality a dream of many Con- 
gresses and many Administrations.” | 


medium-duty M450-30 (center), has eight-speed Hydra-Matic, announced in November, 
1953. The heavy-duty DFM66-47 diesel tractor features multi-speed Twin Hydra-Matic, 
announced last March. 
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By Charles G. Sampas 
Staff Correspondent 


LOWELL, Mass.—Real slam-| 


bang, all-out salesmanship and mer- 
chandising, the like of which has 
not been seen in staid old New 
England since before World War 
II, is becoming the order of the 
day this spring in this six-state 
area. 

Never before have sales managers 
and salesmen been so active. News- 
paper advertising by new and used- 
car dealers is soaring. Thousands 
more telephone calls and car dem- 
onstrations are being made. 


The great problem—that of sell- 
ing cars in a “tough climate” of 
sales—has served to weld together 
the auto dealers of the area and 
to foster highly integrated com- 
petition which augurs well for 
the entire auto industry. 


From Maine to Rhode Island, 
dealers are sticking together—whe- 
ther it’s the battle for better roads 
or the elimination of bootlegging. 
Rhode Island dealers led in the 
latter battle and Vermont dealers 
are bucking what they consider the 
apathy of State authorities on the 
problems of better roads. 

Massachusetts is beginning the 
greatest highway program in all its 
history — with a $150 million bond 
issue for the next three years. In 
Augusta, Me., three Cumberland 
County towns are sharing 13.5 miles 
of new highways to be built shortly. 

In Boston, the Massachusetts 
State Auto Dealers’ Assn., at its 
two-day session, was invigorated 
by new hopes after mutual dis- 
cussions. 

But the main thing is selling 
cars, and dozens of new and old 
methods are being tried. Sales- 








TOP-INK 


Flexible, Low-Lustre, Waterproof, 
High Viscosity, Inks 


Used to recondition convertible, fabric tops, 


on automobiles, when faded, 
marked, or weathered. 
DO NOT HARDEN WITH AGE, AND HAVE 
NO APPEARANCE OF PAINT. 
May be brushed-on; or sprayed, by reducing 
with equal parts of Century Top-Ink- Thinner. 
Spraying will give more even coverage, and 
hence, slightly better appearance. 
Colors—BLACK, GREEN, MAROON, BLUE and 
CLEAR—for new tops. 
Prico—$2.65 per qt. Thinner $1.00 per qf. 
One of our line of Fo 
reconditioning pr 


Approved By Leading 
CENTURY PRODUCTS co. 


DETROIT 38, MICHIGAN 


soiled, water- 











WONDERFUL SIGN KIT TO 
PEP USED CAR SALES 


NOTHING LIKE IT ON THE MARKET: 
An entirely new principle enables you to 
22”x14”, right on your 
desk in a matter of seconds. Then just a 
wipe on the windshield and sign is up. 
Slogans, Accessories readers, Year numbers, 
Car Names, Price figures-—over 200 pieces, 
all in brilliant Day-Glo. Kit makes thou- 
sands of signs during its lifetime. 


Send for samples, and prices. 
PLASTIKON DISPLAYS 


45 N. Division Street, Buffalo 3, N. Y. 
10 years of Successful Used Car Kit Promotion 





KOREAN VET 
MAILING LIST 


Available by State 


“They need cars and everything" 


Southwestern Progress Corp. 


232 N. Canon Dr. 
Beverly Hills, Calif. 
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Dealers Shed Staid Manner .. . 


Slam-Bang Sales Push 
On in New England 


men have been “on their toes” 
and some companies are report- 
ing record sales. 

In Lowell, Mass., for example, 
the Ford and Lincoln - Mercury 
dealerships are pacing the field 
with tremendous merchandising and | 
sales efforts, including a _ record} 
| volume of newspaper advertising. 
| In some cases, the accent is on| 
price cuts, deals and long terms. 

In Worcester, Mass., George Mo- 
tor Co. is offering three years to 
pay on used cars. FitzHenry Cadil- 
lac-Chevrolet reports its sales at 
new highs. Aaron Heitin Co., Inc., 
“a city block of automobiles,” is|~ 
currently holding its 20th anniver- 
sary sale, offering $400 or more al- 
lowance on any car: “Drive it, push | 














it, pull it, send it- -regardless of 
year, make or model.” Henley - 
Kimball Demers, Bancroft and| 
other dealers have stepped up busi- 
ness considerably. 


In Hartford, Manchester Motor 
Sales, Inc., has been playing up its 
used-car sales department, while J. 
P. Nielsen, Central Motors, Taintor 
Pontiac, Harrington - - Palmer and 
others are participating in the drive 
to make this a record year despite 
predictions that this is the “hoo- 
doo” time. 

Up in Portland, Hansen’s sales- 
men are leaving no stone un- | 
turned to keep up their sales | 
record. Chaplin Motor Co.’s used- 
car lot is offering “king-size price 
cuts,” while Swearingen Motors 
is emphasizing “best deal in 
town” offers. Couri Motor Co., the 
biggest Pontiac and GMC dealer 
in Maine, reports it is shooting | 
for records to mark its 25th an- | 
niversary. Trucks are getting a | 
big play from Marsters Chevro- 
let, while Brown Motors, Inc., has 
its salesmen on the go. 

Customers are being told by New| 
England dealers of the great new) 
roads ahead which will make New| 
England an “auto-driving para- 
dise.” Okayed new road construc- 
tion projects in New England—a 
three-year backlog worth more than | 
$1 billion—have set an alltime rec- | 
ord for the region. 

In New Hampshire, dealers are | 
expected to break records this sum- | 
mer. Such firms as Garfield’s Ford | 
Village, Jerry's, N.H. Auto, Leo A. | 
Cavanaugh, Queen City Motors, | 
Lynch, Fitch, Manchester Buick, 
Hickox, Merrimack St., Raiche, | 
N.H. Auto, Morse, Raylan, Peter- | 
son’s, Duclos and others are anx-| 
ious to make history. 

For aggressiveness, for allout | 
salesmanship, for ingenuity and| 
“never -say-die” spirit, Rhode 
Island dealers have set a fast pace. 
And they have a good reason. 
“Little Rhody” has been among the | 
hardest-hit because of a textile re-| 
cession, but they are betting on| 
the increasing diversification of the | 
“littlest state” to help them go| 
through this most anxious year of | 
the industry. | 

Providence Buick, Regine Pon- 
tiac, Baker, Dario, Capitol, Trin- 
ity, Stadium, Capitol Hill, White | 
Pontiac, Pierce-Crook, Mulry, Sil- | 
vertown, Westminster, Lunnie’s, 
Elliott, Dunne’s, Baker Ford, 
Harry Sandager, Colonial, Manor, 
Max Botvin’s, Walter Winters, 
Henry Levaur and others are de- | 
termined that this is the spring | 
and summer which will tell a | 
great story. 

As the hub of the New England | 
auto world, Boston and its environs 
are extraordinary in their current 
auto sales campaign. Auto Row is! 
resounding with a bigger sales task | 
force than at any other time in its 
history. Boston newspapers on Sun- 
days are bulging with auto sales | 
sections which are setting new rec- | 
ords in themselves. 

Ingenuity is the motto of the | 
greater-Boston auto clans—and that 
is a mild word in many respects. 
According to several “insiders,” 
records will be set. 

New England auto dealers are| 
ready to lead the Nation—and they | 
are taking long sales strides to- 
wards that goal. 
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| New Can for Z-7— 


Pennzoil HDM motor oil with the new 
ingredient Z-7 is easily identified because 


of a distinctive red circle on the can top, | 
“Pennzoil HDM Mo- | 


containing the words: 
tor oil with Z- 7. 


750 Invited 


Chek-Chari to Give Party 


On 25th Birthday 

CHICAGO. — High point of the 
25th anniversary celebration of 
| Chek-Chart Corp. will be a “thank 
you” party in Detroit’s Sheraton- 
Cadillac Hotel on June 17. 

According to Ray Shaw, presi- 
dent, Chek-Chart will host some 
750 guests at “A Salute to the Oil 
and Automotive Industries.” 

The Chek-Chart service, the first 
collection of standardized charts 
for lubricating all makes of cars, 
was inaugurated in 1929. 


. For Service MS-DG.” 











Inskeep Opens 


Inskeep Motors is the new Ford | 
dealership in Wabasha, Minn. E. E. | 
Inskeep is the dealer. 
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LANSING 4 


WHEEL ALIGNERS 
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it SKIDDERS 
STEAM CLEANERS 
CAR WASHERS 
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ACCESSORIES 
ALLIED TOOLS 
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| regular SAE grades at no extra 
cost. 

| Seventeen national magazines 
will carry an invitation to car own- 


Is Claimed for 
ers to try Pennzoil with Z-7 and 
|“feel the difference in the first 


Pennzoil with Z-7 
| crankcase fill.” 


OIL CITY, Pa.—Pennzoil Co. has | 
Tinted Glass Installed 


introduced a new motor oil, Pennz- | 
In 407% of GM Cars 


oil with Z-7. 

The product, according to com-| 
pany officials, is the result of years) peTROIT.—The Fisher Body 
of research during which the in-| giyision of General Motors is in- 
gredient Z-7 was developed. | stalling E-Z-Eye glass in approxi- 
They state that it cleanses a car’s| mately 40 percent of the bodies it 
valve system of sticky, eee builds for. Chevrolet, Pontiac, 
contaminants; controls combustion! Qjqsmobile, Buick and Cadillac. 
chamber deposits to solve pre-igni-| [ndividually, the percentage 
tion problems, and activates all ad-| ryns highest in Buick and Cadil- 
lac, amounting to well over half 
of the total production for these 


ditives, including detergents. 
Dynamometer tests on both new | 
two cars, Tinted glass is avail- 
able on all models in all five GM 


and old cars reveal an increase in| 
cars. 


Horsepower Gain 





horsepower merely by changing to| 
Pennzoil with Z-7, the company | 
says. The new oil is available in| 











ADVERTISEMENT 





21-FOOT UMBRELLA FOR CAR LOTS— 


| The McFarland “GREAT” UMBRELLA (21-foot spread) and new ‘“WHIRLABOUT,” 
“GREAT” UMBRELLA that turns, are tow working for progressive lots in 43 states, PR 
| coast to oa “aad nm a ae will make your lot more ~, 
Florida. 


attractive—hel 
| and make { For full information, call, wire or write McFarland “ 
| BRELLA co, Di Division of McFARLAND Awning Corp., 742 S. W. 8th Street, Miami, 





Simpler... Easier...Faster... 


A New Balancer that’s a 
proven profit builder 


mF On-The-Car 
BALANCER 


Ask for stration today 


a demon 
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New-Car Stocks Up 
To 14.6 Average 


(Continued from Page 1) 


the heightened sales prospects 
that accompany sunnier weather. 

That yardstick of a so-called 
healthy inventory—a 30-day supply 
of new cars—is, nevertheless, ex- 
ceeded by well over 100,000 units in 
the field. And the total of 616,652 
is the highest of the postwar era, 
shading the 606,387 counted last 
November. 


* * * 
is the fifth month that the 
average per dealer has increased. 
The index started its climb to the 


New-Car Stocks 
In Field, in Transit 
(Compiled by Automotive News) 





Dealers’ 
Cars Cars In Total 
tn Transit Potential 
Fletd to Inventory 
Ending Dealers Stocks 
Jan, 1, °50.... 261,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
June 1, ’50.... 247,680 160,200 407,880 
Sept. 1, ’50.... 239,642 160,400 400,042 
dan. 1, ’61.... 305,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545.041 
Jaly 1, '51.... 357,606 90,700 448 
Sept. 1, ’51.... 283,402 86,300 370,202 
dan. 1, '52.... 224,968 31,000 5 
Feb. 1, ’62.... 198,762 69,000 267,762 
Mar. 1, °52.... 182,577 76,000 258.577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 000 339,674 
June 1, ’52.. ,036 70,000 302,036 
duly 1, ’52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,091 77,000 226,091 
. 1, °62.... 233,566 89,000 322,556 
Nov. 1, ’52.. 90,500 399,394 
Dec, 1, ’52.... 287,247 716,000 363,247 
Jan. 1, '53.... 291,671 83,300 374,971 
Feb. 1, ’53.... 324,835 86,600 412,035 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, ’53.... 445,882 300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
June 1, ’53.... 463,546 73,500 537,046 
duly 1, °53.... 479,698 82,800 562,498 
Aug. 1, '63.... 517,119 82,200 599,319 
Sept. 1, ’53.... 514,569 74,500 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, ’53.... 538,087 300 387 
Dec. 1, °53.... 430,876 29,000 459,876 
Jan, 1, ’54.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 ‘673,122 
Apr. 1, ’64.. 541,911 64,000 911 
May 1, '64.. 548,152 68,500 616,652 
+Field stocks include cars actually at 
dealerships, warehoused by dealers 


and factories, and demonstrators. 
*Revised. 





present 14.6 in January, when it 
stood at 10.5. ' 

In February, it was 12.1; March, 
18.2; and April, a record 14.3, Last 
December, the figure was 10.4 
after tumbling from the then rec- 
ord 13.4 of November. 

In connection with the latest 
cars-in-stock census, comments 
were solicited from dealers through- 
out the country. They were asked 
whether they were receiving a 
proper assortment of models and 
whether there was any inequity in 
distribution based on the size of the 
dealership. 


Pasowne are some excerpts 
from dealer replies: 
Tennessee—“Inventories badly out 


of balance. Small towns, selling into 
larger areas, cut prices.” 

California small town—“Getting 
all I need, Shut them off if I get 
too many. Have no kick on dis- 
tribution at this time.” 

Montana—“Shipments about 
right, but long on two-doors from 
earlier months.” 

Oklahoma —“New-car inventory 
high with us on account of sales 
off from last year.” 

+ * * 
ICHMOND, Va.—“We order 
what we want and think we 

can sell. Dealers having trouble are 
letting the factories force cars on 
them that they know they cannot 
sell.” 

Rhode Island—“Large dealers re- 
ceiving too many cars; small deal- 
ers being by-passed.” 

Massachusetts small town — 
“Sales are slow. Inventories defi- 
nitely out of line.” 

Colorado — “Inventories excessive 
in all lines.” 

Texas—“Our inventory well-bal- 
anced and in line with our sales 
volume.” 

e. : 2 j 

LEVELAND—“We are getting 

too many models of the wrong 


Buick Says Sales 
This Year Will 
Exceed 500,000 


FLINT. — Buick expects to sell 
more than 500,000 cars in 1954, for 
its second best year in history, Ivan 
L. Wiles, general manager, said 
last week. 

Buick’s sales record was estab- 
lished in 1950 when 556,203 cars 
were sold. 

Wile’s prediction was made at 
the conclusion of a 60-day tour of 
the nation during which he and 
Albert H. Belfie, general sales man- 
ager, held 24 meetings with more 
than 6,000 dealers and sales man- 
agers. 

“Our dealers are extremely opti- 
mistic about the business outlook,” 
Wiles said. “During March and 
April they delivered more than 
100,000 cars. This would indicate 
an annual sales volume of at least 
500,000 cars.” 


Wiles also noted that Buick, 
which is in third place in auto 
sales, has increased its share of the 
market in the last two months. In 
March, the last month for which 
retail registration figures are avail- 
able, Buick sold 10 percent of the 
total market. 


Service Industries Show Committee Meets in Chicago— 


The joint operating committee of the Automotive Service Indu stries Show recently met in Chicago to discuss plans for the ex- 
hibit scheduled for Dec. 8-10. The group is composed of representatives of the three sponsoring organizations: the Motor & 
Equipment Wholesalers Assn.; Motor & Equipment Manufacturers Assn. and National Standard Parts Assn. 

Sitting at the table (from left) are C. P. Brewster, Lancaster, Pa.; B. G. Close, St. Louis; George W. Stout, NSPA Publicity 
Counsel; C. S$. Rogers, long Island City, N. Y.; Don H. Teetor, Hagerstown, Ind.; James C. Parker, Mobile, Ala.; Cari B. 
Dietrich, MEWA publicity representative; John F. Corkery, MEMA publicity representative; Hub Erickson ;jr., show manager; 


Frank G, Stewart, chairman; Ruth Hall, show co- 


kind. Factory not filling customers’ 
orders.” 

Connecticut — “Inventories 
normal.” 


Florida—“Stock situation appears 
to be satisfactory.” 
Washington—“No shortage.” 
Most dealers reported that sales 
of optional equipment outside of 
radio, heater and automatic trans- 
mission— were slow. Paradoxi- 
cally, many said that buyers were 
showing preference for the most 
expensive models in a given line. 
According to the picture painted, 
today’s buyers want a veneer of 
prestige — but fight like blazes to 
keep the cost down. 


Deadline June | 
On Space for 
54 ASI Show 


CHICAGO, — The deadline for 
space applications for Automotive 
Service Industries Show to be held 
here Dec. 8-10 at the Navy Pier 
expires June 1, the show committee 
has announced. 

The space drawings will be held 
July 14-15 at the Conrad Hilton 
Hotel, 

The joint operating committee is 
composed of representatives of the 
three sponsoring associations, Mo- 
tor and Equipment Wholesalers; 
Motor and Equipment Manufac- 
turers and National Standard Parts 
Assn. 

Frank G. Stewart, of Standard 
Automotive Supply Co., Washing- 
ton, chairman of the committee, 
announced that applications were 
sent to the members of the three 
organizations and others who have 
exhibited in previous years. 

“Following the space drawing in 
July,” Stewart announced, “the 
committee will start a publicity and 
direct-mail promotion campaign. 
The theme of the promotion will be 
to give the wholesaler the reasons 
why he and his associates should 
attend the show and the two as- 
sociation conventions which will be 
held in Chicago during the same 
week.” 

The annual conventions of both 
the Motor and Equipment Whole- 
salers Assn. and National Stand- 
ard Parts Assn. will be held in 
Chicago on Dec. 6 and 7. 

Serving on the committee are B. 
G. Close, St. Louis, vice-chairman; 
Don H. Teetor, Hagerstown, Ind.; 
C. P. Brewster, Lancaster, Pa.; E. 
A. Henderson, Sacramento, Calif.; 
C. O. Kleinsmith, New York; J. M. 
McClure, Minneapolis; C. S. Rogers, 
Long Island City, N.Y.; Joseph 
Fischer, Chicago; W. J. Menghini, 
Springfield, Ill.; A. E. Keough, 
Derby, Conn., and J. C. Parker, 
Mobile, Ala. 

Parker is chairman of the pub- 
licity committee, which includes 
Fischer and Keough as well as Carl 
Dietrich, MEWA director of mem- 
ber services; George W. Stout, 
NSPA Wholesaler Advisory Coun- 
sel, and John F. Corkery, for 
MEMA. 





3 Erle Henderson, Sacramento, Calif., William J. Menghini, Spring- 


field, Ill.; Joseph Fischer, Chicago; C. O. Kleinsmith, New York, and A. E. Keough, Derby, Conn. 





Satish oo 


Toledo Dealers 





Participate in Festival— 


oy 


In conjunction with Toledo's Fragrance Festival, the city’s dealers sponsored a one- 
day show with special emphasis on the beauty of modern cars. Viewing one of the 
17 window displays are (from left), James E. Ward, president of the Toledo Automo- 
bile Dealers Assn.; D. Nelson Banham, member of the NADA public relations com- 
mittee; Robert H. Eddy, president of the Ohio Automobile Dealers Assn., and Michael 
Yamin, president of LaSalle's Department Store. 





Individual Sales Pattern 


Some Dealers Are Providing Own Boom 
By Aggressive Campaigns 


(Continued from Page 3) 


sales in several ways, one dealer 
said. 

First of all, and most obviously, 
clean used units with low tags 
draw more customers. 

More important, however, in 
the opinion of some, is the fact 
that lower prices reduce or elimi- 
nate credit risks because they 
mean lower downpayments and 
lower monthly payments. 

Many credit institutions, realizing 
that the “water” has been largely 
squeezed out of used cars, are no 

= reluctant to finance used-car 
es. 


Some lending firms have been 


Arbenz Captures 
Golf Crown for 


South California 


PALM SPRINGS, Calif. — The 
golf tournament staged here by the 
Southern California Motor Car 
Dealers Assn. was won by Harold 
Arbenz of Casa de Cadillac, North 
Hollywood, who defeated Pat Bales, 
of Berl Berry (Lincoln-Mercury), 
Los Angeles. 

The Thunderbird Flight was won 
by Glenn Thomas (Dodge-Plym- 
outh), Long Beach, who whipped 
Hank Rhoads (Chevrolet), Beverly 
Hills. 


Harrison Rhoads (Chevrolet), 
Beverly Hills, topped Jesse Ellico 
(Ford), Alhambra, in the Senior 
Championship, and the Tamarisk 
Flight was taken by W. I. Buffing- 
ton (Cadillac-Pontiac), Inglewood, 
who defeated John Deaton (Lin- 
coln-Mercury), Beverly Hills. 


Other winners were: First Flight 
—Glenn McMenony (Lincoln-Mer- 
cury), San Bernadino, defeated 
Shelton Washburn (Chevrolet), 
Santa Barbara. San Diego Flight— 
Earl Barnes (Buick), El Centro, 
beat Ronald Moran (Cadillac-Olds- 
mobile), Hermosa Beach. Second 
Flight—M. K. Smith (Chevrolet), 
Ontario, topped A. R. Montgomery 
(Chevrolet), Beverly Hills. Los An- 
geles Flight—B. E. Kraschel (Chev- 
rolet-Buick-Cadillac), Bakersfield, 
outscored Jim Crooker (Chevrolet), 
Beach City. 


Third Flight — Chet Rodgers 
(Dodge-Plymouth), San Pedro, de- 
feated E. Maulhardt (Buick), Ox- 
nard. Kern Flight — Bill Symes 
(Cadillac), Pasadena, whipped E. 
Lindt (Ford), South Gate. Fourth 
Flight — A. Weishaar (Ford), On- 
tario, topped Jim Aiken (Oldsmo- 
bile), West Los Angeles. Riverside 
Flight — W. L. Morris (Chevrolet- 
Oldsmobile), Fillmore, defeated W. 
H. Albertson (Oldsmobile), Culver 
City. 

At the association’s party, the 
master of ceremonies was Phil 
Harris, assisted by Desi Arnez. 





reported actually soliciting business 
from used-car dealers. In most 
cases, it is reported, there has been 
little or no increase in reposses- 
sions, and accounts which have 
proved hard to collect, mostly in- 
volve buyers who bought on long 
terms about a year ago. 
se am * 


T THE wholesale level, the 

used-car business continues 
brisk, although bidding at auctions 
in some areas has been reported 
spotty. ; 

According to Automotivs News’ 
index, $3 was skimmed off the 
average overall price at wholesale 
= last week, dropping it to 


Biggest loss—in an abrupt re- 
versal of form — came in the 
middle ranges. Declines were: 
49s, down $16 to $408; ‘51s, off 
$15 to $774; '50s, reduced $12 to 
$566; 53s, down $9 to $1,476, and 
"52s, cut $6 to $1,047. 

A $24 advance brought the price 
of ’54s to $2,077, but it failed to 
offset a $72 loss they had sustained 
the previous week. A $7 increase 
for each model brought the price 
of ’47s to $208 and the price of 
48s to $270. 

Price spreads between models 
after last week’s adjustments were 
(previous week’s spread in paren- 
theses): 54 to ’53, $601 ($568); ’53 
to 52, $429 ($432); '52 to ’51, $273 
($264); ’51 to °50, $208 ($211); ’50 
to ’49, $158 ($154); ’49 to °48, $138 
($161), and °48 to °47, $62 (un- 


changed). 





Plant Milestone— 


A mechanic checks the headlight of the 
10,000th car produced at the Arlington 
(Tex.) Buick-Oldsmobile-Pontiac assembly 
plant. Looking on are R. J. Howlett (left), 
production manager, and €E. C. Klotz- 
burger, plant manager. The plant, which 
has been in operation since Jan. 6, will 
be formally dedicated June 3. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 






































(U.8. ONLY) 
Week Week * Jan. 1 Jan. 1 
Ended Same Ended May, to to 
May 15, Week, May 8, 1953, May 16, May 15, 
1954 1953* 1954* To Date 1963* 1954* 
HRY SLER. .................... 18,850 30,254 13,377 27,227 517,547 279,389 
SIR: has cnineecoenphet 2,250 4509 2,232 4,482 76,695 45,482 
SONI Gch dtsicbcanscubsdsslbsatek 1,250 83426 1297 2,547 54,362 30,019 
See 2,500 (7,820 3,156 5,656 188,365 50,350 
Plymouth ...................... 7,850 14499 6,692 14,542 248,125 © 158,538 
BD rieaivnnminnlonconss cot $7,720 28,448 37,270 76,873 511,873 ~ 698,901 
‘Ford ......... .. $1,500 21,944 81,426 64,809 394,716 562,619 
ee 7120 4861, 645 639 1,359 19,367 17,609 
Mercury oon... 5,500 4,859 65,205 10,705 97,790 118,673 
INEE MOTORS.... 67,150 67,650 67,068 135,486 1,115,490 1,130,722 
Buick ........ 12,700 12,186 13,291 26,191 200,165, *\213,159 
EN 2,650 2,486 2,648 5,298 46,785 43,509 
Chevrolet. ............00........ $2,900 | 88,373 382,808 66,171 562,208  |\565,580 | sec 
Oldsmobile .................... 11,000 9,238 10,466 21,866 141,014 158,278 
NS ean ae 7,900 10,372 7,860 15,960 165,318 \150,251 
MERICAN MOTORS 1,050 6,547 2,081 3,131 126,917 37,504 
| Hudson ial oi 830 830 41,218 8,998 
EE ERIS Te 1050 «64,774 «= «1,251 )=— «2,301 = 85,704 = 28,506 
‘AISER MOTORS ...... 870 =, 820 846 1,716 41,564 10,579 
CN oe eee 390 135 388 718 «=: 17,056 4,028 
ih scicthatiiwnietciaies 480 585 458 9388 24,508 6,551 
I a ssssccven'iebspeatas SIIB cesses vse 45,921 14,924 
TUDEBAKER. ............ 300 5,398 1930 2,230 72,915 34,075 
Total Cars, U.S. ........ 120,940 141,905 122,572 246,663 2,432,227 2,206,184 
Revised. 
COMMERCIAL CARS 
r (U.S. PRODUCTION ONLY) 
Week Week dan. 1 Jan, 1 
Ended Same Ended May, to to 
May 15, Week, May 8, 1953, May 16, May 15, 
1954 1953* 1954* To Date 1953* 1954* 
CHEVROLET ................ 7,200 7,749 6,872 14,082 172,984 188,736 
DIAMOND T .................. 15 155 12 147 3,311 1,325 
Soe. 80 50 80 160 1,027 1,466 
BMI Schecdestatiectpoiccciee 1900 2,580 1935 3,835 47,726 35,680 
VEDERAL. ........................ 15 45 9 24 663 822 
RR Aecscsie cisctase 6,600 4,800 6,620 13,740 108,532 126,849 
I ce ae 1,600 2,613 1,624 3,224 55,869 36,507 
INTERNATIONAL 2,275 2,682 2,288 4,563 655,203 41,718 
BIR 6 cahsasctteS loscssensbhcs 160 169 18 238 4,408 2,585 
ee re cancers 220 335 226 446 6,771 4,240 
STUDEBAKER. ........... 380 262 406 786 28,114 ~=+5,089 
WHITE . 240 $22 242 
NNN css accuses ccocsctacin 1450 «1,527 Ss «1,379 = - 2,829 = 38,701 = 22,738 
MISCELLANEOUS 95 281 94 184 6,095 1,976 
Total Trucks, U.S. .. 22,290 28,520 21,925 44,740 530,227 424,250 
Total Cars, Trucks, 
RN ay ar ors 143,230 165,425. 144,497 291,408 2,962,454 2,680,434 
Total Cars, Trucks, 
IN isis ccdidsstasssncses 10,100 11,726 10,316 20,416 193,607 197,682 
Grand Total, 
Cars and Trucks, 


U.S. and Canada 153,330 177,151 154,813 312,019 3,156,061 2,828,116 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete. 


N.B.: All U.°S. totals include cars and trucks for military orders. 


Dealer Profit 


Off to .8% 


For First Quarter 


(Continued from Page 1) 


period a year ago, dealer oper- 
ating profit before taxes was 4.3 
percent. Dealer net for the entire 
year of 1953 was 2.2 percent. 

we New-car dealers last year 
nked 39th in a comparison of 
fofit ratios in 41 retail businesses 
anc professions,” | Bell said. 


| ICCOUNTING tah of America 
™ informed NADA, he said, that 
@omparison of profits during nine 
Onths of 1953 showed that only 
two classes of retail business ana- 
lyzed in an ACA survey had lower 
Profit ratios than new-car dealers. 

“On the manufacturing side of 





















Auto Stocks 
May May 1954 
12 5 
Am. Mtrs. 14% 11 4% Ul 
Ubrysier 60% 58% 64% 56% 
Gu 1% ii 72%, 5834 
Kaiser 2% 2% 2% 2% 
kard 38% 38% 4 3% 
Stude. 16% 14% 28 14% 
Ay 28.08 26.79 


Compiled from | of trading on the 
erican and N. Y. Stock Exchanges. 





the fence,” said Bell, “the 1953 
profit picture was much brighter. 
Published financial statements 
show that last year one auto 
maker had a net profit before 
taxes of 16.48 percent of sales. 
Another manufacturer had 6.51 
percent, and still another, 5.97 
percent. 

“Such comparisons,” he said, 
“make it plain that new-car dealers, 
not manufacturers, are on the firing 
line of today’s competitive selling.” 


ADA also announced last week 

that new-car dealers last year 
spent approximately $221 million for 
advertising in their home-town 
newspapers, on radio and TV 
stations and for handbills and 
signs. 

NADA’s business management 
department said dealers spent an 
average for local ads in 1958 of 
$38.06 per new car sold. 

The annual local advertising 
budget of the average dealer was 
estimated at $5,266 last year. This 
figure does not include dealer ex- 
penditures for factory co-operative 
ads and national TV shows, NADA 
pointed out. 


Also Pre 


New Factory Contract .. . 





17 


NADA to Ask Freight Probe 


(Continued from Page 1) 
land. Other new elected officers 


are: 

R. B. Lentz (Dodge-Plymouth), 
Spartanburg, vice-president; Robert 
F.. Pulliam (Ford), Columbia, secre- 
tary-treasurer; W. M. Altman 
(Chrysler-Plymouth), Orangeburg; 
Earle Holley (Ford), Aiken; W. T. 
Rose (Ford), Union; Deck Hull 
(Ford), Spartanburg; Colin R. Se- 
gars (Chevrolet - Cadillac), Harts- 
ville; F. W. Thomas (Ford), Kings- 
tree; J. J. Altman (Cadillac), Char- 
leston, and J. H. Pratt (Ford), 
Summerville, directors. 

Continuing in office are A. H. 
Easterby, NADA director since 
1951, and Ella W. Ford, executive 

secretary. Easterby is a Dodge- 
Plymouth dealer in Greenville. 


* * * 


T= dealers approved five reso- 
lutions, including the one on 





territorial security, and rejected 
two. 

Other resolutions ratified called 
for abolition of factory warranties 
on all bootleg sales, equal freight 
rates in Detroit and elsewhere, fac- 
tory repurchase of all overstocks 
at the end of model years and re- 
moval of federal legal restrictions 
against penalties on bootleggers. 

The convention voted down a 
resolution of support for the pro- 
posed Congressional investigation 
of industry production practices, 
although observers felt it might 
have passed had not a delegate in 
the rear of the room voiced a loud 
complaint against “more investi- 
gations.” 

“If you don’t want snoopy Con- 
gressmen coming around your 
place of business,” the unidenti- 
fled speaker declared, “you'd bet- 


South Carolina, NADA Leaders Meet— 


Shown at the 15th annual convention of the South Carolina Automobile Dealers 
Assn. in Charleston are (from left), F. A. Nimmer, president; Charles C. Freed, NADA 
president, and J. W. Pickens, out-going president. 


PAA Aids on Movie 


Film to Illustrate Necessity of Vehicle Inspections 
Being Produced by Thompson Products 


HARRISBURG, Pa.— (UTPS) — 
The Pennsylvania Automotive Assn. 
is cooperating with Thompson 
Products, Cleveland parts maker, 
in producing a film which will show 
the necessity of vehicle inspections. 


The film is slated for com- 
pletion in time for its world 
premiere at the annual PAA 
meeting in October at Atlantic 
City. After its debut, it will be 
shown by some 45 Thompson 
representatives in all parts of the 
At a meeting of PAA’s Safety 

Committee, Claude S. Klugh, gen- 
eral manager, said the association 
will support a “Courtesy of the 
Road Program,” as recommended 
by the Inter-Industry Highway 
Safety Committee, by asking local 
service organizations to promote 
traffic safety in their communities. 
All drivers would be asked to: 


Share the road by driving in the 
proper lane, allow ample clearance 
when passing, yield the right-of- 
way, give proper signals for stops 
and turns, dim headlights, respect 
laws and signs and adjust driving 
to road, traffic and weather condi- 
tions. 

The committee adopted a 
recommendation that the use of 

radar as a means of making 
arrests for speed violations in the 
State be made the subject of a 
PAA study. 

The action was taken after O. D. 
Shipley, safety director of the 
Pennsylvania Motor Truck Assn., 
told members that radar has “a 
tremendous psychological value.” 

Shipley said that on the New 


Norris Supplies Queen’s Car 
Phil Norris, Lincoln - Mercury 
dealer in Indio, Calif., supplied the 
white Lincoln Capri convertible in 
which “Queen Scheherazade” rode 
at the Riverside County Fair and 
National Date Festival at Indio. 





Jersey Turnpike, where use of 
radar to detect speed violations is 
legal, the fatality rate has been re- 
duced 32 percent, and on the Penn- 
sylvania Turnpike where it is be- 
ing tested by State Police, the 
fatality rate has been substantially 
reduced. 


Production 


(Continued from Page 1) 


for three days the preceding 
week, Oldsmobile moved into 
fourth place in the car-production 
list. 


Thus Plymouth, which has been 
third historically, dropped to the 
No. 5 spot, behind Chevrolet, Ford, 
Buick and Oldsmobile, in that 
order. 

Dodge and DeSoto also were idle 
Monday. Meanwhile, Chrysler Corp. 
announced that it will cease auto 
assembly operations at its San 
Leandro (Calif.) plant by year’s 
end. West Coast output will be con- 
centrated at its Los Angeles plant, 
which was expanded recently. 

” ” * 
S° FAR this year, U.S. makers 

have turned out 2,206,184 cars, a 
9.3 percent decline from the like 
1953 period. 

Truck production is down 20.0 
percent, to 424,250 units. 

Of the 18 car makes, only five— 
Chevrolet, Ford, Mercury, Buick 
and Oldsmobile—are being pro- 
duced at higher rates than last 
year. 

Only three of the 13 truck makers 
are ahead of last year, and two of 
those are small firms. The three 


are Ford, Divco and Federal. 

Canadian output slipped last 
week, with all firms operating at 
lower schedules. Turned out in 
Canada were a total of 10,100 cars 
and trucks, compared with 10,316 
in the preceding week. 


ter vote this Crumpacker plan 
down.” 

Fresh from witnessing a spark- 
ling, full-dress satire by an SCADA 
cast of the McCarthy-Army hear- 
ings at their breakfast session, the 
investigation-conscious dealers de- 
nied their backing to the Crum- 
packer proposal. 

Also thumbed out was a proposal 
that factory distribution projections 
to individual dealers be based on 
“real market factors,” rather than 
the “dictate” of factory managers. 


Opposition speakers, led by C. G. 
Vogell, first president of SCADA, 
argued that the issue of excessive 
distribution was a matter for 
“make” committees to handle with 
their respective factory represent- 
atives. 

* a2 * 
rReeD, addressing the conven- 
tion banquet from hand-written 
notes, brought a large burst of ap- 
plause when he injected this state- 
ment into his closing remarks: 

“Personally, I don’t care who is 
No. 1 in sales. I entered this busi- 
ness to make a profit—not to be 
No. 1 in sales.” 


The NADA leader deplored the 
slump in franchised dealers’ net 
profit rate from 4.3 percent in the 
first quarter of. last year to only 
0.9 percent in the first three months 
of 1954. 

Pointing out that new-car 
manufacturers netted from 5 to 
16 percent last year, Freed as- 
serted that the dealers “undeni- 
ably are absorbing the brunt of 
today’s competitive selling.” 

Indicating that an extensive legis- 
lative campaign would be launched 
by NADA to promote its anti-boot- 
legging proposals, he exhorted 
South Carolina dealers to address 
appeals to their Sen. Olin Johnston, 
member of the Senate Judiciary 
Committee. 

Equalization of freight rates, 
Freed said, may raise prices $50 to 
$75 to Detroit dealers, but will cer- 
tainly let people know exactly what 
“the prices of new cars are sup- 
posed to be.” 

~ 


* * 


HE proposed new contr , 
T be considered at the abe as. 


rectors’ meeting in June, Freed re- 
vealed, will be brought before the 
makers on a “fair, businesslike 
basis.” 


“Yet,” he added, “NADA can go 
only so far in correcting abuses. 
The national association cannot 
make dealers deal aggressively and 
profitably. It’s up to you to take 
advantage of the still tremendous 
auto market waiting to be tapped.” 

Underlying the seriousness of the 
local automotive situation was that, 
for the first time in SCADA con- 
vention history, a “shop talk” of 
Freed’s import was delivered to the 
convention banquet, with wives and 
guests in attendance at the Frances 
Marion Hotel. 

South Carolina dealers were 
scolded roundly by Frank W. Love- 
joy, Socony- Vacuum sales exec- 
utive, in an address after the reso- 
lutions portion of the morning 
business meeting. 

“Dealers are trying to blame the 
factories for their own compla- 
cency in the automotive business. 
Never, never in the world will reso- 
lutions convert manufacturers! 
Your troubles will be over only 
when you get out and start sell- 
ing,” Lovejoy declared. 





AMA Grants $50,000 
For Study of Smog 


DETROIT.—A $50,000 grant to 
the Southern California Air Pol- 
lution Foundation was announced 
last week by the Automobile 
Manufacturers Assn. 

The grant is to help finance 
the foundation’s long-range study 
of urban air pollution, AMA said, 
and will supplement the auto in- 
a own intensified research 
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Rice Tells ier es to Turn Profit... 


Top U.C. Dealer Lists 6 ‘Rules’ 


used-car department’s reputation 
is made, Stand behind the guar- 
antee, Rice advised, for failure 
here is really an error in your 
judgment, and the customer | 
should not be penalized for it. 
After the decision is made, treat | #djustments. 
the used car in the same manner | Failure Pa a ene adjust- 
as customer service. Bring it into|ments w emoralize esmen, 
ee the shop in regular order, for this | 
car represents an investment to the | ation will suffer. 


| dealer. It should rate the same con- 
| sideration as customer service. 
* * * 
— give the salesmen a fair 
share of the sales melon, Rice 
advised. If the used-car salesman 
is doing good work, pay him pro- 
portionately. If he isn’t doing a job, 
what value is he to you anyway? 
Of course, if a car is not selling 
because it is overpriced or defec- 


he finds it necessary to take con- 
tinuing losses from one phase of 
his operation,” Rice said. “Figure 
the size of business it is possible 


to do, the amount of money neces- | 
cerned with size of the dealership,|sary to carry on effective oper: | 


according to Floyd Rice, Detroit| ations and go to work.” 
Ford dealer who recently was i Soe 
named the top used-car operator ECONDLY, 
among Ford operators. invest a reasonable amount of 
Rice admitted that he had some | money in the used-car operation to 


By Sam Sampson 
Staff Writer 


ETROIT.—There are at least six 
elements of a successful used- 
car operation that are not con- 


“trade secrets” which he did not 
choose to make public, but stated 
that many aspects of profitable 
used-car operations are a matter 
of sound business principles ap- 
plied to specific conditions. 

In the first place, Rice said, deal- 
ers must look on their used-car 
operation as a business from which 
profit can be derived rather than a 
problem in which it is necessary to 
minimize losses. 

“A sound businessman will not 
be in a _business very long where 


Bootleggers to Pay | 
With Franchise, 
DeSoto Warns 


ATLANTA. — DeSoto dealers in 
the Atlanta area reportedly have 
been advised that cancellation of 
contracts will follow any proven 
cases of bootlegging. 

Local dealers were also asked to 
cooperate with the factory in 
stamping out bootlegging by re- 
porting any known violations, De- 
Soto dealers saia. 

The question of bootlegging came 
up during a sales and merchandis- 
ing conference of Atlanta-area De- 
Soto dealers, sales managers and 
salesmen. The meeting was con- 
ducted by A. B. Nielson, eastern 


keep it on its feet. Treat it as a 
money making operation and guard 
its profits as closely as any other 
operation, Rice advised. 

“Depreciated profit margins on 
new-car sales should be written 
off on the new-car books in all 
fairness,” Rice said. “It’s simply 
not fair to penalize the used-car 
salesmen, or the operation in 

general, with a high-priced trade- 
in.” 

When the tradein is turned over 
for reconditioning and resale, it 
should carry only the reasonable 
wholesale price tag. Then, costs of 
reconditioning should be added to 
the figure, a reasonable profit add- 

ed, and the resale price should be 
close to the going retail standard. 


One of the important things in 
retailing used cars successfully, 
Rice said, is making a decision 
immediately what is to be done 
with the unit. If the tradein is a 
dog, junk it. 

* a * 

FTENTIMES, flaws are not dis- 

covered until after a car is 
bought. Many times, these flaws 
are serious enough to make the 
unit unprofitable after repairs. 
Such cars, Rice said, are “as is” 
units, and should be sold without 
guarantee or at least only a partial 
guarantee. 

Some cars can be reconditioned 
and put on the lot with a guaran- 
tee. Care should be taken here, 
Rice said, for this is where a 











Roberts to Guide | 
DeSoto Region 


announced the appointment of E 
J. Roberts as manager of the Din. 


DETROIT. — DeSoto last week 


neapolis sales region. 

Since 1946, Roberts had served ag 
a district manager at Fargo, N. D,; 
Duluth, and St. Paul. 

The region, comprising the west. 


tive, it is up to the dealer to make | ern half of Minnesota, North Da. 
| kota, most of South Dakota, ang 


portions of Wisconsin and the 
Michigan Upper Penninsula, (or. 


Rice declared, and the whole oper-| merly was headed by A. B. Phipps 


who died. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates 
Chae bs Lo hehe ae 
day received. Display ads: 
OF PUBLICATION DATE 


WANT AD DEPT 


Kindly Acknowledge 


AUTOMOTIVE NEWS 





HELP WANTED 


WANTED—CONTROLLER, full charge ac- 


countant-office manager to handle office 
credits and collections for a GM dealer 
in Los Angeles area doing over 5 million 
per year volume. Position will average 
over $12,000 per year on a salary and 
percent of profit basis. Will want you to 
start soon as possible. Address Box 3765, 
c/o Automotive News, Detroit 26. 


USED CAR SALES MANAGER for central 


New Jersey Ford dealer. Present sales— 


Add One Dollar 
Replies to Box Number ads 
$11.20 per 


($1) per insertion . for 


column inch, per insertion 


HELP WANTED 


JUNIOR PARTNER WANTED; 35 to 45 


years of age; must be thoroughly ex- 
perienced in all phases of the retail au- 
tomobile business. Dealer handling Chrys- 
ler- Plymou*tn nearing retirement age 
located in Portland, Oregon region. One 
of the best contracts; 400 units plus. 
Approximate capital needed; $40,000 to 
$50,000. Very clean inventory; no bonus 
over book value; no real estate to buy; 
no cars floored. If you qualify, will give 
you opportunity to buy balance of busi- 
ness at my retirement age. Box 3788, 
c/o Automotive News, Detroit 26. 


SALES MANAGER FOR one of the large 


volume dealers of the Great Lakes re- 
gion. One of the ‘‘Big 2’’. Not as essen- 
tial to have experience in big operation 
as drive, enthusiasm and imagination. If 
you’ve got the stuff, we've got the 
money. Box 3726, c/o Automotive News, 
Detroit 26. 


WANTED—SERVICE MANAGER, familiar 


with all phases of service work at an 
old established Ford Mercury dealership. 
Modern equipment, good salary. State 
age, education and experience in own 
hand writing. Box 3749, c/o Automotive 
News, Detroit 26. 


sales manager of DeSoto, and Wil- 700 cars a year, large potential. Must| USED CAR MANAGER. Must be good 
liam Hughes sales promotion man- have merchandising experience. Attrac- closer and understand financing. General 
, 


ager. 

Dealers were told they would 
have the continued cooperation of 
the factory in individual advertis- 
ing promotions. 

Advertising of DeSoto and Plym- 


1,000 London Taxicabs 


Have Diesel Engines 


LONDON. — More than 1,000 
taxicabs fitted with diesel engines 
are now on London streets, 


Savings in fuel costs are esti- 


REPRESENTATIVE WANTED: 


tive salary and percentage to man with 
enthusiasm and managing ability. Write 
Box 3766, c/o Automotive News, Detroit 
26. 

Experi- 
enced man to sell polishing and buffing 
products; mitts, bonnettes, bike seat cov- 
ers, etc. Outside New York city. Good 
potential. Write, giving experience and 


ma abo per mile. itory covered, lines carried. Lamb 
outh on a national scale will reach ted at nut 20 cents Buff Co., 58 W. Main St., Patchogue, 
unprecedented heights during May, There are currently some 100,000 N. Y. 


dealers were advised, through the 
combined media of press, radio and 


vehicles in use as taxis and hire 
ears in the United Kingdom, 








television. 


7 Pet. of Nation’s Dealers 
Hit by Union Drives 


(Continued from Page 1) 


attempting to organize Detroit 


ship empleyes was reported from 





IMMEDIATE WHOLESALE 

MANAGEMENT OPENINGS! 

Steady salary and promotion 
assured to producers. 

See our ad in this issue, Page 70 





SALES MANAGER: Lincoln-Mercury deal- 


ership, eastern city. 125,000 population 
with potential 1,000 car yearly. Must be 
thoroughly experienced in volume deal 


FORMER 


AVAILABLE IMMEDIATELY. 


manager experience preferred. This posi- 
tion will take you to the top in our 
organization. Opportunity for man will- 
ing to settle in Washington, D.C. Box 
3732, c/o Automotive News, Detroit 26. 





POSITION WANTED 





DEALER, 25,000 trade area— 
presently and for past five years general 
manager-sales manager for 600 car ‘‘Big 
Three’ metropolitan dealer. Desires con- 
nection where he can bring his child up 
in rural atmosphere. Fully conversant 
with used car values in Los Angeles area. 
Good wholesale connections. Licensed in- 
surance agent. Box 3752, c/o Automotive 
News, Detroit 26. 





Age 39, 


= - wholesaling used cars. Must be able to married, children. Fifteen years’ experi- 
Spokane; Monrovia, Calif.; St. hire and train sales force. Must be real ence automobile business. Excellent refer- 
“mopping-up operation” among| Paul; Atlanta; Chattanooga, go-getter. Must be married with children | ences, ability, character, morals. Capable 


truckers and other employes in the | 
transportation field. 
Labor activity among dealer- 


salesmen, described the drive as a| 


Tenn.; Louisville; the suburbs of 
New York City, Detroit and other 


areas. 

The surveys also indicated that: 
7 * - 

] THE amount of organization 
*among the dealerships is con- 

ditioned largely by whether the 

dealer is in a “union” or a “non- 

union” town, although there are 

exceptions to this. 


WANTED—ACCOUNTANT — Office 


and prefer man not over 35 years of age. 
Salary $6,500 yearly plus 6% of net 
profit. This job looks good for $12,500 
to $15,000 for proper man. Write giving 
full resume of background; qualifications; 
references and include a photo. Box 3767, 
c/o Automotive News, Detroit 26. 

man- 
ager for large GM dealership in large 
Wisconsin city. Must have previous ex- 
perience handling office in 400 car deal 
or better. Must be capable and willing to 
assume full responsibility of office. Good 
salary, bonus, other benefits. Write qual- 
ifications and references. Box 3768, c/o 


managing entire operation or sales man- 
ager—depending on size. Know how and 
can make money. Prefer Rocky Moun- 
tain region. Box 3745, c/o Automotive 
News, Detroit 26. 


TRUCK SALES MANAGER, 20 years’ ex- 


perience in trucks, 45 years old, capable 
of handling complete truck setup. Seek- 
ing a position where I can earn $10,000 
a@ year on a salary and percentage of 
washout or flat rate on each unit. Write 
or call M. G. Dermody, 1820 Nassau 
Bivd., Charlotte, N. C. 


BUSINESS MANAGER, fifteen years auto 


2. Dealerships are “tough nuts” dealer accounting and tax experience, 


Automotive News, Detroit 26. 





Thomas Joins Hudson— 


fa Signing his Hudson franchise is W. 
i Aubrey Thomas, veteran Lynchburg (Va.) 
i auto dealer. Lodking on is C. W. Margetts, 
# Alexandria zone manager. 





for the unions to crack, despite 
the fact that the unions have 
been successful in 81 percent of 
their recent elections. It appeared 
that dealerships were more than 
normally successful in stalling 
the ‘drives before they reached 
the election stage. 

Turn to Page 22 for area-by-area 
results of the Automotive News 
survey of organizing activity cur- 
rently under way and the extent of 
union penetration up to the present. 


CATA Outing May 27 

CHICAGO. — Truck members of 
the Chicago Automobile Trade 
Assn. will hold their annual golf 
party May 27 at Midwest Country 
Club in Hinsdale, according to M. 
F. McCarty, chairman of CATA’s 
truck group. Executives, salesmen 
and other key personnel of 10 truck 
manufacturing companies will com- 
pete for prizes in the tournament. 


TOP USED CAR SALES manager. Here’s 
an vpportunity that’s measured only by 
your ability to produce. If your talents 
are unrewarded, if you’re worth more 
than you are now earning, this is your 
chance to make the kind of money you 
think you deserve. Long established, 
progressive western Pennsylvania Dodge- 
Plymouth direct dealer will offer top 
deal to top man. Apply Box 3783, c/o 
Automotive News, Detroit 26, Mich. State 
age, experience and references. 


COMPLETE PROTECTION GIVEN 
READERS 


AUTOMOTIVE NEWS' 


‘our reply will be de- 
advertiser is one you have 
ise it will be eves 





fully qualified to assume responsibilities. 
New York City-Philadelphia area only. 
Complete resume on request. Box 3751, 
c/o Automotive News, Detroit 26. 


PARTS MANAGER with eight years’ ex- 


perience in Ford parts wants parts man- 
agership in southeast. Now employed. 
Good references. Box 3784, c/o Automo- 
tive News, Detroit 26. 


GENERAL MANAGER or general 


sales 
manager. 11 years experience Ford and 
Chevrolet. Have owned two Ford deals 
and managed metropolitan Ford dealer- 
ship. Well experienced in all phases of 
dealership operation. Very profit and 
sales minded. Want connection in 1,000 
plus dealership in southern city. Excel- 
lent sales background, know parts, serv- 
ice, new and used car operation. Present 
three years with large Chevrolet deal as 
general sales manager. Age 44, college 
graduate. Box 3770, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER FOR FORD or 


Chevrolet dealership located in town of 
over 25,000 population. Young, aggres- 
sive, 35 years of age and having ten 
years’ experience in sales management 
capacity with top selling automobile man- 
ufacturer. Can make small investment or 
will consider contract basis. Excellent 
references. Box 3769, c/o Automotive 
News, Detroit 26. 


are forwarded to the advertiser, 


CLOSING: 


use 


T RUCK 8-TRAILERS 


of a box number, in care 


unopened, the same 
SIX DAYS IN ADVANCE 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


POSITION WANTED 





MANUFACTURERS REPRESENTATIVE. 


Wanted—quality items, automotive re- 
lated, by man traveling eastern seaboard. 
Former automobile factory representa- 
tive, recent dealer. Have acquaintance 
with dealers Virginia through Florida. 
Best of references. Box 3771, c/o Auto- 
motive News, Detroit 26. 


SEEKING EMPLOYMENT as general sales, 


manager or general manager of a Ford 
or Gencral Motors dealership. Am now 
employed as general sales manager of a 
Ford dealership in a metropolitan north- 
eastern city that delivered 1,125 new 
cars, 1,300 used cars and 200 trucks last 
year. Am thoroughly familiar with all 
phases of operation in new cars, used 
cars, trucks and handling of all finane- 
ing. Free to go anywhere and will be 
available June 15th. Box 3772, c/o Auto- 
motive News, Detroit 26. 


GENERAL OR SALES MANAGER. Ex- 


perienced all phases. Advertising, used 
car evaluation, stock control, etc. Can 
build top sales organization. Age 35, 


married. 15 years in automobile business; 
five as owner, 10 as sales and assistant 
manager. Prefer medium deal. Refer- 
ences on request. Free June ist. Box 
3773, c/o Automotive News, Detroit 26. 


TOP-NOTCH ACCOUNTANT - Business 


manager. Motors holding experience, 20 
years, capable of managing dealership. 
Desires change of climate. Box 3774, c/o 
Automotive News, Detroit 26. 





GENERAL MANAGER seeking opportunity 


with Ford or Lincoln-Mercury dealership. 
Midwest location preferred. 24 years au- 
tomotive experience, last three years op- 
erating large volume Ford dealership. 
Can handle all phases of dealer opera- 
tion. Available June ist. Box 3775, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER WITH seven years of 


Buick experience’ in all phases dealer- 
ship operation, desires permanent posi- 
tion with GM dealer in city of 20,000 
population or greater. Thirty-six years of 
age, married and have two children. Two 
years college including salesmanship and 
accounting. Sell parts, service, cars or 
take full responsibility whenever needed. 
Consider buying interest in sound dealer- 
ship gradually. Go anywhere the offer is 
right. 405 E. Correll, El Campo, Texas. 


MANAGER — FOR NON-ACTIVE dealer. 


Thoroughly experienced. Prefer southeast. 
Chester Edwards, 618 McRorie, Lake- 
land, Fla. 


DEALERSHIPS AVAILABLE 


International- 
Gramm; sales $320,000 year; showroom, 
parts dept., complete service equipment, 
7 room suite, Ohio City; health compels 
sale, make offer. Apple Co., Brokers, 
Cleveland, Ohio. 





FOR SALE—500-700 CAR deal handling 


Lincoln-Mercury, single point in South- 
east trading area of 500,000. Largest 
single point in Atlanta district in volume. 
No blue sky. Small amount of cash re- 
quired. Will finance balance over 5 years 
to qualified buyer. Must secure factory 
approval. Box 3777, c/o Automotive 
News, Detroit 26. 





PROFITABLE SOUTHERN CALIFQRNIA+ 


—70 plus car dealership handling Pon- 
tiac. Only moderate investment required 
for complete sales and service setup, 
elso truck, tire franchise. Excellent lease. 
Strategic location on main highway in 
well-established and growing city of 14,- 
000, trading area 50,000. Dry, smog-free, 
healthful climate, wonderful living with- 
in easy access desert, mountains, beaches 
and Los Angeles. Box 3778, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING DODGE- 


PLYMOUTH—of long standing, good |o- 
cation, must sell on account of health. 
Cleveland, Ohio area. Will sell in its en- 
tirety or parts, fixtures, tools, equipment, 
signs and lease building. Applicant must 
have factory approval. No used cars. Box 
3779, c/o Automotive News, Detroit 26. 


WISCONSIN, RICH FARMING ARBA, 


some manufacturing, handling Pontiac 
Agency, 6,000 population, small inven- 
tory, no used cars or receivables, nev 
building, rent or buy. Box 3780, ¢ 
Automotive News, Detroit 26. ‘ 


River Valley county seat, 12,000 Per i 
tion. Excellent under lease. Part, j 
and equipment to be sold. 75% servic 
absorption—$30,000 will purchase. Capite , 
loan of $18,000 can be secured. Box 3753 
c/o Automotive News, Detroit 26, 
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(EALERSHIPS AVAILABLE 
RSHIP AVAILABLE 175 car 
deale ship handling Pontiac and Cadillac 
ip ecst Tennessee. Well balanced farm 
and :ndustrial trade community of ap- 
prox: nately ee Will lease building. 

Own: wishes retire. Box 3756, c/o 
kato ,otive oon, Detroit 26. 


DEAL! RSHIP HANDLING STUDEBAK- 
ER in Central Pennsylvania town of 
2,000. Brick and Tile building with large 

showroom and Used Car lot, complete 

service repair equipment. Must sell im- 

mediately to take advantage of larger 

deal. Priced for quick sale. Box 3781, 
¢/o \utomotive News, Detroit 26. 


BAD HEALTH— must go to a lower cli- 
mate Three dealerships, you can steal 
any one. Make offer! Located in Midwest, 
all (hree close together. Best towns and 
best locations in State. Handling 1) 
Ford. or 2) Dodge-~- Plymouth, or 3) 
Chrysier-Plymouth. Price not important. 
Must go. Terms. Box 3782, c/o Automo- 
tive News, Detroit 26. 


——_———— 
DEALERSHIP HANDLING _ LINCOLN- 
Mercury in good stable Kansas City. 
Trade area 45,000. Price at book value 
of approximately $40,000. Completely 
equipped service department, new car 
showroom, used car lot. All at one loca- 
tion with excellent lease. No real estate 
involved. Box 3757, c/o Automotive 
_News, Detroit 26. 


“BIG THREE’’' DEALERSHIP. Large new 
buildings, wonderful location, north cen- 
tral Mlinois, doing large business show- 
ing nice net return, $110,000 for build> 
ings and inventory, $40,000 will handle, 
15 years on balance. Harris Realty, Pon- 


_tac, Th. 


YEALERSHIP HANDLI ING Buick in cen- 
tral North Carolina. 100 car franchise 
in existence 20 years. Qwner retiring 
from business. Modern uipment and 
building. Reasonable renton short term 
jease. Box 3776, c/o Aupgpactive News, 
Detroit 26. 


een toeeensncetteesiesstntalacicierpemennentsnnancende 
FARM MACHINERY—McCormick Deering 
—International Harvester; Auto - Truck 
Agency, DeSoto-Plymouth International ; 
sales $288,000 year; easte’ town; with 
property, attractive price Apple Co., 
__Brokers, Cleveland, Ohio. , 


DEALERSHIP HANDLI LINCOLN- 
Mercury in metropolitan ton area can 
be purchased for approxftmately $30,000. 
Earnings before taxes | year approxi- 
mately $20,000. Excellent service and 
used car lots immediately adjacent 
agency included in low rent on modern 
post war building. Upper ‘middle income 
trading area. Box 3758, c/o Automotive 







DEALERSHIPS AVAILABLE 


Ne ae ey ene eae coh — 
ing independent, city of ,000 with out- 
lying area of 50,000 additional. Upstate AT TENTION DEALERS ' ! 

New York. Nicest and best garage in 

city. Located on main th hfare in SPECIALIZING IN THE SALE OF 

the heart of city. Beautiful lot black- : EX-TAXIS 

t . 

opped for used car display. A going Excetient Bodies - € Staton 


OARS FOR SALE 











business, no real estate to buy, with a Heaters rt semi trailer, ll length, 45 feet, 

long lease and option to buy at very low Upholstery New 7951 Model JMA-107 with radio, Sanaa ONLY $5] 45 Less 

Serco ean mee tet cae | OUT OW LOWERT Paces even =| varus, rales, 100. gaien ous ae. 8 castes 

other interests. Box 3785, c/o Automo- Price ‘complete $1,950. Write or call R. Meet: 

tive News, Detroit 26. 1950-1951 H. Gross, Tag Galyean, Inc., Charleston, , =e — a 
TWENTY HAR BOTADLIGNED Goalere Plymouths — Fords — Chevrolets West Virginia. Telephone, 39-571. 

ship handling DeSoto-Plymouth. Excel- 1 te 500 OFFICE EQUIPMENT FOR SALE COMPLETE with 


lent location. Factory approval could be | 


obtained. 75 cars sold annually. De- MORRIS FREEDMAN 


Pumpo’s. Waverly. New York. 
DEALERSHIP WANTED 54th & LINDBERGh BOULEVARD 
PHILADELPHIA 43. PA. 


GM OR FORD DEALERSHIP within 75 
miles New York. Hammond, 54 Riverside | SARATOGA 17-2300 SHERWOOD 17-1700 
Dr.. New York City. WAtkins 4-6754. 








BUSINESS OPPORTUNITIES 


DEALER HANDLING LINCOLN-Mercury SYRACUSE AUTO AUCTION 
for 


in southern state would like to retire. r eniy) Michigan or phone, FE 5-0411. Gana ten 

Will swap entire business, parts, equi Every Thur —e*neen | ff SOO COw Oee......... —y 
ment and accessories for late model We quorentee s and titles SHOP EQUIPMENT FOR SALE Sadie. ies Heook- 2 50 
foot express cruiser. Box 3787, c/o Aut Located on U. S. Route Il, 3% miles south Up Intra-State Tow Bar... $4: ° 


motive News, Detroit 26. 
DEALER SERVICES 





of Syracuse suburbs, 2// 
unction of Routes 


20 and It re oe 
service). 


Auctioneer: A. V. Z 
Irving C. Mondore, al | 


ARE YOUR 


SALES COSTS RISING? 


of 


AUTO AUCTION 


TIM ANSPACH 


"Midway," Sto 
Albany-Schenectady Road 


Then join the .gfowing number 
ALBANY, N. Y. 


(For Dealers Only) 


EVERY MONDAY .. . 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


progressive dealerships using SALES 
ACCOMPLISHMENT, the modern sales 
contro! plan. SIMPLIFIED work sheets 
and follow-up plan actually designed 
by successful new, used car, and truck 








CARS WANTED 


ATTENTION KAISER DEALERS. Wi11 
buy new, 1954 Kaisers or sharp 1953 
Kaisers. Write, giving complete discrip- 
tion of car and your low Dollar. Jake 
Friedman, ‘‘Authorized Kaiser - Willys 
Dealer,"’ 1018 N. Meridian St., Indian- 
apolis, Ind. 


WILL PAY GOOD CASH price for late 

| model wrecks from new car dealers 

| within 250 miles of New York City. Call 
Sherwood 2-4488 or write Matt’s Garage, 
55 Madison Ave., Paterson, N. J. 


salesmen. 


® No clerical help required 
® No binders, files to buy 
© Inexpensive 


Write For Brochure Today 
Sales Accomplishment Co. 
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TRUCKS FOR SALE 


FORD F5 with Holmes Model 515 
Traffic King Wrecker. High speed Tow- 
ing Cradle, excellent condition—$1,095.00. 
L. O. Gates Chevrolet en 333 
Western Avenue, South Bend 1, Indiana. 





DODGE TRACTOR with automobile trans- 


RARE BUYS—Burroughs Bookkeeping ma-, 


chine—20 bank, adaptable for all types’ 
of bookkeeping. Four years old, A-1 con- 
dition. Cost $4,900.00 new. SENSOMATIC 
billing machine — provides ledger entry 
and billing in one operation, both original 
copies. Four years old, A-1 condition. 
Cost $2,200.00 new. Will sell at consid- 
erable discount. See Colin Brown, 601 
Community Bank Building, Pontiac, 


SIGNS — NEON — FACTORY ‘‘Willys’’- 


**Kaiser’’. Bargain. Allen Motor Co., San 
Marcos, Texas. 


MISCELLANEOUS 


Our New Medel . 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meets 1.C.C. Requirements 


Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 











Automatic BraKing 






Guide Cables and $61 45 
BRAKE HOOK-UP ........... “* 
Meets ALL 1.C.C. Requirements! 
—SPECIAL— 
Protecto Covers (Tailor Made) ... 
















TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-74s6 


40 So. Clinton St., Chicage 6, Ill. 


BAD CHECKS 


DUBL-CHEK equipment will stop 
the millions of dollars lost 
yearly. 

Distributors now being appoint- 
ed for the New Dubl-Chek 
photo system being installed by 
MARKETS, HOTELS, DEPART- 
MENT STORES. 

Perhaps you have seen it on 

















News, Detroit 26. 


DEALERSHIP 





ax. 
sed AVAILABLE 

35, Only dealer in Mi ee city of 75,000 
88; with trading area 150 Handling Lin- 
ant coin-Mercury. Selling “account of illness. 
er- Equipment and merchandise at inventory. 
30x Good building, facilities and lease at fair 
26. rental. All inquiries in full confidence. 
oy | | 80x 3789, c/o Autombtive News, 
- Detroit 26. 

5/9 

ity |} DEALERSHIP HANDLING CHEVROLET, 
ip. 200 units up; central Georgia near At- 
Lu- lanta, 30,000 population. Modern build- 
»p- ings, tools, equipment., Sell or lease 
ip. buildings. Factory approval required. 
"a- Selling account illness. Confidential. Box 
/o 3746, c/o Automotive News, Detroit 26. 
__ | GENERAL MOTORS DEALERSHIP—West 
of Coast. New car sales potential in excess 
or- of 600 per year. Excellent facilities can 
si- be leased. Old established dealership. Ill 
100 health necessitates sale. Inventories and 
of equipment valued at approximately $60,- 
wo 000. Excellent opportunity for the right 
nd man who can sell volume. Box 3761, c/o 
or Automotive News, Detroit 26 

0 
r- | DEALERSHIP AVAILABLE handling 
is Buick—Demopolis, Alabama. Located on 
LS. two main highways. Good lease and 
rr. building complete. Shop, parts, stock and 


office equipment. Extra nice display room 
and used car lot., Trade area includes 


thirty towns. James Stewart Webb, P. O. 
Box 444, Demopolis, Ala. 


DEALERSHIP 
AVAILABLE 


a, Handling DeSoto-Plymouth—Due to death 
Prompt estate settlement desir- 


at: cellent location on main street, 
t, ichigan. Floor space approxi- 


1g 

7 7,200 square feet. car lot 
e. 6,000 sq are feet. Parts, accessories, signs 
. 4 ipment inven 4,000. 

"3 siness for previous year—$755,000. 
y year lease available. 


Box 3790, c/o Automotive 
News, Detroit 26. - 


ser 


SALE handling 

cury. Outside of metropolitan Los An- 
geles area in fastest growing [ndustrial, 
citrus and agriculture area ir 8. Cali- 
fornia. Terrific drawing potential. All 
new, beautiful, modern building, shop 
. equipment and used car lot. 250 foot 
° frontage on main bivd. Will guarantee 
, this deal cannot be beat and will put it 
up against any in the United States as 
being the most workable, finest and 
nicest layout anywhere. Very attractive 
lease. Box 3786, c/o Automotive News, 
Detroit 26. 


if WHEN BUYING or SELLING 
; an. 
‘E “AUTOMOBILE DEALERSHIP 


Seire8? | &e. 





é. 2 Consult a Specialist 
u LEO J. KLEM 
‘312 Fisher Bidg. Detroit 2, Mich. 


245 
bes 
& 


















PARTS FOR SALE FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


121 Circle Road Syracuse 10, N. Y. TV, in News Reels or in the 


Press . . . Acclaimed enthusias- 
tically by law enforcement 
agencies. 
An outstanding opportunity for 
the individual or organization 
selected to operate an AU- 
THORIZED LEASING AGENCY 
in key cities. 
PROFIT POTENTIAL 
$50,000—$100,000 First Year 


No equipment inventory — no 
franchise fee. 

Requires $25/50,000 working 
capital. 


THE DUBL-CHEK CORP. 







ONE SOURCE FOR 
GM & UMS PARTS 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED 
ON BUICK PARTS 
60% 

(Example: Buick Muffier lists at 
$10.00. Your cost only $4.69.) 


pent Bee Ee EE Cae Gy sere. 












5 YEAR & OBSOLESC 
Fast services rendered 
Call or write for details 
ALLIED INVENTORY 60. INC. 
1916 E. 79th St. Chicago 49, lil. 


1380 Penobscot Bid Detroit 26, Mich. 
w 2-8242 
























AUTOMOBILE BUSINESS 
LIQUIDATORS 


ALSO USED CAR AUCTIONS 
We have = in 24 states and Canada 
more than 4,000 various auctions. 
References—F. H. National Bank 











A Rare Opportunity 


Old established, well rated manu- 










Bowen & McCullum Auction Service || ice. Special cash allowance on Phone facturer of nationally advertised Box —, See 26 News, 
8 Public Santee orm — 4232-5110 Orders. Ali Shipments c.0.D. service equipment badly needed 
n, 


by new and used car dealers is 
now in a position to appoint a few 
additional factory distributors in 
various territories. 


i Wire, Write 








GORDON BUICK 


(formerly Robertson Buick) | 
1000 S. Wabash Ave. Chicago 5, Ill. 
WAbash 2-1030 


COMPLETE INVENTORY 


CAR—INNER TUBES 
USED—TESTED—ANY SIZE 


50c each—13 to a dozen 


Check with order 


WINNICK'S AUTO PARTS 


TALBOT’S INVENTORY SERVICE, 124 
8. Woodward, Birmingham, Mich., Mid- 
west 4-5355. 


INVENTORY SERVICE 


Prompt factory shipments eliminates 
the necessity of carrying substantial 
inventories. 





late model 


Chrysler, Plymouth parts, accessories 
° , 
e — e = ee cost. Corson We invite inquiries from sales or- SUNBURY, PA. 





Get the facts now —find out if you are in| REBUILT AND BLOCK tested engines— || 9°Rizations or capable business 





shape for '54. Obsolescence and shortages can| “piymouth, Dodge, DeSoto, Chevrolet men desirous to add annual profits ENGINE REBUILDING — Crankshaft 
kill profits so don't wait for the year end to Ford, Mercury. Crankshaft grinding. in excess of $12,000 to their pres- grinding and metalizing. John P. Hughes 
learn how this department is operating. Competitive prices. Sharp Manufacturing Motor Co., Inc., 800 Commerce St., 


Co., Nelsonville, Ohio. ent income. Lynchburg,’ Virginia. 


RETIRING—ENTIRE stock of Nash parts 
and accessories, shop and office equip- 
ment, signs. tools and parts bins for 
sale. Starz Bros. & Fritz, 1781 W. Mar- 
ket St., York, Pa. 


ACC. RIES FOR SALE 


FOR SALE—200 genuine Chevrolet Au- 
tronic Eyes part No. 986804 at 25% less 
than dealer net or $24.90 each. Ship- 
ments of $250.00 or more will be prepaid. 
All shipments C.O.D. L. O. Gates, Chev- 
rolet Corporation, 333 Western Avenue, 
South Bend 1, Indiana. 


Dealers say our analysis and testing of 
procedures alone worth cost of Inventory 


Full time experts. No pick-up part time help. 
Automotive inventory Service Co. 
10040 Freeiand Detroif27, Mich. WE 3-6445 





Manufactures Box 3764 
c/o Automotive News, 
Detroit 26 


For Quick Results 
Use Automotive News 
WANT ADS 

















OARS FOR SALE 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
ouths in all body styles. These cars 
can be delivered to your door regardless 
ation. Phone or write for informa- 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [|] or Two Years $14 [] 
for which check is attached [_] or send bill [1] 


TRUCKS FOR SALE 


TOW TRUCKS 


With 
BRAND NEW BODIES 


All steel welded construction—7-ton winch 
—new power take off—seamiess tubing 
“A frame—Diamond plate body—hand 
lever safety controls—swivel head heavy 
duty boom—equipped with cable, safety 
chains, etc. Bodies alone are worth be- 
tween $1,400 and $1,800. Remember bodies 
are new. 





Robinson Auto Rental, Inc. 
229 $. Henson St. Philodelphia, Pa. 


1. E. Spetig, Used Car Manager 
Sherwood 8-1500 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TINNIN AUTO AUCTION 
A closed dealer auction 
EVERY TUESDAY—11:00 A.M. 


BUCKWALTER STADIUM 


Meridian, Miss. TRADE CONNECTION: 


Telephone 5524 - 9533 - 9274 Others available with two weeks notice. Car Dealer (1) Truck Dealer (] Manufacturer (] 
All checks and titles insured by Fidelity RUBY CHEVROLET, INC Jobber [] insurance [] Financial [) Supplier C) 
paren is. a Faun. 1147 W. Jackson Chicago, ti 
Plenty of clean cars to pick from ‘iat aoe Dove Ruby or Fred ae : Mate OO Gis 6000s cere canedneciticsddek Wlerdctnctetbhetsthibbabsuce é 
BILL TINNIN, Owner 5 5-17-54 


.scienese-oinahtinat di direiguaedhustilegichinetiiandeesianitiaaiigiiaamnn 
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PORCELAINIZE stands alone in the 


appearance maintenance field in devoting 
consistent, national advertising for 


the exclusive benefit of New Car Dealers. 
This MAY 27th promotion in 


Collier's 


helps you sell PORCELAINIZE every 
time you sell a new car. 


Under present conditions, it has been proven that 
97 out of 100 buyers of new cars we‘come the 
beauty protection that only Porcelainize cols give. 
It is the one added purchase over new car cost 
to which they readily accede. These added 


Porcelainize profits ‘are yours for the asking! 


ecceoeeoe FREEMAN & FREEMAN, INC.°**++ 


i ‘ee peg 

















